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/. MULTIKOPY CARBON PAPERS 


Selling Points: A style and weight for every 
requirement. Insures neat, legible, non-smudging 
copies. Available with or without Micrometric 
scale. 


2. MULTIKOPY TYPEWRITER RIBBONS 


Selling Points: Give exceptionally sharp impres- 
sions. Are non-filling. Long length of ribbon 
means less changing, added service. 


Ss. MULTIKOPY SPIRO-SETS 


Selling Points: Combine master paper and spirit 
hektograph carbon in one sheet. Paper and carbon 
perfectly matched to prevent copy failures. Regis- 
ters sharp, clear impressions with any make type- 
writer. 


to worry about the second sale. For it’s the line 
that brings customers back for more! Why? Be- 


cause every product in the Webster line is a quality 


B product — designed to do its job right. 





paSESHEISES STE BGS 
: 


You'll line up Repeat Sales **s 
with the WEBSTER LINE : 


SELL THEM WEBSTER’S — and you'll never have A 

















4. MULTIKOPY MASTER PAPERS 


Selling Points: Made from high-grade stock. Is 
especially adapted for use with Webster's Spiro- 
graph Carbon Paper. 


2. MULTIKOPY DUPLICATING FLUID 
Selling Points: Gives finest results. For use in any 
type of spirit duplicating machine. Special non- 
spill pouring spout in every case. 


6. STAR SKIN CLEANER 


Selling Points: Contains no harmful acid. Leaves 
hands soft and smooth. Won't remove nail polish. 
Attractive pine scent. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a_ clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago 6, Illinois. Cable 
address: Applico, Chicago. Telephone: DEA 3206-7. 


ESTABLISHED 1904: Succeeding and embodying American 
Stationer, New York, established 1873, the original trade 
journal serving the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; The Office, Frank- 
linville, N. Y., 1904; The Office Appliance Journal, Chicago, 
1905; Business Equipment Journal, Chicago, 1908; Office Out- 
fitter, Chicago, 1908; SS ag National Stationer, New 
ork, 1909. 


John A. Gilbert, President; Charles H. Everly, Vice-President, C. F. Malatesta, 
Secretary and Treasurer. é 

Evan Johnson, Contributing Editor; John A. Gilbert, Business Manager; 

Walter S. Lennartson, Editor; O. R. Snapp, Assistant Editor; Herbert L. 

Sime, Western Advertising Department; Benjamin C. Wallsten, Copy Depart- 

ment Manager; John H. Reardon, Circulation Manager. 

EASTERN OFFICE 

G. C. Wheeler, Eastern Manager; J. L. Gallup, Assistant Eastern Manager; 

Room 1023, 100 E. 42nd St., New York 17. Phone AS 4-8319. 


Vl 84 — September, 1946 — Io. - 
eae 








Modern Methods Vitalize Location Values ........................ 13 
Helping Offices Solve Typewriter Problems Helps 

be.) RAR AN TR Me EI oe, ey Mm Sal BRO eee een Re 15 
Time to Revalue That List of Backlog Orders.................. 16 
Consider Your Post-war Advertising Program Now........ 17 
Spruced-Up Store—Inside and Out ..................:cscse----ceesseees 19 
Training Customers and Salesmen in Planning for 

tT OMROTTOW & Tern ee 20 
The Office Machine Dealer Looks for Salesmen................ 26 
Welcome: to GCRiCag0; TN encase nae 144 
37th Annual Special Office Furniture Section.................... 194 


SY, the a 


Buckeye Names Southwestern Distributor .... ee 46 
M. V. Miller Named Royal President...............................-. 68 
Barrett Division Appoints H. G. Wells................................ 68 
Vector Adding Machine Promotes Three............................-- 70 
Sun Rubber Company Apponts C. C. Lile............................ 74 
Red Feather Opens Agency in New York.......... Pe seeh bs 74 
Eversharp Adds 900 Dealers in Six Months........................ 81 
New Safe Manufacture on West Coast....... tiie 82 
Monroe Opens Plant in Virginia........................ omaiecccciesiaia 
B. C. Stapleton Establishes New Firm................ Aue 
Otis Wells Heads Western Lithograph........... Dee 94 
D. & R. Firm Takes New Quarters............... sib Ukcclipadeaiiale 102 
Open Schnaitmann Firm at Sheboygan................................ 108 
Melville Wheeler Advanced by Firm......... sehiscaacedpgphaa 
Royal Reaches Full Pre-war Production..............................143 
Boost National Letter Writing Week.......................00.....00.... 190 
Henry Deutsch Joins American Carbon......... .193 
Philip Hano Issues Selling Manual...... hiss 298 
Leisure Furniture Corporation Moves........ oe 
General Pencil Restyles Packages....................... skepiiaa 302 
Marr Duplicator School in Chicago............................:..000+ 302 
W. A. Johnston Firm 38 Years Old............ whi see ease, 317 


Departments and Classified News 





Business Bui'ders ...................-...... 297 New Trade _ Literature.................. 
Business Opportunities ............... 10 News and Miscellany................. 
Corporation Reports ...................... 11 NOMDA News .................... ; 
Editorial .-.ccce-ccomscccsscsssssesceceee... 22 QO. A. Information Service........... 90 
Excuse Us, Please......................... 68 Office Furniture, Wood and Metal 194 
Guest Book nnn 48 B8NRO AWAY nnn BS 
Here ond There... 9 anes, PANEER . 
Meetings-Conventions-Dinners ... 56 «= Time Was) -c-ccccce-scceccccc0eeceecnevenee UM 
New Equipment, Devices, Supplies 28 Weddings .................. Scccthsas St Oe 


{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and ad 5 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as second-class 
matter, July 8, 1905, at the 
post office at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
COPYRIGHT. Contents 
covered by copyright, 1946, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
customers. They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 
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Acco Products, Inc 
Ace Fastener Corp. 


Acme Bulletin & Dircty. Corp 
Ce SS EL Sao 
Acme Visible Records, Inc 

Active Sales Co. 

Adirondack Chair Co 

Advanco 6 WR Div. Adv. 8S. B 
Aigner, G. Co. 

Alexander stig. Co 
All-Steel-Equipment, Inc. 

Allen Calculators, Inc 

Allen & Co. 

Allied Car. & Rib. Mfg. Corp 


Alma Desk Co.. 

Amberg File & “Index Co 
Amer. Carbon Paper Mfg. 
Amer. Hair & Felt Co 
American Map Co........ 
Amer. Stencil Mfg. Co. 
Amer. Writing Payer Corp. 
Ames Supply Co............ 
Anderson-Hickey Co., Inc 
Ard Mfg. Co. ...... 

Ariston Duplicator Co. 

Art Metal Construction Co. 
Art Steel Sales Corp 
Assoc. Statnrs. Supply 
Atlas Stencil Files Co 
Autopoint Company 


Co. 


Bainbridge, ans & pant, 
ee » oe, 
Bankers Box Co... 
Barkley, C. L., & Co 
Bates Mfg. Co. 2 
Beck Duplicator Corp., 
Bickett, L. M., Co.. 
Bison Distributing Co 
Blaisdell Pencil Co.... 
Boorum & Pease Co... 
Box J-219 
Bradley Industries . 
Bright Chair Co. . 
Brown, Arthur, & Bro. 
Browne-Morse Co. 
Buckeye Ribbon & Carbon Co. 
Bureau Stationery Co. 
Business Mach. Products, 


The 


‘Ine 
B 


yt cone Ruler Co... ones 
Calculator Equip. Corp 
Capitol Export Co. 
Cardinal Distributing Co 
Cardinell Corp. 

Cardmaster Co. ... 

Century Assoc. Products Co 
Century-Chicago Co 
Clarotype Co., The 
Cleevelandt Corp 
Clemco Desk Mfg. 
Codo Mfg. Corp. 
Cole Steel Equipment Co... 
Collier-Keyworth Co. 

Columbia Pencil Co...... m 
Columbia Ribbon & Carbon Mfg. 
Columbia Steel Equipment Co 
Commercial Controls Corp 
Commonwealth Publishing Co.. 
Consolidated Stamp Mfg. Co. 
Continental Ink Co. 
Cook, The H. C., Co 
Cooke & Cobb Co. ... 
Copy Papers, Inc....... 
Copy Right Mfg. Corp 
Corona Typewriter 
Corry-Jamestown Mfg 
Cotterman, I. D.. 
Cram, The George F. Co 
Cramer Posture Chair Co. 
Cushman & Denison Mfg 


60, 61, 2 


Co.. 


Corp 


Co. 
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D. & R. Mfg 
Daco Card & Index Co 
Darnell Corp., Ltd. 

Dawn Mfg. Corp. 

Dayton Stencil Works 
Dennison Mfg. Co 

Dick, A. B., Co 

Dixon, Joseph, Crucible Co 
seed 121, 
Domore Chair Co............ 
Doppelt, Charles, & Co. 
Dorman-Rattner Corp. 
Downey, C Ricans 


Co 
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Eaton Paper Corp 

Edison Rest. & Bar Equip. Co 
Ellsworth Industries 
Eureka Specialty Prtg 
Eversharp, Inc. 
Executone, Inc. ~.. 


Co 


Co. 


261, 


22, 23, 
.-.260 


107 





318 
67 


294 


“281 


93 
302 
101 


291 


319 


326 


24 
178 
185 
310 


313 
301 


274 


330 
149 


823 


F 
Faber, Eberhard, Pencil Co 
Fair Furniture Co 
Farber, Louis H. 
Federal Fibre Corp 
Feldco Loose Leaf Corp 
Fisher Mfg. Co 
Fox, George E., 
Fritz-Cross Co 


& Co 


Fulton Specialty Co 
G 
Galef, J. L., & Son, Inc 


General Fireproofing Co 
yeneral Pencil Co. 
Gibbons, Thomas H., & Co 
Globe-Wernicke Co., The 
Glue-Fast Equipment Co 
Goodfrend Metal Products Co 
Graff, George B., Co. 
Gregory Fount-O-Ink Co 
Guide System & Supply Co. 
Gunlocke, W. H., Chair Co 
Gunn Furniture Co 


H 


Halliwell Co., The 
Hall-Welter Co. 
Hano, Philip, Co., 
Harding, Milo, Co 
Harriman-Welts, Inc 
Harter Corp. 
Hedges Mfg. Co. 
Herring-Hall-Marvin Safe Co 
Heyer Corp., The 

Higgins Ink Co. . 

High Pt. Bendg. & Chair Co 
Holly Pen Corp.. 

Hotchkiss Sales Co 
How-Art, Inc.. 
Hunt, C. Howard, 
Hurrle, Charles G., 


Inc 


Pen Co. 
Co. 


IJ 


Imperial Desk Co 
Imperial Mfg. Co.. 
Imperial Methods Co 
Indiana Desk Co...... 

Ink Srecialties Co., Inc 
Invincible Metal Furniture 
Jardin Associates, Inc 
Jasper Chair Co. 

Jasper Desk Co., The 
Jasper Office Furniture Co. 
Jasper Seating Co 
Johnson Chair Co 


KL 


Kahn, David, Inc 

Karl Mfg. Co........ 
Keystone Steel Equip. Co 
Kisco Company 

Kol Sales Div. 
Krumwiede, Elmer & Assocs 
Lake Specialty Co 
Leathercraft, Inc 
Leisure Furniture 
Leopold Co. ..... 
LeShore Corp., The . 
Lightning Adding Machine Co 


Corp. 


Co. 


200, 


191, 


218, 


4, 


230, 2 


268, 7 


246, 


248, 2 


242, 


298 


190 
86 


Macey Co. . 
Magnus Chemical Co 
Mailers Service & Equip. Co. 
Manhattan Office Equip. Co 
Manifold Supplies Co 


Marble, B. L., Chair Co 
Markilo Co. . 
Markwell Mfg. Co. 


Marr Duplicator Co., In« 
Mashek, Frank, Co. . 

Mason Stationery Products 
Master-Craft Corp. Div. S-W 
Mayfair Co. ....... q 
MeMillan Book Co. 

Meier Electric & Machine Co 
Meier, Joshua, Co. . 
Meilicke Systems, Inc 
Meilink Steel Safe Co. 
Melind, Louis, Co. 
Metal Office Furniture Co. 
Metalstand Co. i 
Meyer & Wenthe, Inc. 
Miami Systems Corp. 
Michigan Desk Co. 

Midwest Naturlite Co 
Mimeograph, The .. 

Mittag & Volger, Inc 
Monroe Cale. Machine Co 
Moore Push Pin Co. 
Multistamp Co. 

Myrtle Desk Co 


National Blank Book Co 


National Brief Case Mfg. Co 
National Business Show Co.. 
National Desk Co., Inc 
Neva-Clog Products, Inc 


New England Paper Punch Co 
New England Woodworking Co. 
New Indiana Chair Co...... = 
Niemann, Inc. ... 

Norta Distributing Co. P 
Northern States Envelope Co. 
Nu-Vue Publishing Co 


0 


Oakville Co. Div. Scovill 
Office Furn. Wholesale Distrib. 
Old Town Rib. & Car. Co. 
Oxford Filing Supply Co 


PQ 


Parker Steel Products, Inc 
Peerless-Imperial Co., Inc. 
Peerless Steel Equipment Co 
Pemberton, L. N., Prtg. Co 
Pengad Mfg. Co.... 
Perfection Box Co.. 
Peyton, Peter, & Co 
Phillips Process Co., 
Photo Materials Co. 
Pierce Co., The....... 
Plastext Co. ............ 
Plymouth Rubber Co 
Polychrome Corp. 
Post, Frederick, 





Co. 


299, 


329 


137 
59 


45 


298 


“289 


323 
325 
184 
186 


...309 








office equipment, 
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ITHE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers, 
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Precise Adding Machine 187 
Precision Staple Corp...................0--+ 325 
Pronto File Corp. 100 
Quality Park Envelope Co. 80 
R 
Red Feather Products, Ltd. 63 
Regal Typewriter Co. seaiusettcee 
Reliable Tw. & Add. Mech. Corp.......170 


Remington Rand Ine 41 


Republic Seating Co. 130 
Rex-O-Graph, Ine. 90 
Reyam Plastic Products Co. 183 
Reyburn Mfg. Co. 132 
Rite-Line Sales Co., Ine 316 
Rite-Rite Mfg. Co.. ..823 
Rivet-O Mfg. Co......... os ..B24 
Roberts Number. Mach. Co.................305 
Roberts, Weldon, Rubber Co.. 331 
Robinson Reminders ....... anesthe 110 
Rochester Wire-O Binding $25 


Rockwell-Barnes Co........ 
Rogers Loose Leaf Co.. 
Ross-Gould Co. in 
Bowtes, ©. WW. .A., Od...01....n00 
Royal Metal Mfg. Co. 

Royal Typewriter Co. 





Ss 
Schollhorn, William, Co.. 135 
Security Steel Equipment Corp... 241 
Seng Company, The 240 
Sengbusch Self Cl. Inkstd. Co... 328 
Serolite Co., The... . 96 
Service Products, Inc.. 183 
Shallcross Co., The 120 
Shank Leather Goods Co. 319 


Shaw-Walker Co. * a 54, Hy) 


Sheaffer, W. A., "Pen CO... cee ccesneee 43 
Sheboygan Chair Co.. ...204 
Sheppard, C. E., Co.. ‘ 326 
Shipman-Ward Mfg. Co........ 185 
Sikes Co., Inc., The............. ..203 
Sinclair & Valentine Co.. dete 321 
Smead Mfg. Co..... 103, 104 
Smith, L. C., & Corona Tws.. 29 
Speed-Key Mfg. Corp..... ee 
Speed-O-Print Corp. «141, 142 
Speed Products Co., Inc. 116, 117 
Spencer Rubber Products Co... 313 
Staedtler, J. S., Inc. - 81 
Standard Business Machs. Co... 173 
Starkey Paper & Supply Co.. 324 
Stationers Guild of Amer... . 94 
Stationers Loose Leaf Co.. . 76 
Stein Bros. Mfg. Co.. Es | 
Stewart, R. A., & Co.. 128, 159 
Storms, H. M., Co. 327 
Stow & Davis Furniture Co 275 
Stratford Pen Co. ; 83 
Sturgis Posture Chair Co 289 
Superior Marking Equip. Co 159 
Swan Pencil Co., Ine. 143 
T 
Taylor Chair Co. 264 
Tec Pencil Co... easGeaniconee ..310 
Technygraph Co., The..... = 314 
Toledo Guild Products, Inc. 301 
Triple “‘E’’ Products Co 106 
Typewriter Equipment Co. 322 
U 
Underwood Corp. Back Cover 
Union Pencil Co...... ‘ . 71 


U. S. Savings Bonds 332 





U. S. Typewr. Ribbon Mfg. Co. 127 
U. 8S. Victor Fountain Pen Co 306 
Vv 
Vail Mfg. Co 162 
Van Dyke Industries 156 
Veet Mfg. Co. 294 
Vevier Loose Leaf Co 118 
Victor Safe & Equipment Co. 295 
was 
Wabash Filing Supplies, Ine 140 
Wansco Paper Products Co 314 
Warshaw Mfg. Co.... 321 
Webster, F. S., Co 2 
Weis Mfg. Co... 35, 36, 37, 38 
Welch, W. W., Co. 91 
Wells Furniture Mfg. Co. 293 
Wells Office Furniture Co...212, 213, 214 
Western Wholesale Stationers 320 
Wilson Jones Co... 163 
Wolber Dupl. & Supply Co 154 
Wonder Lock .. vantioe 184 
Wood Office Furn. Institute 258, 259 
Woodworking Shop ilacilgnecledioeted 322 
Woodstock Typewriter Co. 75 
Ry Bo areca arenipastnren nop esenedinieenctines 316 
Yawman and Erbe “Mfg. Co... 220 
OO S Ee 292 

September, 1946 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Accounting Systems Equipment 
Eureka Specialty Prtg. Co.. ...830 
Pemberton, L. N., Prtg. Co ..823 
Adding Machine Parts 


Ames Supply Co................ ; 181 
Shipman-Ward Mfg. Co.. 185 
Adding Machine Rolls & Paper x 
Rockwell-Barnes Co.. igdesotpe hee Cae 
Adding Machines ; 
Allen Calculators, Inc. aes ae 
Monroe Cale, Machine Co....... 49 
Precise Adding Machine......... We | 
Remington Rand Ine. 41 
Smith, L. C., & Corona Tws. 29 
Underwood Corp Back Cover 
Adding Machines, Rebuilt & Used > 
Calculator Equipment Corp. 317 
Mailers’ Service & Equip. Co. 324 


Reliable Tw. & Adding Mch. Cp.. 176 
Shipman-Ward Mfg. Co. 18 
Adhesives (See Inks, ‘Adhesives, “ete. ) 

Air Circulators & Conditioners 
Kisco Company 
Meier Elec. & —— Co. 
Welch, W. W., 





Albums s 
Amberg File & Index Co...... 207 

Arch & Clipboard Files 
Cushman & Denison Mfg. Co.........319 
Globe-Wernicke Co., The 200, 201 
Pengad Mfg. Co........ 325 
Rockwell-Barnes Co..... 146, 147 
Service Products, Inc.. conde 


Shaw-Walker Co. ap, 

Yawman and Erbe Mfg. Co.............220 
Ash Trays & Stands 

Edison Rest. & Bar Equip. Co.....301 

Fair Furniture Co.................-.. eb.) 

Serolite. Co., The... 

Wells Office Furn. Co. , 213, ‘214 
Associations, Trade 

Stationers’ Guild of Amer. 94 





Wood Office Furn. Institute 258, “259 
Atlases, Geographical 

Cram, The George F., Co..... ..B05 
Autographic Forms 

Hano, Philip, Co.......... 84, 85 
Autographic Registers 

Miami Systems Corp....... 320 
Bank Supplies 

Dewaey, C. t., Ca......... ee 
Bankers Note Cases 

Art Steel Sales Corp........ 

sigsenins 225 see 227, 228 

General “Fireproofing Co.. 271 


Globe-Wernicke Co., The........200, 301 
Victor Safe & Equip. "| eS 
Billing Machines 
temington Rand Inc... ie 41 
Binders, Catalog & Periodical 


Acco Products, Ince.............. 107 
Amberg File & Index Co. 207 
Master-Craft Corp. Div. S.W... 133 
National Blank Book Co............. 113 
Sheppard, ©. E., -- Lee eee ..326 
Vevier Loose Leaf Co......................-.. 118 


Binders, Permanent aeaas 
Boorum & Pease Co. 
Master-Craft Corp. Div. S.W. 3 
Sheppard, CC. E., Co. 326 
Wilson Jones Co. . 163 

Blackboards 








Rowles, E. W. A., Co...... cc dccetudbeenee 168 
Service Products, Ine................ idan 183 
Blank Books 
Boorum & Pease Co.... Dissinegen e 
Eureka Specialty Prtg. Co...............330 
National Blank Book Co...... 113 
Rockwell-Barnes Co. 147 
Wilson Jones Co............. 163 
Blue Print Papers 
Post, Frederick, (Co................ anne 
Blue Print & Plan Fiie Cabinets 
All-Steel-Equipment Inc. ............. 2 
Anderson-Hickey Co. ...... shea 
Art Metal Construction Co. 245 
Art Steel Sales — <a 
ne it wee. 
Browne-Morse Co... oa 281 
Cardinal Distributing eae 
Cole Steel Equipment Co.................114 
Columbia Steel Equip. Co. ..287 
Corry-Jamestown Mfg. Corp.....261, 262 
General Fireproofing Co..... mE. | 
Globe-Wernicke Co., The 200, 201 
Invincible Metal Furniture Co 283 
Peerless Steel — nt Co. 289 
Pronto File Corp... sigs 100 
Shaw-Walkker CO. ..........ccc-c-ccoreseee 54, 55 
Yawman and Erbe Mfg. Co. 220 
Bond Boxes (See Cash Boxes) 
Book Cases 
All-Steel-Equipment, Inc. 217 
Art Metal Construction Co. 245 
Browne-Morse (Co. asin’ 28 
Corry-Jamestown Mfg. Corp.....261, 262 
General Fireproofing Co. 271 
Globe-Wernicke Co., The 200, 201 
Gunn Furniture Co 257 
Macey Co. . ae . 215 
Michigan Desk Co 224 
New England Woodworking Co 282 
Peerless Steel Equip. Co 289 
Shaw-Walker Co. 54, 55 
Wabash Filing Supplies, Inc. 140 
Weis Mfg. Co. 35, 36, 37, 38 
Yawman and Erbe Mfg. Co.............220 


Bookkeeping Machines 
Remington Rand Ine. 41 
Underwood Corp. ........ ....Back Cover 

Box Letter Files 
Amberg File & Index Co. : 207 
Art Steel Sales Corp.. Cae 

sooaencen’ 225, 226, 227, 228 
Cole Steel Equipment Co........ 114 
Globe-Wernicke Co., The........200, 201 
Hedges Mfg. Co........ oe 172 
Rockwell-Barnes Co. 147 
Weis Mfg. Co......... 8 
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Brief & Zipper Cases Stow & Davis Furniture Co 275 
Doppelt, Charles, & Co.. ate Sturgis Posture Chair Co...............289 
Gibbons, Thomas H. & Co. 150 Taylor Chair Co. ; eoeeeed64 
Leathercraft, Inc. eisesbasl 171 Wells Office Furn. Co....212, 213, 214 
Mashek, Frank, Co. Bs 157 Chairs, Tablet Arm - 
Master-Craft Corp. Div. 8.W.........183 Jasper Chair Co. 246, 247 
National Brief Case Mfg. Co. 166 New Indiana Chair Co a 
Stationers Loose Leaf Co 76 Cheek Protectors & Writers 3 
Stein Brothers Mfg. Co PE Hall-Welter Co. ... me Poe 

Bulletin Boards Checks, Stamped Metal a 
Rowles, E. W. A., Co... a 108 Dayton Stencil Works......................325 

Business Forms Meyer & Wenthe, Inc.. 155 
Associated Statrs. Supply Co 152 Clipboards (See Arch & Clipboard Files) 

Calculating Devices Coin Bags, Trays & Wrappers 
Lightning Adding Mach. Co. 86 Art Steel Sales Corp. “= 
Meilicke Systems, Inc. ; cesonsa ee 225, 226, 227, 228 
Shipman-Ward Mfg. Co ; 185 Dow owney. Gc te, Ce 310 
Victor Safe & Equip. Co.................295 Coin Changers ; 

Calculating Machines Galef, J. L., & Son, Inc 324 
Allen Calculators, Ine.........................69 Copyholders m 
Monroe Cale. Machine Co. .. 49 Acco Products, Inc. iidieelakaee 
Precise sone Machine................<.. 187 Copy Right Mfg. Corp. inn 
Smith, L. & Corona Tws........... 29 2 =e ee 326 

Calculating wetelees Used Rite-Line Sales Co. ec” 
Caleulator Equipment Corp... a Wells Office Furn. Co.....212, 213, 214 
Mailers’ Service & Equip. Co.........32 Costumers 
Reliable Tw. & Add. Mch. oe. 17 Ard Mfg. Co..... eee — 
Shipman-Ward Mfg. Co.. 185 Fair Furniture Co......................-.-..125 


Calendar Pads & Stands 

Fox, George E., Co. ..182 
Carbon Papers (See Ribbons & ‘Carbons) 
Card Index Boxes & Trays 


All-Steel-Equipment, Inc. ............. 217 
Amberg File & Index Co. ..--207 


Art Metal Construction Co..... 245 
Art Steel Sales Corp... : 







296, 2 228 
Cole Steel Equipment oo. ee 
Columbia Steel Equip. Co... ..287 
Corry-Jamestown Mfg. wrens 261, 262 
Farber, Louis H....... “938° 239 
General Fireproofing Co... atone 


Globe-Wernicke Co., The.. seg 201 








Goodfriend Metal Prod. Co...............168 
4iuide System & paved Co. ae 
Hedges Mfg. Co. REIS | 
Imperial Methods Co... soni 
Invincible Metal Furniture Co......283 
Metal Office Furn. Co... 265 
New England Woodworking Co.......282 
Peerless Steel Equip. Co.. 29 
Pronto File Corp. ee 
Rockwell-Barnes Co. . amie 147 
Security Steel Equip. “Corp... wove 4l 


Shaw-Walker Co. 


55 
Wells Office Furn. Co.. 212, “313, "914 


Weis Mfg. Co. 35, 36, 37, 38 
Yawman and Erbe Mfg. Co. 220 
Cash Boxes 


Art Steel Sales Corp 


225, 226, 227, 228 
Cole Steel Equipment Co...............114 
General Fireproofing Co....................271 
Globe-Wernicke Co., The 200, 201 
Western Wholesale Statnrs.............320 
Casters, Caster Bearings, Slides 
I ORI sascrseicesntiininsipmiinns 3 
Celluloid Envelopes 
(See Enveloves (Celluloid) 

Center Drawer Desk Trays 

Goodfrend Metal Prod. Co...............168 
Chair trons 

Collier-Keyworth Co. x 290 
 » Si “Saree e Ras 240 
Chair Mats 

Bickett, L. M., Co. sacevee BOO 
Office Furn. Wholesale Distr..........320 
Service Products, Inc PIS, | 
Chairs, Folding 

Adirondack Chair Co.............. 294 
Farber, Louis, H. : ..238, 239 
Manhattan Office Eaulp. “Co...........292 
Royal Metal Mfg. Co. 206 
Chairs, Office 

Ard Mfg. Co. . eo 
Bright Chair Co 


osseeananee 
Century Assoc. Prod. Co. 60, 61, 224 
Cramer Posture Chair Co...............291 
DoMore Chair Co.. 260 
Edison Rest. & Bar Equip. Co. ..301 
Ellsworth Industries 274 
Fritz-Cross Co. 
General Fireproofing Co... 27 

Gunlocke, W. H., Chair Co...218, 218 


Harter Corp. we 
“&C hair Co... rt 
24 





High Point Bldg. 


Jasper Chair Co 6, 247 
Jasper Seating Co .-.216 
Johnson Chair Co aiciceanieael 
Kol Sales Div. 288 
Macey Co. . ’ set cisccemnaadanal 215 
Marble, B. L., Chair Co. 237 
Metal Office Furn. Co. Pa 265 
Michigan Desk Co..............................284 
New Indiana Chair Co 292 
Niemann, Inc ian dveiilestesaa eine 
Royal Metal Mfg. Co ....206 
Shaw-Walker Co. : ....54, 55 
Sheboygan Chair Co. : 204 
Sikes Co., Inc : 203 
Stow & Davis Furniture Co...........275 
Sturgis Posture Chair Co.. -»-- 281 
Taylor Chair Co. ; se 
Wells Office Furn. Co...212, 213, 214 
Chairs, Posture 
Bright Chair Co. , 294 


Cramer Posture Chair Co......... 291 
DoMore Chair Co..... 

Fritz-Cross Co. .. 
General Fireproofing Co... 271 
Gunlocke, W. H., Chair Co... "218, 219 
Harter Corp. 232 








High Point Bldg. & Chair Co. 270 
Jasper Chair bing i saveeeee46, 247 
Johnson Chair ...148 
Marble, B. ht 237 


“Chair ‘Co 
Metalstand Co. CA 
Shaw-Walker Co. ...... 
Sikes Co., Ine......... 


September, 1946 


Globe-Wernicke Co., The 200, 201 
Peerless Steel Equip. Co 289 
Shaw-Walker Co. 54, 55 

Crayons 
Dixon, Jos., os Co : -_ 

122, 123, 124 


Rowles, E. W. A., i 108 
Cushions & Pads, Chair 

Century Assoc. Prod. Co...60, 61, 224 

Fair Furniture Co. 125 

Fisher Mfg. Co ee , 77 

Globe-Wernicke Co., The 200, 201 

Republic Seating Co : 130 
Dating Stamps 


Bates Mfg. Co......... . 87 
Consolidated Stamp Mfg. Co. 119 
Fulton Specialty Co 4 314 
Melind, Louis, Co... ; 164 
Meyer & Wenthe, Inc. é 155 
Rivet-O Mfg. Co.. = 
Stewart, R. A., & Co eeenenibias 128 
Superior Mark. Equip. Co...... wove 5D 
Desk Bumpers 
Fox, George E., & Co. 182 
Desk Lamps 
Po eee 182 
Century Assoc. Prod. Inc...60, 61, 204 
Dawn Mfg. Corp... 326 
Lake Specialty Co...... : 179 
Mayfair Co. 183 
Midwest Naturlite Co. ; wooo 65 
Serolite Co., The. iemckemintssetinteape =. 
Van Dyke Industries...................... 156 


Wells Office Furn. Co...212, 213, 214 
Desk Name Plates 
Bradley Industries 124 
Desk Pads & Tops 
Aigner, G. J., Co 
of, aes 
Fox, George E., & Co.. 
Mason Staty. Prod., Ine. 
Office Furn. Wholesale Disir... 
Wilson Jones 
Desk Pen & ink. ‘Sets 
Gregory Fount-O-Ink Co 191, 192 
Sengbusch Self-Cl, Inkst’d Co.......328 








Serolite Co. .. 96 

Sheaffer, W. A., “Pen Co. ‘ 43 

Union Pencil Co. shphommdipends ae 
Desk Side Files 

Amberg File & Index Co 207 

Cole Steel Equipment Co 114 

Farber, Louis, H. 238, 239 

How-Art, Ine. ........... seseeee BOD 
Desk Trays 

Art Metal Construction Co 245 


Art Steel Sales Corp. ital 
w-se-e20, 226, 2337, 238 
Corry- Jamestown Mfg. Corp 261, i 
Dorman-Rattner Co. 
Fox, George E., & Co , “189 
yeneral Fireproofing Co 
Globe-Wernicke Co., The 
Hedges Mfg. Co. 
Imperial Methods Co 
Metalstand Co. 
Peerless Steel Equip Ciccone 
Service Products, Inc 
Shaw-Walker Co. 54, 5! 
Weis Mfg. Co 35, 36. 37, 38 
Wells Office Furn. Co.....212, 213, a4 
Yawman & Erbe Mfg. Co 20 
Desk Work Distributors 
Advanco Products, Ine. Div........... 99 
Art Steel Sales Corp wi 
225, 226, 227, 228 


271 
200, 201 





Fox, George E., & Co 182 
Globe-Wernicke Co., The 200, 201 
Mason Staty. Prod. nie 
Victor Safe & Equip. Co soneee 995 
Wilson Jones Co. 162 
Desks 

Alma Desk Co 276 
Art Metal Construction Co 245 
te | EES 281 
Columbia Steel Equipment Co pod 
Clemeo Desk Mfg. 

Farber, Louis, 238, 239 


General Fireproofing Co 
Globe-Wernicke Co., The 200, 201 
Gunn Furniture Co..... 





Imperial Desk Co... ‘ 230, 331 
Indiana Desk Co....... 268, 269 
Invincible Metal Furn. Co ...283 
Jasper Desk Co.. 248, 249 


Jasper Office Furn. Co.. 


242, 243 
Leopold Company . 202 


Macey Co. oo SE SS 215 
Metal Office Furn. Co... 265 
Michigan Desk Co. 284 
Myrtle Desk Co............ 272, 273 


National Desk Co 288 
Peerless Steel Equip. Co. ..289 
Royal Metal Mtg. Co. ‘ i 
Security Steel quip. 
Shaw- Walker 
Stow & Davis Furniture Co. 
Victor Safe & Equip. Co........ 
Wells Furniture Mfg. Co. 
Wells Office Furn, Co.....212, 213, “ha 
Yawman and Erbe Mfg. Co... 220 

Diaries (See Memo Books) 

Dietating Machines 








Standard Business Machs. Co..........173 
Dictating Machines, Used 
Shipman-Ward Mfg. Co.......... 185 


Cardinell Corp. 
Post, Frederick, Co. ; 
Duplicating Machines & Supplies 
Amer. Stencil Mfg. Co... woseee 38 
Ariston Duplicator Sup ly Co. 
Bainbridge, Kimpton, 








+ Haupt... 
52 


Beck Duplicator Corp. 
Cardmaster Co. ..... 
Columbia Rib, & Ca 
Copy Papers, Inc. 
D & R Mfg. Co.... 
Dick, A. B., Co..... 
Harding, Milo, Co.. 
Heyer Cerp. ; 

Ink Specialties | ey. ebOk 
Manifold Supplies Co. 










Marr Duplicator Co..... "129 
Mittag & Volger, Ince... 39 
Old Town Rib. NY Carb. Co, 59 


Pengad Mfg. 
Red Feather Products, Ltd 
Polychrome Corp. ..... 
Rex-O-Graph, Ine. 
Shallcross Co. 
Sinclair *, Valentine.. a 





Smith, L. & Corona Tws......... 29 
Speed-O- Print Corp. ‘141, 142 


Starkey Paper & Supply “Co... 894 
Technygraph Co. a RTS 
Victor Safe & Equipment Co. 
Wolber Dupl. & Supply Co. 

Duplicating Machines, Used 
Mailers’ Service & Equip. Co...... 324 





Duplicating Stencil File 

Atlas Stencil Files Co................ ....B04 
Endorsing Machines 

Commercial Controls Corp............... 105 
Envelopes 


Cooke & Cobb Co....... . B15 
Globe-Wernicke Co., The... ;-200, 201 
Northern States Envelope Co.........136 
Quality Park “eos tan . 
Smead Mfg. Co..... 103, 
Wilson Jones Co........ 
Envelopes, Celluloid 
Aigner, G. J., Co.. 
Markilo Co. 
Meier, Joshua, Co... 
Veet Mfg. Co... 
Envelope Sealers & Openers 











Commercial Controls Corp............... 105 
Erasers, Biac 
Bowles, Th We, Beg OOimicccniscenemrn 08 


Erasers, Rubber 
Blaisdell Pencil Co... 
Dixon, Jos., Crucible Co. 









sescessacvensitibemmidin lilacs 121, 122, 
Faber, Eberhard, ~~ Co... 
Hurrle, Charles G., _ 
Roberts, Weldon, itubber™ "ae 


Export Representatives 
Capitol Export Co... cccsseccenendl 6 
Eyelets & Eyelet Fasteners 












Bates Mfg. €o... .. 87 

Rivet-O Mfg. Go... ..324 
Fanfold Continuous Forms — 

Hano, Philip, Co., Ine.. weve 84, 85 
File Boxes, Fibre 

Bankers Box Co... 

Barkley, C. L., & Co... 


Globe-Wernicke Co., The. 








Guide System & Supply Co.. 57 

Oxford Filing Supply. Co. 5 

Pronto File Corp....... 

Weis Mfg. Co................. 35, 36, 87, 138 
File Boxes, Metal 

Advanco Products, Div..... AEE TR) 

Art Metal Construction Co. oe 


Art Steel Sales Corp..... 


Cole Steel Equipment Co.................114 
Corry-Jamestown Mfg. Corp. 
Globe-Wernicke Co., The 
Goodfrend Metal Prod, Co. 





Keystone Steel Equip. Co.................293 
Peerless Steel Equip. Co..... 289 
Pronto’ File Gat We cecssccinismmnsnmaannee 


Rockwell-Barnes Co. . 
Shaw-Walker Co.............. 
Victor Safe & Equip. 
Weis Mfg. Co. 







Filing Cabinets, insulated 
Meilink Steel Safe Co.............. . 89 
Shaw-Walker Co. — 
Victor Safe & Equip. “Co... 295 


Filing Cabinets, Metal 
Advaneco Products, Div......... 
Art Metal Construction Co. 
Art Steel Sales Corp................00- 


sevveanesBB0, 226, 237, 328 
Cole Steel Equi Co. 114 


Corry-Jamestown Mfg. LoD. 261, 262 
General Fireproofing Co. 27 
Globe-Wernicke Co., The....... 












Invincible Metal Furn. Co............. 283 
Keystone Steel Equip. Co. 293 
DEGCNT CO cccnenisincsstininn f 


Metal Office Furn. Co.. 
(Continued on page 6) 





Peerless Steel Equip. Co..............-...- 
Parker Steel Products, Inc.. 
Remington Rand Ine.............. 


Victor Safe & sy 
Erbe 


Yawman and 

Filing os Cabinets, Wood 
Browne-Morse Co. 
New England Woodworking Co. 
me a fe Equip. ye cote 22 








Weis M = 6, 37, 38 
Yawman <4 Erbe Mfg. Co............. 22 
Filing Supplies os 
cco Products, Inc............. ne 
Advanco es ey Div. S . 99 
Aigner, J., Co. 182 
Amberg File & Index Co.................207 
Art Metal Construction Co. — | 
Barkley, ©. L., & Co titiiiea 
Browne-Morse Co. ......... a 281 
Cooke & Cobb Co.. 315 
Corry-Jamestown Mfg. Corp.....261, 262 
Daco Card & Index Co. siaenniolee 
General Fireproofing Co......... 271 
Globe-Wernicke Co., The 200, 201 
Guide System & Supply Co. POLL i 
Imperial Methods Co. ine 
Metal Office Furn. Co. ene 
Northern States Envelope Co...........136 
Oxford Filing Supply Co................45 
. “¥ }% Sa 100 
Quality Park Envelope Co. .... 80 
Rockwell-Barnes Co. ................146, 147 
Shaw-Walker Co... 54, 
103, 104 
a 294 
Victor Safe & “Equip. Co. wae 395 
Wabash Filing Supplies, Inc.........140 
A =e eee | 
Weis Mfg. Co.. 85, 36, 87, 38 
Yawman and Erbe Mfg. Co.. 
yl Pads 
d Products Co........ 116, 117 
First “aid Kits 
eyton, Peter, & Co. 186 
Folders (See Filing Supplies) 
Fountain Pens 
Cleevelandt Corp. . 302 
Eversharp, Inc... EDS F 
Kahn. David, Ine. ei 65 
Sheaffer, W. A., Pen Co....... 43 
Stratford Pen Co... 83 


U. 8S. Victor Fountain Pen Co 306 
furniture Handling Equipment 


Woodworking Shop ........... we 
Globes, Rooere hical 

Cram, The George F., Co 305 
Gummed Cloth Rings 

Dennison Mfg. Co.....-........................ 95 


Graff, George B., Co............... 115 
Reyburn Mfc. Co... via 
Warshaw Mfg. Co. 

éummed Tape & Sealing Machines 
Dennison Mfc. Co. : 
Reyburn Mfg. Co 132 

donor Rolls 


Acme Bulletin & DPrety. Corp 325 
Index Card Signals 
Cook, The H. C.. Co.. oe 
Graff, George B., Co. 115 
Victor Safe & Equip. Co 295 
Index Tabs 
Aigner, G. J., Co.. 182 
Amberg File & Index | RT 
peter, C.L&Cc ‘ 170 
Globe-Wernicke Co., ‘The. 200, 201 
Guide System & Supply Co. . 57 
Markilo Co. ... J 218 
Master-Craft Corp. Div. 8.W. 133 
Shaw-Walker Co.......... : $4, 55 
meee ed SS” Sg ee 
Products Co................... 116, 117 
Veet Mfg. Co.... PRE | 
Victor Safe & “Equip. Co. 295 
Inks, Adhesives, etc. 
Dennison Mfg. Co. 95 
Harriman-Welts, Inc. ................. 314 
TS i eae 330 
Melind, Louis, Co. a 164 
Inkstands 
Cushman & Denison Mfg. Co. 319 


Sengbusch Self-Cl. Inkstd. Co 328 
Inter Communicating Sorpment 


Century-Chicago Co, ... = 183 
Executone, Inc. .. ; : 323 

Key Cases 
peyton. Peter, & Co. finiuhiincee 

Labels 
Eureka Specialty Prtg. Co............. 330 
Imperial Methods Co.................... ..184 
Oxford Filing Supply Co......... 45 
Reyburn Mfg. Co. iaeesseeeeen 
TS | OE 321 
Weis mie. Co. 35, 36, 37, 38 

Ladders, Library, Store & Vault 
Cotterman, I. 

Leads for ttochanteai Pencils 
Alexander Mfg. (Co....... 324 
Autopoint Co. . 167 
Dixon, Jos., 


Crucible “Co.. ‘ 
121, 122, 123, 124 





Eversharp, Inc. eeveeeee 49 
Faber, Eberhard, Pencil Co.. . Sl 
Kahn, David, Ine. stink tintion ae 
Rite-Rite Mfg. Co 323 
Sheaffer, W. A., Pen Co 43 
Leather Goods 
Doppelt, Charles, & (Co 178 
Gibbons, Thomas H., & Co. 150 
Leathercraft, Inc. ‘alice 
Mashek, Frank, Co.....................157 
National Brief Case Mfg. Co. 166 
Shank Leather Goods Co...... 319 
Stein Brothers Mfg. Co....... 177 
Leather Upholstered Furniture 
Bright Chair (Co. 294 
Gunlocke, W. H., Chair Co. ae 219 
Jasper Chair Co.. , 247 
Leisure Furniture Corp....... 298 
New Indiana Chair Co....... 292 
Niemann, Ine. ‘ 229 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Stee-Equipment, Inc eee 
Art Metal Construction Co. 






Art Steel Sales o-. 


General Fireproofing Co 
Globe-wernicke Co., The... 


Fal 





271 
200,201 





Mtg. Co. 220 


Macey Co. 
Peerless Steel “Equip. A sickest 
Security Steel Equip. Corp... ane 241 
Shaw-Walker Co. .... 54, 55 
Yawman & Erbe Mfg. Co. 220 
Lithe Continuous Forms : 
Hano, Philip, Co., Inc 84, 85 
Lockers & Storage Cabinets 
All-Steel-Equipment, Inc. 
Anderson-Hickey Co. : 
Art Metal Construction Oise 
Art Steel Sales Corp... eee 
cscosneseseen 225, 226, 227, 228 
Browne-Morse Co. 281 
Cardinal Distributing ° 291 
Corry-Jamestown Mfg. Corp.....261, 262 
General Fireproofing Co.... 271 
Globe-Wernicke Co., The 200,201 
Invincible Metal Furn. Co +283 











Keystone Steel Equip. Co wee OS 

Macey Co. ne 

New England “Woodworking Co. 282 

Shaw-Walker Co. 54, 55 

Yawman & Erbe Mfg. Co 220 
Locks, Drawer, Showcase, ete. 

Wonder Lock ionic 
Loose Leaf Books & Systems 

Amberg File & Index Co onee BOT 

Boorum & Pease Co. 67 


Feldco Loose Leaf Corp............... 169 
Master-Craft Corp. Div. S.W.......- 
McMillan Book Co i 
National Blank Book Co. 
Rogers Loose Leaf Co.......... 
Sheppard, C. E., Co..... 
Stationers Loose Leaf ES 
Vevier Loose — EES 
Wilson Jones 
Loose Leaf Sheet Givers, C Celtuioid 








Aigner, G. stad Manabe 182 

Markilo Co... seeskeacaee 

Meier, Joshua, Co....... 97 
Mail Distributors 

Advanco Products Div........ : 99 

Globe-Wernicke Co., The 200, 201 

Victor Safe & Equip. Co.. 295 
Mailing Machines 

Commercial Controls Corp 105 
Manifold Books & Business Forms 

Hano, Philip, Co... 84, % 
Map Tacks 

Graff, George B., Co. 115 

Moore Push Pin Co 329 
Maps, Globes, ete. 

Acme Visible Records, Inc 153 

Amer. Map Co.......... ea 

Cram, The George F., Co. ...-305 
Matched Office Suites 

Art Metal Construction Co.. 245 


General Fireproofing Co...... 271 
Globe-Wernicke Co., The..........200, 201 
Leopold Company ..............................202 


Royal Metal Mfg. Co : ....206 
Shaw-Walker Co....... WR’ Ss 
Stow & Davis Furn. Co 275 
Memorandum Books 
Boorum & Pease Co. ...-.-........--- 67 
Gibbons, Thomas H., & Co. 1 50 
Master-Craft Corp., Div. S.W....133 
MeMillan Book Co..... ..803 
National Blank Book Co 113 
Robinson Reminders.. : 110 
Rockwell-Barnes_ Co... 146, 147 
Shank Leather “anal Co. 0319 
Union Pencil Co..... ie cainetl 71 
Wilson Jones Co... ‘ ‘ 163 
Memorandum Devices 
Acme Visible Records, Inc. 153 
Autopoint Co. ci 167 
Bates Mfg. Co..... 87 
Mending Ly 
Dennison Mfg. Bat 95 
Reyburn Mfg. Co........ —— 
Warshaw Mfg Co. coseeee BO 
Metal Badges, Cheeks, Tokens 
Dayton Stencil Works 325 
Meyer & Wenthe, Inc 155 
Metered Mail Systems 
Commercial Controls Corp 105 
Moisteners 
Glue-Fast Equipment Co 315 
Rivet-O Mfg. Co. A 325 
Sengbusch Self-Cl. Insktd. Co 328 
Numbering Machines 
Bates Mfg. Co.......... : . 87 
Melind, Louis, Co. ? 164 
Roberts Numbering — Co ..B05 
Stewart, R. A., & C reveeee 28 
Superior Marking Berta. Co 159 


Office Partitions & Railings 





Globe-Wernicke Co., The 200, 201 
Office Printing Outfits 

Fulton Specialty Co 814 
Pads. Figuring 

Boorum & Pease Co. , sae 
National Blank Book Co P 113 
Rockwell-Barnes Co 146, ia 
Wilson Jones Co . 63 
Paper 

Amer. Writing Paper Corp 309 

Eaton Paper Corp ..813 

Rockwell-Barnes (Co... 146, 147 

Wanseco Paper Products Co $14 
Paper Clamps 

Acco Products, Inc 107 

Cook, The H. C., Co 821 

Cushman & Denison Mfg. Co 319 

Graff, George B., Co 115 

Hunt, C. Howard, Pen Co. $21 

Vail Mfg. Co. 162 
Paper Clips 

Cushman & Denison Mfg. Co 319 

Oakville Co., Div. Scovill ee 

Vail Mfg. Co.... arated On 
Paper Fasteners & Washers 

Oakville Co., Div. Scovill ne 
Paper Fastening Machines 

Ace Fastener Corp. ; cee 

Acme Staple Co......... Se 

Bates Mfg. Co.. ean, a 

Hotchkiss Sales Co. 

Markwell Mfg. Co ited 

Neva-Clog Products, Ine.................. 51 

Speed Products Co...... 116, 117 

Victor Safe & Equip. Co. el 
Paper Fastening Stickers 

'eldco se Leaf Corp............. 169 


Paste (See Inks, Adhesives, etc.) 


Pencils, Paper Wound 


li System: 
my Publishing Co.. se 
Pencil Sharpener 2 
Hunt, C. Sener, Pen Co. 321 
Triple ‘“‘E’’ Products Co.... 106 


Pencils, Mechanical 
Alexander Mfg. Co. 
Autopoint arctan 
Columbia Penell “Co... 
Kahn, David, Inc.. 
Rite-Rite Mfg. aa 
Sheaffer, W. A. Pen Co. 
Tec Pencil Co... as 








Blaisdell Pencil Co........ 
Pencils, Wood Cased Lead 


Blaisdell Pencil Co. 318 
Dixon, Jos., Crucible 
Co. 121, 122, 123, 124 
Faber, “Bberhard, Pencil ( ey 
General Pencil Co vs 92 
Staedtler, J. 8., Inc gical a 
Swan Pencil Co 143 
Penholders 
a, Jos., Crucible 
et 121, 122, 123, 124 
mien “steel” 
Hunt, C. Howard, Pen Co ae 


Sengbusch Self-Cl. Inkstd. Co 328 


Pins & Pin Containers 


Oakville Co., Div. Scovill................137 

Vail Mfg. Co... PEPER | 
Platens, Typewriter, | “ete. 

Ames Supply Co.. 181 

Shipman-Ward Mfg. Co : 185 

Typewriter Equipment Co ee > + | 
Postal Meters 

Commercial Controls Corp. ....105 
Postal Scales 

Commercial Controls Corp 105 
Presentation Covers 

Amberg File & Index Co 207 

Barkley, C. L., & Co. 107 

Oxford Filing Supply Co 5 
Price & Sign Markers 

Eureka Specialty Prig. Co. 330 

Fulton Specialty Co. 4 314 

Stewart, R. A., & Co. 128 

Superior Marking Equip. Co 159 
Punches 

Acco Products, Inc.. ------107 

Boorum & Pease Co.. CR 

Bates Mfg. Co... PSY | 

Jlobe-Wernicke Co., “The 200, a 

National Blank Book Co 13 

New England Paper Punch Co. 299, 300 

Wilson Jones Co......... 163 
Push Pins 

Moore Push Pin Co. sescerseeses DO 


Ribbons & Carbons 


Allen & Co. ikiniae 
Allied Carb & “Rib Mfg. Corp....... 7 
Amer. Carbon Paper Mfg. Co. 109 
Ames Supply Co. <a 
Beck Duplicator Corp.. ae | 
Buckeye Ribbon & Carbon Co. 93 
Codo Mfg. Corp 179 
Columbia Ribbon & Carbon Mfg... 47 
1 


Copy Papers, Inc. 81 
Manifold Supplies Co ao 
Mittag & Volger, Inc . 39 
Old Town Rib & Carb Co . 59 
Peerless-Imperial Co. . 79 
Pengad Mfg. Co.... , 325 
Phillips Process Co........ 309 
Regal Typewriter Co. 00.0.0... 316 
Remington Rand Ine......................... 41 
Royal Typewriter Co. . sccesce OB 
Shallcross Co. ...... ‘ ee 
Shipman-Ward Mfg. Co...................185 


Storms, H. M., Co. 


PEER: 
a Corp. Back Cover 
ae 





Typw. Rib. nite. Co.. 27 
Webster, F. 8., icbniadis 2 
Write, 316 

Rubber Bands 
Faber, Eberhard Pencil Co 31 
Plymouth Rubber Co. . way 
Spencer Rubber Products Co. 313 
Rubber Stamps 
Melind, Louis, Co. : 164 
Meyer & Wenthe, Inc........ 155 
Stewart, 4 A., & Co — 
Rubber Typ 
Fulton ‘Specialty Co 314 
Stewart, R. A., & Co, ---.128 
Superior Mark. Equip. Co ..159 
Rulers, Transparent 
ru_ Ruler Co.. : 88 


Safes, Office 


Art Metal Construction Co 
General Fireproofing Co. 


245 
a | 
Globe-Wernicke Co., The 200, 201 
Herring-Hall-Marvin Safe (Co.......256 
Invincible Metal Furn. Co. soeessne BOO 
Macey Co. ...... escens 
Meilink Steel Safe Co pace ae 
Remington Rand, Inc. wctcinpton, ae 
Security Steel Equip. Corp voveeed4l 
Shaw-Walker Co. .................. ....04, 55 
Victor Safe & Equip. Co 295 
Yawman & Erbe Mfg. Co 220 
Safes, wall, floor, ete. 
Halliwell Co. . <aitxiiaeeee 
Veet Mfg. Co. panne 294 
Zeeman & Kaback ‘ inicee 
Scrapbooks 
Globe-Wernicke Co., The..........200, 201 
Weis Mfg. Co 35, 36, 37. 38 
Wilson Jones Co —e 163 
Seals, Gummed 
Eureka Specialty Prtg. Co...............230 
Secretary Desks 
Wabash Filing Supplies, Inc 140 
Shelving 
All-Steel-Equipment, Inc. . oo BAT 
Art Metal Construction Co... 245 
Browne-Morse Co. ee: 281 
Corry-Jamestown Mfg Corp. “261, 262 
General Fireproofing Co.................271 
Globe-Wernicke Co., The.........200, 201 
Macey Co. ....... clea mee 
Security Steel Equip. Co.................241 
6 ee 54, 55 
Shows, Office Equipment. 
National Business Show. Co...........308 


Signs, Changeable Letter 

Acme Bulletin & Dictry. Corp.......325 
Sleeve Protectors 

PPRGREERE OO, ccccensescccccsccsevsccnesseresescesee 325 
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Slide Rules 
Brown, Arthur & Bro... 
C-Thru Ruler Co... 
Post, Frederick, Pa 
Smoking Stands, Office 
Century Assoc. Produets 





SES 61, = 

Edison Rest. “& Bar ‘cauip, 'Co.....301 
Stamp Affixe 

Cammarcial Controls Corp..............105 
Stamp Pads 





Bates Mfg. Co 
Fulton Specialty Co.... 
Meyer & Wenthe, Inc. 
Melind, Louis, Co... 






Phillips Process Co. 4 weseveeee OD 

Rivet-O Mfg. Co... Kia ...824 

Stewart, R. A., & Co.. ES | 

Superior Marking Equip. Co. 159 
Stamps, Duplicating 

Multistamp Co. . ‘ ‘ wy B12 


Stands for Office Machines 
Art Steel Sales 
ee 
Century Assoc. 
Elisworth Industries Fa 
General Fireproofing Co 
Harter Corp. . 
Karl Mfg. Co.. 
Kol Sales Div... 
Metalstand Co. ... . 
Peerless Steel Equip. ilocsceeses 
Shipman-Ward Mfg. Co.............. 
Sturgis Posture Chair Co.. 
Toledo Guild Prod., Inc.. 
Wells Office Furn. Co...212, 213, 214 
Staple Extractors 
Ace Fastener we ae aes 
Schollhorn, Wm., Co.......... : 
Staples & Stapling Machines 
Ace Fastener Corp... . 
Acme Staple Co....... 
OS 9 ee 
Hotchkiss Sales Co. 
Markwell Mfg. Co......... 
Precision Staple Co. 
Neva-Clog Products, Inc. 
Vail Mfg. Co.. non 
Stencils, Brass 


225, 226, 227, 228 
Prod. Co...60, 61, 224 











Dayton Stencil Works 325 
Stenographers’ Notebooks 

National Blank Book ee. 113 

Rockwell-Barnes Co. ..... 146, 147 
Stools 

Harter Corp. .......... 5 232 
Storage & Transfer Cases’ 

All-Steel-Equipment, Inc. .. 217 

Amberg File & Index Co................207 

Art Metal Construction Co............... 245 

Art — Sales 

Co 0.225, 226, 227, 228 
Rashors SK Wi ee ee 158 
Barkley, C. L., & Co. > as 





se ag Morse Co. .... 
Cole Steel Equipment as w 
Columbia Steel Eauipment Co.......287 
Corry-Jamestown Mfg. Corp...261, 262 
General Fireproofing Co. 27 
Globe-Wernicke Co., The 
Guide System & Supply Co.. 
Imperial Methods Co. 
Invincible Metal Furn. Co. 
Metal Office Furn. Co.. 
Parker Steel Products, Inc. 
Peerless Steel Equip. Co..... 
Pronto File Corp.......... 
Rockwell-Barnes Co. 
Security Steel pal 
Shaw-Walker Co. i 
Weis Mfg. Co... ; 
Yawman & Erbe Mfg. te 
Store Fixtures & Equipment — 
All-Steel-Equinment, Ince.......... 217 
Strong Boxes, Fire Protected 
Bison Distributing Co..................... 
Herring-Hall-Marvin Safe Co. 
Meilink Steel Safe Co...... 
Veet Mfg. Co.... sais # 
Victor Safe & E sbeizit 
Western Wholesale oo” 
Tables 


Art Metal Construction Co. ~245 
Browne-Morse Co. 
Corry-Jamestown Mfg. “Corp. 261, 
General Fireproofing Co...... 
Globe-Wernicke Co., The... 2 
Manhattan Office Equip. (Co...........292 





napininele 
200, 201 
57 


















Peerless Steel Equip. Co.. seghee 
Security Steel Equip Co...................241 
Shaw-Walker Co. voce, 55 
Victor Safe & Equip. ete: 295 
Wells Furniture Mfg. Co.................293 


Wells Office Furn. Co.....212, 213, 214 
Tabulating & Statistic Machines 





Remington Rand Ine : .. 41 
Taas 

Dennison Mfg. Co. Se a eS 95 

Reyburn Mfg. Co.. & en 
Tax Reeords & Systems 

Commonwealth Publishing Co. 325 

Krumwiede, Elmer & Assoc...........180 
T u h A jes 

Bates Mfg. Co.. : 87 

LeShore Corp. . 190 

Reyam Plastic Prod., Co. 183 

Victor Safe & Equip. Co 295 
Telephone Stands 

Art Metal Construction Co. 245 

General Fireproofing Co.................. 271 

Peerless Steel Equip. aR 229 

Shaw-Walker Co. 54, 55 
_ Yawman & Erbe Mfg. Co 220 
Thumb Tacks 

Graff, George B., si 115 

Oakville Co., Div. Sorin me .-..187 
Ticket Holders 

OE E.R 182 
Trimming Boards 

Photo Materials (o............-.-.-.......179 


Tying Bands & Devices 


Perfection Box Co. mace 

Rochester Wire-O Bndg. “CO.....-....825 
Type, Typewriter 

Ames Supply Co.. SECEN 

Shipman-Ward Mfg. Co. ae 


Typewriter Cleaning Material 
Bainbridge, Kimpton, & 

Haupt .... snonelaaaiee 5 
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September, 1946 





WANTS AND tOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins, Permanent position, 
SALESMAN WITH EIGHTEEN YEARS’ EXPERIENCE in office equipment good pay. All applications strictly confidential. Write X-342, care Office 
and supply as store manager, buyer, and for thirteen years salesman, Applicances, Chicago 6. 

desires to serve as field representative for manufacturer of quality mer- : 

chandise. Familiar with practically all types of office utilities sold EXECUTIVES WANTED 
through retailers. Age 40, single, free to locate wherever suitable oppor- 
tunity is presented. Three years service World War II. Convincing gTaTIONERY STORE MANAGER WANTED. Capable, experienced store 
references. Address J-221, care Office Appliances, Chicago 6. manager wanted by long established stationer and office outfitter in mid- 
2 ore gare igen eve ~_ ee aces ‘ west city. Good salary. All replies confidential. This represents an op- 
EXECUTIVE—PRINTING, OFFICE SUPPLIES & EQUIPMENT. Desire portunity for the future for a poor well versed in the routes of office 
connection with well established firm that will offer a lifetime oppor- supply store management. Give full details of your experience in your 
tunity to one that can produce. Twenty years experience sales and first letter. Address X-340, care Office Appliances, Chicago 6. , 
management in this industry. War II Veteran, married, children. Con- 
































fidential. Write details to J-220, Office Appliance, Chicago 6. SALES MANAGER’S POSITION— 
: Company: Well-established, financially sound and progressive west coast 
COUNTY, BANK & COMMERCIAL PRINTING & STATIONERY SALES- = printing frm. utes eg site 
MAN. Returned oversea veteran available to a concern that offers a Duties: Management of sales and distribution of creative, ruled form, 
future. Years of experience, married, moderate habits, presentable. Send carbon interleaved, job printing and litho. 
details to J-222, Office Appliances, Chicago 6. Salary: Salary and % of profit before taxes. 
: First y should earn from $7,000 t 10,000. Address X-333, 
CAPABLE AND THOROUGHLY EXPERIENCED office furniture saleman cba (des -Aaateete, Cues “mabe ’ 
desires to locate in East or Middle West as representative for xr 
facturer or important distributor. Well grounded in wood, steel anc 
filing supplies. Age 45. Top industry reference. Address J-223, care REPRESENTATIVES AVAILABLE 
Cees Sees See ©. SALESMAN WITH TWENTY YEARS experience in office equipment and 





aanaee TITWHA ~ Te ‘ ishes any items to handle on a commission basis on the West 
OFFICE MACHINES MECHANIC, fully qualified on typewriters, adding SUPplies w An} to ha 
and dictating equipment. Efficient shop foreman. Sales experience. a consider full time line. Address J-226, care Office Appliances, 


References. Address J-225, care Office Appliances, Chicago 6. 

MANUFACTURER'S REPRESENTATIVE covering ee ag ggg, ln mer 
thoroughly and regularly wants additional manufacturer’s line. cellent 
SALESMEN WANTED following. Wm. C. Smith, P. 0. Box 85, Deland, Florida. 

















MR. SALESMAN; interested in selling an item that brings repeat orders? eal compe 

Our patented BU CK-L-BINDER for storing loose leaf records once adapted be yr a oan si a gens ‘[_ Yoot amos ¢ wllities Adaress 

becomes part of the users filing system insuring repeat business. Exclu- 7am cas ee egg =~ nom P ork Office Tachivies ress 

sive territory allotted to desirable representatives. Write: The Reb-Wal ‘> Cane oO APPUARC cago ©. 

Hunt Co., Box 208, Royal Oak, Michigan. MANUFACTURERS ATTENTION—12 years’ experience ang be U. S§. 

PACIFIC NORTHWEST, well-established bank, county, commercial, print- FO Tynent Departments. Write J. F. Hardy, Barr Building, Washington 

ing, lithographing and office supply firm has an exceptional opportunity prs tie 

for a salesman experienced in above line. $5,000 a year drawing account MR. SALESMANAGER. Hire an oversea vet to re 
. F aed peimligh ne oe cn Reapagay oo MR. SALESMANAGER. F ‘ present one high class 

against good commissions. Address X-382, care Office Appliances, Chi- line to the many GI dealers in your territory. Know the dealer problem 

cago 6. from eighteen years of dealer experience. Confidential. Send particulars 

to J-224, Office Appliances, Chicago 6. 














WANTED EXPERIENCED SALESMEN, commereial stationery or office 


machines, permanent job; fast growing concern, Chicago loop. Good 
starting salary. Address X-335, care Office Appliances, Chicago 6. REPRESENTATIVES AVAILABLE, ABROAD 














SALES REPRESENTATION covering office, restaurant and hotel supply WELL KNOWN HOUSE wants representations of responsible firms dealing 
wholesalers. Adv. line, chrome plated steel hat racks, costumers. Quick typewriters, etc., or office apquanen. Best references are offered. OFAR 
delivery. Chrom-Ever Div. Asquith Assoc., 181 State St., Boston 9, Mass. Sao Paulo, Brazil, Post Box 3638. 





EXPORT TO SWEDEN. Desire representations for specialized office equip- 

















: ment of merit, particularly new ideas and developments. Representative 
MECHANICS AND REPAIRMEN WANTED located Stockholm. Write Room 802, 210 Fifth Ave., New York 10, N. Y. 
TYPEWRITER AND ADDING MACHINE MECHANIC in well established REPRESENTATIVES WANTED 


typewriter business. Combination sales and service. Must be industrious 

4 > Io ‘ . ates - av $ tants » otal > - . 

Adential.  Tiflane Topewriter Excheoze Monroe, Mich" tTictly Con ONE OF THE WORLD'S OLDEST and best known calculating machines, 
maa tao aS mt: si : manufactured in Sweden, is again being imported to this country. Sales- 

> sore eee op p oat anit : find it an interesting and profitable sideline. 

WANTED Experienced typewriter and adding machine mechanic. Must men Of office equipment will 

be sober, neat, have personality and have excellent recommendations. Write Room 802, 210 Fifth Avenue, New York 10, N. Y. 

Good working conditions and excellent salary. All replies confidential. 

Reply P.O. Box 308, Fayetteville, North Carolina. 














WANTED LICENSES TO MANUFACTURE 


BRITISH MANUFACTURERS of Stationery Accessories are interested in 
securing licenses for the manufacture of new patented lines of Writing 
Address replies to Box X-389, care Office 





TYPEWRITER AND ADDING MACHINE MECHANIC: Very attractive 
deal for right man. Have Royal Franchise located in Wisconsin. Must 
have car and broad experience on adding machines and typewriters. This Desk and Office Equipment. 
is a permanent position with an excellent future. Attractive salary and Appliances, Chicago 6 
bonus. Give all particulars in first letter. Address X-334, care Office 

Appliances, Chicago 6. RETAIL BUSINESS FOR SALE 

TYPEWRITER AND ADDING MACHINE MECHANIC, all makes of OFFICE SUPPLY STORE AND PRINT SHOP, long established, priced low 
machines. Established 45 years. About sixty miles from Detroit, Michigan. for quick sale. Owner wishes to retire. Excellent location, town 15,000, 
Address X-341, care Office Appliances, Chicago 6. county 100,000. Completely stocked store, well equipped shop. Doing 
nice business. Excellent opportunity for expansion. For complete details 
EXPERIENCED TYPEWRITER MECHANIC, top salary, Short Typewriter write Progressive Print Shop, Bellaire, Ohio. 

Co., 53 N. W. First Street, Miami 32, Florida. 

















FOR SALE well established Office Supply House. Office supplies and office 
WANTED—Mechanic for Royal Typewriter, Marchant Calculator, Victor machinery. Have large territory covering Western Kansas, South Eastern 
Adding Machine, Todd Checkwriter. Growing concern Northern California Colorado and western Nebraska. Have Franchise on good makes of 
territory. Must have car and be willing to do some traveling. Salary adding machines, typewriters and Duplicators as well as other mer- 
and bonus. Address X-346 care Office Appliances, Chicago 6. chandise. Now doing $30,000.00 per year. Address X-831, care Office Ap- 
pliances, Chicago 6. 











EXPERIE NCED DICTAPHONE MECHANIC, top salary, Short Typewriter 






















Co., 53 N. W. First Street, Miami 82, Florida. Wants and For Sale Advertisements continued page 8. 
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WANTS AND FOR SALE, Continued from page 7 








for one of 
Owner being 
Service, 


TYPEWRITER AND ADDING MACHINE Business. Agent 
the leading companies. Well established and well stocked. 
drafted. Priced low for quick sale. Keesee Business Machine 
204 Guaranty Bank Bldg., Elizabeth City, N. C. 





TYPEWRITER AND GENERAL OFFICE equipment store in Northern 
California. Have agency for one of the four leading makes of type- 
writers. Domg good business, especially the service department. Priced 


to sell quickly at $3000. Address X-336, care Office Appliances, Chicago 6. 





RY” AIL BUSINESS FOR SALE—recently established but showing profit 
‘ $300 to $375 per month. Located in. small but very good business 
town. Owner leaving for foreign country and must sell. Address X-345, 
care Office Appliances, Chicago 6. 








MOON HOPKINS Billing and Boekkeeping Machines, 
Bought and Sold. Dearborn Equipment 
Dearborn, Chicago 5, Ill. 


BURROUGHS, 
Comptometers, Calculators, etc. 
Company, 605 8. 


ELLIOTT-FISHER machines, 
office ag bought and sold. W. J. 
Water Milwaukee 8, Wis. 





calculating machines, adding machines—all 
Crowley Company, 906-908 N. 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 


BURROUGHS PRODUCTS our specialty, get our higher cash prices for 
calculators, bookkeepers, billers, comptometers. A. L. Steen, 60 West 
Harrison, Chicago 5, Illinois. 











WANT TO BUY RETAIL BUSINESS 





and stationery store, midwest city 20,000 to 
filing equipment, machines requiring 
and consumer items preferred. 
lines, number 
Appliances, 


WANTED OFFICE SUPPLY 
100,000 population. Office furniture, 
minimum service, general office supplies 
Describe market, store and location, competition. List 
care Office 








of employes, gross, expenses, net. Address X-343, 

Chicago 6. 

WANTED TO BUY, small, profitable Office Supply and Equipment busi- 
ness. Please write stating particulars. Jerry Gruner, R. No. 3, Maplewood 
Manor, Lansing, Michigan. 

WANTED TO BUY, stationery, gift, or book store in small or average- 
sized community. Partial to Texas, Oklahoma, Arizona, New Mexico or 
Pacific Coast territory. Can finance small, going concern. Give full par- 


inventory, volume and earnings. Address X-337, care 


Chicago 6. 


ticulars as to 
Office Appliances, 





WILL BUY FOR CASH or consider partnership, commercial stationery 





QUANTITY of Monroe and Marchant Calculators, hand and electric rough, 
complete. Inquiries solicited on all types of other machines. American 
Business Machines, 135 Grand St., New York 13, N. Y. 





DICTAPHONES, EDIPHONES—for 20 years, headquarters for machines, 


Chicago Dictating Machine Co., 





supplies, Supertone cylinders, wholesale. 

28 South Wells St., Chicago 6. 

DICTAPHONES—-EDIPHONES—Foremost specialists in rebuilding, sales 
and purchases of dictating equipment. Write for catalog. American 


Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y. 





FOR SALE—Davidson Dual Duplicator, Model 221, Serial No. 1313, Suction 
feed, Flat and Rail Segments, Variable speed pully and $100.00 worth 
of supplies, like new condition. Varityper No. 416993 A20 with automatic 
justification, Variline and carbon ribbon attachments, 12 Krometal types 
and $10.00 worth of supplies, 1946 model like new. F. O. B. Precision 





Novelty House, Box 432, Prescott, Arizona. 
FOR SALE, BELKNAP addressing machine, model No. 10, style G, mail 
order, D.C. motor; also Belknap magazine wrapper and cutter, model 2 


rheostat, D.C. motor; Harold M. Bennett 


style K, counter, 
New York 7, N 


Company, 277 Broadway, 


WANTED TO 
adding machines, 


reasonable, 
¥. 





machines, 
dictating 
plates, 


BUY surplus equipment for cash. Business 
typewriters, bookkeeping, mailing, accounting, 
cabinets, 





store or office equipment business ‘doing $50,000 or over in New York machines. Comptometers, addressing machines and 
area, New Jersey or nearby New England. Box X-347 care Office Ap- frames, graphotypes, speedomats, multigraphing, mimeographing ma- 
pliances, 100 East 42nd St., New York 17, N. Y. chines; visible equipment, multiliths, photo offset machines, cash registers. 
Harold M. Bennett Company, 277 Broadway, New York 7, N. Y. 
PARTNERS WANTED WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing 
machines. Must be over 190,000 serial number. Accounting Machine 





office equipment concern located in fast 
Population 100,000. Owner progressive, 
promotional and direct mail minded. Rich surrounding territory. Several 
good lines, exceptional opportunity for aggressive, hardworking hustler. 
Age not important. $7,500.00 needed. Box X-330, Office Appliances, 
Chicago 6. 


PARTNER WANTED in new 
growing, healthful western city. 








FOUNTAIN PENS AND REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Sets, Pencils, 
etc., at our standard prices. Time now averages 3 ‘to 21 days, and im- 
proving. We especially feature CONKLIN, SWAN, WATERMAN, WAHL, 
EVERSHARP, WELTY, SHEAFFER, PARKER, MOORE, ESTERBROOK, 
CARTER, WEAREVER, STRATFORD, Venus, Eagle, Wasp, Chilton, Mor- 
rison, Arnold, Sengbusch, Inkograph, Waltham, Peerless, Weidlich, Write- 
fine, Gregg, Permapoint, Morriset, Kerr, Majestic, No Name, etc. Largest 


assortment of Standard Grade 14 KT. Solid Gold Points and Gold Plated 
$5.00, $7.00, 


Points. ALSO ASK ABOUT NEW WELTY PENS §3.50, 
$10.00 List. Other Pens $1.00 to $3.50. Now able to make quicker de- 
liveries. Welty Pen & Repair Co., (Manufacturers since 1904) 38 So. 


State St., Chicago 8. 





GUARANTEED FOUNTAIN PEN REPAIRING 
TIME AND MONEY BY SENDING ALL YOUR PEN AND PENCIL 


SAVE 
OVER 1,000,000 PENS HAVE 


REPAIRS TO KENTUCKY PEN COMPANY. 
BEEN REPAIRED BY OUR FACTORY TRAINED EXPERTS FOR 
DEALERS THROUGHOUT THE COUNTRY. FULLY AUTHORIZED BY 
ALL LEADING MANUFACTURERS INCLUDING PARKER, SHEAFFER, 
EVERSHARP AND WATERMAN. PROMPT SERVICE. WRITE TODAY 
FOR PRICE-LIST, DEALER DISCOUNTS AND FREE REPAIR EN- 
VELOPES. 

KENTUCKY Louisville 2, Ky. 


PEN CO., INC., 316-A West Chestnut St., 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. A. 
Dehn, Jr., 1643 101st Ave., Oakland, Calif. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





Adding and Calculating 
and Fanfold machines, 
South Dearborn St., 


ELLIOTT-FISHER, Burroughs Moon Hopkins, 
machines, Comptometers, Electromatic Typewriters, 
bought and sold. Chicago Office Appliance Co., 537 


Room 306, Chicago 5. 


Service Co., 179 W. Washington, Chicago 2. 





FOR SALE, one used Engravograph Engraving Machine, DC current, for 
fountain pens and pencils. Make offer, f.o.b. Ohio, to X-344, care Office 
Appliances, Chicago 6. 





from dealers 
Street, San 


Calculators, 


WANTED—TYPEWRITERS, Adding Machines, 
East Travis 


or jobbers. Typewriter Parts Company, 407 
Antonio 5, Texas. 





Any quantity of ay ose adding machines, Bur- 


WANTED TO BUY: 
REBUILT. Write Facon, 58 Boulevard de Waterloo, 


roughs, Moon Hopkins, 
Bruxelles, Belgium. 





WANTED TO BUY Surplus equipment of all types. Ready buyer. Colum- 


bia Trading Corp., 7 Waverly Place, New York 8, N. Y 





GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used equipment also bought and exchanged. Universal Office 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y 





NEW KARDEX CABINETS all sizes—Kardex pockets 3 x 5 up to 6 x 10 
at especially attractive prices—also new typewriter ribbons in dozen to 
box, product of well known manufacturer and the same as sold by 
leading Parts Co. in New York at standard price—for sale at very special 
New York 12, N. Y. 





reduction. Al Robbins & Company, 589 Broadway, 

KARDEX, ACME, all makes used visible filing equipment. Thousands 
of reconditioned cabinets, panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations. 


Chas. S. Nathan, Inc., 548 Broadway, New York 12, N. Y 





POSTINDEX, etc., visible filing equipment of all types 
We specialize in this field and offer full cooperation to 
1385 Grand St., New York 18, N. Y. 


KARDEX, ACME, 
bought and sold. 
dealers. Commercial: Card System, 





units, also 6x4 and 5x8 size. 


ACME (Insite) 8x5—14 and 23 drawer 
Commercial Card System Co., 


Quantity of McCasky Production Panels. 
135 Grand St., New York 13, y 





WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra 8” 
International card holders in any quantity. Advise what you have avail- 
able. E. H. Heineman, Box 552, St. Louis 1, Mo. 





Adding Machines, Comptometers, Burroughs 
and all office machines bought and 
Milwaukee 38, Wis 


MOON HOPKINS, Elliott-Fisher, Remington Accounting 
everything in the office machinery line. State model, 

highest cash prices. International Office 
New York 7, N. Y 


ELLIOTT-FISHER Machines, 
and Monroe Calculators, Typewriters 
sold. Teeter-Warsh Ce., 849 N. 3d St., 





BURROUGHS, 
Machines, and 
serial number and we will quote 
Appliances, Inc., 326 Broadway, 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 8. 11th. Minneapolis, Minn. 


bought, sold and exchanged. We specialize in 
and International Visible Factograph cabinets, as 
Write and tell us what Visible Equipment you need 
H. Heineman, 4 North 


VISIBLE EQUIPMENT 
rebuilt Kardex, Acme 
well as other makes. 
or have for sale. Special prices to Dealers. E. 
Eighth St., St. Louis 1, Ma. 





MACHINES WANTED: Remington Rand bookkeeping machines, Model 


490J. Saul Schachet, Box 181, Jamaica, New York. 





ADDING MACHINES AND CALCULATORS wanted. Also, machines that 
can be used for repair parts. Ford Adding Machine Service, 182 Nassau 


St., New York 7, N. Y 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washingten, 

. C., for 25 cents each in cash, postoffice 

money orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten cents each. 


Berliner, New 
Products Corp., 
Appli 


2,404,563. Writing Device. Martin 
York, N. Y., assignor to Bermat 
New York, N. Y.. a corporation of New York 


cation February 2, 1945, Serial No. 575,743. Granted 
July 23, 1946 

2,404,697. Calculating Device. Joseph R. Desch, 
Oakwood, and Robert E. Mumma, Dayton, Ohio, 


assignors to The National Cash Register Company, 


Dayton, Ohio, a corporation of Maryland. Application 
March 21, 1942, Serial No. 435,746. Granted July 23 
1946. 


2,404,739. Calculating Machine. Robert E. Mumma, 
Dayton, Ohio, assignor to The National Cash Register 
Company, Dayton, Ohio. a corporation of Maryland 
Application July 18, 1940, Serial No. 346,087. Granted 
July ve 1946. 

4,861. Page End 
Edward F. Petschauer, 
April 17, 1945, Serial No. 


2,404,949. Adjustable Drafting Stand. Harold L 
De Lisle, deceased, later of Sheboygan, Wis., by 
William H. Murphy, executor, Chicago, Ill. Application 
September 17, 1942, Serial No. 458,684. Granted 
July 30, 1946. 

2,404,985. Card Punch. Albert A. 


Indicator for Typewriters. 
Cleveland, Ohio. Application 
588,854. Granted July 30, 


Rembold, San 


Francisco, Calif. Application October 21, 1944, Serial 
No. 559,694. Granted July 30, 1946. 
2,405,150. Perforating Device. Emil Kern, Long 


Island City, N. ., assignor to Acco Products, Inc., 
Long Island City, N. Y., a corporation of New York 
Application June 21, 1945, Serial No 600,661 
Granted August 6, 1946. 

2,405,268. Business Machine. Richard W. Pitman, 
West Hartford, Conn., assignor to Underwood Cor- 
poration, a corporation of Delaware. Application 
November 21, 1941, Serial No. 419,889. Granted 
August 6, 1946. 

2,405,287. Record Controlled Accounting Machine. 
Samuel Brand, Binghamton, and James M. Cunning 
ham, Endicott, N. Y., assignors to_ International 
Business Machines Corporation, New York, } x. 
a corporation of New York. Original application 
March 3, 1942, Serial No. 433,178. Divided and this 
application January 1, 1943, Serial No. 471,052. 
Granted August 6, 1946. 

2,405,367. Pencil Machine. Charles R. Nichols, Jr., 
Jersey City, N. J., assignor to Joseph Dixon Crucible 
Company, Jersey City, N. J., a corporation of New 


Jersey. Application February 6, 1943, Serial No 

475.045. Granted August 6, 1946. 

2,405,381. Writing Instrument. Gerardo Hendrik van 
Spankeren, Buenos Aires, Argentina, assignor, by 
mesne assignments to ‘‘Eterpen’’ Sociedad Anonima 
Financiera, also known as Eterpen §8. A., Buenos 
Aires, Argentina, a company of Argentina. Application 
November 4, 19 Serial No. 508,977. Granted 
August 6, 1946. 

2,405,418. Globe Alfred F. Fukal, Cambridge, 


Ohio, assignor to Continental Can Company, Inc., 
New York, N. Y., a corporation of New York 
Application December 11, 1944, Serial No. 567,595. 
Granted August 6, 1946 

,405,420. Sheet Attaching Mechanism. Walter W 
Guyon, Rochester, N. Y. Application May 25, 1944, 
Serial No. 537,246. Granted August 6, 1946. 

,405,421. Method of Attaching a Plurality of 
Sheets. Walter W. Guyon, Rochester, N. Y. Original 
application May 25, 1944, Serial No. 537,246 
Divided and this application December 6, 1944, 
Serial No. 566,877. Granted August 6, 1946. 

405,511. Self-Addressing Envelope. Edwin Moen, 
New London, Conn. Application March 22, 1944, 
Serial No. 527,555. Granted August 6, 1946 

2,405,668. Filing Cabinet. John Warren 
Bloomington, and Irving Richard Cornish. 
Ill. Application January 4, 1945, Serial No. 
Granted August 13. 1946. 

2,405,687. Calculating Device. William F. Cleaver, 
Westmount, Quebec, Can. Application ae 14, 1945, 
Serial No. 593,742. Granted August 13, 1946. 

2,405,720. Slide Rule. Albert L. a eo 
Heights, N. Application August 22, 1945, 
No. 611,963. Granted August 13, 1946. 

2,405,787. Leak-Proof Fountain Pen. Bernard Graf- 
ton, Brooklyn, N. Y. Application August 4, 1944, 
Serial No. 548,049. Granted August 13, 1946 

2,405,958. Fountain Pen. Joseph J. Kelley, Tucson, 
Ariz. Application March 11, 1944, Serial No. 526,022. 
Granted August 20, 1946. 

2,406,040. Printing Machine. 


Paxton, 
Elmhurst, 
571,272. 


Haddon 
Serial 


Commodore D. Ryan, 


Los Angeles, Frank J. Dempsey, Huntington Park, 
Fred A. Straub, Los Angeles, and Barnwell S 
Tyler, Inglewood, Calif., assignors to Commercial 
Controls Corporation, a corporation of Delaware. 
Application November 2, 1940, Serial No. 364,052. 
Granted August 20, 1946. 

2,406,171. Mechanical Pencil. Blanchard Drake 
Smith, Atlanta, Ga., assignor to Scripto Manufac- 
turing Company, Atlanta, Ga., «a corporation of 
Georgia. Application August 17, 1943, Serial No 
498,952. Granted August 20, 1946 

2,406,267. Accounts Payable System. Elmer A 
Tambert, Sierra Madre, Calif. Application April 19, 
1944, Serial No. 531,745. Granted August 20, 1946 

2,406,330. Fountain Pen Filling Unit. Walter 


assignor to The Parker 
corporation of 
Serial No 


J. Heagney, Janesville, Wis.. 
Pen Company, Janesville, Wis a 
Wisconsin, Application July 26, 1944 
546,589. Granted August 27, 1946 
2,406,418. Tape Dispensing Machine. 
New York, N. Y. Application March 26, 1945, 
No. 584,842. Granted August 27, 1946 
2,406,487. Eraser. Charles A. Brewer, 
Heights, Conn. Application August 16, 1943, 
No. 498,825. Granted August 27, 1946. 
2,406,610. Envelope Opening Device. Frederick A 
Kelsall, Boulder, Colo. Application April 23, 1945 
Serial No. 589,869. Granted August 27, 1946 

_ 2,406,743. Reflected Price Tag or the Like. Enoch 
E. Crowson, Greenville, S. C. Application July 12, 
1944, Serial No. 544,553. Granted September 8, 1946 


Lewis Walters 
Serial 


Noroton 
Serial 


2,406,785. Binder for Containing a Textbook and 
Note Sheets. Norman R. Atwood, St. Johnsbury, Vt 
Application January 8, 1945, Serial No. 571,894. 


Granted September 38, 1946. 
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2,407,020. Time Recorder Attach t and Card 
Guide. William A. Kraus, Richmond, Va. Applica- 
tion June 6, 1945, Serial No. 597,842. Granted Sep- 


tember 3, 1946. 

2,407,055. File Drawer Follower. Burke C. Brad- 
ner, Chicago. Ill., assignor, by mesne assignments, to 
Clarence T. Threedy, Chicago, Ill, as trustee. Ap 
plication November 6, 1943, Serial No, 509,175 
Granted September 3, 1946. 

2,407,106. Pencil. Allen P. 
Application March 3, 1944, 
Granted September 3, 1946 

2,407,119. Accounting and Filing System. Herbert 
Weston, New York, N. Y.; vested in the Alien Prop- 
erty Custodian. Application December 26, 1941, Serial 
No. 424,406. Granted September 3, 1946. 

2,407,153. Key Holder. Atto N. Hanna, Atlantic 
Highlands, N. J. Application October 24, 1944, Serial 
No. 560,145. Granted September 8, 1946. 

2,407,195. Typewriting Machine. Richard Von Rep 
pert, Rochester, N. Y., assignor to International 
Business Machines Corporation, New York, N. Y., a 
corporation of New York. Application February 17, 
1944, Serial No. 522,737. Granted September 3, 1946. 

2,407,196. Accounting Machine. Thomas J. Watson, 


Denver, Colo 


Shelly, 
No. 524,943. 


Serial 


1946 


New York, N. Y., assignor to International Business 
Machines Corporation, New York, N. Y., a corpora- 
tion of New York. Application july 15, "1943, Serial 
No. 494,819. Granted September 38, 1946. 


DESIGN PATENTS 


145,431. Design for a Fountain Pen or the Like. 
Tyyne D. Flanagan, Chicago, Ill. Application Decem- 
ber 6, 1945, Serial No. 124,428. Granted August 20, 
1946. 


145,450. Design for a Typewriter. George H. Kress, 
Johnson City, N. Y., assignor to Inernational a 
Machines Corporation, New York, corpora 
of New York. Application December 22, “944. Serial 
No. 117,029. Granted August 20, 1946. 


145,477. Design for a Pencil Sharpener. Jon W. 
Hauser, Oak Park, Ill., assignor to Sears, Roebuck 
and Co., Chicago, Ill., a corporation New York. 
Application October 31. 1945, Serial No. 123,355. 


Granted August 27, 1946 

145,486. Design for a Combination Desk Unit. 
Max J. Lewis, Forest Hills, N. Y. Application 
am 1946, Serial No. 127,297. Granted August 
27, . 














BUSINESS OPPORTUNITIES 


Wanted Abroad 


Agencies For Many Lines Wanted in Buenos Aires—P. L. Sanchez Lamo, 
Av. De Mayo 1365, Buenos Aires, Rep. Argentina, wants connections 
with American manufacturers in order to represent them in Argentina. 
Claiming good relations with large printing offices, the firm seeks com- 
mission agencies for exporter or manufacturer of papers for the graphic 
arts. Now representing A. W. Faber, Inc., The Carter’s Ink Company, 
and Consolidated Stamp Manufacturing Company in the office appliance 
field, additional representation is sought for other manufacturers of 
inkwells, stapling machines, numbering machines, common writing pens, 





fountain pens, desk lamps, copyholders, metal desk appliances, me- 
chanical pencils, office furniture, files and visible records, loose leaf 
equipment and supplies, duplicating, calculating and bookkeeping ma- 


chines, dictating machines, pencil sharpeners, copyholders, rubber prod- 
ucts, rubber stamps, all kinds of writing and wrapping paper and news- 
print, and other products for office use. 


Duplicating Machines and Stationery Supplies Sought by Chinese Firm— 
The Victor Trading Company, 131 Museum Road, (P. 0. Box 990) Shang- 
hai, China, manufacturers’ representatives specializing in stationery items 
and sporting goods, is interested in obtaining agencies for U. 8. lines of 
all kinds of stationery and office equipment as well as footballs, basket- 
balls, tennis balls, ping pong balls, and so forth. Needs are especially 
heavy for low-priced crepe paper, duplicators, drawing instruments in 
sets, celluloid protractors and rulers, artists’ material (oil painting 
cloth and brushes) and office alarm bells of the spring type. The firm 
functions primarily as a manufacturers’ representative doing a wholesale 
business, but also operates a retail store in the stationery center of 
Shanghai. Competent salesmen cover both the wholesale and retail 
markets. Victor 8. Yeh, manager of the company, has had 25 years’ ex- 
perience in the field and has personal contacts with retail stationers, 
booksellers, department stores and business offices in Shanghai and the 
surrounding territory. 


in Paris Seeks Contracts with American Manufacturers—The 
concern of F. W. Warren & Company, 52 Champs Elysees, 
Paris, France, long established and serving the Continental European 
countries, wishes to make contacts with American manufacturers for 
representation of office equipment such as adding machines, duplicators, 
calculators, hand addressers, and electric checkwriting machines. Corre- 
spondence, trade literature and price lists, airmail preferred, are to be 
sent to the Paris office with carbons of letters sent to F. W. Warren 
& Company, 905 Academy St., Watertown, N. Y. Used office machines, 
particularly, are wanted by the company’s agent in Belgium. 


Office Machine Manuals Wanted by London Lecturer—-A. A. Rajak, 
25 Old Manor Court, Abbey Road, St. John’s Wood, N.W.S., London, 
England, a lecturer in accounting, secretarial and office practice, desires 
to receive manuals from office machine and appliance manufacturers 
telling of the operation of their devices and how they can be fitted into 
office procedure. Also, if such a book is available, he desires to secure 
a textbook which explains fully the mechanism and practice of as many 
office appliances and machines as possible, including a short training in 
mechanized accounting. 


Firm 
American 


Firm in india Wants Contacts with Manufacturers—Looking forward 
to early lifting of import restrictions, M. Valab & Company, Fadoo 
Building, Bunder Road, Karachi 2, India, desires to establish contacts 
with manufacturers and sole distributors. The firm’s main interest 
lies in fountain pens, mechanical pencils, gift sets, desk sets, fountain 
pen nibs and spare parts, black lead pencils, copying and colored check- 
ing pencils and office appliances, including rebuilt and new typewriters, 
filing cabinets, and stationers’ sundries. 


Contacts with American Manufacturers Wanted by Paris Firm—The 
American concern of F. W. Warren & Company, 52 Champs Elysees, Paris, 
France, long established there and serving all of continental Europe. 
wishes to conclude agreements for representation of American manufac- 
turers of office equipment such as adding machines, duplicators, calcu- 
lators, hand addressers, and electric checkwriting machines. Particularly 
wanted are used office machines, eagerly sought by the firm’s agent in 
Belgium. 


Agency Representation Offered for India—Jyothi Furniture, 147 Mint 
Street, G. T., Madras, India, manufacturers’ representatives and pro- 
ducers of novelty furniture in southern India, are extending activities to 
include distribution of office equipment, furniture and supply lines. It 
is asserted that sales work can be carried on throughout all parts 
of India. Trade literature, price information and details as to agency 
relations are requested. 


Experienced Office Machine Dealer Wants Agencies for Belgium— 
Mr. L. Facon, Les Coffres-Forts Modernes, 58 Boulevard de Waterloo, 
Brussels, Belgium, with a background of 20 years experience in selling 
office machines, is searching for new lines to handle in the Belgian 
marekt. Mr. Facon is in a position to buy all kinds of typewriters, 
adding machines, calculating machines, and so forth, rebuilt or new. 


Former Beigian Office Machine Dealer Seeks Contacts.—J. Rako, for 
15 years an office machine and supply dealer in Belgium, is interested 
in contacting manufacturers of office machines and office supplies who 
desire additional representation in parts of Europe, China, South Africa 
and several South American countries. .Interested manufacturers may 
reach Mr. Rako at 3874 Central Park West, New York, N. Y 


Office Machine Specialist in Brazil Asks for Catalogs—Casa Salamon, 
Rua Vigario Jose Inacio N. 299, Porto Alegre, Brazil, wishes to receive 
catalogs and price information from manufacturers of typewriters, 
adding and calculating machines, numbering machines, check protectors, 
and so forth. The Brazilian firm is also interested in parts for all office 
machines. 

Trade Catalogs, Contacts Wanted by Brazil Firm—The firm of Casa 
Salamon, Rua Vigario Jose Inacio N. 299, Porto Alegre, Rio Grande do 
Sul, Brazil, wants contacts with firms manufacturing the products in 
which they specialize. These include typewriters, adding and calculating 
machines, numbering machines, and check protectors. Trade catalogs and 
price lists are desired. 


Representation Wanted by Agent in Auby, France—Georges Hacart, 
Agence de Representation, Auby (Nord) France, desires communication 
with American manufacturers and dealers wanting representation for their 
products of this industry in Europe, particularly in France. Mr. 
Hacart states that he will be able to procure French products for Ameri- 


can buyers. 
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Office Utility Lines Sought by Swiss Importer—Adolf Schaer, Hauptgasse 
36 Thoune, Switzerland, has written expressing an interest in all types 


of office machines, office furniture, and other related utilities. Mr. 
Schaer asks that manufacturers put his name on their mailing lists for 
catalogs and all announcements about new products. 

Office Machine and Stationery Lines Wanted for Egypt.—Mr. Jacques 
Belbel, P. O. Box No. 1353, Cairo, Egypt, importer and commission 
merchant, has expressed an interest in importing fountain pen nibs, 
fountain pens, lead and copying pencils, duplicating machines, inks, en- 
velopes and general stationery supplies. Mr. Belbel asks for correspond- 
ence by air mail. 

Contacts with Manufacturers Wanted by Siam Concern—The Whole- 
salers Co-Operative Society, Bangkok, Siam, wants catalogs, price lists 
and other information from American manufacturers and exporters of 
office machines, supplies, and stationery. Requirements of the Siam firm 
include practically everything in this industry. 

U. §&. Contacts Sought by Puerto Rican Trader—Independent Trading 
Company, P. 0. Box 1941, Ponce, Puerto Rico, is interested in establishing 
relations with United States manufacturers of all kinds of office 
appliances. Correspondence should be addressed to J. E. Candal, manag- 
ing partner of the firm. 


Firm in Brussels, Belgium, Seeks Agencies—Etablissement Buroc, 46 rue 
de |’Amazone, Brussels, Belgium, seeks general agencies covering office 
supplies, typewriters, and other articles which might interest the sta- 
tionery trade in the markets of Belgium and Luxembourg. 


Agencies Wanted for Manila Concern—The Clem-Forti Trading Cor- 
poration, Manila, P. I., is seeking agencies for various lines 0 office 
appliances. Communications are to be addressed to the Fil-American 


Trading Company, 437 12th Ave., San Francisco, Calif. 


Agencies Wanted by Portugal Firm—Antonio Filipe da Silva Camillo, 
Apartado 76 N., Lisboa-Norte, Portugal, wants exclusive agencies for or 
in Portugal for office appliances. National or local bank and commercial 


references will be supplied. 
Wanted at Home 


Expanding Rhode Island Firm Wants Contracts for Merchandise— 
Rhode Island Associates, Inc., 113 Hospital St., Providence 3,, R. I., 
recently added to its floor space, and the firm is now in position to 
handle larger stock and increased number of lines. Contacts are de- 
sired with manufacturers of office furniture, equipment and supplies as 
well as factory equipment of the lighter-weight steel stools, benches, 
tables, lockers and shelving. 


Quality Lines of Office Furniture, Machines and Supplies Wanted by 
New Florida Concern.—Preparing for the opening of a large office equip- 
ment store at 1214 S.W. Fifth St., Miami, Fla., Harvey I. Blank is 
interested in contacting well-known manufacturers of steel office equip- 
ment, desks, standard or portable typewriters, adding machines, type- 
writer supplies and complete office stationery. Exclusive contracts are 
particularly wanted. 

Beaumont, Tex., Firm Wants Supply Connections—G. & W. Office 
Equipment Company, 2325 Emile St., Beaumont, Tex., is interested in 
making contacts with manufacturers and other sources of supply for 
desks and other office furniture, office supplies, visible records, filing 
equipment, carbons and ribbons, adding machines, typewriters, calcu- 
lators, duplicators, duplicator supplies and safes. 

Additional Lines Sought by New York State Firm—The Bodoni Press, 


Incorporated, North Tonawanda, N. Y., has just completed the work of 
to three times the former capacity. Louis T. Van 


enlarging its store 
Voorhess, proprietor, says the firm is now in a position to add new 
lines of commercial stationery and office supply items. Manufacturers 


are invited to send trade literature and price information. 


Oklahoma Dealer Desires to Add Several Lines.Clifford’s, an office 
supply store at 214 West 12th St., Ada, Okla., is interested in adding 
several supplementary lines of office supplies, office furniture and office ma- 
chines. Manufacturers desiring to extend their representation in this 
area should communicate immediately with Clifford J. Smith at the above 
address. 

Expanding Norfolk Concern Wants Trade. Catalogs—The Mayes Office 
Equipment Company, 250 Bank St., Norfolk 10, Va., a firm which will 
open an up-to-date office furniture store featuring both wood and steel 
items, about October 1, seeks trade catalogs from manufacturers. The 
catalog files are now being built up and additional supplier contracts 
executed, 

Trade Catalogs Wanted by North Carolina War Veteran—Returning 
from the armed forces and anticipating opening an office equipment and 
supply store in Shelby, N. C., in the near future, Harold K. Smith, 1520 
Pinecrest Ave., Charlotte, N. C., wishes to receive trade catalogs and 
price lists from manufacturers of office equipment and supplies. 


War Veteran Wants Trade Catalogs—Kecently released from the service 
and now forming a new organization for re-entry into the office equip- 
ment field, David W. Myers, 99 Chauncy St., Boston 11, Mass., wants 
catalogs and price lists from manufacturers and jobbers of office furni- 
ture, machinery and other kindred equipment and appliances. 


Agencies Sought by Syracuse Firm—The King Typewriter Shop, now 
new location at 667 S. Salina St., Syracuse 4, N. Y., is seeking 


in a 

agencies for adding machines, cash registers, typewriters and other 
business machines. Correspondence from manufacturers would be _ wel- 
comed. 


Boston Firm Desires Trade Catalogs—Reuben Fink and Victor Cohen, 
who have recently purchased the Elm Stationery Company, 108 Wash- 
ington St., Boston, Mass., from the Broadway Stationery Company, 
desire to receive new trade catalogs and price lists from manufacturers. 


Trade Catalogs Wanted by New California Firm—Kinnie-Griem, 123 N. 
Court St., Visalia, Calif., a new stationery and office supply firm opening 
September 1, desire to secure recent trade catalogs, particularly those 
of firms manufacturing steel office equipment and looking for new outlets. 


Office Furniture, Equipment Contracts Wanted by Ohio Firm—Business 
Equipment, Inc., 516 First National Bank Bldg., Canton 2, Ohio, desires 
contact with manufacturers of desks in wood and steel, chairs, steel 
files, steel shelving and safes. 


Washington Salesman Seeking Representation—J. F. Hardy, 228 Barr 
Building, Washington 6, D. C., possessing 12 years of experience selling 
direct to Government offices and departments, is interested in securing 
representation for anything for the office—furniture, stationery, or 


mechanical items. 
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CORPORATION 
FINANCI 


Remington Rand, Inc., Buffalo, N. ¥.—Sales of Remington Rand Inc., 
are being maintained at the rate of $100,000,000 a year, with great strides 
being made in converting the company’s many plants to peacetime pro- 
duction, Executive Vice-president Stanley M. Knapp told stockholders at 
the recent annual meeting. For the three months ended June 380 sales 
were $29,027,500, the report said. In the same quarter last year, sales 
were $32,946,000 but the latter figure includes sales of war material. 
Estimated earnings for the three months ended June 30 were $2,842,120, 
or $1.35 a share, against $1,368,667, or 65 cents a share, in the same 
period last year. The earnings increase was largely the result of a re- 
duction of $1,537,000 in the provision for taxes. There were other factors, 
such as the increased over-all production of regular products. Stock- 
holders also were told the following: Over-all production for several 
months has been at the highest rate in the history of the company. The 
hacklog of unfilled orders has increased. Orders being booked continue 
to exceed shipments. Good progress is being made in rebuilding the com- 
pany’s important foreign business. An interest has been acquired in an 
English corporation manufacturing and selling tabulating machines and 
supplies. Mr. Knapp said employment is 24 per cent greater than at any 
previous peacetime period and that night shifts are being started at all 
plants.—GET. 

Eversharp, Inc., Chicago, IWl.—Earnings of Eversharp, Inc., jumped 
to a new record high during the first five months of the current fiscal 
year, exceeding the total for the entire preceding 12 months, Martin L. 
Straus II, president, said on August 20. 

For the fiscal year ended February 28, 1946, the company had reported 
net profit of $1,805,444, which was the largest in the company’s history 
up to that time. 

Heavy public demand for the new “CA” (capillary action) pen which 
the company introduced earlier this year has contributed measurably 
to the sharp increase in sales so far this year, Mr. Straus pointed out. 

“Even with a steadily increasing rate of production we have not been 
filling all the demand for our precision products,’’ Mr. Straus stated. 

Last month the company revealed that it was doubling its plant 
capacity through leases on two five-story plants; one in Long Island 
City and another in Chicago. More recently the company announced that 
9,000 dealers had been added to the list of distributors since the first 
of the year, raising the total to 30,000. 

Sales during the first half of the year are expected to be more than 
50 per cent higher than during the similar period of 1945 and, if 
experience of preceding years is a criterion, second half results should 
be better than those of the first half, Mr. Straus said. 

The General Fireproofing Company, Youngstown, Ohio.—Stockholders of 
The General Fireproofing Company have re-elected officers and directors, 
increasing the board of directors from six to seven with the election of 
Walter Bender, conipany president, to the board. In addition, the follow- 
ing were named directors: R. M. Bell, George C. Brainard, W. H. Foster, 
Judge C. F. Smith, W. W. Thornton, and Paul Wick, 

Officers elected include W. H. Foster, chairman of the board; Walter 
Bender, president; E. A. Purnell, vice-president in charge of sales; George 
R. Farrell, vice-president in charge of purchases; W. D. Skinner, secretary 
and treasurer; D. K. Phillips, comptroller; and M. F. Ogran, assistant 
treasurer.—AK. 
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NEW TRADE LITERATURE 


Stationers Specialty Company, 19 West 21st St., New York 10, N. Y., 
has just issued a new 48-page catalog covering the Staco line of desk 
sets, desk pads, desk files, calendar, book marks, book covers, purses and 
other small leather items. Copies are available to dealers writing to this 
company at the above address. 

American Dictating Machine Company, iInc., New York, N. Y., has 
just issued a new illustrated catalog describing the company’s latest 
models of rebuilt dictating machines, including Dictaphones and Ediphones, 
featuring both dictator and transcriber for all models. Pages are punched 
for easy removal, if desired, and each page is devoted to one model, giv- 
ing complete description and information in clear type for easy reading. 
Complete copies of the catalog or single sheets for individual needs can 
y had by writing to the company at 235 Fifth Avenue, New York 16, 
i. es 
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OFFICE MACHINE MAY SHIPMENT FIGURES 

Factory shipments of office machines and parts in May 
amounted to $27.8 million, the highest in any month since 
the end of the war, according to a report recently released 
by the Bureau of the Census. These shipments were six 
per cent higher than the April shipments of $26.3 million, 
and an 89 per cent increase from the $14.7 million of ship- 
ments in August, 1945. 


OFFICE MACHINES: SHIPMENTS AND UNFILIED ORDERS, “MAY 1946 























i T 
eo | HIPMENTS J _UNFILLED ORDERS _ 
PRODUCT - | si 
| Feport- | wunber | Value | Number Value 
ing Vv | | 
— + ae | a —a 
TOPAL. o occvccccccccccccsssccccccsccecces 100 xxx | $27,848 xxx 
j 
Complete office machines.........ssseeeseens 100 uxx 26,85 xxx 
Bookkeeping machines 6/ xxx 2,5 rex 
Adding machines..... ll xxx 3,15 xxx 
Autographic register 10 | 10,096 136,978 
Calculeting machines ? 6,984 3,088 62,321 
Check handling machines........seeeseeeeee 12 xxx xxx 
Coin and currency handling mechines....... ? arr xxx 
Dictating mechines......... ee . 571 24,728 
Duplicetin, machines... 19 , 669 24,823 
Envelope hendling machines...... b) xXx xxx 
Time recording and time s 9 xxx xxx 
Typewriters........-5.-0s 10 <x xxx 
Woh-portedle...ccrccsccccescsccscassesse ? mai; 4 axx 
POTTODLO. ces ceserecneces se seeererssosces 4) xxx i axx 
continuous form hendling machineB....+ s+. 3) 435 690 | 
ther office machines 2/...sssse00+5 vveveel ox} my ? xxx | 
Office machine parts and ettachnents | 
(includes only the product of companies j | 
nanufecturing complete office machines)... | 12} xxx 992,686 axe | 4,357 , 924 
——__—__—_+_— os -———— - . 











1/ The total number of plente represented is smaller than the totel of the number shipping eech 
product Because some plants shipped more then one product 
2/ Includes punch card tebulating machines, cash registers, 


postal machines, and shorthend writing machines. 





OFFICE APPLIANCES, September, 1946 


addressing machines, micro-fil~ machines, 











IN SEPTEMBER OF 1876, WHEN: 

A traveler wrote to the editor of the “American Stationer’: 
“There is a great deal of stationery in Chicago at present and 
if it doesn’t move soon, there are people who will pray for the 


return of Mrs. O'Leary's cow.” ...R. E. Bennett, a pen salesman, 
went to California, and the trade journal reported, ‘Gold pens 
for the gold country.” . . . Amberg’s self-indexing file and binder 
was offered as “the most complete file ever invented.” .. . 
Dennison & Company, tag manufacturers, announced they had a 
full line of wedding cake boxes in stock. . . . Heavy demand for 
initial paper was reported from California. (From files of 
the American Stationer). 


IN SEPTEMBER OF 1886, WHEN: 

Stationers assailed the post office department for selling a 
letter-sheet envelope. Cutter, Tower & Company, Boston, 
Mass., offered “Cat-o-nine-tail” easels. ... And A. H. Andrews 
& Company, Chicago, introduced a dustless eraser for black- 
boards. . . . Pomeroy & Sons, Newark, N. J., sold a 40-gallon 
barrel of ink to the Union Pacific Railroad Company at Omaha. 
. .. The gold pen men reported excellent business, as did the blank 
book salesmen. (From files of the American Stationer). 


IN SEPTEMBER OF 1896, WHEN: 

The American Stationer reported that the “rage for bicycles 
continues and a broken arm or leg does not appear to make 
much difference (accidents will happen).” . .. A European idea 
was a combined automatic inkstand and a pad for wetting 
stamps, . . . Sanford Manufacturing Company introduced a new 
ink eraser. . . . A. C. Barler Manufacturing Company, Chicago, 
invited attention to its “safety files.” Advantages of flat 
opening blank books were hailed. . . . It was announced that 
“pen wipers have again assumed the form of the bag of meal 
that lay in the House that Jack built.” . . . (From files of the 
American Stationer). 


IN SEPTEMBER OF 1906, WHEN: 

Fay-Sholes Company invited inspection of new 1907 models 
of typewriters. . . . Clarke & Baker Company succeeded Tucker 
File & Cabinet Company at Ilion, N. Y. . . . Burroughs Adding 
Machine Company promised a new electric model soon. .. . 
National Cash Register Company outing for employees lasted 
for ten days, the group going to Michigan City, Ind. . . . The 
L. E. Waterman Company prepared to move into a new building 
at 742 Market St., San Francisco. . International Time Re- 
cording Company, New York, N. Y., opened a new factory at 
Endicott, N. Y. . . . (From files of OFFICE APPLIANCES). 


IN SEPTEMBER OF 1916, WHEN: 

All-Steel-Equip Company, Aurora, IIl., offered a new stacking 
transfer case and The Globe-Warnicke Co. perfected a new 
sectional card index record desk. . . . The Underwood managers 
and officers held a four-day convention at Atlantic City, N. J., 
with J. E. Neahr as host. Chicago Stationers Association 
held a field day at Desplaines, Ill., in which H. M. Clark of 
Stevens, Maloney & Company won the 100-yard dash for credit 
men, . . . The Chicago Business Show and Efficiency Exposition 
was held at the Coliseum Sept. 18-23. . . . The case of Craig 
vs. Sheaffer regarding priority of pen patents was decided 
in favor of the W. A. Sheaffer inventions. . . . (From files of 
OFFICE APPLIANCES). 
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NSA CONVENTION HEADQUARTERS 


September 30, October 1, 2, 3 


The Palmer House, famed hostelry in Chi- 
cago’s Loop, will serve as the focal point for 
NSA convention activities. Here, members 
of the industry will meet as a national group 
for the first time since 1944 to “talk shop’’, 
view the many exhibits of what’s new in the 
field, and strengthen association bonds. 


(See Special Convention Section, Pages 144-187) 
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Modern Methods Vitalize 


Location Values 


By VICTOR N. VETROMILE 





UPPLIED WITH STOCK, FIXTURES, and capital, 

any man possessed of his faculties can open a sta- 
tionery outlet, but it doesn’t necessarily follow that he 
will make a success of the enterprise. The business 
must be opened in an environment in which there is 
reasonably-assured need for it and the prospector 
must have experience, ability, and aptitude. 

He must certainly be conversant with the complete 
range of stationery merchandise, but it is even more 
imperative that he know merchandising in its mod- 
ern development, because even some stationers who 
were not completely successful knew all about the 
merchandise which they placed in stock. 

It has been well said that, if a retailer remains in 
business long enough, the public will teach him how 
to conduct his store. There’s the rub! If there were 
only one store of a kind in each town or city, things 
would be different, but with competition near by at 
every point of the compass, the stationer who is not 
an apt pupil may wake up to discover that the buying 
public allows a very limited time in which to learn. 

The buyers in any trade area in any line of business 
know what they want and they get it—somewhere. 
The strategy of success is to understand and supply 
what they want and thereby attract and clinch their 
patronage—at least, as much of it as any one store 
could normally be expected to acquire—ahead of one’s 
nearest competitors. 

; 


Personality and Location Are Factors 


We hear a lot of talk about the “personality” factor 
as an influence in success and we likewise hear a lot 
about the basic business-producing value of location. 

If, in the term “personality,” we are to include per- 
sonal qualifications for efficiency in merchandising 
and business management rather than merely that 
collection of personal traits expressed by the word 
“likability,” then I really believe that personality is 
the more important—assuming, of coursé, that the 
location is not a foolhardy selection. 

Whenever there is a let-down°in business and it 
continues more than a few weeks, the typical retailer 
in all lines begins to damn his location, and doubtless 
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this observation applies to stationers as much as to 
other merchants. 

The moment competitors get the jump on them, they 
begin to blame external influences, seldom subjecting 
to timely inquiry the internal influences—the faults 
that‘may be within themselves or their merchandis- 
ing set-ups, causing them to lose step in their effort 


to march to the music of progress. 


Site Shouldn’t Get All the Blame 


Not every stationer can have the premier business 
site in his town or city, and it is a rather prevalent 
error to blame location entirely for certain develop- 
ments which are often more properly attributable to 
inexpert management and general deficiency in up-to- 
the-minute business knowledge. 

In instances known to me, good-appearing station- 
ery stores have retrogressed in volume of sales in what 
seemed to be satisfactory, if not ideal, locations. On 
the other hand, enterprising and commercially- 
aggressive stationers have achieved marked success 
in stores situated in what were formerly regarded to 
be highly speculative locations. 

These observations seem to warrant the judgment 
that expert management and progressive merchandis- 
ing methods are more likely to achieve permanent 
success in a relatively “secondary” location than 
wrong methods and loose policies in a presumably bet- 
ter location. 

One stationer, who had a location-handicap com- 
plex for years, notwithstanding the fact that he 
cleaved to the same site for 20 years, eventually 
acknowledged that his business seemed to be regen- 
erated after he had taken the long-delayed initiative 
to install new fixtures, enlarged and modernized his 
window frontage, put into practice more modern dis- 
play principles, advertised his business according to 
sound principles for fostering reputation, and de- 
manded a better standard of salesmanship in his store. 

Several customers who had drifted away from his 
store ten years before the transformation of the mer- 
chandising layout came back to the fold and, al- 
though none of them actually said so, the impression 
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registered was as if each had said to the stationer: 
“I never had anything against you. Now that you 
have brought your outfit up to the times, I am glad 
to buy in your place again.” 


Need Merchandise and Equipment 


This proves that a dealer, no matter what his line, 
must not only have the merchandise—he has to have 
the store, in the sense of modern, attractive, and con- 
venient premises and business equipment to match. 

Location is certainly no more important than the 
man, however. He is the fellow whose zeal for success 
and whose ability to operate his salesroom on modern 
competitive lines determines, after all, how his loca- 
tion can be made profitable. 

Another pertinent reflection enters here. It has 
been proved many times that simply because some 
new competitor opens a bigger or fancier establish- 
ment does not necessarily and invariably result in 
dislodging the near-by long-established stationery out- 
let of good repute, if the established stationer has had 
the foresight to lease amply-large premises so that 
he, too, can promptly offer to the public an enlarged, 
modernized, and embellished store fully equal to the 
challenge. 

On the opposite side of the picture, however, it has 
also been proved many times that community senti- 
ment and good will for a local merchant seem to have 
a volatile property when a new competitor opens an 
outstandingly beautiful, larger, or otherwise dominant 
store right under the nose, so to speak, of the local 
old-timer who has neither the capital nor the neces- 
sary premises for the strategic expansion and general 
transformation of his establishment necessary for 
meeting and matching such a dynamic threat to his 
business. 

The biggest stores, like the biggest advertising, at- 
tract in proportion to bigness—the impression of mer- 
cantile power—but this does not mean, needless to 
say, that the mere physical dimensions of a store 
can retain the community’s acceptance and good will 
for its owners, if their policies and methods in dealing 
with the public are not sound and creditable. 

The new concept of merchandising during recent 
years has revolutionized every branch of selling— 
manufacturing, wholesaling, jobbing, and retailing. It 
is outstanding in its financial results as practiced by 
some stationers, and likewise by its lack of application 
by other stationers who seem to be searching for some 
mysterious lodestone of prosperity which they are un- 
able to find. 

There has never been any magical formula for 
profit-making, and profits can not be legislated for 
the benefit of merchants who lack the necessary abil- 
ity to make a Satisfactory profit. Profit is really the 
measure of efficiency. 

Profits represent. the surplus of the efficient sta- 
tioner over the inefficient or marginal operator—the 
fellow who manages to maintain solvency and de- 
rives a sufficient interest return from his capital in- 
vestment, yet is not really the owner of a truly pros- 
perous business, according to banking and investment 
criteria. 

Costs of Doing Business Vary 


In practically every city, the majority of stationers 
buy their inventories of merchandise of all the lead- 
ing, nationally-known, staple lines at practically the 
same prices (with slight variations according to quant- 
ity purchased at one time), but their costs of doing 
business vary. 
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These costs vary chiefly in accordance with judg- 
ment and ability in the management of controllable 
expenses, and are affected also, of course, by the 
volume of business that can be turned over contin- 
ually on a fixed capitalization and stabilized operating 
overhead. 

Some stationers have a better location or a larger 
trade-drawing radius than others, by virtue of which 
they enjoy relatively lower rentals, and possibly lower 
delivery expense in ratio to annual volume of trans- 
actions. Some stationers likewise obtain more profit- 
able results from the same or smaller sales per- 
sonnel than other stationers seem able to obtain. Some 
will achieve better financial results with the same 
original capital and current stock investment. These 
facts simply prove that merchandising ability—the 
measure of profit-making efficiency—shades the pic- 
ture of success in retail stationery merchandising. 

Carefully-planned, competitive merchandising is the 
success-formula of the real stationery merchandiser. 
He knows that he has a store and a stock that repre- 
sents a substantial capital investment, and that it is 
up to him to make that investment pay adequately. 
He knows that it is up to him to make his place of 
business attractive, to attract buyers by intelligent 
advertising and strategic window promotions of every- 
thing that is new, timely or seasonable in the sta- 
ionery field, to make his store grow, and to make 
it, if humanly possibile, the most popular stationery 
store in his locality. 


Not a Short-Term Objective 


This is not the work of one month, nor perhaps of 
a year, but the earnest stationer keeps at it and finally 
achieves his objective. Such stationers are thoroughly 
conscious of the fact that service and value are the 
cornerstones of stationery success. They know that a 
salesman is valuable only in proportion to his ability 
to serve and satisfy each customer. They know that 
every modern stationery outlet has only one important 
thing to sell in addition to merchandise. That one 
thing is service, which ought, of course, to include the 
highest grade of ability to assist customers with prac- 
tical, eficiency-promoting and money-saving counsel 
in all matters of office furnishing, and what might be 
called office-efficiency engineering. 

Every employee must share responsibility for dis- 
appointed or thoroughly pleased customers. The sales 
really pay the salaries, and a young man being ini- 
tiated into the stationer’s employ should be taught 
that fact from the beginning. Any member of the 
organization who lacks the intelligence to interpret 
the spirit of good will and desire to serve, which the 
stationer endeavors to practise and cultivate in all 
customer relations, should not expect to be an em- 
ployee very long. Likewise, the employee who helps 
to extend this good will should be held close to the 
bosom of the business, especially when, in addition, 
he is an industrious worker and rings up good sales. 

It is probably true that no experienced buyer would 
judge a store of any type wholly by its physical fur- 
nishings any more than a discerning judge of human 
character would appraise a man entirely by his 
clothes. Yet there is an undeniable impression value 
to the physical aspects of every business establish- 
ment that exerts power to attract trade when the im- 
pression is the right kind. 

The front or “face” of a stationery outlet should 
create two definite instantaneous impressions—first, 
that it is distinctly a stationery business; second, that 
it is a modern and progressive exponent of its type 
1946 
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of business. If, in addition, it can be made different 
from other near-by stationery outlets, so much the 
better for distinguishing the identity of the store in 
the observer’s mind. 


An illuminated sign—the kind that, by means of 
some symbol of the stationery trade or other appro- 
priate advertising legend individualizes the store, not 
merely identifies its ownership—is of great value in 
the accomplishment of this important purpose. 


Good furnishings and service fixtures always help 
any business. Just as the attractiveness of a business 
office depends upon the replacement of its furnishings 
every few years to maintain a modern aspect, 
even though the old furniture has not fallen apart, 
so a business must refurnish—at least, in some de- 
gree—every ten to 20 years. What was modern in 
1938 or 1940 begins to reflect shadows of the past by 
1950, according to the standards of progressive mod- 
ern business. 


Modern fixtures, however, do much more than “dress 


up” a store, important as appearances are for their 
own sake, when a merchant is striving to create the 
impression of quality throughout his business set-up. 
Modern fixtures facilitate service and set off the stocks 
to the best advantage. 

In some instances known to this writer, the replan- 
ning of a store interior with modern equipment has 
actually made practicable an increase of about 30 
per cent in the available merchandising floor area, 
at the same time improving the appearance of the 
entire store. 

Men, money and machines are the triad that makes 
the dynamos of American commerce and industry 
hum. Men, of course, implies methods—that “know 
how” derived from careful study and observation with 
regard to cause and effect. By alert determination to 
modernize in both equipment and methods and finally, 
by vigilant efficiency in all matters pertaining to in- 
vestment management and sales promotion, a store 
can be made to march in step with the parade of 
progress. 


Helping Offices Solve Typewriter 


Problems Helps Dealer 


By BERT MERRILL 





NE OF THE MOST effective means of assuring 

repeat business in office equipment, sales and 
service, is educating customers to use such machines 
correctly, asserts M. M. Newmark, head of Marstan 
Typewriter Company, St. Louis, Mo. 

Marstan Typewriter Company has been serving 
hundreds of St. Louis institutions, small offices and 
professional men for many years, experience which 
indicated to Mr. Newmark that it is far more profit- 
able in the long run to insure that office men know 
the use of their equipment thoroughly than to waste 
time and money in frequent service calls. Conse- 
quently, whenever this downtown St. Louis firm sells 
a typewriter or an adding machine, the sale isn’t 
actually complete until the Marstan representative has 
made certain that the owner can use the machine ade- 
quately. This guards against needless service calls, and 
the same policy is used whenever repairs are made on 
any office machine. 

The first point driven home by Mr. Newmark is that 
office employees themselves can perform many simple 
repairs and adjustments on their machines. First, 
they must not abuse typewriters, duplicators or adding 
machines with resultant damage to the equipment. 
Getting this point over gives an opportunity to 
demonstrate that many service calls are entirely un- 
necessary—such as calling in a man to repair a type- 
writer which has been used in cutting a stencil and 
not returned to typing position. Mr. Newmark and 
his representatives also point out that often a service 
man is called in to check electrical office machines, 
only to find that someone has forgotten to plug it 
into the outlet. 

Mr. Newmark attempts to impress office workers 
with several definite precautionary steps. For example, 
where typewriters are concerned, he suggests keeping 
the machine always covered when it is not in use. 
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This keeps dust from the mechanism. Secretaries are 
instructed to move the carriage from right or left 
when making erasures to prevent gumming up 
the keys with erasure lint. Likewise suggested is a 
daily cleaning of the type with a stiff type brush, 
followed by wiping of the segment with a soft dry 
cloth. Typists are also reminded to release the feed 
roll and bail roll when a typewriter is not in use. This 
prevents cutting into the rubber rollers, which soon 
will have to be replaced. Marstan Typewriter Com- 
pany also suggests cleaning the platen once a week 
with a cloth dampened with denatured alcohol. This 
makes them last. Where a great deal of stencil work 
is done, the dealer likewise suggests cleaning the ma- 
chine with alcohol afterwards—to prevent a. sticky 
substance from forming on the roll. 

In instructing calculator and adding machine opera- 
tors, Mr. Newmark suggests that the cord should never 
be jerked out of the outlet, but instead should be dis- 
connected at the head. Much electrical trouble has 
been saved in this way. On duplicators, he suggests 
that often the operator floods the cylinder with 
ink, then wonders why the ink seeps through and 
spoils the copy. One tablespoonful of ink to three 
square inches of pad is adequate. Operators are re- 
minded to leave duplicator’s diaphragms in the up- 
right position for safety, preventing needless cleaning 
jobs and repairs. Where many customers complain 
that duplicators feed too many sheets of paper, Mr. 
Newmark demonstrates that simply washing off the 
retainer pad, brushing the lint off the paper stop, and 
checking the paper for even position will do wonders. 

All of these suggestions, many of which office man- 
agers copy down and distribute to their employees, 
mean fewer service calls, fewer interruptions and far 
better relationship between the typewriter company 
and its clients. 








Time to Revalue That List of 
Backlog Orders 


SOME STATIONERS ARE LOOKING AT THEIR FUTURE 


“DELIVERIES” 


CRITICALLY AND ARE PROFITING 





ECENTLY A GROUP of seven leading office supply 

and equipment dealers in a certain Texas city 
held an informal meeting to discuss problems currently 
affecting their business and to exchange notes on 
their backlog of equipment orders. What they dis- 
covered, by a little note-comparing, opened their eyes 
and delivered a mild, but healthy, shock. 

In one particular case, they found that all seven 
dealers were listing the same “customer” for a new 
typewriter! In another case, brought out by com- 
paring notes, a certain meat market owner had 
“ordered” a small adding machine from five of the 
seven dealers. Obviously the remaining two felt 
slighted! 

In still another case, a lawyer had an order placed 
with three of the dealers for a walnut desk of the 
same size and dimensions, making it quite obvious 
that he intended buying only one desk. More than 
two-thirds of the “orders” compared among these 
seven dealers were being carried by two or more of 
them. 

The average dealer went home from that meeting 
suffering from mild deflation shock. He had reason 
to believe, after comparing notes with his competitors, 
that his backlog of orders had been reduced by at 
least 60 per cent in one fell swoop. He realized that 
his tremendous reserve of future business was more 
ethereal than actual, and he went. back to work next 
day with the conviction that the day when he and 
his staff must again begin beating the bushes for 
business was much nearer at hand than he had 
dreamed it was. 


See End of Sellers’ Market 


He recognized that the end of the sellers’ market 
was not nearly so far down the line as he had thought, 
and he knew that soon again the buyers’ market 
would be at hand. 

And by recognizing these cold facts at such an 
early date, each dealer left the meeting with a dis- 
tinct advantage over the merchant who still sits back, 
admires his long list of “orders” for future deliveries 
and permits the size of the list to lull him into a 
false view of the future. 

It is time to evaluate that backlog of future busi- 
ness, time to separate the chaff from the grain, so 
to speak, so that the dealer has at least some idea 
of where he stands. Otherwise, his own duplicate or- 
ders will begin to pile up on him before he finds that 
a lot of the business he thought he had sold has 
gone elsewhere. 

One Arkansas dealer in office machines recently 
checked over all his orders and started a systematic 
check-up. As time permitted, he and his two salesmen 
telephoned all customers whose telephone numbers 
were listed on the orders. Those who could not be 
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By RUEL MeDANIEL 


reached by telephone received letters. 

The message of both the phone calls and the letters 
was that the company now was beginning to receive 
a few new machines and more were promised soon. 
The company wanted to verify the customer’s order 
and make certain that he still wanted the machine 
ordered. 


Some Hard, Cold Facts 


This simple check revealed some interesting facts. 
In the first place, a lot of those who listed telephone 
numbers had moved and there was no new telephone 
listing for them. Nine per cent of the letters were 
returned, marked “moved, left no forwarding address.” 
Only 40 per cent of those receiving letters acknowl- 
edged receipt of them, and several of those who did 
write said they had changed their minds about the 
new typewriter. The percentage was about the same 
on those contacted by telephone. 

The dealer says he does not expect to sell nearly 
all those who verified their orders, feeling certain 
that that some will move away and others will have 
bought elsewhere before he can supply them. Deduct- 
ing losses from both categories, he figures that if he 
actually sells 30 per cent of the orders on his books, 
he will be fortunate. 

At least he is a realist and has a pretty good idea 
of where he stands and about when he must begin 
to get out and hunt new customers. 

One way that a few supply dealers are eliminating 
the doubt and the element of risk in “banking” on 
orders on the books is to require a down payment on 
anything ordered. Prior to now, that was not recom- 
mended by the average dealer because it entailed 
accepting money for a commodity on which no definite 
promise of delivery could be made. Most customers 
resented being asked to make partial payment on 
something so uncertain of delivery. 


Day of Delivery is Nearer 


That uncertainty still exists, but certainly the day 
of delivery is much nearer than at any time within 
the past four years. Some in the industry consider 
that it is not now asking too much of a customer to 
require him to make at least a token payment on 
anything he orders. 

One Louisiana merchant started requiring deposits 
July 1 of this year. He asks every customer who 
places an order to make a payment of ten per cent 
of the estimated selling price of the article. He tells 
the customer that if he should be able to buy the 
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same article elsewhere before he himself is able to 
make delivery, he will refund his money. 

He then takes these deposits and puts them in the 
bank in a special “escrow” account, not to be touched 
until he makes delivery on equipment ordered. As 
he makes a delivery, he withdraws the customer’s 
deposit and adds it to his regular business account. 
He explains this to all customers to assure them that 
their money remains intact in event of anything hap- 
pening to the business itself. 

“Naturally, this policy eliminates a lot of prospects,” 
this Louisiana dealer admits, “but I find that if a 
prospect is really sincere in wanting to buy a type- 
writer, adding machine or office furniture, he does 
not object to the deposit, feeling that he probably 
is better able to make the payment now than he will 
be at the time of delivery. This system has lost 
me a lot of names for the book, but I don’t believe 
it has lost me any appreciable amount of business.” 

He even accepts a man’s order without the required 
deposit, but he explains that the order cannot be 
filled until all those who have made deposits are 
served. 


By one method or anotner, as facilities justify, it 
is a logical time now for the dealer to check up on 
his list of orders. It is time for the first “shake-down” 
to see how many of those orders still show promise. 
Continuing to evaluate every. order on the books as 
a potential sale is comparable to the rancher who 
counts full returns from a herd of cattle critically in- 
flicted with virus blackleg. Today he has a lot of 
marketable cattle, tomorrow he may have only half 
as many! 

And it might not be a bad idea at the same time 
for the dealer to check up on his own orders to 
manufacturers. Not only does he owe it to the manu- 
facturer to verify his orders as a common sense act 
of fairness, but he owes it to himself to eliminate now 
the strong possibility of being overstocked almost 
overnight, once the flow of merchandise starts his 
way. 

Some dealers in other lines already are being 
shocked out of their complacency by receiving three 
or four times more goods of certain lines than they 
really need—because they had placed duplicate orders 
with several manufacturers and neglected to cancel 


Consider Your Post-war Advertising 


Program Now 


By FRED MERISH 





OO MANY DEALERS, in pre-war years, did not 

advertise, and some pre-war advertisers laid off the 
printed word during the war because restrictions, 
shortages and war business provided volume, regard- 
less of whether the dealer advertised or not. The time 
is coming soon, however, when advertising will take 
its historic place in the business field as a volume 
builder and an essential to maximum profits. The wise 
dealer will get on the bandwagon now and consider 
an advertising program and appropriation for the 
post-war period. 

Field interviews have disclosed that many dealers 
do not advertise because they figure that they cannot 
afford big space copy, and that unless they go on 
a “space drunk”, using from a quarter to a full-page 
spread, their smaller ads will be buried in an obscure 
position. Expert advertising men, however, contend 
that a small ad, well-handled, often gets better results 
proportionately than bigger space poorly laid out. 

How big should a dealer’s ad be to 


big one, for that matter, never “high-hat the public. 
Be brief and to the point. However, this does 
not mean that a trite business card is sufficient in 
small space copy. To make a small ad stand out against 
bigger space copy, it must be unusual in one way or 
another—the writing, the typographical layout, or the 
illustrative matter. 

2. Dress your copy attractively. No matter how force- 
fully your copy is worded, it will not produce maxi- 
mum results unless the typographical arrangement is 
effective. One of the cardinal rules of good layout is, 
“Use plenty of white space”, and this is another rea- 
son why you should be brief and to the point in small 
ads. You cannot crowd a small ad with copy in 
readable type and leave room for white space. Some’ 
advertising men contend that where illustrations are 
used in small ads, round cuts are better, because they 
allow for more white space than angular cuts. Un- 
usual border treatment surrounding a small ad or used 

to box in certain parts of the copy al- 





bring it to the attention of the reader? 
This brings to mind the answer of 
Abraham Lincoln to the query, “How 
long should a man’s legs be?” Lincoln’s 
reply was, “Long enough to reach the 
ground”. Likewise, with a newspaper 
ad. It should be effective enough to 
reach out and bring in customers. Here 
are some specific pointers for putting 
power in small ads: 

1. Say it with simplicity. The greatest 
writers in literature wrote briefly, 
simply and forcibly. Do likewise in your 
advertising copy. Strange, unusual 
words or high-sounding adjectives will 
not pull business. A small ad, or a 
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ways appeals but keep away from any- 
thing too fancy. This also applies to 
type, because common type is more 
easily read. 

3. Type. Make your headings stand 
out but do not put too many capitals in 
your display lines. Too many capitals, 
one after another, are hard to read be- 
cause there are too many angles and 
not enough curves. In small ads, it is 
better to use the same type throughout 
because this prevents the eye from 
shifting gears all the time while rolling 
over copy. Small ads, like large ones, 
should be well balanced but pointers 
on this subject can best be gotten from 
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the advertising man in the newspaper office to which 
you send copy. The dealer who visits the office occa- 
sionally will find that he has been well repaid for his 
time because he will come away with much construc- 
tive information regarding the typographical arrange- 
ment of his ads. 

4. Color. Strange as it seems, you can use color in 
newspaper copy. You have black, white and gray to 
play with and some of the highest paid advertising 
experts get results with this combination, plus eye- 
grabbing headlines. They use no illustrations at all. It 
is suggested that you study the ads in the national 
magazines, particularly the small ones, and you will 
notice that many of them depend for effectiveness on 
the judicious use of white space, forceful headings, 
say-something copy which is almost epigrammic in 
diction and type. This combination can be molded into 
a colorful black, white and gray appeal for business, 
which it usually gets. 


Make Ad Reflect Personality 


5. Personality punch. A trademark, name plate or 
trade character helps the public remember the small 
ad, gives it individuality. The cost of a special name 
plate is small compared to the benefits derived from 
its use. A name plate guarantees that your name will 
always appear in the same type form in your advertis- 
ing copy and it should be used likewise on your busi- 
ness literature, trucks, show windows and other ad- 
vertising media. The dealer who allows his name to 
be set up in whatever type the printer happens to have 
handy is not taking advantage of the psychological 
effect of repetition. When the reader sees the same 
name printed in the same way time after time it im- 
presses itself on his subconscious mind. Thus when 
he needs anything, he tends to think of the estab- 
lishment with that name. A name plate gives all ads 
a natural tie-up that they otherwise would not pos- 
sess. 

6. Consistency. Too few dealers follow a fixed rou- 
tine on advertising and use spotty insertions and ads 
that vary in size, which may eliminate discount on 
a regular contract covering regular insertions. Con- 
sistency is the jewel of advertising. The dealers using 
small space copy can run ads regularly because of the 
smaller outlay and this is better than running a big 
expensive ad once in a while for one reason or an- 
other. 

7. Seasonal advertising. It is usually wise to advertise 
heaviest in the best selling seasons, some say—about 
75 per cent when business is normally tops, and 25 
per cent in dull seasons. But this ratio will differ with 
the business. Too many dealers, however, discontinue 
advertising entirely in dull reasons—and that’s bad. It 
is likewise poor practice to budget advertising evenly 
over the entire year, unless sales volume comes 
evenly. 

8. Advertise heaviest on the best days of the week. 
Dealers most successful with newspaper advertising 
get better results with lineage used on two days when 
trading in the community is normally heavy than on 
an even distribution of the same lineage over the 
week. To get the most out of your advertising dollars, 
concentrate your advertising on the big trading days. 

9. Budget your advertising on a percentage-to- 
sales basis, but always add for good measure, to take 
care of special circumstances which arise almost every 
year. That prevents borrowing from future months— 
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an undesirable practice. It is better to be liberal than 
stingy with an advertising budget—and be sure to 
budget. The dealer who budgets his advertising is 
starting with the right foot forward. 

10. Get reprints of your ads for direct-mail circula- 
tion, hand distribution or over-counter. In pre-war 
days, newspapers would provide these reprints at little 
expense after the ads were set up. Paper shortages 
and other restrictions may not permit this now but 
you can ask. If unobtainable, you may have reprints 
made by the printer. When running specials or size- 
able ads, it pays to plus the punch with reprints. 

11. Save money on cuts by getting them, whenever 
possible, from the publication used. Many newspapers 
buy cut service, which provides them with seasonable 
advertising matter available to advertisers at little 
additional cost. To get the most out of your adver- 
tising dollars, use appropriate illustrations. 

12. Position. As in life, position is everything in 
advertising. The majority of newspapers sell run-of- 
paper position at regular rates, but you may be able 
to make a deal with the advertising solicitor to give 
you a desirable position. At least, it does no harm to 
try. 

13. Advertising outlay. This appropriation is usually 
figured on sales volume. Your own experience figures 
should be given the best radio for budgeting this out- 
lay. In pre-war years, office appliance retailers, as a 
group, averaged 1.2 per cent of sales for advertising. 


Pulling Power Should Be Future Guide 


14. Analyze results. Many dealers buy advertising 
space and find out only two things—it either pulled 
or it did not pull. Why it pulled or did not pull is 
never considered. The dealer who knows by careful 
study why his ads pull or do not pull can write the 
kind of copy and run his ads when, where and how 
they will click best. Too many dealers are lax with 
analysis of their advertising because they assume that 
newspaper advertising and insertions in other media 
cannot be definitely checked. This may be true with 
spotty insertions and a poorly-planned program, but 
where the dealer advertises systematically, based upon 
a carefully-planned appropriation, he can determine 
reaction over a six-month period with sufficient ac- 
curacy to aid him in the preparation of subsequent 
copy. The dealer who does not analyze the results of 
his ads never gets the most out of his advertising 
dollars. 

Many advertisers realize only 60 cents return on 
every dollar expended for advertising because they do 
not follow sound fundamental principles. However, no 
rules are absolute. If analysis of results indicates that 
certain rules do not work well with your type of ad- 
vertising, dispense with them and follow practices that 
prove most profitable. But you cannot acquire that 
knowledge unless you use some systematic routine and 
then appraise its effectiveness with analysis. 

The dealer can increase sales volume. and build 
prestige for his establishment without going on a 
“space drunk” if he takes time to make his small ads 
stand out. A small advertisement that is different will 
often get more attention than a page spread that is 
nothing unusual. Ads pass before the eyes of readers 
much the same as a circus on parade. Folks at a 
circus often pay more attention to the midgets than to 
the elephants. 

1946 
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Spruced-up Store—Inside and Out 





HE STORE INTERIOR, forming the first impres- 

_ sion, is most important. But—and this is equally 
important—“never let a customer down” by disap- 
pointing him or her in the interior. 

Modernization must be inside as well as outside. 

The aim of the store interior is to provide a pleasing 
background for the merchandise displayed. In the 
service type of store it should also produce an atmos- 
phere conducive to comfortable and leisurely shopping. 

It is well to remember certain human traits. Shop- 
pers instinctively turn to the right; turn toward the 
light; walk down the most spacious aisles, walk in the 
direction of bright coloring. 

For the above sound reasons both the merchandise 
grouping and the interior color scheme need to be 
chosen with great care. The thing to avoid is over- 
emphasis in the coloring of walls, showcases, counters 
and tables. Nothing should be introduced to detract 
from the goods displayed. The proper function of 
color in such an environment is to show the merchan- 
dise to the best advantage, NOT to compete with 
it or create distraction. 

Floors: Modernization must include special floor 
treatment because women like to walk on something 
clean and good looking. However cheaply the result 
is attained, a well-designed floor is an asset. It can 
be kept looking new by periodical applications of paint 
or varnish. The longest-wearing floors are derived 
from the manufactured coverings on the market. 
There is much choice in these coverings, both as to 
patterns and colors. The store can also be personalized 
with a special floor monogram or insignia. 

The retailer who desires to get results from a 
modest outlay will be obliged to exercise considerable 
judgment, since the abundant selections are confusing. 


By R. A. SAMUELSON 


Floor coverings should be in color harmony with 
the walls, yet provide the proper contrast. However, 
they must offset the merchandise effectively. This 
can sometimes be attained by outlining some special 
display area (booth, nook, or table grouping) by a 
floor covering different from the rest of the store 
interior. For example, where the aisles are one color, 
emphasis can be added by displaying the special 
merchandise on another harmonizing color. Such a 
color scheme will pull the shopper instinctively 
toward it. 

Lighting: It is inside the store that the new light 
sources and lighting devices, developed from the war, 
will find their greatest application. Because of so 
many developments, actual and pending, choice of 
lighting design will be perplexing. 

Among the things to remember are these: If con- 
tinuous sources are used, such as fluorescent lamps, 
they should direct the eye along desirable channels 
in the store. The lighting equipment should not be so 
bright as to compete with the merchandise displayed 
for attention. At the same time the lighting system 
should distribute sufficient light to the side walls. 
The store inside will then appear brightly lighted to 
the person standing outside. 


Use Good Judgment On Light 


“How much light do I need?” is a question with 
several possible answers. If we were lighting a little- 
used cellar or attic, we would need very little—just 
enough to get around without stumbling over some- 





A GOOD EXAMPLE OF A “SPRUCED-UP” STORE 
Third floor, office furniture department, Comfort Printing & Stationery Co., St. Louis, Mo.. 
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thing. If we were lighting an office, we would need 
more, because our eyes would work continuously with 
fine detail. On the other hand, when we light a store 
we not only need more light, but we also have to 
consider placement of the sources of light and the 
distribution of light on the merchandise. As in the 
show window, certain interior objects must be made 
to stand out in contrast. These are the objects on 
which we desire to focus the shopper’s attention 
while in the store. 

Goods on display and sold from that display should 


Training Customers 





have three times as much light as the general illumi- 
nation in the store. The intensity of light on exhibits 
and samples for show purposes only (not for sale) 
should be five times that of the general illumination. 

Little Things That Count: Small comforts which 
the shopper is quick to appreciate should be con- 
sidered in the over-all plan of service store moderniza- 
tion. These small comforts will vary with the type of 
store and clientele. It is most essential to provide 
enough chairs, conveniently placed, for a too-tired 
shopper is seldom in a buying mood. 


and Salesman in 


Planning for Tomorrow’s Business 





HE CYCLE OF BUSINESS continues to rotate as 

always. A few years back we all were working 
for the same goal, “Peace.” It was all in the cycle 
of business to plan for the peaceful future, and it 
was hardly conceivable in the warring days that 
market and commodity conditions would prevail as 
today. 

Shortages of manpower in the early days appeared 
to be the most devastating obstacle. The manpower 
situation cleared and business appeared to be on the 
upward grade only to be faced by vast material 
shortages. In normal times, with everything running 
smoothly, the course may be very easily charted, 
but when the going gets rough, good management 
must prevail to keep business on an even level course. 
Today is proving to be an excellent opportunity for 
the younger executives to experience management 
and business conditions that would only be fiction if 
not experienced and an opportunity to prove their 
worth for conditions of today and what looms ahead 
for tomorrow. In making plans, one must remember 
that the prospects of today are the customers of 
tomorrow, and all thoughts must turn towards the 
good of tomorrow’s “prosperous business.” 

With the shortage of commodities for civilian use 
through the war period, much consideration had to 
be given to methods for retaining old-line customers 
not engaged in work classified as essential to the 
war effort. This type of customer had to be taken 
care of in the best possible manner to still be retained 
as a customer for the future. This was 
a serious problem, and in some cases 
insult added to injury and the cus- 
tomer could not be retained because | 
of not receiving satisfaction from their U\ ; 
source of supply, and perhaps because V4". 
of negligence on the part of the sales- 
man who was not properly qualified in 
the stationery business. An individual 
who was properly qualified as a sales- 
man could do much to gain complete 
satisfaction for the mutual benefit of 
both house and the customer. 

It is not the policy of our company 
to departmentize—that is, have repre- 
sentatives for the stationery depart- 
ment, the furniture department or the 
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PLANNING IS HARD WORK, 
BUT IT YIELDS A PROFIT 


By C. G. WILCOX, JR. 


Modern Stationery & Printing Company, 
Baltimore, Md. 


printing department. Our method is to offer the repre- 
sentative a complete knowledge of all departments and 
aid them in training their efforts toward learning the 
business from all angles. Limitations and scarcity of 
raw material presents an unusual picture as to dis- 
tribution and sales. We, as distributors, probably 
have the same problems as other dealers in securing 
abundant merchandise to fill requirements of the 
sales department. Many representatives were forced 
to withdraw from the stationery field because of 
nothing to sell. Could the real reason be “not having 
merchandise to sell” or could it be “the representative 
does not have a thorough knowledge of the business’? 

Office Equipment—Perhaps one of the biggest prob- 
lems today is the securing of enough equipment to 
meet the demands. Every dealer probably continues 
to calculate silently the business lost because of not 
having office equipment. It may be true that sales 
have been lost but, at the same time, has it ever 
occurred to you that many sales have been lost on 
merchandise in stock? Have the representatives had 
a thorough training on accessories that should accom- 
pany sales of equipment? Eagerness to sell merchan- 
dise greatly in demand often allows 
the mating merchandise to be forgot- 
ten. A representative sells an office 
desk. Why? Because he is asked to do 
so by the customer. How many orders 
for a desk and a chair are accom- 
panied by an order for a desk lamp, 
desk pad and tray plus all the other 
accessories that should make the pur- 
chaser a complete office? How many 
filing cabinets are sold without guides, 
folders or any form of indexing? Per- 
haps every dealer could answer this 
question. This results from over anx- 
iety on the part of the representative 
to secure an order and often allows the 
sale to be less than it should, because 
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the accessories are omitted. We have endeavored to 
train our representatives to be thorough. When a 
file is sold, sell guides and folders. When a desk is 
sold, suggest the proper chair, lamp, floor mat, desk 
trays and all accessories to accompany the original 
sale. 

As was the case of many organizations, the change 
of personnel necessitated change of plans and methods 
of training new representatives. With the definite 
scarcity of materials the problem was more acute. 
Inexperienced men would not be in a position to 
offer the best performance to the trade. In order to 
acquaint the new representatives with merchandise, 
a contest plan was set up to be worked on a weekly 
or biweekly basis. The plan, arranged so that each 
man would participate, proved quite beneficial to all. 
This formulated an excellent program to sell mer- 
chandise that required salesmanship rather than tak- 
ing an order. Tests after the trial period of the pro- 
gram proved that confidence and self-reliance were 
being instilled in the new men and that they were 
more at ease in soliciting business from the trade. 

In conjunction with this sales program, a direct 
mail and newspaper advertising program was ar- 
ranged to introduce items to the trade. The repre- 
sentatives, having been schooled on the special of 
the week, were ready to answer any questions asked, 
and presented a complete demonstration of the com- 
modity in question. 


Future Appears Favorable 


The future of the office equipment business appears 
to be very bright. It is apparent that many companies 
are eager to rebuild or remodel their offices and this 
will necessitate new office equipment. During the 
material shortage existing today there is an excellent 
opportunity to train the new salesman in this field. 
Many veterans are anxious to get into sales work, 
and we, as a company, believe our business affords 
as much opportunity as any. With the manufacturers 
limiting the designs of equipment, it is comparatively 
easy to acquaint the new men with various details 
of construction, finish and many other factors that 
will be essential to sell office equipment in the future. 
Today’s market is still a sellers’ market. If one has 
the merchandise, it certainly can be sold. But, to- 
morrow will present a very different picture. Our 
experience has taught us that the smart buyers of 
office equipment endeavor to find the best equipment 
available and then determine the best price. A sales- 
man who is well trained as to details is more in a 


position to present his sales theory to the buyer than 
one not trained. It is also his training that will afford 
him the opportunity to prove his commodity to be 
rightly priced and worth the price quoted. He will 
also be in a position to combat all ifs, ands and buts 
of the buyers. Today the average dealer continues 
to grumble and complain of shortages. But tomorrow 
is a great day to look forward to for bigger and 
better business. 


Salesmen Have Different Qualifications 


Office Supplies—The backbone of the average sta- 
tioner should be classified and not forgotten when 
training programs are in force. As mentioned before, 
we do not departmentalize our business as to sales 
representation. Our training programs include the 
office supply field as well as equipment. Each runs 
concurrently with the other. Observation will prove 
that some representatives are more adapted to sell 
supplies than equipment. A man with this qualifica- 
tion should not be criticized, for his traits are not 
the same as another’s. With careful assistance a man 
with these traits can be very easily taught to sell 
equipment rather than be released or criticized. A 
new salesman should also be taught the business 
thoroughly enough to be in a position to afford sub- 
stitutes for merchandise that is not available, rather 
than refuse an order. Every dealer has a ce-tain 
type of stock and desires as much new business as pos- 
sible to gain sales, particularly of items in stock. 
Consistent and regular solicitation by representatives 
will produce results. A sale of one representative, 
carefully handled and presented to the entire sales 
force, will often produce results. One salesman secured 
an order for a certain item from a manufacturer in 
our area. When a discussion was held and the value 
of this sale was disclosed, each representative was 
given training and devoted a week’s effort in selling 
the same item. It necessitated honest selling, not tak- 
ing an order. The results at the end of the week were 
surprising, both in selling merchandise and in ob- 
taining new customers. Above all, confidence was be- 
ing installed in the new salesmen. 

Each day adds a new chapter to the lives of both 
the new representatives and our company. This train- 
ing program has proven its worth to such an extent 
that the old, experienced men join in and enjoy it 
as well as the new ones. 

We are endeavoring to fulfill our obligations to the 
public by supplying them with adequate material to 
carry on, believing that tomorrow we will be in a 
position to serve our friends and customers better. 





BUSINESS GERMS 


Sometimes we fail.to realize that the germs which infest busi- 
ness need extermination just as thoroughly as do the germs which 
threaten the health of human beings. 

Watch out for the business germs—the incompetent, the irre- 


sponsible. 


The slow pay account may be a warning that business germs 
are gradually destroying it. You will never know unless your 
credit files are constantly kept up to date. 

The account that is good pay today may be poor pay in a very 


short time. 


(From the “Weekly Bulletin” of The Stationers and Publishers Board of Trade, Inc.) 
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EDITORIAL 











The State of — 


the Industry 


¢ Like every other industry with 
multiple divisions, the office 
equipment and supply field pre- 
sents a picture of unbalance. 
Some producers are severely 
hampered by lack of production 
materials, others are able to 
obtain enough for immediate 
needs, still others are in a posi- 
tion to manufacture substantially 
greater quantities than before 
the war. When a balance will 
be struck is problematical. 

¢ That production must be in- 
creased in order to prevent 
further inflation is generally 
agreed. A more immediate step 
in the fight against inflation, 
as the Committee for Economic 
Development indicated in a re- 
cent statement, is a drastic cut 
in Federal Government expendi- 
tures. The statement says: 

¢ "The proper goal of Federal 
fiscal policy today is the largest 
attainable excess of receipts 
over payments. ... We recom- 
mend as a minimum goal of 
fiscal policy the creation of a 
$5 billion excess of receipts 
over payments, and if possible 
a $6 or $7 billion excess, instead 
of the $2.8 billion now contem- 
plated. Some important items 
of the budget cannot be cut— 
interest, tax refunds, and social 
security. This means heavy cuts 
in other items." 

e And reductions should be 
made now, not next year. 


—WSL 
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New Sign of the Times 

@¢ A NEW ECONOMIC EPIGRAM, “Protect Your 
Right to Get Rich,” appears destined to become justly 
famous through the straight thinking of Fred Nich- 
olson and Harry Scott of Milwaukee, Wis. Their 
phrasing, in refreshing contrast to such terms as 
“Free Enterprise” and “The American Way,” is now 
displayed on 17 Milwaukee billboards. While the 
slogan is copyrighted, Nicholson and Scott declare 
that there will be no strings attached to the use by 
others, provided the sponsor meets certain require- 
ments. 

The Milwaukeeans use only this authorship state- 
ment: 

“Published and paid for by Fred B. Nicholson, a 
citizen reminding you that America has always re- 
warded outstanding individual achievement .. . that 
all efforts seeking to destroy this liberty should be 
exposed and opposed ... that on this issue you should 
know where your employer, your union and your 
political representative stand.” 

“Protect Your Right to Get Rich.’’ There’s a real 
sign of the times. It speaks for itself in proclaiming 
the fundamental principle why America became great, 
why the pioneers with flint and musket braved Indian 
tribes and swollen streams, why men in this industry, 
as in others, risked financial failure to build factories 
and stores. 

Fundamentally, no employee who doesn’t aspire for 
riches or is willing to extend efforts making himself 
stand out above the mass is worth the hire. And 
similarly, rewards must be paid for such talent and 
initiative or the idea of “hitch your wagon to a star” 
will be lost forever. 

“Better pay to the better man” is another of the 
Milwaukeeans’ shots in the arm for those who still 
like to feel the stimulation of having the freedom of 
getting ahead. And that’s novel, too, in these days 
when the pressure of organized groups tends to make 
the minimum wage the maximum one. 





Initiative, too, is mighty important. Initiative 
means to go ahead and do things without being told. 
—By Paul Wielandy in “Selling Slants by an Old 


Drummer.” 


Two Important Industry Events 


@@ IN THE WEEK beginning September 30, two 
significant and highly important trade activities will 
be resumed after a lapse because of the war. The 
fortieth national assembly of the National Stationers 
Association will be held in the Palmer House, Chicago, 
on September 30 and October 1, 2 and 3. The thirty- 
eighth National Business Show will be staged in the 
Grand Central Palace, New York City, from Septem- 


ber 30 to October 5. 
Organized in 1904, the National Stationers Associa- 
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tion has passed only two annual conventions— 
each during a World War. The last eight of the 
39 conventions held thus far have been con- 
ducted in Chicago, with ever-increasing attend- 
ance. All records will be broken this year as 
more exhibitors, using more space, will greet 
more dealers than ever before. And a business 
program of special merit assures every conven- 
tion delegate of a profitable and educational 


visit to Chicago. 


The thirty-eighth National Business Show is 
the first to be presented in five years. It affords 
an opportunity to “catch up” in a hurry with 
the developments in systems, machines and 
equipment. During the show period, designated 
“Office Week,” a series of forums and discussions 
will be conducted for the benefit of show visitors. 
Thus display and discussion will be presented 
in conjunction, permitting each to enhance the 


value of the other. 


HERE AND THERE 





ALL BRENNER SOFTBALL GAME 
RECEIPTS GO TO POLIO FUND 


The unusual in fostering a cham- 
pionship softball team has been de- 
veloped by Joe Brenner of the 
Brenner Desk Company, Newark, 
N. J. Instead of sending his team 
out for fame and glory only, he is 
routing it around the eastern part 
of the country to meet any and all 
sectional softball nines, amateur or 
professional, with the distinct un- 
derstanding that all receipts go to 
the Infantile Paralysis Fund. Joe 
Brenner's team has yet to get a 
nickel for expenses. 

In Jersey softball circles, the 
Brenner Desk team is considered to 
be one of the best in the country. 
Its ace pitcher and shipping di- 
rector, Eddie Kizelevich has not 
tasted defeat this season. He has 
the unusual distinction of twirling a 
no hit game in the finals of the 
American Softball Association Na- 
tional Championship final, only to 
lose 1-0 when two consecutive er- 
rors on the part of his teammates 
ruined a ecbaics pitching effort. 

Joe Brenner started the team in 
the Municipal League early in the 
spring, but it was evident right from 
the start the boys wearing the Bren- 
er Desk uniforms were much too 

- Strong for the league. They merely 
Sromped thru the schedule, winning 
pHndily. In between scheduled 
tea gue games the Brenner Desk 
‘team met the cream of industrial 
HeaGue: teams in New Jersey, New 


York and Long Island without ex 


periencing a defeat. 

When the regional softball play- 
offs began, the Brenner Desk team 
was a prohibitive favorite to win 
hands down and to go on to 
Rochester for the national softball 
finals. But the team was ill-fated 
from the start. The luck of the draw 
forced them to play three consecu- 
tive games in wading thru to the 
semi-tinals. Then came the blow. 
Instead of getting a well-earned 


rest they were forced to play an- 
other game. Much to everyone's 
amazement, the Brenner team lost a 
game to a team it had twice beaten 
by lop-sided scores when Kizelevich 
pitched. 

Then other teams, whose mem- 
bers had been aching for a crack at 
the Brenner nine, began to book 
them. In each case Joe Brenner 
ruled that all of the receipts must 
go to the Infantile Paralysis Fund. 
Incidentally, all of these teams have 
been beaten. 

When the softball season ends, 
Mr. Brenner will turn his attention 
to a crack bowling five that will be 
sent out on the glory trail leading 
to aid for the unfortunates stricken 
with polio. 


WAR DEPARTMENT CITATION 
GIVEN H. G. O'CONNOR FOR 
HELP IN LEATHER THERAPY 


A certificate of commendation 
from the War Department has been 








CITATION TO H. G. O’CONNOR 


received by H. G. O'Connor, vice- 
president of W. H. Gunlocke Chair 
Company, Wayland, N. Y., for his 
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continued efforts during the war 
years in the collection of scrap 
upholstery leather for use in occu- 
pational therapy work in hospitals 
of the Army and Navy. 

Mr. O'Connor carried on a con- 
tinual campaign to secure the 
leather which kept many disabled 
veterans busy during their rehabili- 
tation. In this effort he had the 
co-operation of upholstered furni- 
ture manufacturers throughout the 
industry. 





OFFICE APPLIANCE MAN WINS 
SEAT ON LEGISLATIVE BODY 


Appointed recently to the legis- 
lative council of the province of 
Quebec, Canada, was Gerald Mar- 
tineau, who has long been owner of 
an office appliance business in 
Quebec City. He was born in 
Quebec City 45 years ago and 
was educated for business there. 
For many years he has been selling 
and servicing typewriters, duplica- 
tors, adding machines and filing sys- 
tems, his firm catering to eastern 
Quebec province. He is a past dis- 
trict governor of Kiwanis Clubs for 
Quebec, Ontario, and the maritime 
provinces, and has long been very 
active in the promotion of hockey 
at Quebec City. For some years 
he has been president of the Aces, 
representing Quebec City in the 
Senior Hockey League of Quebec 
province. Under his leadership this 
team won the Dominion title twice 
in recent years. Recently, Mr. Mar- 
tineau was named chairman of the 
Quebec City Ski Association, which 
will promote the Canadian skiing 
championship meet next winter. His 
son, Robert, is associated with his 
father in the latter's business and 
sports activities in charge of pub- 
licity. Accepting the appointment 
will not involve much traveling in 
the course of his official duties, ow- 
ing to his home being in the pro- 
vincial capital centre-—WM 
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TYPEWRITER IS PRESENTED TO 
WIFE OF HOLLAND MAYOR 
Mrs. Michiels Van Kessenich, wife 

of the mayor of Maastricht, Hol- 

land, was recently ‘presented with 





MRS. MICHIELS VAN KESSENICH 


an Underwood portable typewriter 
by the Bronson Hawley Post of the 
American Legion in Bridgeport, 
Conn. 

The Underwood was presented 
to the mayor's wife when she vis- 
ited Bridgeport on her tour of the 
United States, addressing parents 
of American boys who are buried 
in the cemetery just outside of her 
city. She is a member of the group 
of Maastricht citizens who are car- 
ing for the American graves. 


EVERSHARP EXECUTIVE GROWS 
ONIONS TO MAIL TO FRIENDS 


One of the country's busy exe 
cutives grows a special type of 
onion—which he sends as gifts to 
business associates and friends. 

He is Tom Emerson, vice-presi- 
dent in charge of domestic sales for 
Eversharp, Inc., manufacturer of 
writing and shaving instruments. 

A native of Texas, and fond of 
onions himself, he decided four 
years ago to grow the bulbs on his 
Collin County farm, north of Dallas. 
The crop was bountiful and good 
so he shipped ten boxes the first 
season to some friends. The next 
year his list of giftees had reached 
100, and has now grown to |.000 
—by popular demand. 

Emerson's onions are of the white 
variety, as big as baseballs, sweet, 
and cool. They can be eaten like 
apples, wtihout garnishment or re 





straint. 

Emerson's letter file substantiate 
the sularity of the T mae ball 

e€ popularity of the |fexas buibs. 
From business executives through 
out the country he receives letter 
of .thanks—and of encouragement 
for more onions "'when the crop i 


ready.” 
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Emerson labels his onions ‘'Ever- 
and packs 32 of the bulbs 
—or half of the ‘$64 question” 
made popular on the air by his 
company—to each gift box. 


sweets, 





NOVEL RAIL COACH HOME 
HOUSES H. W. GUNLOCKE 
AND FAMILY AT WAYLAND 


How would you like to own your 
own railroad. car—and live in it the 
year ‘round? That's precisely what 
Howard W. Gunlocke, president of 
W. H. Gunlocke Chair Company, 
and his family are doing at Way- 
land, N. Y. 

Returning from Germany where 
he served as a lieutenant colonel 
in the Army Military Government, 
Mr. Gunlocke has solved the hous- 
ing shortage while waiting until his 
dream home can be built. 


Fascinated by railroads, engines 
and "rail talk'’ generally, Mr. Gun- 
locke searched until he found his 
perfect car. Not just an ordinary 
car is this, but one built originally 
in 1881 for the superintendent of 
the Illinois Central Railroad Com- 


pany. The car weighs 60 tons, and 
boasts, among other features, a 
solid mahogany interior. Mr. Gun- 
locke had the car moved to a land- 
scaped siding, just outside Way- 
land, within easy access to his plant, 
the W. H. Gunlocke Chair Com- 
pany. 

It's so compact and comfortable 
that the Gunlockes—Mr. and Mrs., 
and their small daughter—are in no 
hurrry to "leave the rails." The car 
has running hot and cold water, 
electricity, oil heat, a shower, and 
marbleized easy-to-clean linoleum 
floor covering. 

With the two staterooms, crew's 
quarters and convertible lounges, 
the car has sleeping accommoda- 
tions for nine people. Then there's 
a large dining room, which also 
serves as a conference room, with 
built-in cupboards, a buffet table 
that seats six, and a built-in desk. 
A tiny, compact nursery, an elec- 
trically-equipped kitchen, and the 
inevitable "back porch'’ observation 
platform are all included in the 
setup. 

Home, sweet home. The Gun- 
lockes have found it. 








ee 


EXTERIOR OF H. W. GUNLOCKE RAILWAY COACH HOME , 


ORS 5 


GUNLOCKE DINING CAR HOME, SUMPTUOUSLY FURNISHED 
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The purchase that 
gets the 
oxoyaahojnce)i (=a ©). Gum 


Why, when the purchase order specifies 
the Mimeograph duplicator, is the comp- 
troller so quick to give his unqualified 
approval? 

Because he’s a “money man.” With 
his wide experience in the safe handling 
of other people’s money, he knows there 
are few other purchases made by the 
company that deliver as much for the 
money as does the Mimeograph duplica- 
tor. And the other people, whose money 


~ 


Awa 


he spends, are quick to agree with him. 

For this versatile machine offers the 
highest quality in duplication at low 
cost toevery department in the company. 

The clear, clean, black-and-white 
copies are as clear, as clean, and as black- 
and-white whether you run one, one 
hundred, or one thousand. 

No special technical skill is required 
to operate a Mimeograph duplicator. 
In many cases, the boys and girls who 


COPYRIGHT, A. B. DICK COMPANY 


will run it are already familiar with it, 
for it is the duplicating method most 
often taught in schools, and thousands 
of other young people have been trained 
in its use by Uncle Sam. 

\ nationwide service setup keeps it 
running right, and a staff of duplicating 
experts helps you get the most for your 
money out of it. That’s why it’s the 
Number One choice of American busi- 
nesses and institutions, 


MIMEQGRAPH is the trade-mark of A. B. Dick Company, Chicago, registered in the U. S. Patent Office + A.B. DICK COMPANY, Chicago - The Mimeograph Company, Ltd., Torente 
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NOMDA NEWS 





National Office Machine Dealers Association 
R. H. Koch, Executive Secretary, 818 Winters Bank Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 





NOMDA MID-YEAR NATIONAL CONVENTION AND TRADE 
EXHIBIT IS SCHEDULED FOR NOVEMBER 21, 22 AND 23, 
McFADDEN-DEAUVILLE HOTEL, MIAMI BEACH, FLA. 





The Office Machine Dealer 


Looks For Salesman 





N PREVIOUS ARTICLES we discussed at some 

length the possibilities of expansion in the office 
machine field. Main emphasis was placed on the op- 
portunities to broaden markets and increase lines. 

But the problem of securing and keeping good sales- 
men sooner or later faces almost every office machine 
dealer who has more than a one-man business. The 
special difficulties that arise with increases in the 
total number of employees deserve our critical atten- 
tion. 

First, when does an office machine dealer need to 
increase his sales force, and how can he tell when the 
time arrives? 

The time to start thinking about an increase is when 
it becomes possible to buy more merchandise than the 
current sales force can readily sell. This may not be 
a safe guide a few years from now, but right now it 
does seem a fair basis for determining the answer to 
this question. 


Specialty Producer Often Worth Keeping 


Sometimes a good salesman insists on selling only 
one kind of office machine and does a good job of 
it. Rather than argue with a good specialty producer 
it will be good business to put on additional personnel 
to sell whatever lines are being slighted. An organiza- 
tion and a plan of sales strategy has to be built around 
the particular personnel you have or can get. A gen- 
eral plan that fails to take all these personal elements 
into consideration just won’t work well. For one busi- 
ness to adopt the sales planning of another one with- 
out modification never works because the selling 
people you use aren’t the same as those of the other 
dealer. 

The dealer’s real problem is to find the right men 
for his sales job when it is created and to introduce 
new personnel without decreasing the income of any 
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other employees. Many a good salesman has quit a 
job when the territory he has spent years building up 
has been split and some new man takes over the ac- 
counts in which he rightly feels a personal interest. 


New Personnel Present Problems 


The problems of introducing new personnel in an 
organization are sometimes difficult. Some men who 
have most of the necessary qualifications just never 
seem to fit in, and good producers occasionally have 
to be released because they cause more trouble than 
they are worth. Personality analysis tests by profes- 
sional vocational guidance experts can do much to spot 
people who have personality problems that disqualify 
them for sales work. Careful checking of past history 
and interviewing previous employers and neighbors 
often prove useful. If you decide to hire a man in spite 
of certain known shortcomings, it is important that a 
definite pattern of relationship be established regard- 
ing his weaknesses so that both you and he know what 
penalties are attached to unsatisfactory conduct. If 
you knowingly hire a heavy drinker don’t expect him 
automatically to reform because you tell him to, or 
because he knows he should. Tell him in advance what 
you are willing to tolerate, and tolerate just that and 
no more. Don’t be afraid he’ll take his clientele to 
your competitor. In the keen competition of post-war 
selling, chronic drinkers and misfits are going to have 
an increasingly hard time to find jobs of any kind 
and except in rare cases will steadily become worse 
employees. 

A distinct liability in office machine selling isn’t too 
hard to spot if you make a list of some of the things 
you don’t want in a man and then check our analysis 
of the applicant carefully. Here are just a few 
of the things you DON’T want in a man. If you 
have to take a man with any of these characteristics, 

(Turn to page 97, please) 
1946 
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NEW MODEL SMITH-CORONA ADDING MACHINE 


A new Smith-Corona adding machine, Model 8M, 
was recently announced by L. C. Smith & Corona 
Typewriters, Inc., Syracuse, N. Y. This streamlined 
postwar model desk type of adding machine is declared 
by the manufacturers to incorporate the ruggedness 
and simplicity of the former type with several added 
features. 

The mechanism is enclosed in a case of modern 
design and color. A tape ejector advances the tape 





NEW SMITH-CORONA MODEL 8-M 


to tear-off position on a single stroke. The machine 
retains an automatic “clear” signal which shows on 
the tape with the first figure put in the machine. 
It has a full keyboard with a capacity of 99,999.99 and 
a total capacity of 999,999.99. Other features include 
single stroke total, sub-total key, repeat key, and col- 
umn, as well as over-all, correction keys. 

The machine is hand-operated and is priced to 
compete with other hand-operated desk machines. 
Production on the former model 8K has been stopped 
and the new model 8M is already being distributed to 


dealers in limited quantities. 
Se oe 


C-THRU OFFERS NEW PLASTIC TRIANGLES 
The C-Thru Ruler Company, Hartford, Conn., has 
introduced a new, improved plastic triangle, claiming 





C-THRU'’S NEW PLASTIC TRIANGLE 


that the product has greater strength and rigidity 
through its fabrication from .110-inch thick clear, 
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non-inflammable plastic. The company asserts that 
the triangle has a unique feature in beveled edges on 
the inside, allowing the user to pick it up by finger 
tips anywhere in the center section, and also permit- 
ting the ruling of ink lines in the center section with- 
out smudging. The new model has rounded corners to 
prevent penetration through tracing paper or cutting 
of the hands. 

The triangle and other C-Thru items will be on dis- 
play at Booth No. 64 at the National Stationers Asso- 
ciation convention in the Palmer House, Chicago, Sep- 
tember 30-October 3. 


——o— 
HALWELL CO. PRESENTS PILFUR-PRUF SAFE 


Recently announced by The Halwell Company, 2182 
Bryant St., San Francisco 10, Calif., were two models 
of the new Pilfur-Pruf floor and wall safe, designed 





PILFUR-PRUF FLOOR AND WALL SAFE 


to Keep valuables safe from fire or pilferage. 

The floor safe, Model A, has two compartments, each 
with heavy lid and separate keys. It provides 750 cubic 
inches of vault space and features a seven-tumbler key 
lock and full rotating top cover. It is easily installed 
flush with concrete floor, or may be encased in a block 
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Smith- ‘Corona 
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...no finer 
Omce 
typewriter! 
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Smith-Corona 1 





...no finer 
portable 
typewriter! 





Every product bearing the 
Smith-Corona label is backed by the 
combined experience and high 
reputation of these two great 
typewriter names. 


LC SMITH & CORONA TYPEWRITERS INC SYRACUSE 1 NEW YORK 
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of concrete on top of the floor. Weight, 75 pounds. 

The wall safe, weighing 100 pounds, is of the same 
type of construction as the floor safe, but provides but 
half as much vault space, due to a full inch thickness 
of insulation against fire and heat. It may be installed 
in walls or fastened to the floor. 


HOLLY BALL-POINT PEN ANNOUNCED 
A new ball-point pen is being put into distribution 
by the Holly Pen Corporation, 5009 N. Kedzie Ave., 
Chicago 25, Ill. The new pen is described as affording 








THE NEW HOLLY BALL-POINT PEN 


writing service from six months to three years without 
refilling. A separate refill cartridge makes it possible 
for the user to recharge the pen in a few seconds. The 
high quality permanent ink used dries immediately. 
Fitted with a gold cap, the new Holly pen lists at $8.50. 


PEE TE ee 
CHICAGO DEALERS OFFERING NEW LAMP 


The Active Sales Company, 2023 N. Halsted St., Chi- 
cago, dealers in fluorescent lamp fixtures, are now 











ADJUSTABLE FLUORESCENT DESK LAMP 


offering a lamp of sturdy construction at a low price 

This lamp is 18 inches high, 1234 inches wide, has 
a solid metal base 6 x 9 inches, and is equipped with 
rubber feet and an adjustable shade. The lamp comes 
in brown wrinkle finish. 

—_- 

AVERY ADHESIVES INTRODUCES NEW LABEL 

Avery Adhesives, 451 E. Third St., Los Angeles 13, 
Calif., is introducing a new dumbbell-type label for 





AVERY ADHESIVES NEW LABELS 


use ln tl earrings ana nel 


articles 
Being marketed 


1e pricing OT rings 


nationally under the brand name 
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of Kum-Kleen, these labels require no moistening. 
The loop is simply placed through the article to be 
priced and the ends are pressed together with slight 
fingertip pressure. Since no water is used, both the 
labels and the articles to be priced remain clean 
during and after the application, according to the 
manufacturer, who claims premanency for the labels 
as well as easy removal by peeling. 

Kum-Kleen labels are available mounted on flat 
glassine carrying sheets and may be easily fed through 
a typewriter, or marked by hand. 

Se 2 


OFFER SOUNTROL VIBRATION CONTROL BLOCKS 

Jardin Associates, Inc., 75 Maiden Lane, New York 7, 
N. Y., is offering Sountrol vibration control blocks for 
business machines. These devices are sized and rated 
for most types of machines, both stand and desk 





SOUNTROL VIBRATION CONTROL BLOCK 


models, and feature a non-drumming aluminum 
alloy head with duplex centering area in each size. 

The block core is a rated vibration felt and the base 
is made of Feltan, a non-slipping material which, ac- 
cording to the manufacturer, prevents the machine 
from moving on any type of floor or desk surface, 
and makes unnecessary the use of adhesive or me- 
chanical attachments. It is claimed that the machine 
can be instantly lifted or replaced. The working height 
is raised only five-eighths of an inch by the device. 


BELGIUM FIRM OFFERS NEW DUPLICATOR 
Portelange, 7 rue de _ 1l’Academie, 
has manufactured the Kara, a new 


Etablissements 
Liege, Belgium, 





KARA SPIRIT FLUID DUPLICATOR 


type of spirit fluid duplicator, and expects to present 
information on the product at the National Business 
Show in New York this month. It is understood that 
United States rights are for sale. 
°—- © 

TESTED PRODUCTS CO. PRESENTS PLATEN PEP 

The name Platen Pep is not new, according to the 
manufacturers of this platen cleaner, the Tested Prod- 
ucts Company, 2082 Eust Fourth St., Cleveland, Ohio 


But, they continue, the solution is new. Platen Pep, 
non-skid 


say the makers, contains non-sticky and 
plastic that leaves a micro-thin plastic film on the 
OFFICE APPLIANCES, September, 1946 
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Put your push behind 


QUALITY 


with 


BERARD 
FABER 
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i ORE people say “MONGOL” to their Stationer every year. 
--- Its smooth-gliding Complastic lead, and its sure-cleansing. 
never-smudging eraser in a metal ferrule, are reasens enough 
for MONGOL preference. 
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platen. Thus it not only cleans the surface, but re- 
stores the paper feed gripping control to slippery 
platens. Complete information will be mailed by the 
manufacturers upon request. 
_——— 2 —___ 
SHANK FEATURES NEW ADDRESS BOOKS 

A new line of address books is being offered by 
Shank Leather Goods Company, 230 Fifth Ave., New 
York, 1, N. Y., in a price range of from $2.25 to 





SHANK ADDRESS BOOK, No. 1054 


$18.00 per dozen. This line consists of sizes from 
3144 x 2 inches to 734 x 5% inches, all made of gen- 
uine saddle finish leather and having gilt edges. The 
books are indexed with 24 karat gold imprint. Ilus- 
trated is No. 1054 of 2% x 334 inch size, priced at 
$6.00 per dozen. 
ee 

ROT-O-FILE OFFERS NEW FILING SYSTEM 

An “entirely new filing system for quick and easy 
record reference” is claimed by Rot-O-File, Inc., 
Fresno, Calif., in its product bearing the Rot-O- 
File trademark. The files are arranged in tiers to 





FILING BY ROT-O-FILE NEW SYSTEM 


rotate in front of a seated operator, the manufac- 
turers claiming that from 4,000 to 50,000 or more 
records can be placed at the fingertips of the file 
clerk. 

Each section is removable and interchangeable, and 
one or more sections may be removed without affect- 
ing the operation of the file. 

The tiers are mounted on eccentric ball bearings 


and each is independent of the others. 
Scalise tibalieR atts ecertencend 


MAYFAIR INTRODUCES NEW METAL LINE 
The Mayfair Company, 230 W. Superior St., Chicago 
10, Ill., has introduced some new metal items for its 
metal lamp and binder line. Among the popular 
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items are typewriter stands, letter trays, sorting trays, 
stationery desk drawer racks, center drawer adjustable 
trays, filing stools, card files, waste paper baskets, 


A NEW OFFERING IN MAYFAIR LINE 


sand urns, and smoking stands. As metal becomes 
available, the Mayfair Company plans to go into 
production on larger metal items. A catalog is avail- 
able, telling which items are now ready for imme- 


diate delivery. 
2 


COLUMBIA DEVELOPS “LUXURY” PENCIL 
The post-war trend in retail merchandising toward 
style appeal in packaging has been followed by the 
Columbia Pencil Company, New York City, in de- 








THE COLUMBIA IN PRESENTATION CASE 


velopment of what the manufacturers term the “lux- 
ury” creation, The Columbia. 

A handsome pencil has been fashioned with rich 
contrast between its deep jet barrel and gold-plated 
fittings. A plastic presentation case has been provided 
for The Columbia which, with case, retails for $2.25. 

eI 

RWAY, INC., OFFERS OVERTIME CALCULATOR 

Rway, Inc., 107 Fourth Ave., New York 3, N. Y., 
is introducing a new Rway overtime calculator, 
designed to save time and to avoid errors in calculat- 
ing overtime earnings for piece work and other incen- 
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RWAY NEW OVERTIME CALC 


tive methods. The Rway overtime calculator was 
originally planned for use in several divisions of 
Rway industries. Recognition of its value led to the 
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IDEA#5: The portable typewriter 
° 6éi.* }- ” 
with the “big machine” keyboard 
It’s obvious that a portable typewriter can not have the size and 
weight of an office typewriter and still be a portable. 
But . . . a portable typewriter can and should have the keyboard of 
‘to an office typewriter. That's Royal’s belief! 
il- This is why your Royal Portable offers something so important in 
1e- a portable—a full-size ““Finger-Flow” Keyboard. Once you demon- 
strate how much more efficient and convenient that full-size keyboard 
is, selling Royal Portables will be even easier. 
rd 
the 
le- ee | 
Here’s how to demonstrate: 
STEP A. First, show that Royal’s Portable keyboard is iden- 
tical in width to the keyboard of the Royal Standard typewriter. It’s 
a full 914 inches from outside left to outside right Shift Freedom Keys! 
STEP B. Let your customer feel how naturally . . . comfort- 
uX- ably .. . and freely her hands fit on this keyboard. (That’s why it’s 
called “‘Finger-Flow”!) Point out that each key is hollow-shaped for 
ich greater finger-tip comfort—no nail-catching rims project above key 
ted tops. Mention too that Royal’s exclusive Lucite key covering can’1 
“ fill in, discolor or fade, even after years of use. 
R 
Y.. STEP C. Point out that Royal’s Shift keys are ob/long—not 
tor, round—thus easier to use. No other portable has shift keys this 
lat- shape. Explain that, with Royal, the Shift Lock can be released 
en- ; with either /eft or right shift key. 
NOTE: Because your Royal Portable has the keyboard and 
features of a standard office typewriter, anyone who learns on 
a Royal Portable can switch to an office machine without any 
change in typing habits. 
THE Standard Typewriter i 
P.S. Why not spend a few minutes trying out a ay ve : 
Royal’s ““Finger-Flow”’ Keyboard today? The more ortable Size 
was you know about your Royals, the more Royals 
of you will sell! 
the 
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production of copies for sale to other manufacturers 
and accountants. 

The complete calculator is bound in fabricoid and 
plastic, and includes 60 pages of carefully tabulated, 
finger-flip reference charts which provide the key 
figures for accurate, one-step computation of any 
overtime payroll problem. The price is $15 per copy. 


Sn ETIEEE idle cana 


OFFER ADJUSTABLE FLUORESCENT 
Lake Specialty Company, 711 W. Lake St., Chicago, 
is offering an adjustable fluorescent desk lamp iden- 
tified as No. 690. The lamp has brown wrinkle finish, 





NEW FLUORESCENT DESK LAMP 


stands 13 inches high, and is equipped with instant 
starting switch and baked white enamel reflector. A 
15-watt fluorescent tube is used. 

The lamp comes individually packed and weighs 
nine pounds. Additional information may be secured 
by writing the company. 

I 


NEW ELECTRONIC INTERCOM UNIT 

Executone, Inc., 415 Lexington Ave., New York 17, 
N. Y., claims that numerous war-born electronic de- 
velopments have been incorporated in Executone’s 
new Model 1100 executive intercom station. These are 
listed as a new patented audio-amplifier circuit, spe- 
cially-designed speaker, lifetime neon pilot lamp, 
and vinylite insulated moisture-proof interior wiring. 

Used in a system of 12 stations, this unit provides 
facilities for private, two-way voice communication 





EXECUTONE’S NEW MODEL 1100 


with any combination of 11 other similar executive 
or staff stations. Push buttons identifying each sta- 
tion enable executives to originate calls selectively, 
without having to wait for switchboard connections. 
By flicking a toggle switch, an executive can receive 
calls and reply remotely from across the room, with- 
out approaching the unit to depress the talk key. 
Executive, .Inc., asserts that users of remote or 
trumpet-type staff stations in this system can also 
reply to calls remotely without leaving their werk to 
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approach their station. An automatic light signals 
when the station called is busy. However, any two 
stations in the system can carry on simultaneous 
private conversations, thus as many as six independent 
two-way conversations are possible at the same time 
in a system employing 12 stations. 

A variable volume control provides adjustable power- 
output to cover noise level areas, such as stockrooms, 
loading platforms, and production areas, where trum- 
pet-type staff stations can be placed. 

Housed in an acoustically-designed, hand-rubbed 
walnut cabinet with harmonizing plastic controls and 
bronze escutcheon, these units are 10% inches high, 
914 inches wide, and 9 inches deep. 


=> —___—. 
RING BOOK SHEET BOOSTER NOW ON MARKET 
Recently announced by the Rogers Loose Leaf Com- 


pany, 119 S. Wells St., Chicago, Ill., is the Sheet 
Booster, an exclusive Rogers development that fits all 





NEW ROGERS SHEET BOOSTER 


ring binders. Features of the new device include pre- 
vention of sheet-sticking, saving of wear and tear on 
the cover and minimizing of hole-tearing. The Sheet 
Booster fits 1-, 14%- and 2-inch rings. Additional in- 
formation may be obtained by communicating with 
the manufacturer at the above address. 


ee 


COPY-RIGHT OFFERS NEW PAPER GRIPS 

Copy-Right Manufacturing Corporation, 53 Park P1., 
New York 7, N. Y., makers of the Copy-Right copy- 
holder, have brought out and patented what they 
term a fool-proof paper grip to hold books and sheets 
firmly when placed in the copyholder. 

The company points out that the old-style straight 
rod with rubber rings was inclined to wear out un- 





NEW GRIPS FOR COPY-RIGHT 


evenly and to buckle at one end or at the center, thus 
allowing papers to slip or fall out. This method has 
now been replaced by a series of individual spring- 


OFFICE APPLIANCES, September, 1946 





PPOs 





als 
wo 
US ' 
nt 


eo Trademarks 


ed 
nd 
xh, 


“A trademark 
is a symbol or device 
used by a firm 
on their goods 
to distinguish them 


re- from goods made or sold 
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Rather *stuffy™ definition, young 
man - straight from the 

dictionary probably. However, if 
we are going to tatk about 


trademarks. it's best we start 


on the right foot... 


hus 
has 
ng- 
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WE DO NOT QUESTION YOU. SIR! 
Your definition on the preceding 
page is absolutely correct. But, 
do you mind if we enlarge 


on it a little? 


Those who use a trademark 
would say its requirement 
is to distinguish 
favorably from others. 
How can one be 
assured of this... 


is there a quick, 


easy method ? 





Perhaps the secret is in the design. 
ff true, all one would have to do is 
engage an accomplished artist. 
His skilled brush would do the rest. 


But would that be enough? 





The mere fact a trademark 
is pleasing to the eye 
does not distinguish a firm’s products. 
it needs more than that... it 
must have heritage. 
The products it represents must 
have a long record of 


accomplishment. 


Sf ue over) 











Examine this familiar 


trademark 





Its heritage is significant. 
For fifty-four years, each year 
has strengthened the confidence 
the name 9f/2& inspires. 
Whether it is displayed in vivid 
color or the bold 
ineisiveness of black. 
it is one which stands out 


throughout the trade. 


i | iim 


Monroe, Michigan 
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DONT GUESS/ 
DONT GAMBLE/ 


THERE’S NO NEED FOR YOU TO PULL RABBITS OUT OF 
HATS WITH THIS ‘FIELD TESTED’ M & V SALES PLAN 


After two years of intensive planning, testing and 
proving in actual operation, M & V offers a proved 
sure-fire sales prometion plan that will make more 
sales and profits for every progressive carbon paper 
and typewriter ribbon distributor using it. 

When you look at this 5-Point Plan you can see at 
a glance why it consistently turns prospects into cus- 
tomers and makes sales records wherever it has been 
used. Keep in mind at all times the fact that you also 


will be building profits for tomorrow as well as today, 
when you use this “field tested’’ plan for obtaining 
many new customers and much more profitable sales 
volume from your old customers. 

Send for and examine this proved sales promotion 
plan carefully, see how easy it is to use, how logically 
one step follows the other so that your prospects are 
PRE-SOLD, before your salesmen ever call on them. 
Write today for full details, of course, no obligation. 


¥* Specialized plans will be prepared to meet local conditions 
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tension rubber-tipped grippers which equalize them- 
selves like knee-action auto springs. Regardless of 
any irregularity in thickness of copy material, it is 
claimed that the so-called Equi-Pressure paper grips 
on Copy-Right will hold books or sheets securely in 
place. For example, a batch of narrow adding machine 
strips can be held just as firmly under one spring 
grip, as can copy 36 inches wide under several springs. 

The 12-inch model (illustrated), termed most pop- 
ular for general office use, has four such individual 
spring grips. Wider models, such as the 20- and 25-inch 
units for holding accountants’ work-sheets or finan- 
cial statements, have five, six or eight such individual 
spring-tension grips to keep papers rigidly in place. 
The manufacturer states, “This improvement in front- 
vision, line-by-line copyholder design saves still more 
time, effort and errors for typists who use the modern 
two-lever, tilting Copy-Right which need not be fast- 
ened or otherwise secured to desk or platform but 
is self-supporting and fits in the same way behind 
any standard typewriter, regardless of typewriter car- 
riage width or make.” 

American and foreign distributors, as well as pros- 
pective users, are invited to write for four-page catalog 
to Copy-Right Manufacturing Corporation, 53 Park 
Pl., New York 7, N. Y., mentioning OFFricE APPLIANCES. 


—_———0-— 0 
TEC ANNOUNCES NEW LINE OF PENCILS 
The TEC Pencil Company, 3512 Helms Ave., Culver 
City, Calif., recently announced that its new TEC 
Editor and TEC Checker pencils are now available to 
the trade. These are special pencils for users whose 


NEW PENCILS OFFERED BY TEC 


work demands that they write, edit, lay out, check 
and correct copy boldly. The Editor pencil uses soft, 
smooth TEC Editing Lead, 6B. A feature of the pencil 
is that the lead can be slipped back into a plastic 
barrel to avoid pocket or purse smudging. The nine 
colors of TEC crayons can also be used with this 
pencil, should the user choose to work in color. 
The Checker pencil is a double-end version of the 
Editor and allows the speedy use of combined colors 
or graphite and color by the carrying of but one pencil 
instead of two. The Checker was used for aerological 
mapping, blueprint marking and production checking 
during the war, states the manufacturer. 
———_o= oe 
MEIER OFFERS FILT-R-FAN FOR OFFICES 
“Filtered air for the home and office appears to 
have a universal appeal,’ says R. D. Stump, general 
manager, ventilating division of the Meier Electric & 








FILT-R-FAN FOR FILTERED AIR 


Machine Company, 3525 E. Washington St., Indianap- 
olis, Ind., makers of Filt-R-Fans. 

Filt-R-Fan, recently introduced, is claimed to be an 
all-season appliance to fill the room with fresh out- 
side air, its three renewable glass-fibre filters cleaning 
the incoming air of dust, dirt and soot. The manu- 
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facturers also assert that much dangerous pollen is 
removed, thus bringing relief and comfort to suf- 
ferers from hay fever. 

Air volume with the Filt-R-Fan can be regulated 
by three speeds of the motor. The motor and fan are 
enclosed in all-steel case of white enamel finish. 
The device can be installed in a window and plugs into 
any AC light socket. Over-all size is 2314 inches wide, 
14 inches high and 12% inches deep. Sliding panels 
are adjustable to fit windows from 2314 inches up to 
36 inches wide. Shipping weight is 30 pounds and 
list price is $49.07. 

eee ae. 

BANKERS BOX ADDS LIBERTY COPYHOLDER 

The Bankers Box Company, 536 S. Clark St., Chicago 
5, Ill., recently announced a new addition to their 
line, the Liberty copyholder. This new, all-metal copy- 








BANKERS BOX LIBERTY COPYHOLDER 


holder is declared to be practical for use by stenog- 
raphers, typists, billers and checkers. It is also claimed 
by the company that the device can be made useful 
around the home as a newspaper-holder, recipe-holder 
in the kitchen, or as a prop for books, magazines or 
papers. 

The Liberty copyholder will be on display and orders 
will be taken at the NSA convention in Chicago. Bank- 
ers Box Company announces that immediate delivery 
can be made. 

a 

NEW BRITISH DUPLICATOR NOW ON MARKET 

A newcomer in the field of British duplicators is the 
Fermaprint 50, a product of Fermaprint, Ltd., 17 Fleet 





THE NEW FIRMAPRINT 50 DUPLICATOR 


St., London, E. C. 4, England. The new duplicator, a 
stencil type available either in manual or electric 
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Quick Facts about the 


REMINGTON RAND 
BUSINESS SHOW 


nd Bldg, Fourth 


Remington Ra » St, New York 


Avenue at 241 


Friday 
day Sept 30 thru 
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* 5,000 sq. ft. jam-packed — 
new ideas, new machines, 
new methods 


and simplifying © 


for speeding 
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OME IN THIS WEEK 





the Bl G _ 


about the latest Office Machines 


and Methods! 


REDINSTON RAND 
SUSINESS SHOW 


MONDAY SEPT 30 THRU FRIDAY OCT 4—11 AM TO 8 PM DAILY 


Postwar developments in business machines 
and office methods, from the laboratories 
and factories of Remington Rand, will be 
on view all this week (except Saturday), 
at the Remington Rand Building, Fourth 
Avenue at 24th Street, New York. 

If you are in business—as an executive, 
an assistant, a department head or a secretary 
—if you have an interest in seeing how 
modern machines and methods can save 
your company money and can make your 
own work easier, don't miss this opportunity 
to pay us a visit 

This show is not for New Yorkers alone. 
Out-of-towners here during the coming week 
are also cordially invited. The ideas you 
pick up here, you can put into effect through 

the services of the Remington Rand office 
in your community and in 175 others, from 
coast to coast, where business concentrates. 


Look for the BEST things first—from Remingion Kand 


WORLD'S LARGEST MAKERS OF BUSINESS MACHINES, 
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models, is ball-bearing mounted, has a feed table of 
500-sheet capacity, automatic feed, interchangeable 
ink rollers, and a production speed of 5,000 copies per 
hour. Stencils are easily attached or removed without 
soiling the hands. Complete descriptive literature will 
be sent by the manufacturers to inquirers. 
m9 
OFFER NEW ILLUMINATED CLIPBOARD 

Now being manufactured by Lennan Lights, Inc., 
231 W. Olive Ave., Burbank, Calif., and distributed 
nationally through jobber organizations, is a new idea 





RAY-RITE ILLUMINATED CLIPBOARD 


in clipboards, known as the Ray-Rite illuminated 
clipboard. The manufacturer says the product is val- 
uable wherever light is needed quickly for writing or 
checking. 

Ray-Rite is powered by two standard flashlight bat- 
teries with the light bulb set in a reflector built into 
a strong spring clip, the entire unit constructed of 
metal and mounted on a Masonite backboard. This 
illuminated clipboard is available in two sizes, 7 x 12 
inches or 9 x 14 inches. 

A quick flip of the switch assures the user of con- 
venient light whenever and wherever he needs it. 

meee 


JUSTRITE OFFERS NEW DESK PROTECTOR 


A recent addition to the Justrite line of office prod- 
ucts comes from the rubber division of the Louis 





JUSTRITE PROTECTS HER NYLONS 
Melind Company, 362 W. Chicago Ave., Chicago 10, 


Iil., and is known as the Justrite double-cushion 
desk protector. The unit consists of a pair of 20-inch 
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strips and brads for affixing to the legs of the desk, 
arms, or other contact points on the chair. The 
strips may be cut to convenient size with scissors or 
a knife. First displayed at the NOMA convention 
this summer, sales of the device have made it neces- 
sary to install increased production equipment, the 
company reports. 
a 
HANO OFFERS SNAP-A-PART CARBON FORMS 


Two new lithographed Snap-a-part one-time carbon 
forms are now available for resale by dealers. Both 
are manufactured by the Philip Hano Company, Inc., 
Holyoke, Mass. 

The first of the two forms is a standardized form 
made in five basic sizes. Duplicate, triplicate, quadru- 
plicate, and up to eight-part forms are available, 
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TWO SNAP-A-PART CARBON FORMS 


either numbered or unnumbered. The forms may have 
any copy prepared by the user. Papers are white, yel- 
low, pink, goldenrod, green, and blue. Due to the 
“sang-run” method of manufacture, the listed se- 
quence must be used. Sizes range from 414 x 7 inches 
to 84% x 11 inches, and the forms may be printed both 
front and back as desired by the customer. 

A second group of standardized forms covers bills 
of lading, both rail and motor freight types. Six body 
styles are available and the customer may have 
“items” printed in the description area of the forms. 
The new bills of lading are available in both triplicate 
and quadruplicate, in sizes from 51% x 8% inches to 
84 x 11 inches. All sheets are on white paper. Blue 
one-time carbons for pencil or machine are standard. 

——- = > —_—_ 
DISTRIBUTE NEW OFFICE FLOWER VASE 

Jenkins Technical Service, 366 Madison Ave., New 

York City, is now distributing a new office flower vase 
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Four new, washable colors, joining the already 
colorful SKRIP line, point the way to more customers, 
even greater volume and higher profits from SKRIP 
sales. 

There is now a brilliant SKRIP color to match 
every mood, suit every writing occasion. Remember, 
too, that all SKRIP colors come in the exclusive, 
easy-to-sell Top Well bottle, for greater refilling 
convenience and clean fingers. 

You can take profitable advantage of the grow- 
ing trend to color by displaying SKRIP’S 12 True 
Tone colors prominently on the customer side of 
your counter. Join the SKRIP rainbow parade today 
. . . please more customers tomorrow. 

W. A. Sheaffer Pen Co., Fort Madison, lowa. 
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designed for executives wishing to brighten up their 
business headquarters. The vase is made by Alcoa, and 
features Alcoa’s new “alumiliting” process. 

The vase measures 834 inches high by 3 inches in 
diameter and is fluted. Colors are ruby red, green, 






Pree. 


ALCOA OFFICE FLOWER VASE 





orchid, royal blue, silver, gold, black, and ice blue. The 
vases are packed for the distributor in three dozen 
lots, in assorted colors. List price is $1.65. 

According to the manufacturer, these vases are un- 
breakable and are “alumilited” inside and out. 

Pleasing contrasts in flower arrangements are de- 
clared to be possible through use of these vases. For 
example, Chinese evergreen is enhanced by the use of 
the ruby red vase. 

a 
VAN DYKE PRESENTS PORTABLE DESK LIGHT 
Van Dyke Industries, 2lst St. and Rockwell Ave., 


Chicago, Ill., has recently announced their new Ad- 
justa-Lite, Model No. 1222, a portable desk unit offer- 





VAN DYKE PORTABLE DESK LIGHT 


ing a patented flexible arm adjustment. The new-type 
arm permits easy adjustment to any height desired. A 
single fluorescent tube is used. The unit is finished in 
Morocco brown. Additional information may be secured 
by writing direct to the manufacturer at the above 
address. 


*—> 
NEW WAY TO DECORATE LEATHER, LEATHERETTE 
A method of applying decals to leather and leather- 
ette has been developed by the chemical laboratory 
of the American Decalcomania Company, 4334 W. 
Fifth Ave., Chicago 24, Ill., the company making this 
method available to ali manufacturers and processors 
of leather and leatherette. 
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The company claims that colorful decals may now 
be used to decorate wallets, letter cases, desk sets, 
and other items. 

“Any type of pyroxylin or lacquer-coated leather 
lends itself to this type of application, and embossed 
or grain finishes work equally well,” states the Amer- 
ican Decalcomania Company. Information on the new 
method may be obtained by writing the company, 
which will apply decals to sample products at no cost 
or obligation. 

Or ne ee 
JUSTRITE CHECK PROTECTOR INK IN TUBES 


The Louis Melind Company, Chicago manufacturers 
of marking equipment and special inks, has recentlv 
announced that its Justrite check protector ink is 








CHECK PROTECTOR INK NOW TUBED 


now back in half-ounce dispenser tubes. Officials state 

that the new nozzle tip facilities application of the 

ink to the pad or roller of the machine and does 

away with the inconvenient brush-and-bottle method. 
rr es 

BELL SOUND SYSTEMS PRESENT NEW INTERCOM 

Claimed by the makers to be new, both in cabinet 
and electronic circuit design, the 1946 Belfone ‘“Maes- 
tro” unit, suitable for office and plant intercommuni- 
cation, has recently been placed on the market. 

The cabinet was styled for Bell Sound Systems, Inc., 
Columbus 3, Ohio, the manufacturers, by Joseph B. 
Federico, industrial designer. Instead of the usual 
one-piece housing with an open bottom or back, two 
pieces, comprising the front and back sections, are 
molded separately and assembled with molded end 
flanges in a slot. Assembly holes and locating pins are 





BELFONE “MAESTRO” INTERCOMMUNICATION UNIT 


also molded-in. Completely streamlined, the finished 
Durez cabinet is compact and offers a number of 
functional advantages in addition to outstanding 
beauty. The rounded top, for example, prevents the 
unit from becoming a “catch-all” for books and papers 
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The most important development in filing 


since the invention of file folders 


made only by 


OXFORD FILING SUPPLY CO., INC. 
Brooklyn St. Louis 
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which interfere with proper heat dissipation and 
present an unsightly appearance. 

Electronic features of the Belfone include the 
“Testalok”, which indicates if the station called is 
busy and provides completely private conversations; 
the “Mixer-Master” unit, which cuts down on power 
requirements; and the “Belswitch”, which is dust- 
proof and incorporates “one-finger’ movement. 

The presentation of this advanced Belfone “Maestro” 
line climaxes 12 years of Bell Sound Systems precision 
engineering on intercommunications systems. 

SE oie coe ce 


NEW INDEX BECOMES PART OF THE TELEPHONE 


Tel-Eze, a streamlined, snap-on telephone index, is 
manufactured by The Le-Shore Corporation, 47-30 
Vernon Blvd., Long Island City, N. Y. It is made so 





TEL-EZE TELEPHONE INDEX 


that it can snap on any type of desk phone. Large 
capacity and sturdy construction are features em- 
phasized by the manufacturers. Tel-Eze’s design per- 
mits attachment to a phone (or removal) without the 
use of tools. It is equipped with a set of alphabetical 
index cards and a pencil. Refills are available. The 
device is made of strong, non-inflammable plastic. 
ee 
VEVIER MARKETS NEW RATCHET-LOCK BINDER 
Recently placed on the market by the Vevier Loose 
Leaf Company, Seventh and Clark Sts., St. Louis, Mo., 
is the new ratchet-lock catalog binder, which flips 





VEVIER RATCHET-LOCK CATALOG BINDER 


open or closed without the aid of slides, keys or screws. 
When closed, the binder is kept closed by the action 
of the patented ratchet-lock mechanism. 

Vevier binders are available in either three- or 
four-post styles, with or without handles, and have 
a capacity ranging from one to six inches. They are 
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made to customer’s specifications in leather (when 
available) or imitation leather, and in choice of colors. 
enn dite coh 
MILO HARDING MARKETS NEW INK 


Following experiments and research for almost three 
years, the Milo Harding Company, Los Angeles, Calif., 
has recently placed on the market a new ink for 
duplicating machines, called Tempo “500” Ink. 

Outstanding advantages of this new ink are claimed 
to be: it is quick drying, so that copies are ready to 
mail in one to three minutes after printing; stencils 
with which the new ink has been used do not require 
cleaning, since they absorb all of this new ink auto- 
matically after being filed; it speeds up production and 
makes all duplicating work easier and cleaner. 

“This new ink has proved in actual use by many 
concerns that it raises the standards of the duplicat- 
ing method. It gives superior results by making it 
possible to produce cleaner, more uniform impressions, 


Milo Harding, president of the company, asserts. 
a de. cost el 


BUCKEYE NAMES SOUTHWEST DISTRIBUTOR 

The Buckeye Ribbon and Carbon Company of Cleve- 
land, Ohio, manufacturers of carbon papers, inked 
ribbons, duplicating fluid and hectograph supplies, has 
announced the appointment of Southwest Distribut- 
ing Company, 728 W. Daggett St., Ft. Worth, Tex., as 
exclusive distributor of Buckeye products in the South- 
west. 

Fred E. Berry, president of Stationers Distributing 
Company, is well known in the office equipment and 
stationery field throughout Texas and the Southwest, 





NEW OFFICE OF STATIONERS DISTRIBUTING CO. 


and brings with him a wealth of experience in prob- 
lems of the stationer. The company has a spacious 
warehouse embracing 20,000 sq. ft. of floor space, 
stocked with a full line of office supplies and office 
furniture. Mr. Berry has appointed Carl M. Fisher 
to head carbon and ribbon sales. Mr. Fisher will cover 
the states of Texas, New Mexico, Kansas, Missouri, 
Oklahoma, Arkansas and Louisiana. 

A complete stock of Buckeye products will be carried 
in the Ft. Worth warehouse, ready for immediate ship- 


ment. 
————= > —__ 


TO DISPLAY MACO LINE AT NSA CONVENTION 


The J. L. May Company, 111 W. 19th St., New York, 
N. Y., manufacturers of the Maco stationers’ line of 
tags, labels and printed specialties, will show their 
products at Maco Corner, Booth F-8, at the NSA con- 
vention in Chicago 

The firm will also display their complete Christmas 
line of gift tags, cards, and seals. Frank May will be 


on hand to greet friends in the industry. 
ee 


NEW OFFICE SUPPLY FIRM OPENS IN LANSING 


The H. C. Berger Company has opened offices and 
stockrooms in a new building at 2330 W. Main St., in 
Lansing, Mich. Among office supply lines carried are 
the Mimeograph duplicator, supplies and accessories 
manufactured by the A. B. Dick Company, Chicago. 
H. C. Berger, head of the firm, was an assistant super- 
visor for the Dick company in Chicago for 15 years. 
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E. J. Mitchell of St. Louis, Mo., manufacturers’ rep- 
resentative, was in Chicago with Binks Weingaertner 
of the Egyptian Stationery Company, Belleville, Ill., 
which is a hop, skip and jump or two from St. Louis, 
close enough so that Binks has served as president 
of the St. Louis Stationers Association. Gene’s terri- 
tory straddles the Mississippi River. After spending 
most of August 1 at Horder’s, which is across the 
street from the offices of this journal, he stopped 
long enough to sign the Guest Book and engage in 
a brief conversation. 


Silvio Migiarra, Sr., president of Sov. An. C.I.M.U., 
Milan, Italy, favored OrricE APPLIANCES with a visit 
August 6. He was accompanied by E. I. Foley of the 
A. B. Dick Company. Mr. Migiarra is Italian repre- 
sentative for the Dick company, also for Royal Type- 
writer Company, Victor Adding Machine Company 
and American Perforator Company. He has had his 
connection with Royal for 17 years. He is active 
in association work and is a member of the board 
of governors of the office machine dealers association 
in his country, known officially as Associazione 
Nazionale Macchina Ufficio. During his American 
visit he spent some time with all of the four com- 
panies mentioned. It developed in conversation that 
he was a good friend of T. T. Malleson, former export 
manager of Royal Typewriter Company, with whom 
the editor of this journal long had close personal 
relations. 

Sydney G. Scott, general manager of Stott & Under- 
wood Pty., Ltd., Sydney, Australia, inscribed his name 
in the Guest Book on August 6. Mr. Stott was on his 
way back to San Francisco to take a ship for home. 
On the way over his boat trip took 18 days, reaching 
the United States on May 31. The ship was the first 
to transport a large group of businessmen since the 
close of the war in the Pacific. Going straight across 
the country, Mr. Stott spent several days at Hart- 
ford, Conn., attending the Underwood Corporation 
sales school. His firm has had the Underwood agency 
since 1908. The next port of call was Cleveland, where 
he spent two weeks in the offices and factory of the 
Addressograph-Multigraph Corporation, whose prod- 
ucts form the other major American line handled by 
Stott & Underwood. 

C. W. Roth of the Roth Office Equipment Company, 
Dayton, Ohio, paid a visit to this journal’s head- 
quarters August 6. He came to Chicago to visit the 
Gift Show, an assignment which might have fallen 
to E. O. Earnshaw except that Ernie suddenly found 
it necessary to be hospitalized in order to have gall- 
stones removed. The years rest lightly on Charlie 
Roth’s shoulders. He has been in the industry since 
1899 but does not look it. His early training was with 
The Globe-Wernicke €ompany and later with the 
Macey Company after Mr. Wernicke had moved to 
Grand Rapids. Mr. Roth started in business for him- 
self in 1915 and has enjoyed an unusually successful 
career. 

E. D. Olinger of Bureau Stationery Company, Bloom- 
ington, Ill., affixed his name to the Guest Book on 
August 8. Mr. Olinger has a retail stationery business 
which includes the Underwood agency for the county 
and also has a service which he sells to other sta- 
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tioners. He was in Chicago on a quick business trip 
and expected to be on his way back to Bloomington 
the following morning. 

Ray Howard of Esterbrook Pen Company signed the 
Guest Book on August 14. The purpose of his Chicago 
mission was to attend a meeting of Esterbrook sales 
representatives from the South, the West and the 
Middle West, or practically the entire country except 
the East Coast. The meeting was conducted by R. N. 
Wood and A. G. Frost. Mr. Howard makes his home 
in Dallas and travels in several of the southwestern 
states. He has been in the territory 12 years and 
enjoys the friendship of stationers throughout the 
area. 

Gage Lane of W. J. Gage Company, Ltd., Toronto, 
favored us with a visit on August 14. The Gage or- 
ganization sells office and school supplies throughout 
Canada and maintains factories in Toronto and Win- 
nipeg. It represents a number of well-known com- 
panies in the office and school supply field, including 
the University of Chicago Press, which was one of 
the visitor’s principal points of call in Chicago. Mr. 
Lane is a young man thoroughly alert and happy to 
be back in industry after spending the war years in 
the Canadian navy. 


Mr. and Mrs. M. V. McFarren of the McFarren Type- 
writer Company, Pittsburgh, Pa., signed the Guest 
Book on August 26. In Chicago for the purpose of 
trying to buy merchandise, Mr. McFarren said that 
he met with some success and feels sure that he’s do- 
ing as well as others. It was a pleasant visit. 


W. S. Gigliotti, manufacturers’ representative of 
Houston, Tex., registered with the office of this jour- 
nal by telephone on August 29. He was en route to 
Rochester, New York City and Philadelphia, with a 
little time to spare between trains in Chicago. Well 
known to the stationers and office furniture dealers 
in the Southwest, he is active in association affairs. 


Richard A. Burke of Detroit called at the offices of 
this journal on August 31. An old timer in the field 
of office machines, he remembered OFrFIcE APPLIANCES 
as the Typewriter Trade Journal at its old address in 
New York. The present name was adopted in 1905. Mr. 
Burke at present is operating an office machine serv- 
ice business and was in Chicago for parts and for in- 
formation. 

Vincent A. Patience of APCO, Stationers & Printers, 
Providence, R. I., dropped in at OFFICE APPLIANCES’ 
headquarters on September 3. He had stopped at Fort 
Madison and Janesville and took occasion to call upon 
as many manufacturers as time permitted in Chicago 
before returning to New England. 


F. G. Smith of Business Machine Service Company, 
Ltd., Regina, Saskatchewan, Canada, phoned us 
while in Chicago between trains on September 3. He 
had been east and was on his way home. Mr. Smith’s 
company is agent for L. C. Smith & Corona Typewrit- 
ers, Inc., Marchant Calculating Machine Company and 
others. One of the purposes of his trip was to call at 
the home offices of some of the office appliance manu- 
facturers his company represents. 


Paul L. Willson, president of the Kansas City Sta- 
tionery Company, Kansas City, Mo., was a Guest Book 
signer on Friday morning, September 6. A believer in 
fast travel, Mr. Willson left home by plane on August 
23 for Miami, Fla. He changed planes there and crossed 
over to Havana, Cuba. Early next morning he was on 
the dock to greet his surprised family who were re- 
turning from a West Indies cruise. He went with them 
on board ship to New York City, arriving on August 
30. The next pleasure stop was at Cape Cod over the 
Labor Day weekend. Through the journey to Chicago 
from the East was made by train, the last leg of the 
trip was planned for the air route to Kansas City. 
Mr. Willson gave assurance that he would return to 
Chicago for the NSA convention on September 30. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blud., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 





London, August 10, 1946 

It seems a long flight from trainer planes to office 
copying machines, yet the Miles “Copycat” is a product 
of Miles Aircraft, Ltd., Reading, Berkshire, England. 
It was developed as a result of many years of research 
and is claimed to provide an efficient method of reflex 
photographic reproduction. It is of entirely British 
manufacture and is completely guaranteed to give 
years of trouble-free service. Its durability is indicated 





COPYCAT PHOTO COPYING MACHINE 


by the fact that it was used in a three-ton army lorry 
in the field during the invasion of Europe. 

Operation of the Copycat is simple. Special paper 
is placed in contact with the subject matter to be 
copied and is exposed to a strong light. The copy is 
then developed, washed and dried by a simple and 
quick process within the ability of an unskilled person. 
The whole procedure can be followed in normal light. 

An even contact is assured over the whole surface 
of the matter to be copied by a patented mechanism 
which operates whether the subject matter to be 
copied is of the thinnest paper or a book four inches 
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thick. Contact is made by means of a foot pedal, leav- 
ing both hands free. 

To obtain facsimile copies a negative is first pro- 
duced. This process is simplified by the provision of an 
outside printing bed which is in full view of the op- 
erator, giving him complete control of the operation. 
Any number of positive copies can then be obtained 
by use of the internal printing bed. For very quick 
reproduction, reversed negatives (immediately read- 
able white on black copies) can be made. 

Basically, the reflex photographic process employs 
equipment that consists of a reproduction unit in 
which a special reflex paper is exposed to a strong 
light in conjunction with the document to be copied, 
a developing, fixing and washing process through 
which the exposed copy is passed manually, and a 
drier. The drier is electrically heated and may either 
be hand operated or run automatically by means of 
an electric motor. 

Any form of document can be copied, whether the 
original is in typescript, manuscript or print. This 
method also permits making copies of illustrated work 
ranging from prints from a halftone block to drafts- 
men’s and artists’ original work. Being photographic 
facsimiles, the copies are free from error. One very 
important feature embodied in these machines is that 
copies can be made from the pages of a book without 
either extracting the page or harming the book in 
any way. 

There has been a tendency to translate manuscript 
into terms of typewriting, merely because additional 
copies are required. This is particularly so in the case 
of figure work, and the subsequent checking usually 
takes more time than the actual typing itself. The 
facsimile copier will not only produce the copies 
rapidly, but will relieve the responsible executive of 
any worry with regard to the exactness of the copies. 
—SSE. 
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J. REID ADAM RETIRES AFTER 33 YEARS 


There are few of the 80,000 customers of Kendrick 
& Jefferson, Ltd., of West Bromwich who are not 
familiar with the name and distinguished reputation 
of James Reid Adam, former director of sales of this 
firm, who retired from active service on June 30. En- 

(Turn to page 119, please) 
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NEVA-CLOG [PD J.34() STAPLES 


NEVA-CLOG Staples are made of wire, formed and 
fastened into strips which fit the guides of NEVA- 
CLOG machines perfectly. They are made accur- 
ately and with greatest care. All NEVA-CLOG 
Staples are sharpened, so that they easily pierce 
any material without tearing it. They are covered 
by a patented process. Examination will show con- 
siderable differences between N-C and ordinary 
staples. The strip is of firmer construction and is 
especially recommended for production work as 
breakage is reduced to minimum. 


“FASTEN 
THINGS 
TOGETHER” 


WVAAAMS 


NEVA-CLOG PRODUCTS, INC. 
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GUARANTEE 


NEVA-CLOG STAPLING MACHINES are uncondi- 
tionally guaranteed for a period of one year from 
date of purchase, and will be repaired or replaced 
at our option if the machine fails to function for any 
reason; provided only Genuine Neva-Clog Staples 
are used in such machine. 










NEVA-CLOG A-1000 and L-1000 Staples 
100 to strip, 1,000 per box, 10,000 per carton 


BRIDGEPORT 1, CONN. 








Beauty Classic ... Workmanship Unexcelled 


She Cluality Lamp — 


“The Light of Distinction” 


FLUROLUME FLUORESCENT DESK LAMPS 
(By Globe) 


The President 
No. KL 502-15 (2 lights) 


Plated English Bronze Finish 
Shade Lined with Daylight Blue 
Glass Shield 





General Specifications 


2 Lights—15 Watts—Over-all height 15’"—Base 
642" x 11%"—A.C. only—Individually Packed— 


Shipping Weight 12’ lbs. 
No. KL 502-15 (2 lights) 








The President 
(2 Lights) 


The Executive 
No. KL 708-15 (1 light) 


Plated English Bronze Finish 
Shade Finished with Baked 
White Lining 





General Specifications 


1 Light—15 Watts—Over-all height 13%"—Base 
5%" x 9"—A.C. only—Individually Packed— 


Shipping Weight 10% lbs. 
No. KL 708-15 (1 light) 





The Executive (1 Light) 


J AINBRIDG® KIMPTON & HAUPT, INC. 


Exclusive Distributors to the Office Supply Industry 


218 Greenwich Street New York 8, N. Y. 21; 
New York Sales Room — 200 Fifth Avenue 
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Kite Sit Cushions 


THE NEWEST IN COMFORT—QUALITY—ECONOMY 








Ree Ft Standard in Cushions 
Expands Its Line 





baslhes Foam Rubber x 
Box Type Construction 





Reversible 
#330 Exec. Size—I8"xi6!/," | Finest Leatherette—Mahogany, Walnut and 
#310 Steno. Size—I5"x14" | Green—Cool, Green, Water Repellent Cloth 
Reversible 
#333 Exec. Size—I8''x16!/," | Fibre Matting—Cool, Green, 
#313 Steno. Size—I5"x14" | Water Repellent Cloth 
Cloth Covered 
#530 Exec. Size—I8"x16!/," | Cool, Green, Water 


#510 Steno. Size—I5"x14""  /} Repellent Cloth Nos. 333 and 313 
Latex Rubber 


* * * * 


Finest Quality Cotton Filled 2” 
All Cloth Covered 


Box Type Construction 





Tufted 
#730 Exec. Size—I8"xl6'/."" | Cool, Green, Water 
#710 Steno. Size—I5"x14" | Repellent Cloth 


* * * * 
De Luxe Sponge Rubber 1” 
All Cloth Covered 
Welted Construction 








#630 Exec. Size—I8"x16!/" {| Cool, Green, 
#610 Steno. Size—I5"x14"' | Water Repellent Cloth Nos. 330 and 310 


x * * * Latex Rubber 


THE FOUR STAR ANSWER 


l. In the case of Latex Rubber Numbers, a VENTILATED 
CUSHION. Latex Rubber is of an intercellular air-condi- 
tioned construction. 

2. In all Rite-Fit Numbers, QUALITY—Workmanship, Mate- 
rials, Style. 


3. In all Rite-Fit Numbers, ECONOMY—Long-lasting Styling, 
Scientific Construction, Completeness of the line. 


4. In all Rite-Fit Numbers, COMFORT. By their construction 
and the scientific selection of materials, Rite-Fit Cushions 
Afford Natural Support. 


Rte-Fit—the Quality Line Nos. 730 and 710 


Liberal Dealer Discounts. Write us for complete price information. Cotton Filled 














Wholesale Stationers, Distributors and Manufacturers 


218 GREENWICH ST. NEW YORK 8, N. Y. 
New York Sales and Display Room—200 Fifth Ave. 
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The Trade’s 


Most Valuable Franchise 
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ONLY the enormous Shaw-Walker dealer fran- 
chise embodies all profit-producing elements. 


ted Mag | ed hes ae 
at 
APY, 
Mf 
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1 Eleven complete lines made up of 8,000 
office items. Some in as many as seven grades to 
overcome all types of price competition. 


) 


HEEL \} 
(i 


2 The best known trade-mark in the in- 
dustry. Accepted by users as the seal of quality. 


3 The OFFICE GUIDE, a 436-page cata- 
log pictures, describes and prices the 8,000 
items. It simplifies your selling job. 


4 A complete line of Fire-File equipment 
and other fast-selling repeat items available 
“Built Like a only from the Shaw-Walker dealer. 


+ Skyscr aper” 5 Simplified inventories — less office work 
— quantity discounts by grouping orders. 











Immediate Delivery i 


IMMEDIATE SHIPMENT FROM MUSKEGON The 
Ls 


will become commonplace again, when some 


semblance of normalcy returns. 


Until we can render pre-war service we will 
continue giving our entire production to the 


established Shaw-Walker exclusive dealers. 





The Shaw- Walker 8,000-item franchise is the 


trade’s most valuable. It’s worth waiting for. 









NORTHWEST TRAVELERS HOLD OUTING 


The third annual golf outing held by the Northwest 
Travelers Club for Wisconsin stantioners occurred 
on August 23 at the North Hills Country Club, north- 
west of Milwaukee. In addition to club members, those 
participating included stationers from Milwaukee, 
Madison, Waukesha, Manitowoc, Antigo, Kenosha, and 
elsewhere. 

The Northwest Travelers Club trophy, held the first 
year by Al Linde of H. C. Miller Company and last 
year by John Gilbert of OFFICE APPLIANCES, was award- 
ed to Norman Seeling of Zillmer’s Office Supply Com- 
pany, Waukesha. He turned in a gross score of 71 and 
had no handicap. Many prizes were given, some of a 
humorous nature. For example, Ed Kuschbert of 
Kuschbert Office Supply Company, received as a re- 
ward for his high gross a book on “Better Golf with- 
out Practice.” Al Nordstrom for high gross received a 
book entitled “Golf After Forty.” The first three in low 
net were Mr. Gilbert, Jeff Powers of Bill Goff, Inc., 
Madison, and E. J. Heino of Napp Office & School Sup- 
ply Company, Manitowoc. To Bob Hanson of Ever- 
sharp, Inc. went a caddy cart. 

George Hanson of Boorum & Pease Company, presi- 
dent of the Northwest Travelers, was present during 
the afternoon but was obliged to leave because of ill- 
ness. Bill Smith of Ace Fastener Corporation, first 
vice-president, presided at the session following the 
dinner. After a brief talk he turned the meeting over 
to Stanley Griebel of Yawman and Erbe Manufactur- 
ing Company, chairman of the golf committee, who 
handled prize distribution. 

(Pictures of players will be presented next month). 

a  ——$ 

COLUMBIA RIBBON & CARBON HOLDS OUTING 

More than 300 employes of the Glen Cove, L. I., main 
plant, and the New York sales and export department 
of the Columbia Ribbon & Carbon Manufacturing 
Company, Inc., observed Columbia’s annual “Outing 
Day” in the company’s long-honored, traditional style 
on August 7. 

The sports and festivities ranged all the way from 
swimming to baseball, and wound up with a delicious 
shore dinner and a dance. 

The Columbia Service Awards, given annually on the 
basis of service tenure, included a gold engraved 
wrist watch, awarded to one Columbia staff member 
in recognition of 25 years of service; two 20-year 
awards and diamond pins which went with them; 
séven 15-year citations, for which recipients were re- 
warded with gold pins; and eight 10-year gold pin 
awards. Total service records which were announced 
now amount to 17 for 25-year members, 20 for 20- 
year members, 28 for 15-year veterans, 38 for 10-year 
employees, and many more for five years’ service with 
the company. 

‘dina aati 
J. K. GILL EMPLOYEES ENJOY AN OUTING 

Employees of the J. K. Gill Company, Portland, Ore., 
recently held their annual all-store picnic at the Oaks 
Park near Portland. As usual, the workers for this 
book, stationery and office equipment firm enjoyed 
abundant food and participation in various contests 
and games. 
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MEETINGS - CONVENTIONS - DINNERS 
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ONTARIO STATIONERS GOLF AT STRATFORD 

Accepting a special invitation from Jim Preston, 
president, Preston-Noelting, Ltd., Stratford, Ont., a 
group of stationers spent a very pleasant day at the 
Stratford Golf and Country Club on Tuesday, Au- 
gust 20. 

Those who wished visited the Preston-Noelting 
plant. Lunch was served at the club, 42 played golf 
and 58 enjoyed a delicious evening dinner also at the 
club. 

The weather was cool, but the whole day was very 
enjoyable in spite of the temperature and odd shower. 


Ss 
x 








JUST BEFORE THE TEE-OFF AT STRATFORD.—Upper left: 
James Preston, president of Preston-Noelting, Ltd., host for 
the affair. Upper right: Lloyd Holden, Venus Pencil Co., Ltd., 
Toronto; Jack Hood and Bert Church, Jack Hood School 
Supplies, Stratford, Ont.; Jack Preston, Imperial Typewriter 
Co., Ltd., Stratford. Bottom, seated: Don Cranston, Grand & 
Toy, Ltd., Toronto; Frank Lancaster, White-Hooke Paper 
Co., Ltd., Toronto; Jim Cook, James A. Cook & Son, Ltd., 
Toronto; Don Porter, William E. Coutts, Ltd., Toronto. Stand- 
ing: Jim Jaimet, J. C. Jaimet & Co., Ltd., Kitchener, Ont.; 
Steve Luckett, Luckett Loose Leaf, Ltd., Toronto; Andy 
Andrews, Dennison Mfg. Co., Ltd., Toronto; Bill Jones, Lordly 
Jones & Co., Hamilton, Ont.; Charles Brady, Brady, Viceroy 
Mig. Co., Ltd., Toronto. 


A feature of the afternoon was a sort of grudge match 
between Steve Luckett, Luckett Loose Leaf, Ltd., To- 
ronto, and Jim Jaimet of J. C. Jaimet Co., Ltd., 
Kitchener, Ont. Don Porter of Wm. E. Coutts Co, Ltd., 
scored the match and announced Luckett the winner 
by one point (9 holes only). Jaimet immediately chal- 
lenged Luckett to another match. The gross scores of 
these very occasional golfers had better not be re- 
corded. 

Several prizes were distributed by Norm Kelcey of 
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~TRANSFILE 


NOW IS THE TIME 


When you survey your customer's filing and storing sys- 
tems and facilities you will find many cases where valuable 
records—letters, legal papers, invoices, vouchers, deposit 
slips, etc.—have been tied up in packages or bundles and 
dumped into storage rooms or vaults. Your customers do 
not want their records in such condition but the scarcity 
of filing and storing facilities for the last four years has 
made it necessary. 


NOW is the time for you to get those valuable records ‘in 
usable condition once again. 


TRANSFILE fibre board Files are the sure, safe, low cost 
way to keep those records right at the finger tips. For a 
very moderate expenditure TRANSFILE Files will make all 
these valuable semi-active and inactive records immedi- 
ately available, all the time. Begin today to perform this 
vaiuable service for your customers. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
NEW YORK 13, N. Y. 





We also manufacture the GUSSCO Line of filing sup- 
plies—made especially to meet the everyday require- 
ments of the deater and is only sold to dealers. 





OFFICE APPLIANCES, September, 1946 57 





the Toronto Stationers’ golf committee. 
Stationers were present.from Stratford, Kitchener, 
London, Woodstock, Hamilton and Toronto. 


—_—— 


OLYMPIA FIELDS TEST GLTC GOLFERS’ SKILL 


Under the impetus of perfect golf weather, members 
of the Great Lake Travelers Club and several guests, 
totaling 60, reported at the Olympia Fields Country 
club on Wednesday, August 21. The weather was per- 
fect but the quality of play was in a different cate- 
gory. Of the 60 players, only 16 broke 100. By the time 
the 12 “dinner-only” group arrived, alibis were cloud- 
ing the air in the locker room. 

In the evening dinner was preceded by a pleasant 
feature—cocktails for everybody, with Herb Walsh, 
Ace Fastener Corporation, as host in celebration of 
his silver anniversary in the industry. A more detailed 
account of Herb’s 25 years in the field is presented 
elsewhere in this issue. 





. Low net winners—Bill Fox, Stauder Engraving Co.; Ray Achtner, 
Office Staty. Co., Chicago; Norbert Burgess. Sanford Ink Co. 

. Low gross winners, tied for first place—Clark Roland, Marshall- 
Jackson Co., Chicago; Bob Krumwiede. Elmer Krumwiede 6& 
Associates. 

. Non-playing prize winners—Ray Eichenlaub, Service Steel Products 
Co.; N. Walsh, Horder’s, Inc., Chicago: Ed McKenna, Charv»s Co. 

. George Aigner. G. J. Aigner Co.; Maynard Westring. Mid-City 
Stationers. Rockford, Ill. and W. D. Comstock, G. J. Aigner Co., 
discuss something important with three beaut ful waitresses. 

. The golf committee—Seated: Ray Eichenlaub. Service Steel Products 
Co.: Dick Gingland, Esterbrook Pen Co.: my, Linden, Ace Fastener 
Corp., Chairman; Gordon Kickels, C. L. Barkley & Co.; GLTC 
president. Standing: Ed McKenna, Charvos Co.; Stu Winslow, 
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AUGUST GOLF TOURNAMENT OF THE GREAT LAKES TRAVELERS CLUB AT OLYMPIA FIELDS 


Under the handicap of poor acoustics and no public 
address system, GLTC President Gordon Kickels, C. 
L. Barkley & Company, introduced the following: NSA 
Sixth District Governor-elect Ollie Stevens, Stevens, 
Maloney & Company: John Henn, Stanley Wessel 
Company, chairman of the National Stationers Asso- 
ciation Chicago convention committee; and Maynard 
Westring, Mid-City stationers, Rockford, Ill. Maynard 
invited everyone present and all other GLTC members 
to attend a golf outing at Rockford on Thursday, Sep- 
tember 19. 

Because of a heavy cold, Hy Linden, Ace Fastener 
Corporation, chairman of the golf committee, asked 
Jim Lynch, Browne-Morse Company, to handle dis- 
tribution of the prizes. Receiving awards under the 
Peoria system, 43 golfers were made happy. Three 
non-golfers, Ed McKenna, Charvos Company; N. 
Walsh, Horders, Inc., and Ray Eichenlaub, Service 
Steel Products Company, also shared in the largess. 

The low gross score for the day was 86. Clark Ro- 


£ : 8 
ef 


Whiting Paper Co.; Bill Fox. Stauder Engraving Co.; Roscoe 
Benge, Codo Mig. Co.; Jim Lynch, Browne-Morse Co. 

6. Post-morten on scores—Ernie Lund, Englewood Blue Print Shop, 
Chicago; Roscoe Benge, Codo Mig. Co.; Norbert Burgess, Sanford 
Ink Co.; Jack Lund. glewood Blue Print Shop; Elmer Krumwiede. 
Elmer Krumwiede & Associates. 

7. Herb Walsh, Ace Fastener Corp., who celebrated his 25th year 
in the industry by treating the entire crowd to cocktails. 

8. Last pick on the prizes—In view or partially hidden are John 
Henn, Stanley Wessel Co.; Ed McKenna, Charvos Co.; Bll Fox. 
Stauder Engraving Co.; Bob Heck. Frank Mashek Co.; Roy 
Skibbe. Horder’s. Inc.; Maynard Westring, Mid-City Stationers, 
Rockford, Iil. 
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AN OLD TOWN 
EXCLUSIVE* FRANCHISE 
PUTS YOU IN A 
SCORING POSITION! 


Team-up with OLD TOWN to score heavy volume and 
profits. This dynamic organization has a powerful line-up 
that means steady, substantial sales! 


OLD TOWN field men help you display and sell the finest 
ribbons, carbons, duplicating supplies. Expert counselors ad- 
vise on merchandising problems. Skilled engineers solve in- 

volved technical questions. And you hit home, every time, 
with a sound, smart, selling plan that has no equal — THE 
OLD TOWN EXCLUSIVE FRANCHISE! 

OLD TOWN is a complete line of ribbons and carbons for 
every use PLUS Spirit Duplicating Carbons, Gelatin Rolls, 
Master Units, Copy Paper, Dupliforms, Duplicating Fluids, 
Stencil Duplicator Inks. 


Complete information on choice territories sent on request. 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 


PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 


PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consistent 
magazine advertising. 


PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 


EQN Town 


RIBBON & CARBON CO. Inc. 


Foremost mokers of Ribbons and Carbons for Every Use 
750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
Salés and Service Everywhere 













We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 
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J THE NEW POST-WAR 


DICTOGRAPH 
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World-Famous DICTOGRAPH Introduces 
Amazing, Low-Cost TWO-WAY TALKIE 


That Makes Inter-Office Communication A Petty- 
Cash Expense For Even The Smallest Company! 


Every stationer and office machine dealer can reap the easy 
profit-rewards that come from selling inter-office communicating 
systems in a simple ‘‘over-the-counter’’ package backed by the 
name famous for the utmost in dependability . . . DICTOGRAPH! 

There is nothing to install — any boy or housewife can set up 
DICTOGRAPH'S Two-Way Talkie in five minutes or less! There 
is no servicing necessary once it is installed, no repairs — be- 
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The Secret of the TWO-WAY TALKIE Dependability 
and Simplicity is its LONG-LASTING BATTERIES ! 


No Electrical Connection Is Necessary. 


Simple ideas are the best! DICTOGRAPH, knowing the 
difficulties sometimes encountered in far more expen- 
a sive inter-communicating systems, hit upon the ele- 
, ‘mentary but brilliant conception of devising a low-cost 

system for average needs that operates on ordinary 
batteries like the ones used in any standard flashlight. No complicated 
wiring, no electronic principle, no electrical mechanisms. Just ordinary 
flashlight batteries! Since the juice in the batteries is consumed only 
when the switch is depressed, and since the average inter-office con- 
versation is brief . . . these batteries last as long as seven months before 
needing replacement. And then inexpensive batteries available in any 
hardware or dime store for a few cents are sufficient under average 
circumstances to do the job for seven months! It all adds up to the most 
efficient, satisfying, trouble-free inter-communicating system ever Approved by Good Housekeeping 
oftered — at the lowest price ever offered. 













For Smalland 
Big Business 





For Doctors and 
Dentists, etc. 





Retails At ONLY 


Complete with 


2 instruments 


pi jATE $18.50 west 
yERY' of Rockies 


P. S. 


; ae Even you will want 
Exclusive rrr soe utor Talkie for your own. px 
To Stationers and Office Machine Dealers to the shop, to » 
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Century AssociaTED PRODUCTS CO.  Sasrscatsae 
213 GREENE STREET NEW YORK 12, N.Y. 
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land, Marshall-Jackson Company and Bob Krum- 
wiede, Elmer Krumwiede & Associates, were tied at 
that figure. Next low gross was posted by Ray Acht- 
ner, Office Stationery & Equipment Company, with 
an 87. 

First low net was taken by Ray Achtner, whose 
handicap gave him a 78. The next five low net win- 
ners were as follows: Norbert Burgess, Sanford Ink 
Company, 78; Bill Fox, Stauder Engraving Company, 
79; Ernie Lund, Englewood Blue Print Shop, 81; Len 
Rose, Rockwell-Barnes Company, 82; and Harry Balch, 
Quality Park Envelope Company, 82. 

In addition to Hy Linden and Jim Lynch, the follow- 
ing were members of the committee that made the 
August tournament a success: Stu Winslow, Whiting 
Paper Company; Ed McKenna, Charvos Company; 
Roscoe Benge, Codo Manufacturing Company; Harry 
Allen, Eaton Paper Corporation; Dick Gingland, Ester- 
brook Pen Company, and Bill Fox, Stauder Engraving 
Company. 

a 

NEW YORK GROUP STAGES LADIES GOLF DAY 

The Office Equipment Dinner Club of New York held 
the semi-finals of a series of four golf outings in the 
form of Ladies’ Day on Wednesday, August 14, at the 
Glen Castle Country Club, Rye, New York. 

Excellent accommodations were to be found at this 
fine old club, formerly known as the Rye-Soundview 
Golf Club, once a part of the Parks estate of the firm 
of Park & Tilford. It is a picturesque course, consisting 
of 125 acres of rolling ground overlooking Long Island 
Sound. Its quaint stone clubhouse resembles an old 
Scotch abbey, and is located on a knoll surrounded by 
large shade trees. 

True golfers all, including the ladies, they arrived 
early and played till late in the afternoon, enjoying 
every minute of a long day’s sport. Having worked up 
a good appetite, needless to say, all did full justice 
to a delicious dinner in the evening. 

Other diversions were available, such as swimming 
in the twin pools, tennis, a clock tournament on the 
putting green, and cards. 

After dinner, prizes were awarded as follows: 

Low Gross: Bob Fowler, Macey-Fowler, Inc., New 
York City. 

Runner-up: Alfred Bright, son of Harvey Bright, 
Bright Chair Company. 

Kicker’s Handicap: George Howland, All-Steel-Equip 
Company. 

Runner-up: David Fried, Murphy Chair Company. 

Non-players: Harry Lipshutz, Art Steel Company; 
Jack Werfel, Colonial Office Furniture Company, New- 
ark, N. J.; Mrs. Ben Itkin, wife of Ben Itkin, Itkin 
Brothers, New York City; Mrs. Bernard H. Nemlich, 
wife of Bernard H. Nemlich, Regan Office Furniture 
Corporation, New York City; and Mrs. Mable Bright, 
wife of Harold Bright, Bright Chair Company. 

Announcement was made that the fourth and final 
golf outing of the tournament will be held on Friday, 
September 20, at the Hampshire Country Club, Mam- 
aroneck, N. Y. 

The big event of the final meet of the tournament 
will be a contest between Charles Stettler, Berry, 
Dickie & Settler, Inc., New York, N. Y., and John Moss- 
man, Desks, Inc., New York, N. Y, who will play 36 
holes to compete for two trophies—one donated by W. 
H. Gunlocke Chair Company, and the other by Bright 


Chair Company. 
a 


GOLF GROUP APPOINTS L. H. TAVERNIER, JR. 

Directors of the Stationers Golf Association of New 
York recently appointed L. H. Tavernier, Jr., Fulton 
Specialty Company, 200 Fifth Ave., New York, N. Y., as 
chairman of the board to fill the vacancy caused by 
the death of “our beloved friend, Eberhard Faber.” 
F. G. Huber, who for many years has served as vice- 
president and treasurer, was appointed president to 
succeed Mr. Tavernier, who resigned to accept his new 


position. 
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Tournament schedule includes play on September 24 
at Tamarack club and on October 10 at Hackensack 
club. The tenth tournament was held on September 
10 at Scarsdale Golf Club with Al Ficks as host. 

Standing before the tenth tournament for points on 
the season’s cups showed Leon Myers and J. Schlanger 
tied with eight apiece. N. Kremer was third with 7.50. 
In Class B, G. Nicklaus was leading with 11 and I. M. 
Levy was second with 10.50. 


_— =o 
GREAT LAKES TRAVELERS CLUB NOTES 

Binks Weingaertner of the Egyptian Stationery 
Company, Belleville, Ill., graced the luncheon meeting 
of GLTC on August 2. He was in Chicago on a buying 
trip and naturally attended a meeting where manu- 
facturers’ salesmen congregate. Another quiet visitor 
was Tony Markelz of the Book Shop, Joliet. 

A further report about Carl Kaufman of the Speed 
Products Company was to the effect that he will be 
in the Deaconess Hospital, Marshalltown, Iowa, for 
about a month undergoing operations on his eyes 
for cataracts. 

Herb Walsh, Ace Fastener Corporation, was ap- 
pointed chairman of the pre-NSA convention lunch- 
eon, which will be held on Friday, September 27. As 
this is always a large affair, Herb was authorized 
to pick several members for his committee to handle 
all the arrangements. 

. s * 

Joe F. Hall, Art Olsen and W. K. Manthei attended 
the August 16 meeting of the Great Lakes Travelers 
Club. Mr. Hall operates the Hall Stationery Company, 
Corpus Christi, Tex. Art Olsen, after 16 years as a 
stationery salesman, opened up his own store in July 
at 7612 Madison St., Forest Park, Ill. Mr. Manthei, 
formerly located in Green Bay, is at the Wausau, Wis., 
store of Emmon’s Stationery & Office Supply Company. 
All three had one object in mind—buying mer- 
chandise. > mal te 


Visitors at the luncheon on August 23 were Bill 
Schmiederer, Buxton & Skinner Printing & Stationery 
Company, St. Louis, Mo.; Larry Stockstill, National 
Office Supply Company, Waukegan, IIl.; Larry’s son, 
just out of the service, and the son’s friend. 

Because he knew he would be absent from the 
regular monthly business meeting scheduled for Fri- 
day, August 30, Treasurer Rus Ragan, American Pad & 
Paper Company, presented his report. Besides reveal- 
ing a sound financial condition for GLTC, he said that 
230 paid-up members are now listed. 

George Cormack, Wilson Jones Co., was reported as 
being in the Garfield Park Hospital recovering nicely 
from an operation. 

* * . 

At the business meeting luncheon on August 30, 
32 members were in attendance. Officers reported 
“progress” when called on by President Kickels, and 
then Assistant Secretary Brown Hardison, Modern 
Stationer, read an invitation from Maynard Westring, 
Mid-City Stationers, Rockford, Ill., to attend a golf 
outing at Rockford on Thursday, September 19. About 
ten indicated intention of going to this affair. 

A report of the August golf tournament at Olympia 
Fields was presented by Jim Lynch, Browne-Morse 
Company, in the absence of Hy Linden, Ace Fastener 
Corporation, golf committee chairman. 

As chairman of the pre-convention luncheon com- 
mittee, Herb Walsh, Ace Fastener Corporation, out- 
lined plans for the event and asked for an appropria- 
tion of $100 to cover the cost of tickets for special 
guests, who will include all NSA officers, regional 
governors and past presidents. His request was granted 
unanimously. 

Bob Heck, Frank Mashek Company, was reported 
as being in the Highland Park Hospital for treatment 
of a streptococcus infection in his foot. He was in 
serious condition for a while, but penicillin: injections 
brought him out of danger nicely. 

Past President Bill Smith, Ace Fastener Corporation, 
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YOU'VE NEVER 
SEEN ANYTHING 
LIKE IT! 


SEE IT FOR THE 
FIRST TIME AT 
THE NATIONAL 
BUSINESS SHOW 
IN NEW YORK 
Sept. 30 - Oct. 5 
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A new stencil duplicator 
that will satisfy your 
most hopeful dreams of 
new office equipment 
The Red Feather DUPLICATOR — so new 


mechanically that we’ve made a TRANS- 












PARENT model for you to inspect at the 
show — so smooth in appearance and opera- 
tion that it doesn’t even resemble pre-war 
machines. The Red Feather DUPLICATOR 
—so far ahead in producing fine 


work that every office will want one. 


Precision built by 
RED FEATHER PRODUCTS LTD. 


Home Office and Factory 
REDWOOD CITY, CALIFORNIA 
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NORWALK, CONNECTICUT 
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Win with Wearever... win more profits ... faster turnover 
... greater customer satisfaction. Behind Wearever pens 
are fifty years of dedication to the production of preci- 
sion fountain pens and mechanical pencils. For downright 
value, Wearever is the buy-word today. David Kahn, Inc., 
North Bergen, New Jersey. 


© 1946 David Kahn, Inc #Reg. U.S. Pat. OF 
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announced that his organization is giving a cocktail 
party in the Red Lacquer room of the Palmer House 
on Sunday evening, September 29, just prior to the 
opening of the NSA convention. He invited everyone 
to be present. 

New members accepted were Vernon J. Wiberg, 
Elmer Krumwiede & Associates, and Vincent Owens, 
Harold P. Reinke & Associates. 


ee 


A.S.A. HOLDS AUGUST CONFERENCE IN N. Y. 


A broad program for standardization of office equip- 
ment, labor-saving devices used in offices, and office 
supplies was recommended to the American Standards 
Association on August 21 at a conference held at the 
Waldorf-Astoria, New York. The conference was at- 
tended by representatives of manufacturers of office 
equipment, office management groups, large users of 
office equipment, and Government procurement agen- 
cies. The purpose of the program proposed by these 
groups is to bring about agreement on standard di- 
mensions, performance requirements, and quality in 
order to simplify office procedures and promote 
economy in the use of office equipment and supplies. 

Some of the subjects suggested for standardization 
included: size, finish, construction, and design of office 
equipment and office furniture (including vaults, safes, 
files, tables, and chairs); size, color, and arrangement 
of forms and records; physical factors, such as ventila- 
tion, lighting, and design of offices; office supplies, in- 
cluding binders, rubber bands, paper, stencils, pencils, 
ink and so forth; terminology; procedures and rou- 
tines; requirements for personnel, for example, physi- 
cal requirements for different types of jobs; standard 
performance on office jobs. 

The conference recommended that the first work to 
be undertaken should be confined to office equipment 
and furniture; office supplies; and labor-saving office 
machines. 

The conference was held by the American Standards 
Association at the request of the National Office Man- 
agement Association which has already started some 
work on standards. The NOMA declared, however, that 
the problems involved in co-ordinating standards for 
all the different types of office equipment and supplies 
required that all groups concerned should take part, 
if such standards are to be effective. 


NATHAN AGAIN HEADS DINNER CLUB 


The New York Office Equipment Dinner Club held 
its first meeting of the fall season on September 4 at 
the Hotel Sheraton, New York, N. Y., with an attend- 
ance of more than 70 members. 


President Seymour L. Nathan, Charles Nathan, Inc., 
New York City, presided, and in opening the meeting 
extended a cordial welcome to all and expressed his 
appreciation for the fine turnout. After the minutes 
of the previous meeting were read and approved, he 
called for reports of the various committees. 

Bernard H. Nemlich, Regan Office Furniture Cor- 
poration, New York City, chairman of the golf tourna- 
ment committee, announced the final golf outing of 
the season would be held on Friday, September 20, at 
the Hampshire Country Club in Mamaroneck, N. Y. 

Treasurer James M. Glen, Manhattan Desk Com- 
pany, New York City, announced that the treasury 
was in fine condition. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, New York City, chairman of the convention com- 
mittee, read a report setting forth the aims of the 
club for their two-day convention to be held on No- 
vember 11 and 12 at the Waldorf-Astoria Hotel. 


There will be four business sessions devoted to a 
thorough discussion of all of the problems that face 
the trade in the year to come, declared Mr. Turman. 

Guy Rentsler, Remington Rand, Inc., chairman of 
the membership committee, announced that his group 
had reached their goal and the membership of the 
club now totals 100 members. 

In the absence of Claude Allen, The Globe-Wernicke 
Co., chairman of the nominating committee, a list of 
nominees was read by Bernard H. Nemlich, placing in 
nomination all former officers for re-election. They 
are Seymour L. Nathan, Charles Nathan, Inc., New 
York City, president; Guy Rentsler, Remington Rand, 
Inc., first vice-president; Roland J. Freeman, manu- 
facturers’ representative, second vice-president; Ben 
Itkin, Itkin Bros., New York City, recording secretary; 
Bernard H. Nemlich, Regan Office Furniture Corpora- 
tion, New York City, social and financial secretary; 
and James M. Glan, Manhattan Desk Company, New 
York City, treasurer. All were unanimously elected to 
serve for another year. 

President Nathan announced that the next meeting 
would be held on Monday, October 7. 








Claimed by its owners to be the newest and most 
modern in the city, the new store, embracing 15,000 
sq. ft., is of brick construction and has an adjoin- 
ing warehouse. The store was opened on July 15 
with a large and complete stock of office equipment. 
The manager, Tom Hunter, formerly with Remington 


66 


" FINGER OFFICE EQUIPMENT co. OPENS 
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NEW STORE IN DALLAS 
Rand, Inc.,; is a native of Dallas and a veteran of 
World War II. Officers and directors of the company 
are H. E. Finger, president; C. E. Richards, vice- 
president; Charles Gerson, secretary. This is Finger’s 
second store, the first being located in Houston, Tex. 
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THE FUTURE’ BELONGS 
TO THOSE/WHO 
PREPARE FOR IT! 





...and Boorum & Pease is preparing for the future 
today! 





We were the first Loose-Leaf and Blank Book 
Manufacturers to recognize that a research labora- 
tory had an indispensable place in our industry! 





Today, our modern, air-conditioned laboratory is 
equipped with the most unique devices for testing 
and controlling paper, steel, inks, adhesives and the 
many raw materials that go into Boorum & Pease 
products! Our research department is headed by a 
chemical engineer who has had more than 25 years’ 
experience in the record-keeping industry! He and 
his able assistants are constantly developing and 
testing new products while improving the old. 








In the near future you will receive ample quanti- 
ties of the type of merchandise that created the en- 
vious reputation Boorum & Pease holds in the 
record-keeping industry! 


Manufacturers of Visible Equipment 
Loose-Leaf Covers and Forms Bound Books 


Standard 


{ 


pro auct | 


FOR EVERY RECORD—A WAY TO KEEP IT 


CONVENTION OF THE DECADES 


NATIONAL STATIONER’S ASSOCIATION 
Palmer House, Chicago, Illinois. 
Sept. 30th to Oct. 3rd, 1946 





GENERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1, N. Y. * NEW YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13 
BOSTON 10: 29 OTIS ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 538 S. WELLS ST. 
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ACTIVITIES OF THE MONTH 


REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
IN EVERY DIVISION OF THE 


INDUSTRY 





M. V. MILLER NAMED ROYAL PRESIDENT 
Allan A. Ryan, chairman, board of directors, recently 
announced the election of Maxwell V. Miller as presi- 
dent of the Royal Typewriter Company, Inc., following 
the sudden death of E. C. Faustmann, and the election 
of Arthur E. Davis as vice-president and treasurer. 
Mr. Miller brings to the presidency of Royal 25 years 
of consecutive service with the company Beginning 














M. V. MILLER 


as a junior salesman, Mr. Miller subsequently held 
positions as branch manager, eastern sales manager, 
and general manager. On January 31, 1937, he became 
vice-president in charge of sales, supervising sales, 
advertising and personnel activities of the company. 
He was an officer in the U. S. Army in World War I. 
“The Number One task of the company,” said Mr. 
Miller in his first statement as president, “is to supply 
typewriters to fill the critical needs which still exist. 
We are bending every effort to exceed pre-war pro- 
duction levels, already attained on standard machines.” 
Arthur E. Davis joined Royal in 1910 as cashier in 
the New York sales department. He advanced rapidly 
through the positions of collection manager and assis- 
tant sales manager of the New York district. He was 
made assistant to the general auditor in 1917, and 
assistant treasurer in 1919. After serving as general 
auditor and comptroller, Mr. Davis was elected treas- 


urer in 1933. 
a re 


SAMUEL F. NORRIS BUYS BLYTHEVILLE FIRM 

Samuel F. Norris, Blytheville, Ark., recently pur- 
chased the Acton Printing Company of Blytheville and 
is adding a complete Royal typewriter store, stationery 
and office furniture departments. This is in addition 
to the regular printing and office supply business 
which has been done by Acton. 

i ae 

HOLLY PEN BEGINS DOMESTIC DISTRIBUTION 

The Holly Pen Corporation of Chicago, headed by 
George Riley and staffed by an outstanding group of 
engineers, has begun distribution of its new ball point 
pen in the United States markets. Export Manager 
Alfred L. Jacobs has already completed arrangements 
for distribution in all major export markets. 
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SHEAFFER BUYS WAREHOUSE AT MALTON, ONT. 

The W. A. Sheaffer Pen Company of Canada, Ltd., 
Toronto, has bought warehouse “S” of the former Vic- 
tory Aircraft, Ltd., plant at Malton, Ont., War Assets 
Corporation has announced. The premises formerly oc- 
cupied by the company on Fleet St., Toronto, were 
gutted by fire last April. The warehouse has a total 
floor area of 63,000 square feet and is expected to pro- 
vide employment for about 350 persons.—RC. 


———o7= 
UNDERWOOD TO NEW COLUMBUS LOCATION 
The Underwood Corporation has taken new down- 
town quarters on the second floor of the building at 
174 E. Long St., Columbus, Ohio.—AK. 


ansjponndinsi atlas 
BARRETT DIVISION APPOINTS H. G. WELLS 
Appointment of H. G. Wells as manager of the Bar- 
rett adding machine division of the Lanston Mono- 
type Machine Company was recently announced by 
Joseph F. Costello, president of the company. 
In his new capacity Mr. Wells will have full charge 








H. G. WELLS 


of the domestic and export sales of Barrett adding 
machines. 

Thirty-four years in the adding machine business 
finds the Barrett’s new manager well qualified, since 


most of this time was spent in the field with Barrett | 


dealers, studying their particular needs and problems. 

A Barrett man for 25 years, Mr. Wells has served as 
district manager of the Boston and Philadelphia offices 
and during the past 15 years was sales manager in 
charge of domestic sales. 








EARUVSE 82, FAL Se 


A news item on page 76 of the August issue errone- 
ously reports that Thomas D. Jones, owner of the 
Jones Cash Register Service, Ponca City, Okla., an- 
nounced that he had sold the typewriter and office 
supply department of his business and retired because 
of ill health. Mr. Jones says, “I have not retired and 
did not sell because of ill health.’ Publishing this in- 
correct item is surely regretted. 
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R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 





The only company which offers the Independent Dealer a full line of ADDING MACHINES, CALCULATORS, BOOKKEEPING MACHINES, CASH REGISTERS 
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WASHINGTON TYPEWRITER FIRM EXPANDS 

The Leon Typewriter and Adding Machine Company 
of Washington, D. C., has again transferred to larger 
quarters, the new move being the fourth in the six- 
year history of the organization. 

The attractive new quarters at the corner of Sixth 
and D Sts., N. W., in the nation’s capital will provide 
plenty of floor space for the sale and service of type- 
writers, addressing, calculating, adding and duplicat- 
ing machines, as well as office furniture, according to 
Owner Leon Weinraub, who also announced that Eddie 
Thaden would continue to figure prominently in the 
managerial end of the business. The total sales and 


service staff of the firm now numbers 12. 
———— = > ___ 


HERBERT J. WALSH IN FIELD FOR 25 YEARS 

Herbert J. Walsh, sales representative of Ace Fas- 
tener Corporation, Chicago, in August celebrated his 
twenty-fifth year with the stationery and allied field. 
His first position in the industry was with Corona 
Typewriter Company, followed by a period of service 
with Van Dorn Iron Works, later merged with Berger 
Manufacturing Company. 

“Herb” Walsh came to Chicago as midwest repre- 
sentative of Southworth Paper Company. He joined 
the Ace Fastener Corporation staff in 1940. 

After coming to Chicago, Mr. Walsh became active 
in NSA activities and quickly achieved widespread 
popularity and prominence. In 1939 he served as presi- 
dent of the Great Lakes Travelers Club, and in the 
following year was elected chairman of the field 
division of the National Stationers Association. During 
the 1938 convention, Mr. Walsh served as chairman 
of the “House of Friendship.” 

In the current NSA convention activities, Mr. Walsh 
is chairman of the prize committee. 

<> e—__—— ’ 

VICTOR ADDING MACHINE PROMOTES THREE 

Three promotions in the sales division of the Vic- 
tor Adding Machine Company, Chicago, were an- 
nounced recently by A. F. Bakewell, general sales 
manager. 

F. S. Himebauch, formerly Chicago area branch 
manager, has been named assistant sales manager in 
charge of branches outside of the West Coast region. 
J. R. Spurtly, who was Detroit branch manager, has 
been made Chicago branch manager. F. G. Hulburd, 
manager of the Washington office during the war, is 
now special export representative. 

Mr. Himebauch has been with Victor for ten years, 
Mr. Spurty three years, and Hulburd six years. All 
three have been in the sales division since joining the 
company. 

“These promotions are most important to Victor’s 
post-war sales program,” Mr. Bakewell stated. “We 
are soon going to sell under normal conditions where 
the competition is very strong. It is essential that our 
company be on its toes and aggressive. The back- 
grounds of these three men very well qualify them to 
assume the responsibilities of their new positions.” 

I 

EVERSHARP SUES TO PROTECT PEN PATENTS 

Eversharp, Inc., Eberhard Faber Corporation and 
Eterpen, S.A., recently filed suit against the Fieldston 
Pen Corporation, Morris Ehrlich, Julius Aborn and 
Louis H. Abramson, co-partners under the name of 
Fieldston Tool & Machine Company of New York, 
N. Y., and R. H. Macy & Co., Inc., charging infringe- 
ment of two patents in the manufacture and sale of 
the new Fieldston retractable ball-pointed pen. The 
action was brought in the U. S. District Court, South- 


ern District of New York 
———o—— 


CATLETT BROTHERS MARK TENTH YEAR 
Catlett Brothers, service and office supplies, Good- 
land, Kans., recently received the company dealership 
for Woodstock typewriters. To mark this incident, the 
organization on the same day celebrated its tenth 
anniversary in the office supply business. 
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NEW HOME OF LEON TYPEWRITER & ADDING MACHINE 
CO. IN WASHINGTON, D. C.—Four times in its six-year life, 
the firm has moved, each time to larger quarters. Now 
maintaining a staff of 12 people, the store features profitable 
lines of portable radios and electric clocks, in addition to 
typewriters, adding machines and office furniture. Pictured 
above are views of the new store at Sixth and D St., N.W. 
Top: section of the repair shop. Second from top: a portion 
of the modern office furniture department. Third from top: @ 
glimpse of the office machine and supply salesroom facing 
Sixth St. Bottom: salesroom as seen from D St. entrance. 
1946 
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FIRST IMPRESSIONS 
ARE IMPORTANT 


HE first look, first appearance, and in carbon 


paper the first copy, strongly influences every- 





one. Then, follow-thru—proof by experience 


confirms or denies original judgment. 


Allied’s Flagship Carbon makes a good first im- 
pression in two ways. First, the attractive mod- 
ern package and beautiful appearance of the 
silver colored sheet demands attention. Second. 
a clean perfect copy. every character sharp and 


clear, captures interest. 


And Flagship’s built-in quality — better inks, 
finer tissues, skilled manufacturing — insures 
many fine impressions in every sheet. Here is the 
carbon which lives up to first impressions—F lag- 


ship sells and keeps customers sold! 


You'll be impressed by Flagship. Give it the Per- 
formance Test in your territory, let its impres- 
sions build more sales, greater volume, larger 
profits for you. Write for free samples and full 


details today. 





HERE’S WHY 


NON CURL Flagship is not affected by 


heat or cold. The exclusive metallic 
back, better tissues and finer inks make 
it lie flat, always ready for instant use. 


LONGER WEAR Imported papers and 
tough pigments, plus actual metallic 
plating and treatment of the back, in- 
sure a carbon which resists stenciling 
thru and produces excellent copies long 
after ordinary carbon is worn out. 


FINER COPIES Clean, perfect impres- 
sions from first letter to last are insured 
by new and improved ink formulas and 
the most modern manufacturing tech- 
niques. 





RINGS THE SALES BELL 





weather conditions—moisture, dryness, 


CLEANER TO HANDLE Flagship_ is 
easier to collate, is crisp and clean. Fine 
pigments perfectly blended, combined 
with specially treated tissues, bring a 
new ease to manifolding work. 

EASIER TO ERASE Clean erasures with 
no telltale smear is another Flagship 
feature made possible by advanced ink 
formulas and exclusive processing 
methods. 

BETTER LOOKING The attractive nau- 
tical motif in full color on the box and 
the beautiful design of the silver colored 
sheet give Flagship a distinguished ap- 
pearance. 

GREATER ECONOMY Its popular price 
combined with superior performance 
offers every buyer and user top quality 
at lower cost. 


AND FOR DISTINCTIVE LETTERS—ALLIED’S ECHO TYPEWRITER RIBBONS. 
THE IDEAL COMPANION 


TO FLAGSHIP CARBON. 








ALLIEN 


CARBONS & RIBBONS 
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ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 
NEW YORK 13, N. Y. 


Manufacturers of Quality Carbon Papers and Inked Ribbons for 38 Years 


165 DUANE STREET 
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EALER GULLETIN 


SEPTEMBER, 1946 





PUBLISHED BY eo. 9 
ARTHUR BROWN & BRO., INC., NEW YORK 





A COMPLETE LINE OF ARTISTS MATERIALS 


Stock 'em.. 


16 NEW CHARVOS 
INSTRUMENT SETS 


The complete new postwar 
line of scholastic and profes- 
sional training instrument 
sets. Write for illustrated 
descriptive folder and 






wholesale discounts. 




















BRADLEY FE 
PAPER CUTTERS ey 
The complete line of these coasann 
fine quality paper cutters coeeneuean 
now available from stock. maeeenee 

8” Dandy $4.50 each scenes 
10” Studio 5.75 each H & 
12” Monarch 8.00 each coe 4 
15” Popular 14.00 each 8 

18” National 21.00 each i 


24” Springfield 34.00 each 


WOOD BURNING PEN AND SETS 


For woodburning, emboss- 

ing, foil writing, leather 
burning—these popular priced 
sets are fast sellers. 

NO. 050 —Woodburning Pen. 
Packed individually in dis- 
play box. $10.80 Dozen 

NO. BB101 — W oodburning 
Pen and Tips. Woodburn- 
ing pen with four inter- 
changeable tips each de- 
signed for a special effect on 
wood, foil, etc. Packed in an 
attractive box. 

$18.00 Dozen 

NO. 047—W ood and Foil Writ- 
ing Set. Consists of wood- 
burning pen, interchange- 
able foil writing point and 
six rolls of 3” wide foil of as- 
sorted colors. 


$18.00 Dozen 





Show ‘em... 


Sell ‘em! 


BUFF SPIRAL 
DRAWING PADS 


Finest grade of 100°, rag content buff 
drawing paper in the popular spiral bind- 
ing. 25 sheets to the pad. 

SIZE LIST SIZE LIST 


4"x6” $1.80 Dozen 11”x15" $6.60 Dozen 
54"x7}" 2.40 Dozen 15"x22"”12.00 Dozen 
74”"x11” 3.60 Dozen 


SCHOOL GRADE TRIANGLES 


Low priced triangles perfect for students, 














schools, colleges, etc. 
30x60 DEGREE 45x 45 DEGREE 
Per Doz. Per Doz. 
4” —$2.10 4” —$2.90 
6"— 2.90 6”— 3.70 
8"— 3.95 8”°— §.55 
10”"— 5.85 10”"— 8.65 
12”— 8.65 12”—12.60 








MAGNIFYING 
READING GLASSES 


Sparkling clear lenses, ground and pol- 
ished. Black enameled metal frame with 
graceful wood handle. 


NO. 7905 —2” diameter......... $1.25 each 
NO. 7906 —2}” diameter........ 1.50 each 
NO. 7907 —3” diameter......... 1.75 each 
NO. 7908 —3}” diameter........ 2.15 each 
NO. 7909 —4” diameter......... 2.50 each 
NO. 7910 —4}” diameter........ 4.00 each 





ADJUSTABLE STAND 
MAGNIFIER 








Lens adjustable to any position, forward, 
backward, up or down. Substantial 
horseshoe base of black frosted iron. 

NO. 7919/3 —3” diameter lens.$6.75 each 
NO. 7919 /3}—3}” diameter lens 7.25 each 
NO. 7919/4 —4” diameter lens. 7.75 each 


& America’s largest sug of ART MATERIALS 





ARTHUR BROWN & BRO. INC. 





67 West 44th Street, New York 18, New York 
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SUN RUBBER COMPANY APPOINTS C. C. LILE 


Appointment of Chester C. Lile, a veteran of 29 years 
in Akron, Ohio, rubber production as factory manager 
for the Sun Rubber Company of Barberton, Ohio, was 
recently announced by T. W. Smith, Jr., the company’s 
general manager. 

Before joining the Sun organization, Mr. Lile was a 
production engineer for Firestone Tire and Rubber 





IN CONFERENCE—Chester C. Lile, (left), recently appointed 
factory manager for the Sun Rubber Co., Barberton, Ohio, 
confers with T. W. Smith, Jr., Sun’s general manager. 


Company, and also previously was on the production 
engineering and supervision staff of the B. F. Good- 
rich Company and Miller Rubber Company. 

Making his first contact with the rubber industry 
in 1917, Mr. Lile later aided in the development of 
the Banbury mixer and the Gordon Plasticator, now 
essential equipment on all rubber production. He also 
helped develop the type of rubber used in refrigerators 
and pioneered in the development of extruded prod- 
ucts. 

Mr. Lile is a veteran of World War I, having served 
with the 38th Division. 


———— 
VEVIER LOOSE LEAF TO LARGER QUARTERS 


The Vevier Loose Leaf Company in St. Louis will 
move into new quarters at 1825 Arsenal Street about 
October 1. Thus, interestingly enough, Elwyn Vevier, 
one of the partners, moves in a roundabout way from 
one end of Arsenal Street to the other end. He was 
formerly president of Loose Leaf Metals Company, also 
on Arsenal Street. 

In 1941, E. C. and H. J. Vevier formed a partnership 
and bought the 50-year-old manufacturing firm of 
Sieber Products Manufacturing Company. One of the 
best known products of this well-established manufac- 
turer was the Sieber end-lock catalog binder, used for 
many years by leading manufacturers in automobile 
and electrical industries, wholesalers and manufactur- 
ers in many lines. 

Combining both experience and equipment in the 
production of loose leaf metals and the manufacturer 
of binders, the new firm stepped up production on 
established products and added new ones. 

When substantial war contracts were terminated, 
Vevier quickly reconverted and moved into the com- 
mercial production of catalog binders, school binders 
and specialties. The firm maintains a complete tool 
room, machine shop, and punch presses, and manu- 
factures 90 per cent of the metal parts used in Vevier, 
Sieber, and Ringmaster binders. 

Area covered in the new quarters will be double the 
present. floor space—a total of approximately 25,000 
square feet. 
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RED FEATHER OPENS AGENCY IN NEW YORK 


Red Feather Products, Ltd., of Redwood City, Calif., 
has announced the opening of its New York sales and 
service corporation for the distribution of their new 
duplicating machines and supplies to the metropolitan 
area. 

The new agency, incorporated under the name of 
Red Feather Sales Corporation of New York, is headed 
by Charles Hodgkinson and Oscar Pearl, who have 
been identified with the office equipment industry 
during most of their entire business careers. 

A staff of 20 sales and service men, under General 
Sales Manager W. C. Lavat, will cover the metropolitan 
area, offering complete service and sales facilities for 
the new Red Feather Copychief duplicator, together 
with the complete line of Red Feather duplicating 
supplies. 

The newly-decorated showrooms are located at 321 
Broadway. 

a 
NATIONAL EXPANDS CHICAGO BRANCH 


National Blank Book Company, Holyoke, Mass., is 
enlarging its Chicago branch and will occupy all of the 
four-story building at 209 S. Jefferson St. following the 
signing of a six-year lease for this structure offering 
65,000 square feet of floor space. 

At present, National occupies the basement and the 
first two floors of this building. It is planned to make 
the fourth floor a combination stockroom and shipping 
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NATIONAL BLANK BOOK CHICAGO BRANCH 





department and the third floor, now occupied by Hor- 
der’s, Inc., will be converted into a production unit as 
soon as equipment and materials arrive. This will be 
accomplished within a year. 

National Blank Book Company is enlarging its Chi- 
cago branch, the management announces, in order to 
provide more extended midwestern service. Although 
the bulk of the company’s production is centered in 
Holyoke, some items in the record equipment field for 
the Chicago area are made in that city. 

National’s Chicago plant is one half block from the 
Union station and within walking distance of the Loop. 
The concern opened its Chicago branch in 1921 at 618 
W. Jackson Blvd. with 8,000 square feet of floor space. 
Its present quarters formerly housed the Chicago post- 
office. W. Brewster Towne, son of Joseph M. Towne, 
president of National Blank Book Company, is in gen- 
eral charge of company operations in the Chicago 
area. 
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WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK ILLINOIS 
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FAULTLESS 


FRANK M. VON RITTER 
. . . General Manager of Sales 


JOHN J. KERNS 
... Philadelphia 


DAN A. MacDOUGALL 
... Kansas City 


ROY T. BANSEMER 


... Milwaukee 
GEO. C. POHNKE 

. -- New York 
CARL H. SCHMITS 

..- Milwaukee 





The above men of our personnel will as usual 
be at ROOM 1551 in the PALMER HOUSE in 
CHICAGO from September 30 to October 3 
to personally welcome you to what we believe 
will be the most instructive convention in 


the 40 years of the N. S. A. 
A. G. LOTTER 
President 


STATIONERS 
LOOSE LEAF CO 


MILWAUKEE |, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 
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BETTER CHAIR CUSHIONS 





60%, Latex Foam Rubber, shredded 
40°, White Cotton. 





No. 57 STENO 17" LIST $3.60 
Our superior |!/,"" Latex foam rubber unit. No. 77 EXECUTIVE 1'/2 4.30 
No. 32. EXECUTIVE LIST $6.50 85°, White Cotton, 15°, Moss. 
No. 32!/, STENO inceons O No. 59 STENO LIST $3.30 
No. 79 EXECUTIVE E ae? 


In brown leatherette with fibre plaid back. 
In brown or green durable cloth with fibre plaid 
back. 


All cushions leatherette welted all around and 
airvented. 


IN STOCK 


LIBERAL DEALER DISCOUNTS AND TERMS 


We feel certain they will be ready sellers 
with you as they have been with many 
others. You may return them to us collect 
if we are wrong. 


May we have the pleasure of a trial order? 


CUSHIONS 
BY 








Built like fine upholstered furniture. 
Our upholstered spring, unit, white cotton 
filler. 


No. 17 EXECUTIVE 2" LIST $5.40 92 MONTGOMERY ST. 
No. 18 JUMBO 19x 1 7x2" 5.80 JERSEY CITY 2, N. J. 
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The services of an ag- 
gressive sales organi- 
zation are available. We 
are located in the Fifth 
Ave. Building, with ex- 
cellent contacts with all 
major chains and leading 
jobbers. We personally 
contact all such accounts 
East and New 
Our 


in the 
England States. 
services are available to 
a progressive manufac- 
turer seeking volume 


sales. Box No. J-219, 
care Office Appliances, 
100 East 42nd Street, 
Room 1023, New York 
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LEVAY AND SNYDER OPEN AT WABASH, IND. 

Grand opening of the Wabash, Ind., branch office 
supply and equipment store of LeVay and Snyder, Inc., 
Fort Wayne, Ind., was held in July. 

The store is managed by Robert L. Seaman, who has 
had many years of experience in the office equipment 


TYPING PAPER 

teD: CARBON PAPER 

MACHINES — visiBLE REORES RIBBONS 
BOUND BOOKS 


~~ "THE BEST OF <Zagtey FOR YOUR BUSINESS, 


BINDERS 
GERS 














LEVAY & SNYDER, INC., WABASH, IND., STORE 


industry, plus two years work with precision instru- 
ments and office machines while he was with the 
U. S. Army Air Forces. 

A comple line of office equipment and supplies is 
handled at the new Wabash store. In office machines, 
the lines include those of A. B. Dick Company, L. C. 
Smith & Corona Typewriters, Inc., and Victor Adding 
Machine Company. 

Address of the new concern is 67 S. Wabash Ave., 


at Wabash, Ind. 
a os ' 
NEW DAYTON, OHIO, FIRM INCORPORATED 


The Valley Office Supply Company, 1231 W. Third 
St., Dayton 7, Ohio, recently received its incorporation 
papers and is carrying on business. Stockholders and 
officers are William S..Casparis, president; F. E. Trich- 
ler, secretary; and Charles K. Pickell, treasurer. Re- 
quests for credit information will be answered by the 
company, which is now making contacts with suppliers 
of merchandise. 








WEDDINGS S 


Archie Weathers of Great Bend, Kans., who is 
associated with the Colegrove Office Supply Company 
of his home city, was married recently to Miss Eleanor 
Colegrove, daughter of Mr. and Mrs. H. C. Colegrove 
of Great Bend, at the First Methodist Church. Both 
are graduates of Great Bend High School, class of 
1933. The bride is also a graduate of Emporia State 
College, Emporia, Kans. Mr. Weathers was in the 
service for four years.—GMH. 
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for lush profits with PEERLESS TUCHTYPE 
KEYS — make typing easier — prevent 
broken fingernails. 


- Noes 


pmpSHH 
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fo . 
y accounts with -> (Sapp smes 
IMPERIAL SPIRIT- —~—-- aaa 
CARB — pro- 
duces MORE COPIES \ 
\ — 


—cleaner sharper im- 
pressions. 


to town with the tested 
money maker 
PEERLESS - IMPERIAL 
Ribbons and Carbons 
—the line that fought 
its way to the top by 
constantly improving 
quality. 





THESE 3857 SELLERS PUT YOU AHEAD 
OF THE RACE IN YOUR TOWN! 


Yes—there’s a lot of satisfaction in being a as all America! There’s still room on the 
full-line PEERLESS-IMPERIAL Dealer today gravy train — right up in the club car. Want 

. with not one or two but THREE fast- to hop on? Write today and we'll do the 
selling income producers and a market as big rest. 





GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 
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Yes . . . we say “families” because 
we have two families and we’re 
mighty proud of both of them . 
First, of course, there’s the family of 
satisfied Quality Park dealers — and 
we love ‘em all! Of course, it’s been 


a job to keep them “well fed” during 





war years — but no one went 


totally hungry. We hope for improve- 





ment in the future — and who knows 
. soon we may welcome some “new 


arrivals” in this family. 


Then there’s Quality Park’s family of 
Quality Envelopes — the list at the right 


names a few. And — we will admit 








(with a modest blush, of course) 





that — well, as Winchell would say — we 
are “infanticipating.” The stork is waiting 


for stock. 








Yes . . . we are mighty proud of 


Sateen = 


both of our families! 





' 
; 
5 
5 





QUALITY PARK ENVELOPE Co. O)uality IP 


fOrocducts- 






* General Office and Factory, Quality Park, St. Paul 4, Minn. 
* Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. SS 
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ALBERT RUEGG COMING TO UNITED STATES 
Albert Ruegg, managing director of Ruegg-Naegelli 
& Cie. S.A., of Zurich, Switzerland, one of the oldest 
and leading office equipment firms of the European 
country, has advised that he is coming to the United 
States in September. 
Mr. Ruegg planned to arrive by plane from London 
on September 16, staying with Dictaphone Corpora- 

























ALBERT RUEGG 


€ tion, whom he has represented in Switzerland for 
many years, and where mail will reach him. 

A visit to the National Business Show in New York 

City is planned by Mr. Ruegg, where he will be in 

touch with manufacturers or importers wishing to be 

represented in Switzerland. Holder of a patent for sig- 


4 nals on card systems, he will be pleased also to make 
contacts with manufacturers interested in a license. 
—<— @ oa 


EVERSHARP ADDS 900 DEALERS IN SIX MONTHS 


More than 9,000 new dealers have been added by 
Eversharp, Inc., in the past six months, Larry Rob- 
“a bins, vice-president and general sales manager, an- 
nounced recently at the company’s New York sales 

offices following his return from a field survey. 
The present list of dealers is the largest in the 
history of the company, Mr. Robbins said, totaling 
; more than 30,000. It represents a sharp increase over 
the pre-war total when approximately 14,000 dealers 

4 handled the company’s products. 

In connection with the announcement of new deal- 


ers, Mr. Robbins pointed out that sales are running 
well above last year’s volume. “The heavy demand 17 
for Eversharp pen and pencil sets, especially the ‘CA,’ DEGREES 
new capillary action writing instrument, has resulted 
a in a large number of requests for dealerships and has 


enabled us to add substantially to our retail outlets. 
Further additions to that list are expected to be 
made as the year progresses.” 

——o— 2 





























GIL ALMUSIN OPENS NEW STORE AT MADISON 


a Gil Almusin recently announced that he has opened 
a new store and showroom in Madison, Wis., and 





' will operate as sole owner under the name of Wiscon- 
' - Office Supply Company, located at 610 University 
j ve. 
: For the past several years Mr. Almusin has managed 
| the office equipment and supply department for the 
} University Co-Op. That firm will no longer have a de- | 
' partment for office supplies and equipment and it is 
Mr. Almusin’s intention to continue relations with all 
former connections. Orders that were cancelled by 
the University Co-Op will be recorded by him. 
———  o— 


SPENCER PLANS NSA CONVENTION EXHIBIT 


An exhibit of the products and facilities of the 
} Spencer Rubber Products Company, Manchester, 
Conn., will be installed at the NSA convention in Chi- 

cago. “Open house” and souvenir gifts will be the order 
of the day, according to Robert Spencer, president 





J.S.S 7 Ae CERIN C. 


53-55 WORTH STREET 
of the company. , NEW YORK,N.-Y. 
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Groctings 
hank You 


to the members of the 


ML. S.Q. 


for the generous support they 
have accorded the 


Wright 
Spuut Duplicator 


Our increasing business has made it necessary 
for us to move to the much larger space lo- 
cated at 1330 Quincy St. N.E., Minneapolis 
13, Minn. 





THE WRIGHT DUPLICATOR is a full size 
machine handling paper up to 9 x 15”. It is a 
sturdy machine with welded frame of heavy 
metal and with contact points hardened for long 
wear. Impression roller is mounted on ball bear- 
ings. Only one revolution to each print. 

The “Wright” is the Spirit Duplicator 
You can buy with confidence. 
PRICE $43.50 List 
Liberal Trade Discount 
Order a shipment of Wright Duplicators 
today. You will like them. 


Satisfaction Guaranteed 


DER Mg. Co., Inc. 
Spirit, Duplicators 


1330 Quincy St., N.E., Minneapolis 13, Minn. 
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NEW SAFE MANUFACTURER ON WEST COAST 

Recently organized and now in full production on 
Pilfur-Pruf fioor and wall safes is The Halwell Com- 
pany, with offices and warehouse located at 2182 
Bryant St., San Francisco 10, Calif. 

Co-organizers of the new company are Hugh Max- 
well, production manager, and Hal Stewart, sales man- 
ager, formerly Pacific Coast manager of Tokheim Oil 
Tank and Pump Company and previously sales man- 
ager of various nationally-known concerns. A third 





CO-CAPTAINS OF A THRIVING NEW INDUSTRY.—iIn charge 
of sales for The Halwell Co., manufacturers of Pilfur-Pruf 
floor and wall safes, is Hal Stewart (left), while the production 
end of the organization is directed by Hugh Maxwell (right). 


member of the organization is Edward Boomershine, 
owner and operator for a quarter-century of the Pa- 
cific School Supply Company, parent company of the 
Halwell organization. The new Pilfur-Pruf safes are 
being fabricated in the San Francisco plant of the 
Crane Company, assembly being completed at the Hal- 
well warehouse. Distribution is on a national scale and, 
according to Sales Manager Stewart, some territories 
are still open both for dealers and distributors. 
I 


MONROE OPENS PLANT IN VIRGINIA 
Establishment of a branch manufacturing plant by 
the Monroe Calculating Machine Company at Bristol, 
Va.-Tenn., was recently announced by the president, 
E. F. Britten, Jr., at the organization’s home offices, 
Orange, N. J. 

The principal plant of the firm has a personnel of 
1,300 at Orange. The Bristol branch, which is in op- 
eration, is patterned along lines of a smaller assembly 
unit at Morristown, N. J. The southern plant will pro- 
duce accounting and listing machines only, according 
to present plans. The company also operates 170 
branch offices throughout the country, with a person- 
nel of more than 1,000 for sales and service. 

Formal announcement of the opening of the new 
Bristol plant was continued in a report to employees 
by Mr. Britten, reviewing Monroe operations during 
the year since V-J Day. 

Mr. Britten said: “It is a matter of common knowl- 
edge that our business, the demand and orders for our 
machines, has increased so greatly that the neces- 
sity for increased production is urgent.” 

Bristol.has been established, he said, because of 
the availability of help there, the area “offering 
the best opportunity for even greater future growth.” 

Achievements of the company during the past year 
cited by Mr. Britten included opening of Monroe. 
Seven-Oaks, the former Colgate estate in Orange, as” 
an educational center; specialized training of more” 
than 300 sales and service representatives at Orange 
and Morristown, and relocation of principal branch 
offices in larger ground-floor quarters. To increasé 
output, the company is enlarging its production fore 
at Orange and Morristown as rapidly as help is avail- 
able, Mr. Britten said. 
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*..1 AN INSURANCE POLICY 
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w-| THAT COSTS YOU NOTHING 
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ft AND PAYs YOU BIG DIVIDENDS 








































The Stratford policy of consistent advertising is, in effect, 
an insurance policy naming you the beneficiary. It insures 
you against profit-sapping overstock by constantly ham- 
mering away at the sales resistance of your customers. 
It reminds them without let up, that you are selling the 
best dollar pen that has ever been marketed. It assures 
them that in spite of its low price, Stratford may be bought 





harge with a confidence born of the knowledge that the reputa- 
ir-Pruf ; 

uction tion of a forty year-old pen manufacturer backs each 
right). 


Stratford you sell. 












shine, 
e Pa- a “Vv 
yf the TO BENEFIT THRU THIS POLICY, SELL UP! 
4 pee Whenever you find yourself temporarily out of Stratfords, and 
> Hal- unable to fill the demand of a customer, show him a higher- 
doe: priced pen. We would be very happy to learn that Stratford 
advertising has been instrumental in helping you to higher 
‘unit sales. 
nt b ei Trews or TTI XT 
fetal BUT NEVER SELL DOWN! 
ee Side-step this temptation by avoiding over stocks of low-priced 
unadvertised brands. Not only do these pens—because of small STRATFORD REGENCY 
— unit sales—chew into your net; but they invariably slow down to Magic Retail Price 
embly a creeping liability as soon as faster moving, more widely adver- $joo" 
hat tised pens like Stratford get back to full production. That day 
1s 170 isn't far off! 
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ou Ileed this mf Manual 


Here are the answers to your questions on selling Continuous and Snap-a-part forms. 
Sample forms and installations plus simplified prices give you all the details of the 
most complete form line ever offered dealers. Write now for our dealer proposal and 
your copy . . . or better still visit our Booths W-1 and W-2 at the National Stationer's 


Show, Chicago, Sept. 30 to Oct. 3. 


PHILIP HAno CompAny, Ine. 


3 . go o> eee 
HANO FORMS BEAR YOUR IMPRINT - SHIPPED UNDER YOUR LABELS - BILLED TO YOU 
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TEXAS TRAVELERS CLUB 





Virginia Leonard, Correspondent 

From all reports, Chicago is going to look like Texas 
old home week during the NSA convention. Seems the 
rumor has made the rounds that the record, “We’ve 
Got Plenty of Nothing,” and “It’s Been a Long, Long 
Time,” got broken and the new one is “Seek and Ye 
Shall Find.” We even hear Mrs. Jeffie Fulton and Miss 
Sue Harding, Fulton Company, Houston, will make 
their first plane trips to get there. Bob Stampp of the 
same organization and his wife, Helen, will be along. 
Apparently, Bob’s taking no chances of Jeffie getting 
waylaid in Chicago. Uncle Bill Smith, Ace Fastener 
Corporation, knows what I mean!! 


a * a 
Wiley Wood of Storey-Wright Printing Company, 
Tyler, Tex., says he’ll be making the NSA also. He 
was in Dallas shopping for some scarce items the other 
day. Storey-Wright has just signed a lease on a build- 
ing in Jacksonville, Tex., and are opening a new store 
in that city. 
* a oo 
Arthur W. Beseler of the Standard Printing & Litho 
Company, Houston, hit for the hill country around 
Boerne, Tex., for his vacation. He arranged for a log 
cabin as headquarters for fishing and just plain cool- 
ing off to be in condition for the NSA in Chicago. 
* * * 


Lou Mann of the home office of Sturgis Posture 
Chair Company flew to California on a two-week’s trip 
recently. Lou has his pilot’s license and plans to have 
his own plane one of these days. Anytime he feels 
like flying south the welcome mat is out. Lou really 
sold himself at our Galveston convention and we feel 
he has the makings of a true Texan. 

* ok oo 

Good news comes of J. B. Peatling, F. S. Webster 
Company, after his serious illness. Peat is looking fine, 
has put on weight, and is sporting a striking mustache. 
You'll be seeing him on the road again soon, although 
not whizzing around as fast as he has always done 
in the past. 

* x * 

Whom should we meet at Red River, N. Mex., but 
Mr. and Mrs. P. D. “Nick” Shelfer and sons Carey and 
Drew, Jr., of Oklahoma City, Okla. Nick was getting 
rested up prior to starting his thirteenth year with 
The Carter’s Ink Company on September 1, covering 
parts of Oklahoma, Texas, Louisiana and Arkansas, 
with headquarters in Oklahoma City. Before going 
with Carter’s, Nick was with Carithers-Wallace- 
Courtenay, Inc., of Atlanta, Ga. 

* # * 

E. R. “Red” Evans, formerly store manager of Wilson 
Office Supply Company, Wichita Falls, Tex., has re- 
signed to accept a position as salesman for Carpenter 
Paper Company, with headquarters in Shreveport, La. 

oa a * 

The Rogers Company, Dallas, Tex., formerly known 

as Rogers Printing Company, has moved into a new 
' plant at 1911 Canton, where new printing equipment 


rms. 
t the has been installed and several new divisions opened. 

Charles C. McDaniel, who has 21 years of experience 
| and in the office equipment, supply and stationery busi- 
ner's ness, has been appointed manager of the office supply 


and stationery division of Rogers Company. Charlie 
recently returned from military service as a lieutenant 
in the Army Medical Corps. Paul P. Smith, who. has 
had 25 years of experience in the mechanical and 
» Supervisory phases of the printing business, has been 
| Named manager of the planning and estimating divi- 
Sion. During the war, Paul served in Army Ordnance 
as planning technician in the Government printing 
office. 
* * * 

Harold D. Hart, formerly with the Jack C. Kern 

Company, Dallas, announces the formation of his own 
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“HANO CONTINUOUS 
CARBON FORMS” 


REPEAT PROFIT Gor Pou 


Your customer saves time and stops 
errors - - - you profit, not once, but 
on the repeat orders as well. 
Hano Lithographed Forms are printed, 
billed and shipped in your name. If 
you are located outside of New York 
City or New England, write today for 
complete details of our 
dealer offer. 

VISIT OUR DISPLAY 


National Stationers’ Exhibit 
Chicago, Sept. 30 to Oct. 3 





PHILIP HANO COMPANY 


INCORPORATED 
HOLYOKE ,MASS. 
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‘Stories of sales ‘really: ee the sensa- 
tional are coming to us daily from all over the 
country. BACKED UP BY A HARD-HIT- 
- TING NATIONAL ADVERTISING CAM- 
_ PAIGN IN Saturday Evening Post, American 
Weekly, This Week, Western Newspaper 
Union (2477 RENARD) 
_ National Magazines .. . REACHING OVER 
60 MILLION READERS! Cash in! ON THE 


MARKET 30 YEARS, with 151,000 happy 


‘users, the Lightning is now selling 10 times 


“faster than ever before. Modern, streamlined, 
. businesslike in looks, really portable. 14 x 4% 


= inches” on handsome base for desk use— 


removed, can be carried in brief case. Guaran- : 
teed full year and you do not have to eee ie 
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ema MACHINE 
Retails for Only $] 295. 


| ADDSTO YOUR PROFITS! 





.many Specialized _ 











company as manufacturers’ representatives under the 
name of Harold D. Hart Company, Dan Waggoner 
Building, Ft. Worth, doing business in Texas, Okla- 
homa, Arkansas and Louisiana. 

* * * 

Looks like the stork and new business enterprises 
are running neck and neck. This time it’s Robert W. 
“Bob” Heck of the Frank Mashek Company, Chicago, 
who is passing the cigars over the arrival of a baby 
daughter, Honore Harding Heck. Congratulations, 
Bob! 


Word has just reached us of the sudden death of our 
co-worker, Frank P. Holloman, manufacturers’ repre- 
sentative, while in Chicago on a business trip:a few 
weeks ago. Our deepest sympathy to Mrs. Holloman 
of 432 West Ninth St., Dallas. 

om + ~ 

Mr. and Mrs. J. L. Donahue are now enjoying the 
new home they recently purchased at 8646 Lenore St., 
Dallas. Mr. Donahue is district manager for The Car- 
ter’s Ink Company. 


* * * 


* a . 

Dexy F. Sudduth and Wilmot Eaton, both just out of 
the service, have purchased The Thatcher Printing 
Company, Inc., of Plainview. Tex. 

I 
SUN RUBBER COMPANY APPOINTS LANTZ 

New director of purchasing for the Sun Rubber 
Company of Barberton, Ohio, is William R. Lantz, for 
the past 17 years with the B. F. Goodrich Company. 





WILLIAM R. LANTZ 


Announcement of Lantz’ appointment was made re- 
cently by T. W. Smith, Jr., the company’s general 
manager. 

Mr. Lantz will head all purchasing activities for 
Sun, manufacturer of rubber toys, household rubber 
specialties, office supplies and medical and automotive 
rubber items. He has been a member of the Goodrich 
purchasing staff for the past eight years. He had 
previously served in that company’s accounting de- 
partment for nine years. During the war, Mr. Lantz 
served in the Rubber Bureau of the War Production 
Board in Washington. He is a former director of the 
Akron Association of Purchasing Agents. 

Santi teen cone a 
RED FEATHER NAMES NEW JERSEY DISTRIBUTOR 


The W. B. Wood Company of Newark, N. J., has re- 
cently been appointed exclusive distributor for the 
new Red Feather Copychief duplicator, along with the 
complete line of Red Feather duplicating supplies, for 
the entire state of New Jersey. 

Long established as one of the oldest and largest 
office equipment firms in the state, the Wood com- 
pany, under the supervision of W. B. Wood, Jr., vice- 
president, will offer their complete sales and service 
facilities for the promotion of the Red Feather line of 
duplicating products. Direct representation by the 
W. B. Wood Company will be established in Trenton in 
the near future. 
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Z BATES STAPLER BATES TELEPHONE INDEX 
~~ Makes its own staples, Spin the knob and follow 
nti 5,000 in one loading. the red line. Finds 720 
Can’‘t jam or clog. names or numbers, presto! 
BATES FILE FASTENERS BATES PERFORATOR 
Lay flat, bind tight. No Easiest action, largest 
sharp edges. Positive slide waste container. Compact. 
locks. Neat, efficient. Economical. 
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BATES MunKee STAMP PADS BATES LIST FINDERS 
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The Bates Mfg.Co., Orange, N.J.¢ N.Y. Office, 30 Vesey St. 
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LOOK AT THESE IMPROVEMENTS! 
STURDIER — Mede of .110” thick crystal HAN DIE R — inside beveled edges allow you 


clear plastic. to pick up triangle by finger tips anywhere in center 


section... ... Beveled edges also allow ink ruling in 
S AF E sie d : center section without smudging. Newer, more precise 
Rounded points do not penetrate tracing manufacturing methods result in true edges and flat 

paper or cut your hands. Non-inflammable. surfaces. 


THESE features bring you the SUPER Triangle at NO INCREASE IN COST. SEE THEM — 
COMPARE THEM. You'll be convinced of their superiority. 


See us at the National Stationer’s Convention, Palmer 
House, Chicago, Booth C-4, Sept. 30 to Oct. 3. 


RULERS + TRIANGLES + WAVIGATIONAL INSTRUMENTS + STENCILS * PROTRACTORS - OTHER DEVICES 
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B. C. STAPLETON ESTABLISHES NEW FIRM 


The new firm of Stapleton Office Supply Company, 
829 Sixth St., Portsmouth, Ohio, has been opened by 
a returning war veteran, Ben C. Stapleton, and the 
final work on the store building is being completed, 
including erection of the black glass front and the 
signs. 


Since March 1, Mr. Stapleton has been busy getting | 


his business started. Some of the main lines secured 
include The General Fireproofing Company, the Mosler 
Safe Company, L. C. Smith & Corona Typewriters, 
Inc., Spencer Rubber Products Company, Marr Dupli- 
cator Company, Inc., W. H. Gunlocke Chair Company, 
Stationers Loose Leaf Company, National Blank Book 
Company, and Wilson Jones Co. 

William D. McIlwain, who had worked for Monroe 
Office Equipment Company, Monroe, La., has joined 
Mr. Stapleton in conducting the business of the new 
firm. C. F. Nagel has been employed as serviceman 
for typewriters, adding machines, duplicators and 
other office machines. 

Mr. Stapleton was with Transylvania Printing Com- 
pany, Lexington, Ky., from January 1, 1930, until he 
entered the Army in May, 1942. From March, 1937, 
until joining the service he had served as general 
manager of the Transylvania firm. 


Entering the Army Signal Corps as first lieutenant, 
Mr. Stapleton went overseas as a captain in October, 
1943, and in Ireland commanded the only signal depot 
of the Yanks. He was in charge of the courier service 
in the Southern Base Section while in England. After 
commanding the 818th Signal Port Service company. 
he was promoted to the rank of major on May 15, 1944. 
He served overseas in France and Belgium, and when 
he left the service had the rank of lieutenant colonel. 

I 
NORFOLK FIRM TO HAVE G-F AGENCY OCTOBER 1 


The Hayes Office Equipment Company, 250 Bank St., 
Norfolk, Va., expects to open for business on or about 
October 1 as exclusive representatives of the General 
Fireproofing Company, Youngstown, Ohio. The firm is 
now in the process of building up catalog files and 
executing additional supplier contracts. 

It is expected to have a modern office furniture 
store, as well as a complete line of stationery items. 
Office furniture, both wood and steel, will be featured, 
however. 

Spencer L. Hayes, the proprietor, has had 24 years 
of experience in the business, 12 with an outstanding 
dealer in Richmond, Va., and the past 12 with a lead- 
ing stationer in Norfolk. His position with two former 
employers was manager of the office furniture depart- 


ment. 
—————— > o—___——_ 


REMINGTON RAND ADDS SCHUNIOR TO STAFF 


Col. George E. Schunior of Washington, D. C., was 
appointed late in August as director of sales education 
for the tabulating machines division of Remington 
Rand, Inc. Prior to his discharge from the service, 
he had been in charge of all U. S. Army machine 
record units and punched card installations. Before 
Pearl Harbor he was sales statistician for the Reed 
Roller Bit Company. 

Col. Schunior will direct the educational program 
of the tabulating division of Remington Rand both in 
respect to sales and customer personnel. 

———_—= > 2—_ 
BUYS INTEREST IN BROOKLYN CONCERN 


Edward S. Churnick, president and treasurer of the 
Daco Card & Index Company, recently purchased an 
interest in the Federal File & Envelope Company, 7 
Federal Court, Boston, Mass. Mr. Churnick stated that 
the investment was a personal venture and that he 
ws remaining with Daco Card & Index Company 
while serving as sales manager for Federal File. 

Maurice Winokr is president of the Federal File & 
Envelope Company, who are manufacturers of red 
rope expanding envelopes and wallets —AFB 
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3 TUMBLER 
COMBINATION LOCK 


1 HOUR 
FURNACE TESTED 


Always Convenient 
Easily Concealed 


Every community has a "ripe market" 
for wall safes. New home construction 
is under way—cash in on the demand 
for this extra convenience—HOME 
Protection of Valuables. 


SIMPLE TO INSTALL 


Either into new or old homes. 


Fits into any type wall 
construction — mounts 
flush in the wall—or 
floor. Two models avail- 
able—Order samples —— 
regular dealers’ discount 
— quick deliveries. 








MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 


NEW YORK + CHICAGO 
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TWO FEATURES OF 


REX-0- Graph 


FLUID TYPE DUPLICATORS 


THAT SAVE TIME iN 
DUPLICATING AND SYSTEM WORK 


1. QUICK-CHANGE MASTER GUIDE 


This feature saves a lot of time where you use 
many Masters and comparatively few copies from 
each. The guide clamp opens by a quick reversal of 
the crank handle. Then just slip the Master into the 
Guide, dropping it into the open slot—and start 
your handle in forward motion and your Master is 
secure ready for printing. A simple flick of the 
handle again ejects the used Master in the receiving 
tray. 


Inserting a 
Master in 
REX-O-graph 
QUICK- 
CHANGE 
MASTER 
GUIDE 


4 


2.“LIGHTNING” PAPER CENTERING 


Paper on the feeding tray is "automatically" cen- 
tered on a REX-O-graph by the mere turn of a 
handle (or quick movement of a lever as on Model 
SA). Centers paper of any size from 3" to 9" 
wide—accurately, quickly. 






€ 


"Lightning" Paper Cen- 
tering — an Exclusive 


REX-O-graph feature. 


Ask your REX-O-graph dealer to show you many 
more REX-O-graph features that assure you finer, 
more accurate, more economical copymaking and 
systems work. Models for EVERY need—READY 
FOR IMMEDIATE DELIVERY. 


REX-0-Graph, Inc. 


Manufacturers of Superior Fluid Duplicators and Supplies 
3729 N. Palmer Street ¢ Milwaukee 12, Wis. 


90 











Office Appliances 
INFORMATION SERVICE 


"VA ‘ U8 osTR a 
te) “sn 
Op * GY 
° Mari my SY: 


UNDER THE EMERGENCY 














CAN NOW PASS ON RECONVERSION INCREASES 

Resellers of commercial metal furniture, fixtures 
and equipment covered by the consumer durable goods 
regulation may now pass on to buyers a larger share 
of the reconversion increases granted to manufac- 
turers under individual-firm adjustment orders, effec- 
tive August 12, the Office of Price Administration has 
announced. 

The action removes a provision under which re- 
sellers were allowed to add the first 10.5 per cent 
of such a manufacturer’s adjustment to their own 


| ceiling prices, but were required to absorb any addi- 
' tional figure. Now they may pass the first 10.5 per 


cent through dollarwise, as before, but any additional 
manufacturer’s price increase may be added to the 


| reseller’s base price on which he takes his customary 


| granted to manufacturers. 


mark-up, OPA said. 

Buyer prices will go up in varying amounts, de- 
pending on the size of the reconversion increases 
A number of increases 


| over ten per cent have been granted, the agency said. 


Since all the products affected by the new order, 
Amendment 1 to Order 11 under Maximum Price 


| Regulation No. 188, are sold to commercial establish- 


ments, the OPA says the cost of living will not be 


| greatly affected. 


OPA GRANTS RETA. PRICE INCREASES 

The Office of Price Administration on August 15 
authorized retail price increases ranging from three to 
12 per cent on some products in this industry. 

The increases, which OPA said are required by the 
new price control law, were to go into effect as soon 
as dealers receive shipments ticketed by manufactur- 
ers with the new prices. 

The average retail increases include: 

Metal office equipment—four per cent. 

Portable typewriters—five per cent. 

These increases were granted under new price con- 
trol law provisions which prohibit OPA from cutting 


| profit margins of wholesalers and retailers below their 


margins of last March 21. 

OPA had previously granted increases in manu- 
facturers’ ceilings on the articles covered by the Au- 
gust 14 action. At that time the agency required the 
dealers to absorb some or all of the price hike granted 
to manufacturers. The new increases represent the 
amount dealers had been required to absorb since 
March 31, OPA said. 

Increases in manufacturers’ maximum prices of 
seven per cent for wooden office or commercial chairs 
and 11 per cent for wooden commercial desks and 
tables were recently announced by OPA. 

Manufacturers who have already received individual 


company adjustments to the amount of the present 


industry-wide increases, effective August 8, may not 
raise ceilings unless their individual increases are less 
than those provided by this order. If their individual 
company price adjustments were less, however, manu- 
facturers may raise ceilings up to the amount of the 
present increases. 

Consumer prices of commercial furniture will reflect 
the same precentagewide increases granted at the 
1946 
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GENERAL’S 


~ SEMI HES 


OFFICE PENCIL 


The pencil with “Built-in-Quality” for smooth easy 


jiciiaitiiiin tieiaiiion writing. Rounded corners make them more com- 


No. 1, Soft * No. 2, Soft Medium fortable to hold and the Carbo-weld leads insure 


No. 2, 2/4 Firm * No. 3, Medium Hard 


No. 4, Hard stronger points for greater economy. 


GENERAL PENCIL COMPANY 


67-73 FLEET STREET, JERSEY CITY 6, N. J. 


MAKERS O F FINE oe a. ee ee SINCE 18 8 9 
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manufacturing level. Designed to allow 1936-1939 earn- 
ings to the industry, these increases were based on 
separate cost surveys for wooden commercial chairs 
and for wooden commercial desks and tables. 


Can Pass on Increases 

Resellers of commercial metal furniture, fixtures and 
equipment covered by the consumer durable goods reg- 
ulation may now pass on to buyers a larger share of the 
reconversion increases granted to manufacturers un- 
der individual-firm adjustment orders. 

The new OPA action, effective August 12, 1946, re- 
moves a provision under which resellers were allowed 
to add the first 10.5 per cent of a manufacturer ad- 
justment to their own ceiling prices, but were required 
to absorb any additional. Now they pass the first 10.5 
per cent through dollarwise, as before, but any addi- 
tional manufacturer price increase may be added to 
the reseller’s base price on which he takes his cus- 
tomary mark-up. 

o 


OPA SUSPENDS ACTION ON PAPERBOARD 


An action taken July 26, designed to check evasive 
practices in connection with sales of paperboard to 
corrugated and solid fibre container manufacturers, 
has been temporarily suspended, the Office of Price 
Administration recently announced. 

The suspension, effective August 13, will be lifted not 
later than September 1, unless the agency decides to 
take other means of meeting the situation. 

The action of July 26 prohibited sales by paper man- 
ufacturers to the corrugated and solid fibre container 
industry of different papers labeled as imitation kraft 
wrapping paper, bogus wrapping paper, beaming paper 
and similar grades, in rolls above 18 inches in diame- 
ter, at prices in excess of ceilings established for sales 
of paperboard. 

OPA said that it planned to reinstate the action 
with certain exceptions to this rule where the sales 
would not constitute an evasion of price ceilings for 
paperboard, and for other cases in which the con- 
tinuation of purchases of wrapping and other papers 
is necessary to insure essential supply. 

The interim action is taken to avoid curtailment of 
production of paperboard for the containers, as well 
as containers, which are essential to the flow of goods 
to market. 

o 


PRODUCT DECONTROL PROCEDURE ISSUED 

Carrying out the Congressional plan embodied in the 
new price control act, with respect to the removal of 
price controls, the Office of Price Administration on 
August 23 issued its procedure for decontrol of non- 
agricultural products that are in ample supply. 

The new act directed OPA to terminate price con- 
trols on non-agricultural commodities (a) by Decem- 
ber 31, 1946, where the commodity is not important to 
business or living costs and (b) whenever the present 
supply of a product exceeds or is approximately in 
balance with demand, including inventory require- 
ments. Requests for decontrol on these grounds may be 
initiated by officially constituted industry committees, 
and such items, if freed, may be recontrolled if the 
supply is no longer consistent with the decontrol 
standard. 

The new regulation, put into effect on August 23, 
1946, outlines the steps to be followed by an industry 
advisory group in petitioning OPA for removal of price 
controls. These requests are to be handled by a newly- 
established Decontrol Division, which is headed by 
John Bulkley, assistant deputy administrator for de- 
control. Previously Mr. Bulkley was assistant to the 
deputy administrator for price. Others on the staff 
are: Harold V. Webber, chief of the operations branch; 
F. Stewart Stranahan, division counsel; and James 
McCracken, administrative officer. Mr. Webber was 
formerly head of the office of export-import, which 
has now been combined with the office of war goods, 
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The BUCKEYE "Office Special” 
lines of carbon papers and type- 
writer ribbons are easy to sell and 
quickly establish customer accept- 
ance ... This means more profits 

. and quicker repeat business. 
OFFICE SPECIAL carbon papers 
and typewriter ribbons have qual- 
ity and distinction. Write today 
for the BUCKEYE sales plan and 


free display samples 


7209 ST. CLAIR AVENUE °® 








BUCKEYE 
RIBBONS 
ger 


¢ All Typewriters 

¢ Billing Machines 
« Adding Machines 
¢ Hectographs 

¢ Multiliths 

¢ Photostats 

* Time Clocks 

¢ Blue Prints 


CARBON CO. 


CLEVELAND 3, OHIO 
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You can’t BUY a membership in the Stationers’ 


Guild of America... it’s an award to representa- 
tive stationers in recognition of progressive opera- 
tion and support of a better stationery industry. 


Guild provides, WITHOUT CHARGE, the means to 
eliminate the unprofitable competition that has 
created unsurmountable problems in the past. 


* SERVICE is efficient, but WITHOUT CHARGE 
* PROTECTION is more effective than Fair Trade 


* SATISFACTION in knowing Guild merchandise 
can be purchased only through Guild members 


We'll be glad to give you full details regarding 
POLICY, PRODUCTS and EXCLUSIVE AGENCIES. 


STATIONERS’ Guild? OF AMERICA 
1620 GIRARD TRUST COMPANY BUILDING 
PHILADELPHIA 2, PENNA. 


























ey the National Stationers’ Convention 


at Chicago, Guild is giving a dinner to its mem- 
bers, Tuesday, October 1, 1946, at 6:00 P.M. You 
are cordially invited to meet a group of Guild 
members and learn more about the benefits de- 
rived from Guild's twenty-four years of effort. 


Write AL WILLIAMS, General Manager, 
for your reservation 
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under the direction of Thomas Kinsella. Mr. Mc- 
Cracken comes over from the fuel price division, and 
Mr. Tranahan was formerly chief counsel of the ma- 
chinery branch. 

Only procedure for petitioning for decontrol on 


| grounds of the balance of supply and demand is pro- 


vided at this time. Before December 31, 1946, there is 
no provision for committee action to institute decon- 
trol of items solely because of their unimportance to 
business or living costs. OPA is charged with the re- 
sponsibility to clear off the dockets by that date every 


| item except those it finds to be important in relation 


to business or living costs. Before that date, decontrol 
on that basis is left wholly up to OPA. After December 
31, committees may petition for removal of price con- 
trols from any additional items they consider unim- 


| portant in costs. They may in the meanwhile, of 
course, give informal advice on their views. 


6 


| OPA AUTHORIZES SURPLUS CROSS-STREAM SALES 


Cross-stream sales, involving splitting of mark-ups 


| by agreement between wholesalers or between retail- 
| ers, have been authorized in the case of sellers of cer- 
| tain Government surplus commodities, the Office of 
| Price Administration announced on August 27. The ac- 





| 


| 


| tion became effective August 31, 1946. 


Commodities affected by this action, those for which 
special maximum resale prices have been requested 
and established, include typewriters and business ma- 
chines. 

The action requires also that all sellers, except re- 
tailers, preserve sales invoices or sales slips as well as 
purchase invoices. Retailers are required to preserve 
their customary records on all sales. These provisions 
are necessary to make price control of surplus goods 
sales more enforceable. 

(Amendment No. 2 to Revised Supplementary Order 
122—Resales of Certain Commodities Sold by Govern- 
ment Agencies—effective August 31, 1946.) 





| TALL TALES FROM A TYPEWRITER are spun at Toronto by 





= | Underwood Portable No. 1438597, mechanical aide-de-camp 


to Lt. Col. L. Moore Cosgrave (right) who signed the 
Japanese surrender for Canada a year ago on September 2. 
Joseph L. Seitz, president of Underwood, Ltd., listens atten- 
tively while Col. Cosgrave lends a reminiscent ear. Carried 
by Col. Cosgrave on an epic 25,000-mile official flight to, 
through and from the Orient, Portable No. 1438597 got the 
corncob-pipe habit from General Douglas MacArthur. 


EEE ttn cee 
OTIS E. WELLS HEADS WESTERN LITHOGRAPH 


Otis E. Wells, who was connected with the Schooley 
Printing & Stationery Company in Kansas City, Mo., 
for 15 years, resigning as vice-president in February, 
1945, was recently elected as president and general 
manager of the Western Lithograph Company, Wich- 
ita, Kans. Since February, 1945, Mr. Wells has been 


| associated with the Hobby Stationers as a partner and 


general manager.—_GMH. 
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_ but so many of your varied needs 






NATIONAL STATIONERS CONVENTION 
BOOTHS W-14 AND W-15 


You can be sure of a royal welcome at 
Booths W-14 and W-15 during the Na- 
tional Stationers Convention. For the 
Dennison crowd will be there to meet 
you. And there'll be hundreds of Handy 
Helpers on display. We want you to see 
at a glance how easy it is to call on 
Dennison to fill not just one—or a few 






¢ 


for stationery supplies. 
Of course, we'll have the traditional 
Red Apple for you, too. 


FRAMINGHAM, MASSACHUSETTS 
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This year, it’s going to be a whale of a SEROLITE 
Christmas on the busiest counters all over the 
country ... SEROLITE has its new Christmas line 
of eye-filling, purse-loosening Pen Sets, Ash 
Receivers, Student Lamps . . . A fuller, better 
styled line merchandised for fastest Christmas 
selling . . . Priced ‘for highest money-making . . . 
There's a heavy SEROLITE buying trend this 
Christmas, so we caution you . . . PLACE YOUR 
CHRISTMAS ORDER NOW! Write us direct if your 
favorite jobber doesn’t carry SEROLITE items. 
For information of our complete line of Desk- 


Pen Sets, Ash Receivers and Lamps, also available, 


send for our illustrated catalogue. 


THE 


COMPANY 
11 WHITE STREET, NEW YORK 13, N. Y. 





No. N-1500—DESK SET 
6%" x 6%". Well for pins and 
clips. Puppy dog for human inter- 
est. Guaranteed fountain pen. 
Special alloy penpoint. 


No. 2000—DESK SET 
5" x 10”, with guaranteed 
fountain pens. Special alloy 
penpoints. 







No. 300~—ASH TRAY 

In brown, black, mahogany. 
Glass tray inset 5” diameter. 
Plastic base 6%” diameter. 


No, 400—DESK SET 

Streamlined, 31,” x 51,”, 
with guaranteed fountain 
pen. Special alloy penpoint. 








Sic Pa ee oli OT 


Desk sets with 14 Kt. Gold Penpoint at Dealer's additional price of $5.20 per don 


—, 
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NOMDA NEWS 
(Continued from page 26) 

don’t offer the excuse of ignorance: 

Chronic alcoholism. 

A history of not paying his obligations. 

Gambling. 

Homosexuality. 

Too frequent illness. 


The inclination to tell involved and irrelevant stories 


to the exclusion of selling merchandise. 


The habit of criticizing all his former employers and | 


people in general. 
Failure to support his family. 
Scandalous conduct in his relations with women. 
Dishonesty in money dealings. 
Inability to make up his mind on the basis of evi- 
dence. 


The tendency to take a superior attitude toward 


other people and to show this feeling. 

Inability to live at least at reasonable peace with 
himself and the rest of the world. 

The items I have listed above are all more or less 
moral failings, but moral issues are very often the 


ones that decide a man’s success or failure. Recogniz- |§ 
ing them realistically pays off in avoiding trouble and |, 


labor turnover. 
Some Traits to Look For 


What characteristics are we looking for in an office | 


machine salesman and how can we measure them? 
Recent studies by competent authorities, according to 
a report in Time magazine, show that the two traits 
all good salesmen must have are selfishness and stub- 
bornness. 


And we know the salesman who could produce a good 
volume if his selling mood continued day after day. 
Intelligence tests, temperament tests, sales interest 
tests, sales aptitude tests and other careful studies of 
individuals by scientific means can be a very great 
help in determining whether or not a man is likely 
to succeed in a sales job. If you are hiring a service 
man and want to know whether or not to give him a 
commission on sales, you can measure his sales ability 


Many of us know generous salesmen who 
give away their profits to do a volume of business. | 


} 


and sometimes avoid having him waste his time trying | 


to sell and doing'a poor job of it. 


Several of the office machine manufacturers have | 


developed comprehensive guides in the field of scien- 
tific selection. The tests given by the Royal Typewriter 
Company, Inc., in sales selection look complete. Royal 
has recently made these tests available to their dealer 
and store owner organizations at a very reasonable 
cost. Dealers who desire to use them in personnel 


selection can make arrangements with Royal district | 


Managers and can secure scientific appraisal based on 
the results of their tests. 

There are personality factors, however, that can’t be 
fully measured by written tests, and if there is a good 
vocational guidance analyst in your area such a per- 
son can be extremely valuable to you in giving you 
advice about the men you hire. You simply tell the 
professional vocational analyst exactly what kind of 
a job you want filled and, after his studies, he will tell 
you whether or not your applicant will measure up to 
the work you want him to do and what his shortcom- 
ings are. Several agencies support men of this caliber 
who are available for the use of business people with- 
out any charge, but the fact is not well known and 
their services are not fully exploited. If members of 
our association are further interested in this subject 
they can write national association headquarters at 
Winters Bank Building, Dayton, Ohio, for information 
as to where such services are obtainable. Sometimes 
fees are charged for work of this type, and it may be 
well to investigate the background and responsibility 
of the person offering the service. 

Where do we find our prospective employee in the 
first place? The usual way to get applicants is to run 
a classified in the newspaper. If you have no hesi- 
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Visit us at Booth 642 
N.S.A. Convention, Chicago, t!!. 


een. 
JOSHUA MEIER COMPANY 


36 EAST 10th STREET NEW YORK 3. N.Y. 
ee 





Joshua Meier Company 

36 East 10th Street, New York 3, N. Y. 

Dear Joshua Meier: 

[ Please send us a sample order of one dozen V. P. D. 
plastic memo pad holders in assorted colors complete 
with insert. 

(0 Check enclosed. 

() Please quote us 
holders gold stamped. 


(] We have an account with you. 
(quantity) V. P. D. memo pad 


Ses 
Address___. 


ss 
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The . 
COLUMBIF 


A handsome writing instrument 
in deluxe plastic case. Propel- 
repel mechanism all wrapped up 
in Fifth Avenue style — gold- 
plated cap, tip and deep pocket 
clip richly contrasting with jet 
barrel. Appeals to expensive 
taste—sells at popular price. 


A standout value at 
$225 
RETAIL 












These two pencils are designed, made and 
priced on the principle that the day is here 
when the public expects postwar improve- 
ments; when the dealer must maintain 
volume and profit in a market again com- 
petitive. Order these pencils and see what 
we mean. COLUMBIA PENCIL COMPANY, 
29 West 17th Street, New York 11, N. Y. a 
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tancy in saying “no” to a lot of people you may even- | 
tually find one you want. Advertising in the classified © 
section of a trade journal is sometimes successful. But ~ 
the four or five trade journals of the industry have 7 
their most interested readers among independent deal- | 
ers; thus, we question whether most of them reach | 
the regular specialty sales force personnel desired. 


Record of Success Is Valuable 


Men who have had successful experience in the em- 
ploy of one of the large companies—Royal, Underwood, 
Remington Rand, National Cash Register, Burroughs, 
IBM, or one of the other large producers, can | 
generally be counted on to offer good sales material. 
The problem here is to be sure to offer such men | 
greater opportunities than their present jobs. And | 
that isn’t always so easy. A fair proportion of the ¢ 
employees of these large companies are for one reason 
or another interested in changing jobs. And some- 
times a man of high caliber gets fired or quits for 
reasons that not necessarily disqualify him as an em- 
ployee. Most of the larger companies are willing to 
furnish you confidential information about their for- 
mer employees which can usually be obtained through 
the co-operation of local branch managers. If you get 
this kind of co-operation you certainly have an obli- 
gation to return the favor. 

Many good supply salesmen make excellent ma- 
chine salesmen. The _ successful supply salesman 
learns that he has to make a large volume of calls 
and that he has to demonstrate and give reasons for 
buying. Some salesmen can no doubt sell both ma- 
chines and supplies, but if you are getting a large 
enough machine volume to keep a salesman on ma- | 
chines you are probably making a mistake to give him 
a sales quota on supplies. You might very well give 
him a quota on machine service, however. The sup- 
ply specialist almost invariably develops the desire 
to get into machine selling since it looks like easier 
money. The opportunity to get such men comes up 
frequently. On the other hand, we have yet to meet 
the really good machine salesman who is looking for 
a job selling supplies. 

The Ames Supply Company recently made an in- 
formal survey of their customers to determine whether 
dealers wanted their service men to do a sales job. 
With only a couple of exceptions the dealers inter- 
viewed said they wanted service men to sell. Some of 
this optimistic majority who want sales and service 
combined are going to be disappointed. Some good! 
service men just can’t sell, and you are likely to be? 
better off with a good service man to do the service? 
job than to have a force of men who do some selling 
and some service but not too much of either! Thé 
answer to this question as we see it is a strictly indi4 
vidual answer. If a man really likes to spend his time 
selling he will never do justice to service because hé 
thinks in terms of replacing things rather than repair 
ing them. If a man likes service he will figure ow 
reasons for repairing and readjusting rather than re- 
placing. It is true, of course, that a service man ha 
an excellent “in” to sell supplies for the machine 0 
which he works. Most dealers could do a better ja 
of exploiting this potential than they are now doing 
The sale of machine supplies by service men is cer 
tainly a good idea, but whether or not your service mag 
can or will do it is a question that has to be indi 
vidually answered. Your sales program has to be buili 
around the people who work for you. Every one ¢ 
them is good at some things, no good at some thing 
and passable at others. So are you. Scientific analysl 
of your personnel when planning change of duties an 
responsibilities is something worth considering if yo 
are doubtful. 

Some Questions to Consider 


When we hire an additional machine salesman, ho 
are we going to place him in our organization? W 
we simply reduce the territory of our present sales” 
force and give them all general lines of machines, 0” 
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VAL DESK FILE 


This new . . . different . . . and improved 
Suspend-O-Folder Personal Desk File fits 
into the double drawer of the desk—a per- 
sonal file at his finger tips. An olive-green, 
heavy gauge steel box with 25 (all positions 
5th cut) Suspend-O-Folder and assortment 
of easy-to-insert guides, such as A to Z, Days; 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 
continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 











FIBRE BOARD FILES 
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will we let each salesman specialize in certain ma- 
chines and simply divide the lines? 

This again is a question that demands an individual 
answer. Maybe it is better business to divide the area 
geographically or simply expand the area of coverage. 
Ask your sales organization what they think about it. 

Generally, however, your soundest move in such an 
expansion program is simply to give each man a spe- 
cialty item or certain related items. No office machine 
salesman is equally good in selling all kinds of office 
machines. Pick what he sells best and likes to sell, 
and he should actually make more money selling his 
specialties actively than he made when he had to 
devote a good part of his time to items that failed 
to interest him fully. 

Let us assume that we are managing an office ma- 
chine store marketing every new business machine 
commonly sold through dealers. Our lines include the 
following: typewriters, adding machines, dictating 
machines, duplicating machines, check protectors, 
cash registers, copyholders, calculating machines, au- 
tographic registers, and intercommunicating systems. 

We have been using just one salesman to sell this 
general line, but now we are getting enough merchan- 
dise to justify an additional man. How shall we divide 
our lines? 

If we are putting on just one additional man, the 
logical division is to divide the territory, not geo- 
graphically, but on the basis of types of accounts. The 
salesman who sells cash registers and autographic 
registers is calling on a very different class of trade 
from the man who gives most of his attention to new 
typewriters and new calculators. The man who covers 
the retail market with cash registers will probably sell 
more adding machines than the other salesman, but 
both salesmen will have an active adding machine 
market and both salesmen should be franchised on 
adding machines and statement machines. If the 
dealer wants to expand his retail store market he can 
add scales, meat slicers, coffee grinders and other 
specialty items to be handled through his cash register 
specialist. What items and how far one can go are 
questions, however, that have to be individually 
answered. 


Some Jobs Are Specialties 


Cash register selling is a specialty job. So is check 
protector selling, and the techniques in the two lines 
have a good deal in common. But the typewriter sales- 
man sees more new check protector prospects. He 
probably won’t be as good a salesman, but each man 
might be franchised on check protectors. The type- 
writer man should, of course, sell copyholders, as this 
is entirely out of the line of the cash register man. 
Both salesmen will get prospects for intercommunica- 
tion systems. 

The specialist who works the office market will get 
most of the orders for typewriters, dictating machines, 
duplicating machines, copyholders, calculating ma- 
chines, and related office equipment, including furni- 
ture. The retail store specialist will get all the cash 
register business, nearly all the autographic register 
business, a good share of the adding machine business, 
and some orders for check protectors and intercom- 
municating systems. The office specialist will get a 
volume of supply business if he asks for it, but out- 
side of autographic register and register carbon, the 
retail store specialist will sell principally cash register, 
adding machine and check protector supplies. 

Suppose we add a third salesman. What shall 
he sell? He might well be a check protector specialist. 
The man who sells check protectors most profitably 
does very little else. A good specialist in this field 
Should easily develop an income comparable to the 
typewriter or cash register specialist if he has a good 
territory and a volume of machines to sell. 

How shall we divide the line for our fourth man? A 
good possibility here is to put our next specialist on 
dictating machines, duplicating machines, calculators, 
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STARTLING NEW WAY TO 
“SOUNDPROOF’ YOUR 


TYPEWRITERS!! ————7 


Bree 9, SNe 


ilont Sontr 


TYPEWRITER 
DEALER 








Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 


four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry'’’ way. Yet 
your mechanic — without removing a screw—can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machine! 





Write today for full illustrated details. 
Certain territories still available. 


BUSINESS MACHINE PRODUCTS. ixc 





96 LIBERTY STREET @ WOrth 2.1823 @ NEW YORK 6 WY 
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the ‘‘MASONCRAFT 


A Two-In-One 


No. 100 


MASON 


6 Varick St. 





DESK 
UNIT’ COMBINATOR”’ 


DESK PAD—CLASSIFIER 


Useful—Attractive—An Excellent Gift 





List Price $10.00 
HIGHLIGHTS: 


Genuine MASONITE BASE—100% Compressed 


Wood Fibre—Warp Resistant—INDESTRUCTIBLE! 


Six Part Work Classifier with Insertible Index Tabs. 


Durable Leatherette Panels—Fine Quality! 
Blotter Unnecessary— Washable! 

24K GOLD TOOLING—Distinctive Design! 
Made by Master Craftsmen! 

Available in Brown—Green—Maroon. 
Over-all Size—1914x36. Desk Pad—1914x24. 


We Manufacture a Complete Line of 
DESK PADS, 
DESK PAD COMBINATIONS & SETS, 
WORK ORGANIZERS, 
PHOTO ALBUMS & SCRAP BOOKS 





STATIONERY 

PRODUCTS, Ine. 
“It’s MASON for 

Stationery Products of Quality” 


New York 13, N. Y. 
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and intercommunicating systems. This man has to 
spend more time demonstrating and analyzing his ap- 
plication than the adding machine and typewriter 
salesman finds necessary. He must have more pa- 
tience, more ability to figure and handle detail, and 
should be able to sell more expensive installations than 
those of the typewriter and adding machine salesman. 

Additional breakdown of office machine selling is, of 
course, practical. Duplicator specialists operate suc- 
cessfully in almost any area, and in metropolitan ter- 
ritories often have large incomes. But there’s a 
limit to specialization and it has serious drawbacks. 
Too many different men representing the same com- 
pany and calling on the same people create confusion 
in the mind of the customer and sometimes represent 
wasted effort. 

Members of the association are invited to submit 
their experiences in this field for further study by 
the publications committee. 

oe 

D. & R. FIRM TAKES NEW, LARGER QUARTERS 

The D. & R. Manufacturing Company, Inc., Minne- 
apolis, Minn., owned and operated by K. M. Rice and 
Arthur R. Dale, recently announced that, owing to 
increasing demand for their Wright spirit duplicator, 
it had been necessary to move on September 1 to larger 
quarters located at 1330 Quincy St., Minneapolis 13, 
Minn. In addition to the Wright duplicator, the 
D. and M. Manufacturing Company will soon be in 
production of a low-priced spirit duplicator designed 


for post card work. 
——— =a 2 


MILES D. FRANCE BUYS TOLEDO BUILDING 

Miles D. France, owner and operator of an office 
equipment business bearing his name at 243 Ontario 
St., Toledo, Ohio, has purchased the building at 413 
Michigan St., that city. This building, which has a 
frontage of 20 feet on Michigan St., is being redeco- 
rated and remodeled to become the new home of the 
business within the next few weeks.—AK. 

















NAMED WEST COAST REPRESENTATIVE.—Harry C. Ford, 
who has been named by Rockwell-Barnes Co. of Chicago as 
their new sales representative in the Pacific Coast area. 


EDIPHONE, MONROE LEASE QUARTERS 

Ediphone Company and Monroe Calculating Ma- 
chine Company, Inc., have taken long-term leases in 
a new modernistic two-story building recently com- 
pleted at 1710-12-14 Olive St., St. Louis, Mo. 

The west half of the first floor, known as 1714 Olive 
St., has been leased to the Ediphone Company, located 
in the Railway Exchange Building for the past 25 
years. The east half of the first floor, known as 1710 
Olive St., has been leased by the Monroe Calculating 
Machine Company, Inc., which has been located in the 
Kinloch Building. 

Both the Ediphone and the Monroe companies, 
which have been installing new modern equipment in 
their new quarters, opened about August 15. 

The entire second floor of the building has been 
leased to the International Shoe Company. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 


Recent changes in the sales ranks, matters of 
particular interest to most of us, include Otis Wells, 
formerly general manager of Schooley Printing & 
Stationery Company, Kansas City, Mo., elected 
president and general manager of Western Lithograph 
Company, Wichita, Kans. Otis goes to his new firm 
very well posted on all matters pertaining to printing, 
lithographing, office supplies and office equipment, 
and should prove a valuable asset to Western. Con- 
gratulations and best wishes go to him from his 
many friends in this industry. Thomas F. O’Toole, 
for many years a leading salesman for C. F. Cody 
Company, Dubuque, Iowa, recently severed that con- 
nection to enter the office supply and equipment busi- 
ness with his son. The new firm will be known as 


Thomas F. O’Toole & Son, 521 Main St., Dubuque. | 


All good wishes to Tommy and his son. The S. G. 
Adams Company, St. Louis, announces the return of 
Leo Robbins, who left that firm some three years 
ago to enter the Army, and returns to take charge 
of the retail sales floor, succeeding Chester Parrott. 
The latter is moved upstairs to become assistant to 
Walter Ruedy, stationery manager and buyer. At 
Comfort Printing & Stationery Company, St. Louis, 
Bob Comfort returns from the Navy to take over the 
stationery buying, succeeding Bev Cherrington, who 
will return to his former position as outside salesman. 
* cd a 

Seen around the gift show at the Palmer House, 
Chicago, early in August, were M. T. “Binks” Wein- 
gaertner, the Belleville, Ill., mogul of Egyptian Sta- 
tionery Company. Also, the Oklahoma wizard, Jenny 
Wren of The House of Wren, Oklahoma City. Jenny 


FUTURE HOME 
JENNY WREN 





HOUSE OF WREN BRANCH?—Gene Mitchell, correspondent 
for NSA Region No. 8, saw the sign pictured above on a 
corner lot in Ferguson, Mo., and presumes it refers to the 
frame building at the right. He wonders if this is to be a 
new branch of the House of Wren, Oklahoma City, Okla. 


exhibited some photographs of his new store, which 
appears to be one of the most beautiful, efficient and 
modern yet achieved in this industry. 
a * ca 
The Dan A. MacDougalls of Kansas City, Mo., were 
reported vacationing in Toronto and nearby Canadian 
points, as well as visiting relatives in and around 
Windsor and Detroit. Dan is the Stationers Loose 
Leaf Company ambassador in these parts. 
oe * * 
A very sad message reached us in August telling 
of the death of the young son of Mr. and Mrs. Nelson 


Shepard of Sioux Falls, S. Dak., which occurred at | 


Rochester, Minn., on August 1. Our deepest sympathies 
to Nels and Dorothy. Nels is president of the new 
Midwest-Beach Company of Sioux Falls. 

* + * 


Seen around St. Louis recently was that old-timer 
recently returned from another territory, Morris Mann 
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VAIL yourself of the services of a USPM 
A specialist and you have the answer to 
faster, smoother, syslemized mailroom operation. 
Trained and experienced in solving any mail 
handling problem, he is capable of bringing you 
the full benefits of the USPM Mailroom Plan- 
ning Service. 

This service includes careful study of your 
individual needs, establishment of work rou- 
tines and systems, and recommendations of 
equipment to make your mailroom set the pace 
for the other departments in your organization. 

USPM offers you the only truly complete mail- 
room planning service—the result of years of 
research and experience. 


SEND FOR NEW FOLDER. Illustrates and 
describes all USPM Mailroom Systems 
and Equipment. Write Department OA-96 


for your copy. 





Metered Mail Systems . . . Letter and Parcel Post Scales .. . Letter Openers 
Envelope Sealers . . . Multipost Stamp Affixers . . . Mailroom Equipment 
Endorsographs . . . Ticketograph Systems 


Visit ovr exhibit at the National Business Show, 
New York, N. Y, September 30 to October 5. 
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R 
Now You Can 
Get The 
Amazing 


New 


Pen cy, POINTER 


To sharpen pencil, just 
Grip It, Dip It, Twist It! No 
soil—it holds the shavings; 


' a 
No toil—it’s labor saving! ; | 


The perfect pencil-point- 
ing tool, for draftsman, 


““S these F 
FEATURES! 


iY“ A Point for Every Purpose 
Y~ Replaceable Hollow-ground 
Blades 
Container for Shavings 
YY Waste-eliminating 
Point-Stop 
YY Convenient Size 
Smart, Colorful Plastic Case 
Patented, Guaranteed 
Construction 


STATIONERS, WRITE TODAY FOR FULL DETAILS 
OF OUR BIG PROFIT PROPOSITION 


ELECTRO-POINTER 


Sharpens Pencils Electrically 
Saves Time, Stops Waste, Points Perfectly 


TRIPLE “E” PRODUCTS CO. 


CEREJ OLIVE st. « St. LOUIS 8, MO. 
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of Sanford Ink Company. Morrie comes back to greet 
many old friends and we know his efforts here will 
be well rewarded. Another fine ink man, Austin 
Waterbury, The Carter’s Ink Company, has arrived to 
see that Morrie does not get all of the business. 
George Wilkerson stopped over between planes. George 
had been representing his firm, Smead Manufacturing 
Company, in his southeastern territory, and was en- 
route to his home at Springfield, Mo. Dick Stedding, 
Chicago manager for Wallace Pencil Company, suc- 
ceeding Jack Johnstone, who has taken up quarters 
at the home office in St. Louis, spent a few days at 
his factory before starting a trip to his northern 
territory. Harry Balch of Quality Park Envelope Com- 
pany was seen cavorting around the local stores, doing 
business as usual. Johnnie Pydlek, the Richard Best 
pencil man, spent a week at his St. Louis home be- 
tween trips. Bill Bohart, Eberhard Faber Pencil Com- 
pany, held a lengthy sales meeting at Comfort Print- 
ing & Stationery Company, St. Louis, following which 
he entertained the sales organization and executive 
staff at lunch at the Missouri Athletic Club. 
* * - 

Governor-elect and Mrs. Roy S. Moreland of the 8th 
Region and vice-president of Schooley Printing & 
Stationery Company, Kansas City, joined the Shrine 
parade to San Francisco in July, where Roy paraded 
to his heart’s content. He reports having met many 
old friends and made numerous new acquaintances 
among the members of his industry. 

* * * 

The St. Louis Optimist Club found quite a repre- 
sentation from this industry at their annual stag 
picnic late in July. Those present included E. A. 





Tea RSME ER 


a RA PT BR TSR nn oe ry 


Holscher, Holscher Office Furniture Company; Louis 

Blair, L. Blair Office Supply Company; Francis K. ~ 
Adams, S. G. Adams Company; Walter Jordan, Jordan — 
& Schied Company, office furniture dealers, and your t 


correspondent, all of St. Louis. 
a * * 

Izzy Voda, Wallace Pencil Company, St. Louis, almost 
caught a fish T-H-A-T long, while deep sea fishing 
off the California coast in July. When the whopper 
was almost in his hands, his line broke—he Says. 


Whatta line! 


* * * 


Others seen making their local rounds of the trade 
included Mark Crawley, Parker Pen Company; Harry 
Rodgers, pinch-hitting for our old friend, Charlie 
Davis, of Automatic Pencil Sharpener Company; 


Bernard Moffett, American Crayon Company; G. Wil- © 
liam Wilson, vice-president of Puritan Stationery © 


Company, New York, as well as F. W. Masie, general | 


sales manager of the same firm; and Charles Weis- | 


bord, Plymouth Stationery Company, Philadelphia. | 


These messages came from my able helper, Herbert | 


Held, of Blackwell-Wielandy Company. 
* * * 


The Stationers Association of Greater St. Louis 


held their annual stag outing at Wabash Club, near | 


St. Louis, on August 9. About 20 members and guests | 


enjoyed outdoor and indoor games, and a fine buffet 
dinner. Two fine hams went as prizes to Herbert 
Buschart of Buschart Brothers Printing Company, and 
Hugh Alexander of Skinner & Kennedy Stationery 
Company. Have had no report on the winner of | 
the pinochle contests, but Billie Schmiederer of Buxton 
& Skinner Printing & Stationery Company looked a 
little heavy on the change pocket side. New members 
attending the gathering included A. E. Glucksman, © 
recently appointed St. Louis manager for Oxford | 
Filing Supply Company, and Bill Glenn, his assistant; | 
Bill Bohart of Eberhard Faber Pencil Company, 3 / 
new member; and Ralph Pina, Boorum & Pease Com- | 


pany. 


* * * 


Of interest to many Midwest Travelers and 8th! 


Region dealers is the announcement of the opening | — 
4 


= 
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Che Way to ; 
ore School 
Lquipment 
Sales! 


Get your share of the nation's vast school expansion business by 
Increasing enrollments . . . long- 
. . the public's willingness to provide 
. have created the market and 


featuring Rowles products. 
delayed expansion programs . 
money for the tools of education . . 
the sales opportunity you have long been waiting for. 


Depend on Rowles quality, prompt shipments, and service. As the 
on-the-spot supplier of Rowles school equipment . . . so well and 
favorably known to school buyers for half a century .. . 
slice of this big market can be yours. Enjoy the advantages of 
Rowles product leadership . . . satisfied customers . . . easily-made, 
. dealer distribution. 


a large 


profitable sales . . 


lf you are not familiar with the Rowles line write today for catalog 
No. 252 and latest confidential price list No. 252A. 
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in Des Moines, Iowa, of Office Outfitters, Inc., in 
quarters remodeled to their specifications in the K-P 
Building, 6th Ave. and Locust St. The corporation, 
beginning business about September 1, is composed 
of Joseph D. Popple, Ralph Stutsman, and Kyle Col- 
lins, all formerly of the Zaiser organization of Des 
Moines. They will represent several leading office 
equipment and systems manufacturers and maintain 
a complete display room and warehouse stock. 
* * * 

Word has just reached us of the sudden passing of 
Carl Burkhead, long an employee of Zaisers, Inc, 
Des Moines, and for the past two years the stationery 
buyer for the firm. Death came early in August. Our 





sincere sympathies go to the bereaved family and to? 


business associates. 
od a ae 

Carl Kaufman, Speed Products Company, is now in’ 
the Deaconess Hospital, Marshalltown, Iowa, recover-/ 
ing from operations on his eyes. The Midwest Travei-! 
ers Club sent him some flowers and received the fol-! 
lowing letter, dictated by Carl and written by Mrs! 
Kaufman, who is staying with him: i 

“This will acknowledge receipt of the bouquet of! 
beautiful flowers sent to me here yesterday. 

“It is sure nice to know that a fellow has so many 
friends, especially when he is confined for five or six 
weeks. 

“I was pleasantly surprised several days ago, when 
Chet Smith drove out of his way to stop in and visit! 
with me. 

“IT am hopeful of being able to leave for home by) 
Labor Day and have every reason to believe that my 
operations were successful, and for which I am nat-} 
urally very thankful. ; 

“My very best regards to all of you fellows, and) 
hope that I will be able to meet all of you personally; 
again in the near future.” i 


—- 


OPEN SCHNAITMANN FIRM AT SHEBOYGAN | 

The new Schnaitmann Office Service store at 708 
Center Ave., Sheboygan, Wis., was recently officially) 
opened by Adolph Schnaitmann, owner and proprietor! 
to service the Sheboygan business machine field. 

In his new store, Mr. Schnaitmann, who has been! 
in the office machine repair business since 1934, will 
continue to handle the servicing of the machines. His) 
son, Roland S. Schnaitmann, a veteran of World War 
II, will assist him as office manager, and Walter Lieske/ 
will serve as sales manager. i 

All types of office machines and some other items 
of office equipment and supplies are carried at the new 
store, located in a building which has been remodeleé 
from basement to roof. 

The main office faces the street, and the service de? 
partment for the repair and cleaning of office ma- 
chines is a separate department in the rear. 

Vitrolite structural glass framing the display win-) 
dows gives a striking and colorful appearance to the 
store. The interior is finished in aqua and ivory it} 
contrast to the more vivid tones of maroon and grey it! 
the store front. 


ee 
REMINGTON TO PURCHASE NEEDED SPACE 

Remington Rand, Inc., which purchased the West 
over propellor plant in Johnston City, N. Y., hai} 
announced that it intends to acquire and operate tw 
other large plants in the state, says the Binghamton) 
N. Y., Sun. ; 
The “N” Division bombsight plant in Elmira, N. Y) 
is being acquired from the Government by the cor 
poration, according to its annual report, and a foul) 
story plant at Ilion, N. Y., has already been pur 


iy 


chased. - 
The corporation said that the purchases are beilh 


made to relieve crowded conditions in other plants 
and it specified that in the Elmira plant it will manly 
facture adding, accounting and calculating machines. 
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ince the introduction of PLASTI- —a 


CARBON, Longhorn’s distinctive @ It positively will not slip when rolled into a 


wry: typewriter 


at Os) 
yfFicially 
imi superior carbon are increasing daily. 
as been! 
134, will That’s because actual tests are prov- 
nes. His Thinner, crisper Longhorn PLASTI-CAR- 


rld Wat ing the outstanding qualities of 
Liesl § &§ 4 BON makes sharp, clean copies and makes 


PLASTI-CARBON. Utilizing an more per sheet than any other type carbon 
entirely new process that eliminates paper. Won’t smudge, works equally well 


new carbon paper, calls for this 
@ it will not curl under any conditions 


@ It has unbelievably long life 


r items 
the new 
modeled 


ual Wrox: from: the back of the sheet, . all standard and noiseless typewriters, 


ce PLASTI-CARBON has three highly 
In- ' 
to. the desirable qualities... AMERICAN CARBON PAPER MFG. COMPANY 


ivory it) 
| grey itl 


bookkeeping and billing machines. 


Dept. OA, Ennis, Texas 


CLIP THIS COUPON FOR YOUR GENTLEMEN: 


>ACE SAMPLE OF PLASTI-CARBON ... 


e West 
Y., hai 
rate twl) 
hamton CARBON, clip the coupon and mail to us. We 


Please send me a sample of Longhorn PLASTI-CARBON. 


If you have not sent for your sample of PLASTI- Name 





Address 





nw want you to see this superior carbon paper for 
RB, IN. 24 
the cor ‘ 
a foul build greater carbon paper sales. 
en pul 


oct) AMERICAN CARBON PAPER MANUFACTURING COMPANY 


‘a GENERAL OFFICES AND FACTORY...ENNIS, TEXAS 
ichines. 








yourself .. . test it and see why it will help you 
City Zone___State 
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4 Color Advertising for CHRISTMAS 


£ a half page full color Mr. Dealer: 


*. ¢ ion © Tei 
This is @ coped in Collier's 


YOUR NAME AND ADDRESS will be 
forwarded to every inquirer in your dis- 
trict . . . literally steering prospects into 
your very store. 


















WE'LL PAY FOR YOUR WINDOW DISPLAY SPACE AND 
FURNISH THE DISPLAY 





WE'LL PAY ON NEWSPAPER ADVERTISING AND FURNISH 
FREE MATS 


WE'VE A COUNTER CABINET THAT YOU OUGHT TO HAVE 


WE'VE A CLEVER NEW DISPLAY TO BOOST “PEN-IN-INK” 








SALES r 






...A PLASTIC COUNTER EASEL 


THAT COMMANDS ATTENTION. | 





> > > SPP 


...A HANDSOME FLOOR CAB- 
INET THAT STOPS 'EM AND 
SELLS "EM 


...GAY COLORFUL SEASONAL 
DISPLAY CARDS — ALL ARE 
YOURS FOR THE ASKING 














ROBINSON REMINDERS 








Canadian Office 


New York Office WESTFI ELD, MASSACHUSETTS Robinson Reminders ' 
200 Fifth Ave. (Canada) Limited 
Tel. Gr. 5-4262 INFORMATION ON REQUEST. 69 York St., Toronto 


aie ee 
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Seen and Heard 
in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


That backlog of orders in the office machine in- 
dustry in the Los Angeles area is threatened with the 
same malady that is said to infect the automobile 
industry, according to several dealers, and drastic 
measures are being taken to head it off before it gets 
too serious. Here is what we mean: dealers are find- 
ing out that customers are placing orders all around 
town awaiting deliveries with the thought of taking 
the machine or machines first available and then 
neglecting to cancel the rest of the orders. This prac- 
tice has already made the backlog look much larger 
than it should look. It makes the potential sales 
volume, large as it is, look much larger than it is. 
Even though deliveries are slow, the dealers are awak- 
ening to the fact that they must protect themselves. 
With the hope of heading off some of this deceptive 
build-up on backlog, some dealers report that they 
have already begun demanding deposits with orders 
and definite promises of acceptance of machines when 
they are ready for delivery. The situation needs watch- 
ing. 

The craving for new office equipment is about as 
acute as the craving for new merchandise of any other 
kind or character and the action on the part of the 
customer is natural and to be expected, yet it may 
work a hardship. 

* * XK 

The West Coast Stationery and Printing Company, 
1144 S. Spring St., is making preliminary plans and 
surveys for a new building, according to W. F. Lucas, 
president. The new building will be erected at the rear 
of the present location and will house the printing de- 
partment. The removal of the printing department 
from the main building will give much needed storage 
space for inventories. 

W. F. MacMurn, floor salesman for the company, is 
now back on duty after an absence of three weeks, 
during which time he underwent an operation. 

* * * 

Rod Nern, proprietor of Nern Office Furniture Com- 
pany, 4414 N. Central Ave., Glendale, states that his 
new location is even better than he anticipated. The 
territory which he serves is constantly expanding and 
the growth gives promise of being a substantial one. 
Mr. Nern’s former location was at 911 S. Hill St., Los 
Angeles. The move to Glendale was made in January 
of this year 

a * Bd 

The Southern California Adding Machine Company, 
947 S. Broadway, Los Angeles, recently made a very 
fortunate purchase of Burroughs late-model bookkeep- 
ing machines from a large firm in San Francisco which 
was changing systems. This purchase has given the 
company a fine stock. M. J. McMahon, who for the 
past 18 years has been inspector for the Burroughs 
Adding Machine Company in their Pittsburgh, San 
Diego, and Sacramento territories, is now inspector for 
the Southern California Adding Machine Company 
and will cover a portion of the Los Angeles area. G. E. 
Miller, one of the proprietors of this company, states 
that there is a terrific shortage of adding machine 
operators, although many good jobs are now avail- 
able and top wages are being paid. 

* * * 

The Brown Shop, 190 E. Colorado St., Pasadena, is 
working out a 40-hour plan and at the present time 
the shop is closed on Saturdays. Charles W. Brentner, 
the manager, states that the Saturday closing is mere- 
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AUTHORIZED 
DEALERSHIPS 


AVAILABLE 
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Please write us for particulars on 

our plan for select distribution 

of Markwell Office Type Stapling 
Machines and Staples. 





MARKWELL MFG.CO. 


Dealer Division 


200 HUDSON ST. NEW YORK 13, N. Y. 
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Deaters- 


qo 
2 MILLION PROSPECTS /o- 


to Sell 





y Zs - 
Copy-RIGHT 


( front-vision, ” line-by-line) 
COPYHOLDERS 
Yes, MR. DEALER, American business employs about 
6 million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 


Tie in your sales plans with our publication and 
mail advertising. It means substantial PROFITS to 
you... steady demand . . . repeat business. Single 
trial sales frequently lead to 
purchases for entire typing 
staffs! 





What Copy-RIGHT does 


for your Customers: i. 


MORE AND MORE 
DEALERS EVERY MONTH 


Saves Eyes, Effort, Errors 
and up to 50% in typing 


time by holding notes 
and copy-work straight | are stocking and selling 
ahead at shorter reading Copy-RIGHTs as a regular 
enintes BP se: thes im Domine you haven't started 
proving visibility, posture, 
nesureey, abd: hate yet, get at least one sample 


and literature with wholesale 
data. 


matically points out right 
line, holds place. 











Six Models hold papers up to 12", 16", 20”, 
ph Sale ha fe 36” wide. 


nr — -_ 
MAIL COUPON NOW! 


Copy-RIGHT Mfg. Corporation Dept. D 
53 Park Place, New York 7, N.Y., U.S.A. 


() Send literature and prices. 
[] Ship a Copy-RIGHT (Stock-Sample) on regular terms. 


Signed 

















(Attach letter head please) 
] 





ly an experiment but if it proves satisfactory will be 
maintained, otherwise a six-day week with staggered 
hours will be adopted. 


as * * 


Ted Ralph, branch manager for Remington Rand, 
Inc., 711 S. Olive St., states that noiseless typewriters 
are again available and that deliveries have been 
splendid up to date. The demand for these machines 
has been exceptional. 

* * * 

Wilson Turner of the Los Angeles News Company, 
305 Boyd St., has returned to work following his recent 
illness. 

* 2 +e 

W. R. Lindsay of the West Coast Stationery and 
Printing Company, 1144 S. Broadway, is recovering 
from his recent illness and expects to be back to work 
by September 15. 

n * * 

R. A. Thomas, manager of Grimes-Stassforth Sta- 
tionery Company, 737 S. Spring St., was scheduled to 
leaveon September 9 for a trip to Muskegan, Mich., 
New York City, and Chicago where he will at- 
tend the National Stationers Association convention. 
Carl Grimes, Jr., purchasing agent, will also attend 
the convention. Mr. Thomas, who is president of the 
Stationers’ Association of Southern California, an- 
nounces that the regular meetings of the Association 
will be resumed in November, the date to be an- 
nounced later. 

aK * *” 

Ervin L. Chaikin, proprietor of the Beverly Hills 
Office Furniture Company, 363 N. Camden Drive, about 
the middle of August left on a buying trip which 
took him to the factories in North Carolina, Minnesota 
and Grand Rapids, Mich. 

ot * * 

Carl Draper of the Draper Tag and Label Company, 
843 S. Los Angeles St., planned to leave on September 
13 for New York City where he will spend about two 
weeks. Mr. Draper will then go to Kankakee, IIl., to 
attend a sales meeting of the Amberg File and Index 
Company. From there he will go to Chicago where he 
will attend the National Stationers Association con- 
vention. Cameron F. Ashby, the company’s representa- 
tive in the San Francisco area, will accompany Mr. 
Draper, and Clark Cram, who is the company’s rep- 
resentative in the northwest territory, will join Mr. 
Draper and Mr. Ashby at Kankakee. They will make 
the trip by plane. 

+ * + 

John Powell and M. Elliott Nelson, proprietors of the 
Office Supply Company, 5734 S. Broadway, state that 
their recently-established business is growing tre- 
mendously and that when supplies are available they 
will be able to give the best of service to the south- 
west Los Angeles area. 

* * * 

J. A. Freeman, proprietor of the J. A. Freeman & 
Company stores at 35 S. Los Robles, Pasadena, and 
238 W. Main St., Alhambra, states that he is receiving 
adding machines and typewriters in greater numbers 
but that electric machines are still slow. 

Leonard L. Bredberg has joined the J. A. Freeman 
Company and is in charge of the repair department 
in the Alhambra store. Mr. Bredburg has had 15 years 
experience in typewriter repairing. He spent 18 months 
in service in the South Pacific. 

* * ok 

C. J. Harris, manager of L. C. Smith and Corona 
Typewriters, Inc., 533 S. Spring St., recently called 
the writer’s attention to the new model 8-M Corona 
portable adding machine. Mr. Harris states that he is 
very much impressed with this new machine and 
feels that his customers must be, too, for he is literally 
swamped with orders. 

” * + 

J. A. Johnson, manager of the Underwood Corpora- 
tion, 733 S. Spring St., accompanied by Mrs. Johnson 
1946 


OFFICE APPLIANCES, September, 














The reflected glare of light on paper work 
bounces back into the eyes, where Nature has pro- 
vided no protection. It causes eye fatigue, which, 
too often, communicates itself to other parts of the 
body and brings on that “tired-all-over” feeling. 


Accuracy suffers... work drags... errors creep in. 


“EYE-EASE” paper minimizes such reflected 
glare . . . guards workers’ eyes against strain and 
fatigue. Its correct green-white tint, combined with 
restful brown and green ruling is easy on the eyes, 
makes for greater working efficiency at any time, 
under any kind of light. It speeds up work. It helps 


to keep workers longer at their best. 


““EYE-EASE” helps sales. Push it! 
Recommend it! And be sure you 
have a supply of E-10 booklets for 
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A PRODUCT OF THE NATIONAL BLANK BOOK COMPANY, HOLYOKE, MASS. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 
secretary's prayer. 







A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 








Upper compartment with lift cover for current records 
and visible data. 






Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 
Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 












SIZES AND PRICES 
No. 854—LETTER SIZE No. 858—LEGAL SIZE 

















id High Deep Wide High Deep 
Upper Compartment 13” 10%,” 24” 16” 10%” 24” 
File Drawer 124,° 103%,% 243," 15% va 1034" 244," 
Utility Dawer 124," 35%” 243%," 15 1" 354" 24%, * 
Overall Height 30%,” Overall Height 30 iA” & 95 
$39.95 $46.95 






LETTER SIZE 


These prices do not include indexes. 





STEEL CARD CABINETS | 


These cabinets are designed for card record system and for use 
on desks or tables. Ideal for offices and libraries. Constructed of | 








best grade extra heavy cold rolled furniture steel, electrically | 
welded throughout. Rubber legs are provided but can easily be 
ONE DRAWER UNITS removed when the units are stacked. 

No. Card Size Capacity Depth Price : 
e333 133 1309 - re 338 a ws: sO oe a a prevent oe 
ses 5e5 ++ i es oe wit ti 0 seman 0 newly improved positive lock com- 

essor to keep cards in place. 
TWO DRAWER UNITS eee ae P 
No. CardSize Capacity Depth Price Finished in Cole Gray and Olive Green. 
C3352 3x5 = 3000cards «= 16” $5.67 
€3582 x8 3000 wd 18" 8.64 LOCKS—Cabinets equipped with lock and 
©3692 6x9 3000 16" 10.80 key add $1.75 per drawer to prices below. 





HEAVY STEEL 
SECURITY BOXES 


For the safe keeping of bonds, 
policies, books and other valua- 


bles for home or office. 





No. C1505 Made of finest grade of extra No. C1303 
a heavy furniture steel. Electrical ie re ee 
$13.50 COLE GRAY CRINKLE FINISH Y exqueais ‘ GREEN CRINKLE FINISH $11.00 
, Equipped with combination lock. ly welded throughout. Equipped with disc tumbler lock. 


COLE STEEL EQUIPMENT ce.. INC., 349 BROADWAY, NEW YORK 13, N. Y. 
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enjoyed a ten-day vacation the latter part of August 
in the California redwoods, San Francisco and at 
Brookdale Lodge in the Santa Cruz Mountains, Brook- 
dale, Calif. They made the trip by car. 

Several new salesmen have been added to the 
Los Angeles Underwood Corporation sales force. A. H. 
Prill, who started as a salesman in the Los Angeles 
branch and who later worked in the Peoria, Ill., and 
Chicago areas, and T. H. Spencer who was also with 
the Underwood Corporation as accounting machine 
salesman for a number of years, and who during the 
war was with North American Aircraft Corporation, 
have rejoined the firm. R. L. Empey, formerly supply 
salesman for Underwood in Chicago, and who served 
some time in the Army, is a new salesman in the 
accounting machine division. P. C. Berry, who served : 
as a lieutenant in the Army, is another new account- Gpaffco Sl g na ls an d 
ing machine salesman, and G. G. Vaughan, formerly : 
with Underwood, is another new typewriter salesman maptacks never forget; 
at the Los Angeles branch. V. A. Hodgson, who served they make existing 
in the Army for three years, has recently been ap- ; 
pointed office manager. systems more efficient; 


oe te | speed operations. 


ry 
(5 | DANGER SIGNALS ANEAD? TELL HIM ABOUT 
eV 





y 
. 









Jerry G. Price, formerly with the West Coast Sta- 
tionery and Printing Company, 1144 S. Broadway, and . f, 
also Vroman’s, Pasadena, has been appointed store Right now and for the 
manager for the California Stationers and Printers days ahead, it is very 


* * ae 
Wesley W. Landsberg is now with the West Coast important that marti 


Stationery Company, 241 S. Spring St. He was formerly : 
with California Stationers, 105 W. Fourth St. agement keep its house 








95 you: <a in order...its busi- 
The Alexander Stationery Company, 1513 N. Vine | ness under control. 
ZE ; St., Hollywood, was scheduled to move to its new quar- 
ters by the end of August, according to Ralph Alexan- ’ Is 
der, proprietor. The new store at 1519 N. Vine St. has | Use Graffco signals 
been remodeled and new fixtures have been added. Mr. vom, B SIGNALS 
. Alexander was at his old location for nine years and and maptacks to vital 
S has a second store at 246 S. Western Avenue. ize your records and 
i * * * 


r ofhice 
T. L. Sloat of the Underwood Corporation and his charts Ask - een 






se 
“a wife have returned from a fishing trip which took supply dealer. 
o . them to Ensenada, Mexico. They were gone for ten 
cally | days. Logan Wells, typewriter salesman for Under- ; 
y be ' wood, reports the recent arrival of a son at his home. GEORGE B. GRAFF 

it ides COMPANY 
' A. C. Hauser, proprietor of the Columbia Sales Book 

ental | Company, 315 S. Spring Street, Los Angeles, has re- 54 Washburn Avenue 
com- turned from a visit to the factories of the C. E. Shep- Cambridge 40, Mass. 


pard Company in Long Island City, N. Y. He made the 
trip by plane. B. F. Hauser, a brother, West Coast rep- 
resentative for the Nebraska Sales Book Company, has 
moved into the same offices with his brother from 
his former location at 210 West 7th St. He will also 
operate in the future under the name of the Co- 
lumbia Sales Book Company. The offices are being 
remodeled to accommodate the larger sales force. 
Two private offices are being added, one for each of 
the Hauser brothers. 
* * + 


Forrest E. Costenborder, formerly with Arey-Jones, 
San Diego, has joined the organization of Earle P. 
Hambly and Associates, 1343 Fourth St., Santa Monica. 
Mr. Costenborder, who quite recently was released 
from Navy after four years of service, will operate as 
an outside salesman in the Santa Monica Bay district 
area. Bryant C. Fahrney is no longer connected with 
this firm. Norris P. Hambly, son of Earle P. Hambly, 
who has been with his father since returning from war 
Service last May, was married August 31 to Miss 
|.00 Barbara Tatreault. The two young people have known 

; each other since high school days when they were 
classmates. The bride is an employee in the offices 
of the U. S. Employment Service, Santa Monica. The 
N. Y. Hamblys are making their home in Santa Monica. * 


cp BUSINESS ——™ 
er Control ~~ 
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KEEP IN STEP with the huge SWINGLINE leadership 
promotion...hard-hitting, attention-getting, color- 
ful advertising and dealer helps...the dream team 
of all progressive dealers. This spells quick repeat 
profits . .. consumer satisfaction and good will... 
all resulting from SWINGLINE’S speediest stapling 
team. 


KEEP IN STOCK swINGLINE’s 100% ROUND WIRE 
Staples. They’re pre-tested for hardness and 
tensile strength to assure greater penetration and 
prevent buckling. They’re precision-engineered, 
100% uniform and purposely round to eliminate 
excess glue, prevent clogging. A real teammate 
to the SWINGLINE Stapler with its famous open 
channel for split-second loading. And remember 
—SWINGLINE’S 100% ROUND wIRE Staples fit all 
standard staplers. 


GET SET NOW! Capitalize on SWINGLINE’S coop- 
eration for bigger volume and more profits! 


SPEED PRODUCTS COMPANY, INC. 
LONG ISLAND CITY 1, NEW YORK 
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As Simple as A-B-C 


The Mechanism in the New 
VEVIER RATCHET-LOCK CATALOG BINDER 


No Slides, No Keys, No Screws to Turn—No Complicated Mechanism 


oe o 
Flip AND IT'S OPEN Flip AND IT'S CLOSED 


AND WHEN IT'S CLOSED, THE RATCHET-LOCK KEEPS IT CLOSED 


VEVIER 
HAS IT 


Your salesmen and customers will find it easy to 
insert new pages. We have done a big business 
with smart buyers over a number of years. The 
Sieber End-Lock Binder is good, but we think the 
new Vevier Ratchet-Lock Binder is a great improve- 
ment over all other types of catalog binders. 
Vevier Ratchet-Lock Catalog Binders are made to 
customer's specifications in leather (when avail- 
able) or imitation leather—your choice of colors. 


Flip Lever Up to Lock 
F ] Lever Down to Unlock 


We will soon be in our new plant with double the floor 
space, with the same trained organization, with enlarged 
facilities and equipment. We make 90% of the metal 
parts used in our binders. 





Vevier Ratchet-Lock Catalog Binder Patent Pending 


YOU DON’T BUY CATALOG BINDERS EVERY DAY 
When You Do, You Want Them to Stand Up and Deliver 


With Handles or Without We know, that when you buy such important equipment, you will want 
Handles—1 to 6 Inch Mini- to see what it is like. Sample will be sent on memorandum bill, subject 
mum Capacity — Over 60% to return in good condition, for full credit, within thirty days. 


Expansion—Either 3 Post or Let's talk it over. Write—Wire—Phone. 
4 Post Get the Story—See Sample—You're Going to Like This Binder 


VEVIER LOOSE LEAF COMPANY 


EXECUTIVE OFFICES 
216 SOUTH 7TH BLVD. held DEPENDABLE 
ST. LOUIS 2, MO. anupacturers CVEVIER R} 


CHESTNUT 4198 METALS 
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IN OTHER LANDS 
(Continued from page 50) 


tering the service of K&J as salesman in 1903, his 
ability in selling and organizing was quickly recog- 
nized and in 1906 he was appointed Lancashire man- 
ager, with local headquarters at Liverpool. In 1912 
he was transferred to Manchester and four years later 
was appointed sales controller of their central area. 
In 1918 it was decided to call him to headquarters at 
West Bromwich to take charge of all sales activities. 








J. REID ADAM 


At the British Empire Exhibition at Wembley in 1924 
Mr. Adam spent the whole of his time on the K&J 
stand and, as a result of the knowledge gained and 
friends made, it was decided to develop overseas trade 
in a big way. The entire work of organization and 
appointment of agents rested in Mr. Adam’s hands 
with results that exceeded the most optimistic expec- 
tations. In a few years a sound and steadily in- 
creasing business was established in a number of 
European countries and most parts of the British Em- 
pire. It was during his work at the exhibition that he 
had the honor of being presented to Her Majesty, 
Queen Mary. 

As a fellow of the Incorporated Sales Managers As- 
sociation and then president of the British Direct 
Mail Advertising Association, Mr. Adam addressed the 
International Advertising Convention in Berlin in 
1929. 

He was one of the founders as well as past president 
and past chairman of the British Direct Mail Adver- 
tisers Association, a member of the council of the 
Advertising Association, a member of the council of 
the Incorporated Sales Managers Association and a 
contributor to the advertising and trade press. 

Wherever Mr. Adam went in the British Isles or 
overseas—and his excursions abroad were numerous 
and widespread—he made friends and, more impor- 
tant, has kept them. As a speaker he is in tre top 
rank, as an individual his courtesy, charm, versatility 
and ready wit have made and still make him a rare 
acquisition for any company. 

Mr. Adam has wisely chosen to relinquish the reins 
of office whilst still at an age to enjoy the fruits of 
his enthusiastic and vigorous labors. We wish him 
continued good health and happiness in the years that 


lie ahead. 
— 2 a 


NEW REPRESENTATIVE IN NEW ENGLAND 


William F. McQuillen, who recently returned after 
serving overseas in the armed forces, is now a mem- 
ber of the Bainbridge, Kimpton & Haupt sales organ- 
ization. 

Many years of experience as a manufacturers’ rep- 
resentative and as a retail store manager make Mr. 
McQuillen qualified for his service to New England 
Office supply dealers. He is now calling on the New 
England trade under the supervision of Melville G. 
> ogua Mr. McQuillen resides in a suburb of Boston, 

ass. 
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Line Daters and Numberers, Die 

Plate Daters, Self-Inking Stamps, 

Time Stamps, Stamp Pads and Inks, 

Notary Seals, Stamp Racks, Stencils, 

Rubber Type Sets, Sign Markers, 

Brass and Fibre Checks, Corrugated 
Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP M6. Co., Ine. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N.Y. . NORWOOD,NJ. . CHICAGO, ILL. 
PHILADELPHIA, PA. . NEW YORK, N. Y. 


119 











MELVILLE G. WHEELER ADVANCED BY FIRM 


by | (: R O mS S Melville G. Wheeler was recently elected second vice- 
president of Bainbridge, Kimpton & Haupt, Inc., 218 


Greenwich St., New York, N. Y. 
S : F N & | L S For the past five years, Mr. Wheeler has represented 
the company in the New England territory. During 








NOW AVAILABLE 


in a NEW, cool green, eye-appealing package—a 
carton as modern and progressive as SHALLCROSS 
DOUBLE COAT STENCILS. 














MELVILLE G. WHEELER 


this time he has also acted as assistant to the presi- 
dent in the marketing and merchandising problems of 
the firm. 

Mr. Wheeler is in charge of the New York sales and 
display office, located in the Fifth Avenue Building, 
200 Fifth Ave., New York, N. Y. He will also direct 
sales activities throughout the New York metropolitan 
area and the New England territory. Mr. Wheeler is a 

| member of the newly-formed policy committee of the 

| company. 

| = ___ 
REMINGTON RAND APPOINTS BABCOCK 

L. A. Newman, general sales manager of the com- 

mercial typewriter division of Remington Rand, Inc., 

recently announced the appointment of D. E. Babcock 











The winning combination—a package designed for 





selling—a product designed for customer satisfac- 


tion. Long-fibered imported tissue coated with | D. E. BABCOCK 
TWO special solutions gives SHALLCROSS | to the position of assistant typewriter branch manager 
| at Boston, Mass. 
DOUBLECOAT STENCILS extra strength, extra Mr. Babcock joined Remington Rand in 1945 as as- 
durability PLUS extra smoothness for artwork that sistant to the director of personnel of the typewriter 
é Lee | division at the company’s home office in New York 
means quality duplicating ALWAYS. City, where he was active in the sales training pro- 
gram. 
Prior to joining the company, Mr. Babcock had 
PRICE LIST AND SAMPLES , served for several years in the Army from which he 
was discharged with th j 
ON REQUEST apes oli aga ama 


KNOXVILLE FIRM TAKES NEW LOCATION 


THe Roberts Company, office furniture and supplies, 
504 Union Ave., Knoxville 20, Tenn., recently an- 
nounced a new and larger location, 818 S. Gay St., 


~ The SHALLCROSS COMPANY 





Manufacturers of effective on or before September 1. 
Inks -Ribbons-Stencils-Papers ieee drgse tech: Parking cotsitsons ure tomer 
FORTY GIGHTM and GRAVS FERRY RORD the new location and delivery service will be given to 
PHILADELPHIA 43, PENNA. all parts of Knoxville ’ 
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PENCIL SALES DEPARTMENT 


JOSEPH DIXON CRUCIBLE COMPANY 


JERSEY ClTY 3s WM. 2. 


















The movie script called for “easily recognized” pencils— 
and what’s more familiar than Ticonderoga’s green plas- 
tic ferrule and double yellow bands? r 
The script also called for leads which could “‘take it” 
when sharpened roughly—so Ticonderoga won the part. 
Day-by-day radio advertising, week-by-week space in 
leading magazines, publicity like this . 


. no wonder 


t 





PENCIL SALES DEPARTMENT, JOSEPH DIXON 


AUDA LES 
earl 


TRO MAACO NDEHOGAWSBE NOY | 


sili 


TICONDEROGA— 
NOW IN THE MOVIES! 
*Sid Silvers, who plays the part of “PENCIL” in 
Benedict Bogeaus — United Artists’ production 
“MR. ACE,’ starring George Raft and Sylvia Sidney. 


Ticonderoga is a national favorite—your best bet for 
turnover and profits. 


big DIXON 
4 


The famous pencil with the locked-in-plastic tip. 











CRUCIBLE CO., JERSEY CITY 3, N.J 
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SLAB, LATEX 


FOAM RUBBER 


CHAIR 
CUSHIONS 





Fairfoamn 


a contribution of science to 
luxurious comfort 


@ Prevents fatigue 


@ Prevents wear (and shine) ‘ 
on clothing | 


ie 








1” CUSHIONS 
Faitfoam line 


(slab, latex foam rubber) 
No. 10 S, Steno size, 


let e0CW azo $4.50 

No. 10 E, Executive size, : 

et @GCR Gsiii ns aoe cee 5.00 
De Luxe line 


(50% flaked, latex foam rubber 
and 50% cotton felt) 
No. 62, Steno size, | 
et BOOK. oo nis veers 2.70 
No. 64, Executive size, 


PSY COU isn oi hoviarincsvnted new BkO 





FAl 


APPLIANCES, 


OFFICE 


maroon. 


September, 





@ It breathes; it cools 
© Dust-proof; lint-proof ni 
@ Moth-proof; vermin-proof 
® Sag-proof i 4 
@ Lasts a lifetime es 
1%” CUSHIONS 2” CUSHIONS = * 
Fairfoam line Fairfoam line 
is (slab, latex foam rubber) (slab, latex foam rubber) 
No. 15 'S, Steno size, ypu ane ner $6.50 
HAS GON. as vn vias hence ee 8) No: 20 E: Executiv size, 
No. 15 E, Executive size, - ~ list each ....... ee eats 7.00. 
Nsteech. nccdcas eta. 08 ose x 
f oa De luxe line 


{50% flaked, latex foam rubber. 
‘and 50% cotton felt) 
No. 45, Steno size, 


All cushions are covered- with 
fibre matting (on one side) and 
gabardine (on the other) and are 


Ba) CORN 32 idee aise $4.50 
available in brown, green and No. 46, Executive size, 


list each... 3.2055 ek ae 


a discounts. 


FURNITURE COMPANY 


1197 McCarter Highway * Newark 2, N. J. 
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USE IT IN 


THE MAGNUS “TW” AJA-DIP CLEANING MACHINE 


(Patented) 


HE value of Magnusol in cleaning type- 

writers and business machines has been 
widely recognized for many years. This eco- 
nomical concentrate has been setting new high 
standards in the field for a long time. 


BUT ... when this same solution is used in 
the new Magnus Aja-Dip Cleaning Machine 
(Type “TW” for typewriters and business 
machines) it really goes to town. 


It is not necessary to brush or blow off dirt 
before cleaning. Just remove the carriage and 
immerse the entire chassis in the machine. The 
many times repeated up and down motion of 


the work IN the machine insures a positive, 
active contact of the solution on every surface 
of the typewriter, even inside all normally 
hard-to-reach recesses. Moreover, the solution 
has a vigorous “shearing” action on all dirt 
deposits which insures their being dislodged 
and removed as the Magnusol solution does its 
task of penetrating and loosening them. 

No heat is necessary. Units are thoroughly 
cleaned in ten minutes. One machine can 
handle up to ten typewriters per hour, or sixty 
or more per eight-hour day. Faster and better 
cleaning is assured when this combination of 
Magnus Cleaner and Machine is in use. 


Let us send you complete data on this new and 
thoroughly proved method of speedier, better 
cleaning of typewriters and business machines. 











1921-1946 


MAGNUS: 
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RET. ROT REE ERMA Emenee 


& 


TWENTY-FIVE YEARS OF SERVICE TO INDUSTRY : 
MAGNUS CHEMICAL CO., 88 SOUTH AVE., GARWOOD, N. J. | 


Cleaners and Machines | 


1946 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





An ex-GI, H. E. Nordgren, recently opened the 
Puyallup Typewriter Shop at 113 Second Ave., S.E., 
Puyallup, Wash. Mr. Nordgren features 72-hour serv- 
ice on typewriters, cash registers and adding machine 
repairs, besides the sale of ribbons and supplies. 

a * * 

Frank’s Stationery & Printing Company, Portland, 
Ore., has opened a new retail stationery store at 
414 S. W. Third Ave., Portland. The printing plant 
continues at the old location, 421 S. W. Second Ave., 
Portland. 


ss 6 


A. T. Patridge, owner of the Seattle Rubber Stamp 
Company, 912 Third Ave., Seattle, is poised for con- 
siderable post-war expansion, as soon as equipment 
can be received. He has a number of new machines 
on order for delivery and will use these in making 
new products in the rubber stamp lines. This Seattle 
company was first launched as the Partridge Stamp 
Company in 1908, and in 1929 the name was changed 
to the Seattle Rubber Stamp Company. A. T. Partridge 
learned the business at an early age from his father, 
A. S. Partridge, who started in a stamp shop when 
only ten years of age. Now 17, he is still active in the 
work of the Seattle Rubber Stamp Company. 

* oa * 


The Wholesale Office Equipment Company, Inc., 
has recently been incorporated at Spokane, Wash., 
with capitalization of $50,000, by Clinton Lower, W. R. 
McMullen, and Thomas Malott, all of Spokane. 

* + * 


Opening its new store at 2005 Third Ave., Seattle, 
Wash., the J. K. Gill Company of Washington, Inc., 
as distinguished from the Portland, Ore., headquar- 
ters, booksellers and stationers in the Pacific North- 
west for 79 years, featured an invitational preview, 
extending formal invitations to a selected list. On 
hand to greet those responding were Earl Kinder, 
manager of the Seattle store, and Mrs. Waunita 
Gaston, his assistant and secretary, as well as a staff 
of employees. A new building is utilized. Mr. Kinder 
pointed out to the Seattle correspondent of OFFICE 
APPLIANCES, “Mainly school supplies are handled—the 
type of merchandise that will blend into school needs 
of all kinds—not so much general stationery, but we 
will add to our lines as is fitting. .. . In addition, 
trade books and art supplies are emphasized. Spacious 
well-lighted showrooms are available. 

* * ok 

B. J. Vaughan of Moore Business Forms, Inc., fol- 
lowing an extensive business tour of Alaska, was the 
principal speaker at an August meeting of the North- 
west Mining Association and the mines bureau of the 
Spokane Chamber of Commerce, in joint session. He 
spoke of the high promise which Alaska holds for 
development as a new gateway for air travel to the 
Orient. 

3K a co 

The Ruggles Stationery Company of Seattle, whose 
interesting slogan is “Stationers for Three Genera- 
tions,” plans expansion. From its headquarters on 
Cherry near Second Ave., it is reaching out into an- 
other business community at 609 Stewart St., where the 
new store is fast being readied. Loose leaf forms, filing 
supplies, pens, general business stationery and all man- 
ner of equipment for offices will be stocked for the 
convenience of the business firms and offices near by. 

* * aS 


It was another case of “Woodman, Spare that Tree”’ 
for James Daniel Lowman, 89, a pioneer stationer and 
one of the founders of Lowman & Hanford Company. 
The tree, spared despite the march of progress, was 
& walnut which he and his late wife, Mary, planted 
in 1881 at their home, 820 Boren Ave. Walls of the 
hew Swedish Hospital Nurses’ Home had to be de- 
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REASONS WAY 
“T] S$.” rippons 
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1 SHARPNESS OF OUTLINE 
2 SUPERIOR STAMINA 

3 COLOR PERMANENCE 

4 NON-SMEARING INK 

5S ERASABILITY 


These, Mr. Dealer, are the outstanding 
reasons why thousands of typists are 
using "U. S.” ribbons . . . and why they 
will continue to do so... for satisfied 






customers stay sold 


“tl ‘| 
any 
1m, 


a) Fact, eS 
Mr. DEALER 


Yes, it's a fact that more and more ribbon 


= 


and carbon dealers are featuring "U. S." 
products .. . and it's a fact that the liberal 
"U. S." price policy gives the dealer a higher- 


than-average profit margin. 


Why not get ALL THE FACTS? Write 
today, without obligation. 












General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 
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A-B-Cs of 
MARKING DEVICES 


CROWN LINE DATERS—A quality 
product embodying every design and band 
arrangement to meet every dating require- 
ment. 


“Known Throughout the World” 











Can be supplied 
in all languages 
° 
for 


DOMESTIC AND 
EXPORT TRADE 





Pitigsion’s 
Best 
CROWN 
DaTERS 





Well-constructed metal frames — heavily 
nickel-plated, with sturdy bridges and 
Knurled aluminum rolls grip the 
band firmly, making for easy adjustment. 
Bands are deeply moulded, giving clear- 
cut impressions. 


axles. 


R.A.STEWART 


& COMPANY, C. 
80 DUANE ST. « NEW YORK 7, N. Y. 
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| of plasma is essential in peace as well as war. The 
| John W. Graham and Company, L. C. Smith & Corona 


_ Communications System of Seattle, has a host of 
| typewriters on order for re-entry in the typewriter 


| Book Store at 905 Third Ave., Seattle, Wash., 
tiring from a long and active career, following the 


| Mr. 


' Paul, Minn., before coming to Seattle 40 years ago. 


| per cent vacancy as revealed in the previous quarter. 
_ rent entirely full. 


| vacations together—or at least at the same time— 


toured to save the special walnut tree, one sent fror! 
Hagerstown, Md., when young Lowman came out 
West “to teach,” but went into the stationery business 
instead. His father sent him the little tree and he 
and his young bride, Mary, planted it before their 
new home was ready. Mary died seven years ago, the 
venerable stationer is 89, but the tree is still tall 
and green—and saved—despite the encroachment of 
the large hospital to which Mr. Lowman has recently 
sold his property. 


* * * 


Several of the leading stationers of Spokane have 
joined with civic-minded citizens and businessmen in 
promoting the Spokane Community Blood Bank. They 
are showing in extensive broadsides and special mes- 
sages how this local blood bank with its storehouse 


Typewriters, Inc., and the Spokane Paper & Stationery 
Company are among those aiding the project. 
+ * a 


A. J. Houle, typewriter repair expert for the Alaska 


business, suspended after Pearl Harbor when he went 
into the Navy. 

o* * * 

Charles D. Raymer, 86-year old operator of Raymer’s 

is re- 


sale of his store to Mr. and Mrs. L. R. Chlarson, 
who came to Seattle from Arizona during the war. 
Raymer has been in the book business for 
63 years, having had stores in Minneapolis and St. 


Mr. and Mrs. Raymer, relieved of the cares of their 
store, are now taking a station wagon trip to Cali- 
fornia, Arizona and New Mexico. 
oe * cm 

Never before have office buildings been so well oc- 
cupied by offices and business firms, all of whom are 
good prospects and customers of commercial station- 
ery, as at present in Spokane, Wash. Recent surveys 
of these prime prospects of the office suppliers have 
shown the lowest office building vacancy in the his- 
tory of Spokane’s annals. Such lack of occupancy 
stood for the last June quarter at .012 per cent, ac- 
cording to the Spokane Building Owners & Managers 
Association. 

This low figure compares favorably with the .02 


So few vacancies exist in the bustling office buildings 
that the building managers consider their space to 


* * * 


The popular modern plan of entire staffs taking 


closed down the stationery store of the John L. Bird 
Company, 4th Ave., Seattle, this August. Closed from 
the tenth to the seventeenth, the Bird staff was able 
to enjoy vacations at the same time, and return 
refreshed for the opening later in the month. 

* ” * 


Serving to popularize the “intercom system” of 
communication that has doubtless grown with the 
war, Ruggles Stationery Company, 115 Cherry St, 
Seattle, plans a large sales promotional plan for dis- 
tribution of the Dalmo Victor intercoms, with imme- 
diate delivery of such equipment. 


de eed 
CANADIAN FIRM MAKES NAME CHANGE 

Canadian Postage Meters, Ltd., founder of the 
metered mail system in the Canadian Postal Service, 
has changed its name to Pitney-Bowes of Canada 
Ltd. 

The company was established 23 years ago as a sub- 
sidiary of Pitney-Bowes, Inc., Stamford, Conn., manu- 





















facturer of mailing machines for business and govern- 
ment. 
1946 
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Model “E”’ 





STENCIL PRINTING PRESS 


This handsome new machine combines 









the best results of long and patient ex- 
perimentation to produce many new fea- 
tures not hitherto possessed by the best 
of previous stencil printing machines. 


full speed . . . without stopping your 
Model “E” to reload! While actually 
feeding sheets, it takes the new load! 
The time—and money-saving value of 
this advantage alone has brought an 
avalanche of favorable testimonials. 
And you should know about the OTHER 


outstanding new features. . . 


a modern printshop 


in Yow oitice 





WRITE FOR PARTICULARS 


MARR DUPLICATOR CO., Inc. 
53 Park Place, 


easter... 
Geller ae 
COlkaner Pee 























MARR 


Accurate single sheet feeding . . . at 





New York City, 7 
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Made the Modern Way 
FOR LONGER WEAR 








Covered with KERAZON*, a Plastic Fabric 


GUARANTEED NOT TO CRACK OR PEEL 
FLAMEPROOF - WATERPROOF 


NUMEROUS LABORATORY TESTS guarantee that this material will not crack 
or peel, is water and flameproof and long lasting, making it ideal for Chair Cush- 
ions. This attractive 16” x 18” Cushion has an innerspring consisting of 16 coils. 


Extra thick and comfortable because it is tightly filled with cotton to hold its shape. 


Retail Price: $6.00 Each 





We also manufacture the same Cushion, but instead of springs and 


cotton, filled with chopped foam Rubber. 


Retail Price: $8.00 Each 


Special discounts to wholesalers 


REPUBLIC SEATING CO. 


MANUFACTURERS 
45 WEST 45TH STREET Telephone: BRyant 9-4245 NEW YORK 19, N. 


*Registered U.S. PAT. OFF. 
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VIRGINIA-TENNESSEE NEWS NOTES 





J. F. Howison, Correspondent 





We have struck upon a plan, in these August weeks, 
to make news-gatherers out of the stationers. From 
nine firms in Richmond, Norfolk, Charlottesville, and 
Petersburg, seven responded favorably with good copy. 
The only incentives I offered were a $.15 cigar and 
a well-selected ripe honeydew melon. If the plan 
succeeds, I will try the office machine dealers for 
October. 





HIS HOBBY GREW—R. Allen Pierce is a well-known druggist 
of Greeneville, Tenn., who has turned his hobby of repairing 
typewriters and adding machines into a full-grown business 
in conjunction with his drug store. The shop is fitted with 
all modern devices for office machine repair. Mr. Pierce 
carries the full Remington Rand, Inc., line. 
ok * * 


My friend, James E. Jarman, is still actively engaged 
in business at 92 with Jarman’s, Inc., at Charlottes- 
ville, Va. He didn’t actually sell to Thomas Jefferson 
but his immediate predecessor actually ordered and 
imported many articles of stationery for the former 
president of the United States and founder of the 
University of Virginia. 

Jarman’s, Inc., has one of the largest stationery 
businesses to be found in central Virginia and the firm 
recently added 2,000 feet of showroom space, in which 
they have five model offices for display purposes. 

Mr. Jarman, Sr., founder of this business, has been 
daily behind the counter for more than 177 years! 

In spite of his advanced age, Mr. Jarman doesn’t 
miss an opportunity to assist the firm and he is often 
greeted by men who have been calling on the firm for 
more than 50 years, including the writer. Three gen- 
erations of Jarmans are active in the concern, repre- 
senting a combined total of more than 125 years in 
the office equipment business. 

Jarman’s, Inc., is training veterans under the GI Bill 
of Rights and in addition employs 25 persons. 


. oS 


T. S. Beckwith & Company, Inc., Stationers, Peters- 
burg, Va., a long-established firm, is proud of the fact 
that out of the store’s staff of eight employees, six 
Saw service in the past war. These are Carl M. Bortz, 
who was a lieutenant colonel on New Guinea and who 
Served as a sergeant in World War I; J. H. Bailey, in 
charge of the company books, who was a second lieu- 
tenant in the Quartermaster Corps; Heath P. Lamb, a 
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EXTRA PROFITS 
for DEALERS 


with the new 


yl tur- raf 


TRADE MARK 


Floor or Wall 
SAFE .”.: 


Today prospects everywhere have war bonds, insurance 
policies, securities and other valuables . . . and no place 
to keep them. Safe Deposit Boxes are scarce . . . banking 
hours short, while fire and theft work 24 hours a day. 


PILFUR-PRUF FILLS PRESSING NEED 


... Small businesses everywhere need a Pilfur-Pruf 
Floor or Wall Safe to safeguard their currency and 
checks, contracts, and other valuables. People doing 
business in their homes too . . . in fact every home is a 
prospect. Easily installed, Pilfur- Pruf offers immediate 
opportunity for dealers to make substantial profits. 


FLOOR SAFE. Like having 
a Safe Deposit Box in your 
own establishment or 
home to protect valuables 
from fire and pilferage. 
Easily installed flush with 
concrete floor. Has two 
compartments, each with 
heavy lid and separate keys 
.-750 cubic inches of vault 
space. Special Pilfur -Pruf 
tumbler key locks and full 
rotating top cover, de- 
signed to foil any attempt 
at tampering. Weight75 lbs. 


WALL SAFE. Same sturdy 
construction as floor 
safe except about half 
as much vault capacity 
due to addition of full 
inch thickness of insu- 
lation against fire and 
heat. Weight 100 Ibs. 
Installed in walls or 
fastened to floor. 


Immediate Delivery! 


THE HALWELL COMPANY 


2182 Bryant Street San Francisco 10 
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AT THE 
N. S. A. 
EXHIBIT 


THE REYBURN MFG. CO., INC. 


PHILADELPHIA 32, PA. 
BRANCH FACTORY AND WAREHOUSE 
2030 N. NATCHEZ AVE., CHICAGO 35, ILL. 
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sergeant at the same camp; Miss Ethel Bernson, a 


medical technician at Camp Lee Hospital; and Nor- | 


man Plummer, private first class and a truck driver 


at Camp Lee. 
The industry will well remember Col. Bortz as chief 


of the office supply section branch office of the Quar- — 


termaster General’s office at Washington in 1941 and 
1942. 
” * * a 
Spencer L. Hayes, stationer, formerly with the Nor- 
folk Stationery Company, has opened a new business 


for himself—Hayes Office Equipment Company, 250 ~ 


Bank St., Norfolk. He has secured The General Fire- 
proofing Company agency as well as others. 
* * os 


The Tidewater Equipment Office Company has 
moved to York & Harmouth Sts., Norfolk, and has 
taken over the Shaw-Walker account, previously rep- 


resented by the Norfolk Stationery Company. The 


latter firm retains the Globe-Wernicke Co., account, 
which they have possessed for nearly 35 years. 
* * * 

The Carnegie Office Equipment Company, Norfolk, 
has become divorced from the Art Metal Construction 
Company, now represented by the Office Equipment 
Company, Norfolk. 

* + * 

The stationers of Norfolk held an interesting meet- 
ing recently to consider the idea of forming an organ- 
ization of firms in the industry represented in that 
area. A. S. McDaniel of the Carnegie Company is a 
moving spirit in the plan. 

* a” * 

This sound advice comes from Cole, Harding & 
James, Inc., Richmond, Va.: “Stationers should be 
most careful merchants during these trying times—in 
buying, and, most of all, in service to their customers. 
It is so easy to tell your customers that you do not 
have an article, rather than try to get it for them, 
or give reasonable answers as to when some of the items 
desired will be in stock. In other words we must try 
to serve our customers properly, as the present condi- 
tion will not always be with us. We will really have 
to learn to sell all over again when present conditions 
are gone, as we will then have a most highly-competi- 
tive condition. The manufacturer can, and no doubt 
will give very valuable help to dealers, stationers and 
salesmen, when this time comes. It will be a mutually 
profitable working condition.” 

+ * * 

Stationers, Inc., 110 N. Seventh St., Richmond, under 
the management of Aubrey Ellett, have a good follow- 
ing for their convenient store on the first floor. This 
place is a rendezvous of most of the good stationery 
salesmen of the city. Landon B. Edwards, president of 
the company, has gained almost 50 pounds since his 
return from the service. His customers must be taking 
good care of him. 

* * »* 

Dick Wight of Richmond Stationery Company is the 
proud father of his first son. This is one of the small- 
est stores in the center of Richmond, but the firm has 
good salesmen inside and out who make things hum. 

rr 9 
MONROE TO BUILD IN SOUTH CAROLINA 

The Monroe Calculating Machine Company will not 
locate its proposed manufacturing plant in Watertown, 
N. Y., but will build it in South Carolina instead, it 
was recently reported. 

The company had tentatively planned to locate in 
Watertown and during the past few months a number 
of conferences were held between city officials and 
representatives of the company. 

In a closed conference with the city council, mem- 
bers of the city administrative body had decided to 
sell its Eastern Boulevard tract to the company, should 
it desire it for the proposed factory. But the company 
finally decided against the Watertown location.—GET. 
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MASTER-CRAFT offers its 
Exclusive Dealers a Unique 
New MERCHANDISE PLAN 
— QA A that Assures Full Stocks 
Wes s and Full Profits... 


F 








“Built Like a 
@ Skyscraper” 


Now MASTER-CRAFT offers its dealers a practical means of fighting the 
merchandise shortage. 


This exclusive new MASTER-CRAFT development is a buying plan for the 
maintenance of stock. Every dealer who utilizes this simple, business-like 
purchasing program is Oe of our full cooperation in keeping his loose- 
leaf stocks complete at all times! 


Already some dealers are operating under this plan, and they are enthu- 
siastic about it, because it eliminates the peadbehes of shortages and back 
orders. Through planned buying they have been able to save sales that 
otherwise would be lost — and earn a full profit on every sale. 


It is intended that this stock control and maintenance plan will become a 
permanent form of cooperation under the MASTER-CRAFT Exclusive 
Franchise. Tomorrow, when merchandise is plentiful, the plan will be 
equally beneficial, because it will prevent over-buying. 


If you are an Independent Retail Stationer, it might pay you to investigate 
the MASTER-CRAFT Exclusive Franchise, in anticipation of the time when 
we will be able to establish additional dealerships. 


MASTER-CRAFT CORPORATION, Kalamazoo, Michigan 


Division of THE SHAW-WALKER CO. 
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FRESH -HEALTHFUL 


Filtered Kir 


ALL YEAR ROUND 
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runouen FILT-R-FAN : 


TRADE-MARK REG.—PAT. APP. F 


More than a window fan 


tar ’ 
... 5 an atrt FILTER FILT-R-FAN vn 























@ As the fresh outside air passes through Filt-R-Fan Pla 
rm Ri FEATURES 
it is cleaned and purified. No dirt or grime gets past a 
; Modern all-steel case. : 
its renewable glass fibre filters. Even dangerous pollen Bhs Just 
Practically indestructible white enamel Bow 
is reduced to a minimum. finish. Sh 
: ‘ : 2 Motor and Fan fully enclosed. 
Yes, Filt-R-Fan is more than a window fan, it’s an Fo 
Easy to install or remove . . . no special 
, : write 
all-season air filter .. . designed for healthful comfort tools or skill required. tena 
: : . Cana 
in home or office. Remarkably quiet operation. Galt, 
Replaceable glass fibre filters. were 


Easily Installed + Adjustable + Simple + Safe Low first cost. Practically no upkeep. erabl 
’ sion | 


write 


EXTRA: The hay-fever season offers unusual in W 


Department and appliance stores everywhere are cash- 
sales opportunities. For actual tests prove 
that Filt-R-Fan removes up to 90% of pollen 


can you. Write for full details. from incoming air, bringing relief and com- 


All 


ing in on the unusual sales appeal of fi/tered air. So 
nipeg 


fort to sufferers. Bee 


MEIER ELECTRIC & MACHINE CO. servic 
3529 E. Washington Street * Indianapolis 7, Indiana his b 
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CANADIAN NEWS NOTES 
S. J. Luddington, Correspondent 


Huron Forest Products Company, Ltd., Blind River, 
Ont., is planning construction of a large pulp mill 
for the complete utilization of wood products. The 


mill, costing an estimated $10,000,000, will be operated | 


jointly with the J. J. McFadden Lumber Company, 
Ltd., Lakeside St., Blind River. 
* x ok 
The Longlac Pulp & Paper Company, Ltd., 263 Ade- 
laide St. W., Toronto, a subsidiary of Kimberly-Clark 
Corporation, Neenah, Wis., recently awarded the con- 
tract for the erection of 1,000 dwellings at its town- 
site between Nipigon and Peninsular Bay, 130 miles 
east of Port Arthur, Ont. 


Plans are being prepared | 


for a pulp mill, schools, community center and other | 


facilities which will involve an estimated expenditure 
of $15,000,000. The winter site headquarters for the 
firm are to be at Schreiber, Ont. 

ca * ao 

The Ontario Paper Company, Ltd., Allanburg Rd., 
Thorold, Ont., the president of which is Arthur A. 
Schomm, is having a $300,000 general office structure 
erected at the same address. Included in the facilities 
will be washrooms, showers, lockers, cafeteria, dining 
rooms, infirmary, recreation and conference rooms. 

* mh co 

The St. Regis Paper Company (Canada), Ltd., 146 
W. Second Ave., Vancouver, B. C., is having erected 
for its own use a plant on Arbuts St. and Eleventh 
Ave., that city, at a cost of $100,000, with an additional 
$220,000 for equipment. 

* * * 

Pacific Paper Mills, Ltd., foot of Campbell St., Van- 
couver, B. C., recently awarded the general contract 
for the erection of a 265-room hotel at Ocean Falls, 
B. C. The old hotel on the site is to be demolished. 
Cost of the seven-story hotel will be at least $750,000. 
The four upper stories will contain guest rooms ac- 
commodating 320 persons. Suites will be provided in 
a penthouse on the seventh floor. Adjoining the kitch- 
ens, a large mechanical bakery will be installed which 
will have sufficient capacity to provide bread for the 
whole community. Included in the program is a thea- 
tre, girls’ residence and six duplex homes for workers 
engaged in the construction. 

* oa * 

Work started recently on the new plant for the 
Nashua Paper Company, 25 Aylmer St., Peterborough, 
Ont., which is being erected at Monaghan Rd., Braid- 
wood Ave. and Edison Ave., in that city. Cost of the 
plant is estimated at $750,000. 

* * * 

The Canadian Pad & Paper Company, Ltd., 240 
Madison Ave., Toronto, reports that construction has 
just begun on its new factory and office building on 
Bowie Ave. in North York township, a suburb of 
Toronto. Cost of the building, including the equip- 
ment, is estimated at $750,000. 

* * * 


Found guilty of stealing and selling three type- | 
writers from the former Canadian Driving and Main- | 


tenance camp operated at Woodstock, Ont., by the 
Canadian Army, Fred Morgan, 20, of Montreal and 
Galt, and William Vansickle, 21, Thamesford, Ont., 
were sentenced to jail. Vansickle, who gave consid- 


erable assistance to the police with his frank admis- | 


sion of guilt, was given a one-month term. The type- 
writers had been stolen during the winter and sold 
in Woodstock. 


* * * 


Allan Halsted, of the Willson Stationery Co., Win- | 
hipeg, Man., recently became the father of a daughter. | 
* 


* * 


Edward M. Scarlett, vice-president of Wilson-Munroe 
Company, Toronto, recently completed 42 years of 
Service with this well-known paper firm. He started 
his business career in 1896, when he joined W. J. 
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FREE: 


su BERNARDS: 


The standard of quality in 
stationery tools for three- 
quarters of a century... 









LOOSE LEAF VACUUM PUNCH No. 2600 


Standard Dies — 1/8”, 
3/16", 1/4". Light; 
strong stationary strip- 
per spring. Duplex con- 4 
trol stops. Reach ~ 
1-1/16". Nickel plated 
finish. 


OCnte teeta 






STAPLE REMOVER No. 150 


Fits the hand comfort- 
ably. Works easily, 
quickly, without dam- 
age to paper. Fits all 
sizes of staples. Spring 
action. Nickel plated 
finish, 


“TRIUMPH” OFFICIAL EYELET PUNCH No. 190 


A precision-built tool. 
Twin spring action. 
Parallel action jaws 
with compound lever- 
age. Adjustable gauge. 
Opens and strips 
uickly. Nickel plated 


nish. 





Order from your stationery distributor for early delivery. 


BERNARD CATALOGUE OF STATIONERY TOOLS 


Let us send you this valuable guide. Please use 
coupon below. 


W*“% SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 


BERNARD 


TRADE MARK REGISTERED 





Wm. Schollhorn Company, 
3509 Chapel St., New Haven 9, Conn. 


Sirs: Please send me your catalogue of Stationery Tools. 


CREE Gi cs keesuddivwaetekeces cans STATES ccscoucas 
(Zone No.) 


My Wholesale Supplier Is 
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TWO-GETHER 
ENVELOPES 





A Letter for 
You tere 


Justrite 


“TWO-GETHER 
ENVELOPE 
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The Justrite Two-Gether Envelope serves as your Personal 
Representative where mail matter is concerned—for it not 
only conveys your sales letters, letters of quotation, etc., but 
the Two-Gether also delivers at time 
important catalog, samples or other enclosures necessary 


the same the all- 


to carry out the complete sales plan. 


Two-Gether envelopes are made of durable Kraft 
stock. The First Class envelope is securely attached 
to the larger envelope and can be sealed as any 
first class mail. The Catalog envelope is available 
with either a gummed flap, clasp fastener or string 
and button as desired. 


Attractively printed to your copy, the Two-Gether comes in 
a range of sizes from 7 x10 to 11%x14%. Also available 
plain where so desired. Flap of First Class Envelope is 
printed in bold reverse type showing that a message is 


enclosed 


Write for samples and complete prices 
today. Special sizes made to order. For 
any Specialty Envelope problem, consult 


Justrite first. 
4 a [ C3Y 
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| equipment. 


| 1947 annual meeting of the Stationers’ Guild of Can- 
| ada to be held at the Vaucouver Hotel, Vancouver, 





| Square, 


Gage Company, manufacturing stationers, Toronto, as 
an office boy. In March, 1903, he went to Buntin-Reid 
Company. A year later he became associated with 
Wilson-Munroe. 

W. V. Dawson Company, stationers of Montreal, Que., 
recently celebrated the one-hundredth anniversary 
of the firm with an open house reception. The event 
was featured by a visit from 500 salesmen and clients, 
who were all escorted in small groups through the 
large modern plant on St. Urbain St. The business 
was established by Benjamin Dawson in 1846 and 
settled in its present location in 1912. 

* x *” 

Stationers of Windsor, Ont., recently held their 
annual golf tournament and dinner at Lakewood club 
and the event proved a most successful one in spite 
of the fact that showers fell at various times. Sta- 
tioners were present from as far east as Toronto. 
George Carter, A. Whitley Company, Windsor, pre- 
sided at the dinner session. 

* * co 

Production of brown envelopes is to be curtailed 
by the Canadian government in an effort to prevent 
a “bottleneck which is looming in Canada’s food and 
construction programs due to a shortage of multiwall 
paper bags,” an official of the Wartime Prices Board, 


Ottawa. reported recently. 
* * * 


The Allan Johnston typewriter agency, London, 
Ont., moved recently from Carling St. to 97 King St. 
in that city. 


a ae 


Baldwin-Marshall recently opened a new showroom 
and office in Saint John, N. B., for the sale of office 


a * * 


Stationers of Hamilton, Ont., held an enjoyable 


annual picnic at Hidden Valley Park near that city” 


recently. For the first time, the event was attended ~ 
by the ladies, who participated in the dart tossing,” 
horseshoe and other contests. The men gave freely” 
of their advice to the fair sex taking part in their” 
games. 

* * * 


Plans are already being put into action for the 


B. C., on May 19-20. Karl Warwick, district chairman 

for British Columbia, has already started the pre- 

liminary arrangements. 

Wilson’s Paper Supplies, 506 N. Christina St., Sarnia, 

owned and operated by Leander A. Wilson, is plan- 
ning to erect a modern warehouse. 
i pean 


PATENTS AVAILABLE FOR LICENSING OR SALE 

From the official gazette of the United States Patent 
Office, Department of Commerce, Volume 588, No. 5, 
issued July 30; Volume 589, No. 3, issued August 20; 
and Volume 589, No. 4, issued August 27, OFFICE AP- 
PLIANCES lists the following patents available for li- 


censing or sale: 

Pat. 2,201,789. Memorandum Pad Holder. Patented May 21, 1940. May 
be detachably clamped to steering post or screwed to dash of automo 
bile. Holder comprises a flat plate with three of its edges bent to form 
flanges so that face of pad is always exposed. Pad is slid into holder 


beneath the flanges and held in place by a spring clip. An extension at 
one side edge holds pencil and has a spring clip for holding maps, loose 
leaves, or detached sheets from pad. Without removing pad from holder 
and without leaving driver’s seat, operator may conveniently write on pad 
or glance at memoranda or other penciling thereon. (Owner) John D. 
Robilotto, c/o J. D. Robilotto Co. Inc., 194 West Fourth St., Sheridan 


New York 14, N. Y. Groups 39-99; 40. Reg. No. 3,248. 

Des. 114,090. Design for a Name Finder. Patented Apr. 4, 1939. Enclosed 
index pad has sliding pointer for selection of letters from an alphabetical 
column on cover. For telephone numbers, etc. (Owner) Louis Stern, 15? 
West 25th St., New York 1, N. Y. Group 26—92. Reg. No. 3,333. 

Pat. 1,752,784. Envelope-Filling Machine. Patented Apr. 1, 1930. Pay em 
velopes are automatically filled with coins and bills by the machine which 
is composed of two main units, one of which has a number of containers 
for bills and the other for coins. Control is effected by movement of per 
forated envelopes through the machine, the performations registering with 
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electric contacts so that pneumatic bill selectors and coin tripping 
plungers are actuated. Bills and coins are conveyed to a central point 
where they are placed in envelopes. (Owner) Harold B. Collins, Wynne 
71—79. Reg. No. 3,365. 


wood, Pa. Group 35 
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OAKVILLE COMPANY 
DIVISION 


e Ai pe, 
A ENG) Ae 
Erwe: 
Sty ine 


> 
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REG VU S.PAT.OFF 


LET’S MEET AT THE 


Here’s a cordial invitation to drop around at 
Booth W-11, Oakville’s headquarters at the Chicago 
Convention, September 30 to October 3. We'd like 
to talk over a few matters that concern all of us, 
and tell you about our plans for the future. 

Meanwhile, remember that the Pins, Clips, Fas- 
teners, Thumb Tacks and related items in the 
famous Yellow Box Line are once again being 
made to highest prewar standards of construction 
and finish. And although present conditions still 
limit quantity, Oakville production is being in- 
creased with all possible speed. 

It’s a bright outlook for fast, volume sales in your 
business. Let us give you the whole story- at 


Booth W-11. 


NEW YORK CHICAGO BOSTON e 
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September, 


SAN FRANCISCO * 





PALMER HOUSE... 





The Home of The Famous Yellow Box Line 


OAKVILLE 


COMPANY 


Division of Scovill Manufacturing Company 
Waterbury 86, Connecticut 


In Canada: BROWN BROS., LTD., TORONTO 1 
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SURE-RITE DUPLICATOR 
SURE-RITE STENCILS 
SURE-RITE DUPLICATING INK 


A winning combination from a winning 





(i i A 


team! Sure-Rite products that do the job 
and get results. Use these “wonder workers” 
as a team that will get out and really work 


for you 


NEW SURE-RITE DUPLICATING MACHINE 
with these wonder” features 

@ AUTOMATIC FEED 

@ AUTOMATIC INKING 

@ AUTOMATIC ROLLER RELEASE 

@ NO MUSS CLOSED CYLINDER 

@ LETTER, LEGAL or POSTCARD SIZE 





“ITS THE IMPRESSION 
THAT COUNTS” 


Writer 
Compa 
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NEWS NOTES FROM NSA DISTRICT No. 7 





Merrill Hasty, Correspondent 





The ‘“Wabasi” (large white bird) is a 52-foot yacht 
owned and operated by Skipper Jim Gaffaney, who 
operates a stationery and office equipment with stores 
at Fargo, Minot, Bismarck, and Grand Forks, N. Dak. 
The pleasure Jim derives from his business is having 
his sons and employees co-operate to the extent of al- 








AT THE LAKE OF THE WOODS FISHING GROUNDS 





1. Al McConn, Mel Sowell, Bud Hausman, Jim Gaffaney, 
Merrill Hasty, Al Nordstrom, Harry Bergquist. 

2. Merrill Hasty and his muskie. 

3. Harry Bergquist and his pretty muskie. 

4. Dave Sandberg and his northern jack. 

5. Melvin Sowell and his 18 lb. northern jack. 

6. Skipper Jim Gaffaney, Dave Sandberg and Mel Sowell 
with two muskies and a walleyed pike. 
(Pictures taken by Ted Burden, the Nash Finch Coffee Man.) 


lowing him time to join his many friends at the hunt- 
ing and fishing grounds of the Lake of the Woods. 
There he has the “Wabasi” and a houseboat. 

Late in July, a party of fishermen joined Jim for 
& never-equalled outing. The party consisted of Harry 
Bergquist, Boorum & Pease Company; Ted Burden, 
Nash-Finch Company; Bud Hausman, Royal Type- 
writer Company; Al Nordstrom, Smead Manufacturing 
Company; Dave Sandberg, Dictaphone Company; Mel 
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VIBRATION 
CONTROL BLOCKS FOR 
BUSINESS MACHINES 












Will not permit movement on 
any flat surface —tile, glass, 
marble, linoleum, steel, con- 
crete, etc. 


Easy to install; you simply 
place them — they stay put. 
No nails, screws or adhesives 
necessary. Will not mar desks 
or floors. Shock absorber ac- 
tion reduces machine wear and 
servicing. Less noise, too! 


Attractive design— polished alumi- 
num non-drumming head. Rated 
vibration felt for your specific 
machine. Patented Feltan base. 
Not affected by cleaning. Drain- 
age slots. Duplex size feature to 
accommodate various sizes. 

A size and rating for most stand 
and desk models. 


RETAIL PRICE 


$7 50 
When ordering, specify make ‘ 


and model of machine. 
PER SET OF 


FOUR BLOCKS 





Some territories still available for 
dealers or direct contact agents. 


JARDIN ASSOCIATES, Inc. 


77 Maiden Lane «+ New York (7) 
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You can get Wabash Chronological Folders 
and Guide Sets printed complete with names to 
index the busy sections of the file. The accounts 
where the most activity takes place are your 
biggest problem because 70% of all reference is 
to 30% of the names. Start planning now for your 
customers’ needs. The secret of good filing per- 
formance lies in the division of large accumulations 
of papers for one customer into Wabash Chrono- 
logical Folders. 
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| pany in a sales capacity. He will cover the states in the 
| Seventh Region. Just recently, he journey east to 


a new department for greeting cards and social sta-— 


| card display fixtures finished in the popular natural 
| blonde wood. 


Cove, L. I., Frank J. Ramsden, general sales manager 


Sowell, Esterbrook Pen Company; and Merrill D. 


Hasty, Sengbusch Self-Closing Inkstand Company. 


The pictures are stamped and sealed to prove that all 
fishermen are not born liars. This grand hospitality 
proves why Skipper Jim Gaffaney has so many busi- 
ness friends. Al Hanson, Al McConn, and Al Sunfor all 
assisted in the call of the North. “Oak Island, here we 
come!” 

* * Sa 

Carl Kaufman, of Speed Products Company, is well 
on his way to a happy recovery. Carl has been in the 
Deaconess Hospital, Marshalltown, Iowa, after under- 
going an operation on both eyes for cataracts. His 
wife, Lunetta, is helping on business details until Carl 
is back on the job. Greetings from the Northwest 
Travelers. 

ag * * 

Mr. and Mrs. Bob Valleau have just returned from 
Bemidji, Minn., where they spent a very pleasant six 
weeks at the Birchmant Lodge. Here again, fishing 
stories can be told by Mr. and Mrs. Valleau’s son, Tom, 
and daughter-in-law, Jerry, who were there to prove 
all statements. Florida sun has nothing on 90 to 100 
degrees in northern Minnesota, has it, Bob? What a 
tan! 

ok * * 

G. J. Sengbusch was entertaining his family at his 
lake home on the Fourth of July when his grandson, 
Kenny, threw a large firecracker into the lake. Be- 
fore it hit, a three-pound bass came out of the lake 
and grabbed it. As the fire cracker exploded, it stunned 
the bass and Kenny took his skiff and captured it. 
Can you beat that one? 

* < Oo” 

You haven’t heard anything yet. Just wait until 
Curly Herb Morgan lets his hair down and snakes in 
a big salmon on the West Coast. 

* a * 


Melvin Sowell has joined the Esterbrook Pen Com- 


get a few Esterbrook pen pointers. The N. W. Trevel- 
ers welcome you and congratulate you on your new 
position, Mel. 

* * * 


The McClain & Hedman Company has just opened 


tionery. The department is located in the space ad- 
jacent to the front of their new store. It is well 
equipped with several fluorescent-lighted greeting 


a ete 

F. J. RAMSDEN VISITS COLUMBIA R. & C. 
Following a seven weeks’ visit to the Columbia Rib- 
bon & Carbon Manufacturing Company, Inc., Glen 


of the Columbia Ribbon & Carbon Company, Ltd, 

London, England, sailed for home on August 20. 
During the period of his combined business and 

pleasure trip to the United States, Mr. Ramsden care- 























fully surveyed American manufacturing methods and 
discussed manufacturing and business-building plans} 
with his American associates at the Columbia mail) 
plant at Glen Cove and with a number of Columbia’) 
district sales managers. ; 

Mr. Ramsden states that the Columbia company) 
in England has made an almost phenomenal come 
back since the cessation of hostilities. While Colum= 
bia’s British plant was bombed out in the Londom 
blitz, most of the machinery fortunately remainet 
undamaged and was moved to temporary manufac 
turing quarters while the plant was being rebuill 
The rebuilding project included extensive alteration’ 
and enlargement, in anticipation of increased post 
war business. Upon Mr. Ramsden’s return, he plans #@ 
introduce and adopt many of the manufacturing, 


visit here. 
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sales and office procedures which he observed in his iy; 








Model Bi shel omialee ae $44.20 


Plus excise tax 


merica’s 
enonty a Wodel =4 
ed-O-Scope outstanding 
$19.f0 
line of ge 
Speed-O-Cabinel $27.50 


Duplicators, 





Cabinets and 


Scopes 


+P EE D-O-P RINT 
CORPORATION 


- 161 E. GRAND AVE. CHICAGO 11 De Luxe 
Mencil 


le C Bee BES ‘ope $29.50 
il Cabinel $24.0 Write for beautiful Full-color illustrated catalog oe cope 9.5 


Prices slightly higher West of Rockies 









= | 
Sonya hes <EOe 
Bat eatiis: 


here is an Unconditionally 
Guaranteed SPEED-O-PRINT 


product for every duplicating need 


Beautifully packaged Quality products fo give the utmost satisfaction 


SPEED-O-PRINT CORPORATION 
161 E. GRAND AVE., CHICAGO 11, ILLINOIS 


MANUFACTURERS OF ROTARY STENCIL DUPLICATORS AND DUPLICATING SUPPLIE 
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LYON “HORSE TRADES” TO GET STEEL 

Lyon Metal Products, Inc., Aurora, Ill., sheet metal 
manufacturer, has tackled the problem of securing 
hard-to-get sheet steel by going back to an early 
American custom of barter and exchange. In a current 
“horse-trading” campaign, Lyon’s national advertising 
and sales force is offering to swap finished products 
for sheet steel. 

The appeal to the trade and Lyon’s dealers is cap- 
tioned, “You Furnish The Steel .. . Lyon Will Make 
The Product.” “The Lyon situation,” explained H B. 


0 FURNISH THE S| 
lM vill 





LYONS ADVERTISES FOR SWAPPING 


Spackman, Lyon’s executive vice-president and general 
sales manager, “is that our facilities for the production 
of a wide range of sheet steel products are far in ex- 
cess of current steel receipts, in spite of the excel- 
lent job being done by steel producers.” 

Lyons products in either current or specialized con- 
tract production are offered for swapping. These in- 
clude steel shelving, lockers, shop equipment, kitchen 
cabinets, filing cabinets and conveyors. 

The current sales appeal to customers and dealers 
concludes with this thought: “If you have steel on 
hand or available and can use our standard products 
or an item built to your specifications, let’s get to- 


gether for a mutually profitable swap.’ 
a ee re 


ROYAL REACHES FULL PRE-WAR PRODUCTION 

Just one year after cessation of hostilities and the 
complete cancellation of its war contracts on August 
15, 1945, Royal Typewriter Company, Inc., reached top 
pre-war production levels, President E. C. Faustmann 
has announced. 

Despite this rapid reconversion, the backlog of de- 
mand and tremendous current requirements for both 
standard and portable typewriters prevent the com- 
pany from filling all orders or making delivery com- 
mitments, said Mr. Faustmann. 

Minor reconversion interruptions through labor un- 
rest and material controls and shortages have been 
surmounted by Royal. Reconversion was financed out 
of working capital. 

The recent addition of a new factory and the leasing 
of additional plant facilities will enable Royal to ex- 
pand its production to new peak levels. The company 
is bending every effort to fill the most urgent type- 
writer needs while maintaining full pre-war quality, 
said Mr. Faustmann. 

ats 
COOLEY FIRM INCREASES ITS FACILITIES 

W. J. Cooley and Company, 100 Hernando St., Mem- 

phis, Tenn., an old-established rubber stamp, stencil, 


and marking devices manufacturing firm, has recently 
greatly increased its rubber stamp department, with 
new space, equipment and personnel, Joe Bluestein, 
official, announced. The concern does a large trade 
in the South in rubber stamps and devices for marking 
On paper, glass or metal.—CG. 
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POPULAR GRADES 






















1. Soft 
2. Medium Soft 
2-4/8 Firm 


This is the 
QUALITY 


pencil that 










your trade 
4. Extra Hard 
knows and pre- 
3 


MICROFINE 
lead 


fers ...a marvel 





of writing plea- 





sure, efficiency and 
! Perfect 


school 


economy! 
for business, 
and general all-around 


use everywhere. 





Hexagon ... Green with striped 
edges characteristic of OTHELLO... 


Uniform Smooth-writing 
- ready-sharpened 


Strong, 


wan PencilCo. Inc. 
221-225 4th Ave., NewYork City 3 
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Welcome fo Chicago, NSA! 














N ITS ROLE of host city for the Fortieth convention of 
the National Stationers Association, Chicago gives mem- 
bers of the trade an opportunity this year to welcome a 
national NSA assembly for the ninth time. Looking to the 
comfort and entertainment of registrants to the first con- 
vention after the war is an especially appreciated privilege. 
The central market place of the nation, with commercial 
stationery as one of its important industries, Chicago offers 
all its facilities as a great convention city to visiting dealers. 
In addition to a program of high merit for the business 
sessions, informal discussions both in the assembly hall and 
out in the lobbies afford an ideal means to exchange infor- 
mation and add to each individual’s knowledge of the in- 
dustry and his relation to it. 

Visiting stationers are always welcome in Chicago. Dur- 
ing the convention, from September 30 to October 3, there 
will be a special pleasure in meeting and greeting NSA 
registrants in the headquarters hotel, the retail stores or in 





CHICAGO the plants of the manufacturers. 


OFFERS— 


HOUGH THE AFFAIRS of the con- 

vention — business sessions, entertain- 
ment features, the great exhibition of in- 
dustry products—leave little leisure time 
during the convention proper, early ar- 
rivals and those staying over for a day or 
two will find Chicago a city of many inter- 
ests in the fields of culture, education, re- 
ligion, commerce, industry and entertain- 
ment. For every inclination or fancy, 
Chicago has the means to satisfy an urge, 
whether it be to go to a theater, or a radio 
station, the library or a church, shopping 
or night clubbing. 

In the division of culture, Chicago offers 
the Museum of Natural History, the Rosen- 
wald Museum of Science and Industry, the 
Art Institute, the Aquarium and the 
Planetorium. Northwestern University has 
a downtown campus just north of the 
“Loop” and the University of Chicago oc- 
cupies a place of distinction on the south 
side of the city. Loyola University, Mun- 
delein College and DePaul University also 
are important links in Chicago’s great 
chain of educational institutions. 

The measure of Chicago’s place in com- 
merce and industry is indicated by the 
7,000 factories and myriad office buildings 
housing headquarters or branches of busi- 
ness organizations of every type and size. 
Taking their places in this commercial 
structure are many important units of pro- 
duction and distribution of office equip- 
ment and supplies. 
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BUSINESS TOWERS OF CHICAGO, where the Commercial 
Stationery Industry finds a rich market. 
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HICAGO is a natural 

convention city for the 
commercial stationery in- 
dustry. Here many of the 
appliances, systems and ac- 
cessory products now in 
common office use came into 
being. A broad variety of 
utilities for the office are 
produced in Chicago and 
adjacent area in steadily ex- 
panding volume. 


CALLING ALL VISITORS 


The National Stationers Association was born in Chicago 
in 1904. This year marks the eighth return engagement and 
the ninth time that the National Convention has been held 
in the city of its birth. 

Chicago attractions are numerous, and not the least of 
them are the offices and factories of manufacturers in the 
city and its vicinity. Conventionites who extend their 
Chicago visits to call on producers will be received with 
hearty welcome. For convenience, names, addresses and 
telephone numbers are listed below: 





Ace Fastener Corp. 


Acme Visible Records, Inc. 


Active Sales Co. 
Aigner, G. J., Co. 


American Hair & Felt Co. 


Ames Supply Co. 


Associated Stationers Supply Co. 


Autopoint Co. 
Bankers Box Co., Inc. 
Barkley, C. L., & Co. 
Bradley Industries 
Cardmaster Co. 
Century Chicago Co. 
Clemco Desk Mfg. Co. 
Codo Mfg. Corp. 


Commonwealth Publishing Co. 


Continental Ink Co. 
Copy Papers, Inc. 
Cofterman, |. D. 
Dick, A. B., Co. 


Doppelt, Charles, & Co. 


Dorman-Rattner Corp. 
Eversharp, Inc. 


Lakeview 2400 
Harrison 5133 
Michigan 7743 
Harrison 7414 
Superior 7252 
Franklin 1946 
Franklin 6760 
Longbeach 3200 
Harrison 3577 
Wabash 4570 


3415 N. Ashland Ave. 
122 S. Michigan Ave. 
2023 N. Halsted St. 

503 S. Jefferson St. 

222 W. North Bank Drive 
564 W. Randolph St. 

229 S. Jefferson St. 

1801 W. Foster Ave. 

536 S. Clark St. 

517 S. Jefferson St. 

32 N. State St. Andover 3962 
4546 N. Ravenswood Ave. Sunnyside 7300 
335 W. Madison St. State 6547 
4401 W. North Ave. Spaulding 7400 
529 S. Franklin St. Harrison 3250 
542 S. Dearborn St. Webster 4572 
3144 S. Austin Blvd., Cicero Cicero 4812 
700 W. Lake St. Randolph 2696 
4535 N. Ravenswood Ave. Longbeach 5829 
720 W. Jackson Bivd. Andover 5220 
2024 S. Wabash Ave. Victory 7340 
1532 S. Michigan Ave. Harrison 6125 
1800 W. Roscoe St. Buckingham 4000 





Feldco Loose Leaf Corp. 

Fox, George E., & Co. 
Gibbons, Thomas H., & Co. 
Goodfrend Metal Products Co. 


116 W. Illinois St. Whitehall 6410 
412 N. Orleans St. Superior 6944 
509 S. Franklin St. Harrison 7190 


3210 W. North Ave. 








Hedges Mfg. Co. 
Heyer Corp., The 
Imperial Methods Co. 
Ink Specialties Co. 
Johnson Chair Co. 


Krumwiede, Elmer, & Associates 


Lake Specialty Co. 
Leathercraft, Inc. 
Markilo Co. 

Mashek, Frank, Co. 
Mayfair Co. 

Meilicke Systems, Inc. 
Melind, Louis, Co. 
Meyer & Wenthe, Inc. 
Midwest Naturlite Co. 


National Brief Case Mfg. Co. 


Niemann, Inc. 
Perfection Box Co. 
Peyton, Peter, & Co. 
Photo Materials Co. 
Post, Frederick, Co. 


Precise Developments, Inc. 
Reliable Typewriter & Adding Mach. Corp. 303 W. Monroe St. 7 
Reyam Plastics Products, Inc. 


Rockwell-Barnes Co. 
Rogers Loose Leaf Co. 
Royal Metal Mfg. Co. 
Seng Co. 

Service Products, Inc. 


Shipman-Ward Mfg. Co. 


Speed-O-Print Corp. 


Standard Business Machines Co. 
Stein Brothers Mfg. Co. 
Superior Marking Equipment Co. 


Vail Mfg. Co. 
Van Dyke Industries 


Wells Office Furniture Co. 


Wilson Jones Co. 


Wolber Duplicator & Supply Co. 


Wonder Lock 
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2931 S. Wentworth Ave. Calumet 4246 
911 W. Jackson Blvd. Haymarket 7521 
750 S. Circle Ave., Forest Park Austin 2152 
523 N. Halsted St. Monroe 6188 
4401 W. North Ave. Spaulding 7400 
336 S. Jefferson St. Randolph 0992 
711 W. Lake St. Randolph 5147 
2320 S. Western Ave. Haymarket 3001 
3633 S. Racine Ave. Yards 1140 
1049 S. Kildare Ave. Sacramento 4455 
230 N. Superior St. Delaware 5887 
3458 N. Clark St. Diversey 8700 
362 W. Chicago Ave. Superior 1811 
30 S. Jefferson St. Franklin 2822 
228 W. Kinzie St. Whitehall 5217 
512 S. Peoria St. Haymarket 2526 
330 E. Ohio St. Delaware 4030 
5514 W. Lake St. Mansfield 8668 
330 S. Wells St. Wabash 7270 


59 E. 26th St. Victory 6521 
3650 N. Avondale Ave. Keystone 7000 
844 W. 59th St. Normal 2020 


Central 2786 
1525 E. 53rd St. Butterfield 1332 
35 E. Wacker Dr. Randolph 6830 
119 S. Wells St. Central 0920 
175 N. Michigan Ave. State 5010 
1450 N. Dayton St. Mohawk 0920 
2035 S. Calumet Ave. Victory 7766 
325 N. Wells St. Delaware 1090 
161 E. Grand Ave. Whitehall 6272 
542 S. Dearborn St. Harrison 8821 
4242 Fillmore St. Sacramento 3131 
1810 W. Larchmont St. Wellington 4810 
900 E. 95th St. Regent 1810 
2559 W. 21st St. Rockwell 3142 
725 S. LaSalle St. Harrison 1100 
3300 W. Franklin Blvd. Van Buren 7400 
1201 W. Cortland St. Diversey 2711 
53 W. Jackson Bivd. Harrison 
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advertised 


ROCKWELL-BARNES COMPANY 





ilionally 














ey 


LISTS TO THE STATIONER SINCE 1903 


35 EAST WACKER DRIVE - CHICAGO 1, iit 


oe 
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@ It’s the biggest news in the office 
equipment field— Rock-a-File advertis- 
ing is going national! Rock-a-File ad- 
vertising is going direct to the biggest 
filing equipment markets . . . your 
markets. 

Yes, the million-plus readers of Time 
magazine will see Rock-a-File adver- 
tisements regularly. Nearly a quarter- 
million more readers will see them in 
Rotarian magazine, plus leading school 
and hospital publications. It’s a cam- 
paign that’s going to put Rock-a-File 
’way out in front. 

Rock-a-File—the only truly modern 
fiie—has been a trade sensation since 
its introduction. Now, users of filing 
equipment everywhere will be learning 
about its many exclusive outstanding 
advantages. Your customers, too, will 
want modern filing with Rock-a-File— 
order today or wire for details. 
































"- Millions of file users will learn 
about these exclusive Rock-a-File 


“features in national advertising: 3 











*Reg. U.S. Pat. Off Pats. Applied For 
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AGAIN 
WE WELCOME THE OPPORTUNITY 
TO MEET OUR FRIENDS 
DURING THE CONVENTION 
SEPT. 30, OCT. 1-3 


SEVENTY-EIGHT YEARS 


of conscientious effort underlie the 


PRESTIGE and INTEGRITY 


of our products and policies 


Northwest Corner Exhibition Hall 


JOHNSON CHAIR CO. CLEMCO DESK MFG. CO. 


CHICAGO 339, ILL. 


Phone: Spaulding 7400 


« 
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BUILDING CUSTOMER 
CONFIDENCE 


by Erle O Kistler 
W. H. Kistler Stationery Co., Denver, Colorado 


To build a brisk business in any one department, 
you must show the public that you know a lot about 
that line of merchandise—and that you carry only 
the best available brands. 

Naturally, we have given the pen department a 
prominent spot on the main floor, with excellent 
display space, modern counters, etc.—and of course, 
a full line (or as full a line as we can maintain now- 
adays) of the leading makes of pens and pencils. 


PEN REPAIR SERVICE BOOSTS SALES 

We have had a pen repair service for over thirty 
years —but last July we were fortunate in securing 
the services of Earl Dossett, a man of over twenty 
years’ experience in the factory rebuilding of 
fountain pens. 

While we always did a good business in pen 
repairs, we have more than doubled this business in 
the past year. Much more important — we have ap-- 
proximately doubled the sales volume on new pens. 

This would seem like quite definite proof that 
people want to buy in stores where the sales per- 
sonnel obviously knows a good bit about what they 
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are selling. Mr. Dossett has trained everyone of the 
salespeople behind the pen counter, toa point where 
they know the inner workings of every important 


brand. 


To build a high volume in pen repairs, one must 
have speed—which calls for an efficient system of 
handling as well as fast-working repair staff. Instead 
of a week or more, which I understand is the usual 
time, we give 2-day repair service. 

We make a particular point of advertising “what 
the service of a qualified pen expert will mean to 
you’, not only in caring for your present pen, but 
“in fitting you with a new pen... (with) the correct 
point, adjusted to your own particular style of hand- 
writing. Moreover, you will get proper instructions 
on filling and care. You will really be surprised at 
the difference it makes to have the right pen. It’s a 
custom job at the ready-made price.” 

Such a policy seems to pay out — with a good bit 
to spare. To the best of my knowledge, we have a 
greater share than ever of the total pen business 
in Denver. 
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A CORDIAL INVITATION 
TO ALL STATIONERS 








to attend Open House at 
: | | Bite .. 9 our Plant during the Chi- 
a ear 3 —a z : . cago Convention of the 
;, _ National Stationers Asso- 
ciation, September 30 to 
October 3 











See the actual production of 
Gibbons Fine Leather Goods 
—from the cutting operation 
through every step to the fin- 
ished products. 

We're looking forward to 
receiving you as our guest... 
an interesting souvenir of your 
visit to our plant awaits you. 
If you do not attend the Con- 
vention, come to see us the 
next time you are in Chicago. 


THOMAS Ii. GIBBONS & CO. 
Manufacturers of G Jue Leather Goods 


509 S. FRANKLIN STREET CHICAGO - 7 - ILLINOIS 
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FEATURE ACE 


Merchants the world over know, from ex- 
perience, that it pays to feature merchandise 
for which a ready consumer demand has 
been created. Turn-over is quicker, invest- 
ment is reduced to a minimum. And, quality 
merchandise leaves a lasting impression on 
the consumer’s mind which brings him back 
for other products which the store handles. 
























Ace has always built but one kind of stap- 
ling equipment . . the best. Users are well 
aware of this fact. Every machine and every 
staple is produced with a degree of skill 
and watch-like precision unapproached in 
the history of our industry. This fine work- 


of manship, plus the best materials obtainable, 

ds give to Ace Staplers those smooth, efficient, 

on reliable operating qualities so greatly 

n- appreciated by all who use them. FOR 
GREATER PROFITS .. FEATURE ACE! 

to SOLD THROUGH DEALERS EXCLUSIVELY 

ur 

NU. 

n- 

ne 

o. 





FINES. 


~“ms- 


ACE FASTENER CORPORATION 3415 NORTH ASHLAND: AVENUE + CHICAGO 13 
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GREETINGS, 


FELLOW STATIONERS! 


WELCOME TO CHICAGO 
AND THE 40™ ANNUAL CONVENTION 


YESTERDAY’S experiences can have 
special value to all of us, if they can be 
used TODAY to help plan and build 
toward a greater stationery business to meet 


TOMORROW’S potentials. 


As in all conventions, we shall get out of 
this one just what we put into it through 


an interchange of expe riences and ideas. 


At your service in Chicago during con- 
vention time will be our staff of experienced 


executive and sales personnel : — 


Harry Horder + Fred Seymour + Al Skibbe 
Bob Campbell + Charlie Malody 
Bruce McCaleb + Jack Lydiard + Cort Horr 
Henry Mohrdieck «+ Bill Leineweber 


Ben Beeler 











Ere eiace ————~ 


You are cordially invited 
to visit the “Associated Exhibit” 
Booth No. 2 in the Foyer, Exhibition Hall 
Palmer House 


September 29 to October 3 











DISTRIBUTORS FOR MANUFACTURERS 


Teer al 
H f / . ) Product 
ome o WoRLo-WIDE roducts 


ASSOCIATED STATIONERS 


SUPPLY CO. 


229 S. JEFFERSON ST., CHICAGO 6, ILLINOIS 
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Copyright | 
Aeme Visib 


OFF 




















| The pulse of your business is your records— Record system—they will. Have an Acme 


| how much is in stock—who owes how much systems man analyze your needs. He is a 
—what department needs more men— which specialist in records—trained to show you 
salesmen, dealers are ahead or behind quotas. how to get the most out of them, with the 
Do your records tell you these and other least effort. Acme Visible Records save execu- 
facts you need to make the right decisions tive time in using the records as well as cleri- 
to prepare today—for tomorrow’s business? cal time in keeping the records. Write us 
They should—and with an Acme Visible today—you will receive prompt attention. 






. — fete 5 @ tte 3 ttt tr Mone lise Yeecotil ‘Sysiepae % 
et Crety teocotd tered Ove ty Lad172SS S| 


j . 
| G / fy 
© 4 Ay L y 


>| ACME VISIBLE RECORDS, INC. 


Co 


5 Mae Waite Records, In 122 SOUTH MICHIGAN AVENUE + CHICAGO 3, ILLINOIS 





Reprint of Our Message in National Magazines 
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You PROFIT MORE by SELLING 
the Cozy- Xece LIQUID DUPLICATOR 


BECAUSE THERE ARE NO 
SERVICE PROBLEMS 


Eliminates 


STENCILS 
GELATIN 
INK 
RIBBONS 
TYPE 


A Message to Dealers: 


In stocking duplicators for the enormous demand 
that everybody in the market sees, why not make 
sure of the biggest profits, with the least service costs, 
and no trouble? The easy way! 

When your customer buys a Copy-Rite, he gets a 
duplicator any operator can run, turning out perfect 
work. Copy-Rite’s ultra-simplified construction— its 


 DUPLICATOR & 


A NAME LEADING DEALER’S RECOGNIZE 








See our display 
ROOM 605 
Palmer House 
N.S.A. Convention 
CHICAGO 











LIQUID 
“ DUPLICATOR 


its dependable precision assure 7 


ged durability 


the greatest satisfaction for longest life. If you want 


a u 
rug 


to know all the “whys” let us send you the details. 7 
But act NOW! There’s business waiting for you om] 


Copy-Rite! 
Wire or 
Copy-Rite Liquid Duplicator and supplies. 


1203 CORTLAND ST 
» CHICAGO 14, ILL. 


SUPPLY C 
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and larger profits in 


i. More sales:iuy. giving Wisi iiaeede whot len 
lower unit selling costs. 


4. Customers who come in to your store to buy “Offical” 
) handy seal. It will do the can also be sold other items in your line. 


as seals five times its weight. . Satisfied customers repeat sales. 
$s cu mean 


The “‘Official”’ is the convenient; light, sturdily-built seal 
become standard with lawyers, corporations and notaries 
the world, 


Meyer ¢ Wei nthe 


ER SEAL PRESSES — 30 So. JEFFERSON ST. 
requirement is for @ 4 
seal press, the M. & 




















All Metal 
CLAMP-ON MODEL No. 1280 
Single 18” tube 
Finished in Morocco Brown 


ig NOU NEED 


in Portable Fluorescent... 


=. AVAILABLE fron VAN DYKE 











A 
“ADJUSTA- 


No. 1222—Single Tube 


Patented flexible 


Finished in Morocco Brown 

















Because their popularity is based on performance, Van Dyke Fluorescent occupies 
the top position in the portable fluorescent lamp field. This leadership has been 
achieved through no accident. Van Dyke Industries helped to pioneer portable 
fluorescent. Further every effort has been made to provide the office equipment 
trade with the most complete line available on the market. Never satisfied, Van 
Dyke is constantly exploring every avenue whereby their product may be improved 
in design and utility. The patented ADJUSTA-LITE with flexible arm is a tribute 
always look to VAN DYKE for all that's 


to its engineering st 
new in Fluorescent. 





_ 





lt Metal 
LITE’ PORTABLE 


arm—adjustable height 


All Metal 
STUDENT MODEL 
No. 300—Single Tube 
Finished in Morocco Brown 


2-LAMP EXECUTIVE MODEL 
No. 1028—Two 18” tubes 
Solid bronze appointments 
Finished in Morocco Brown 


aff. Remember... 


All Metal 
“ADJUSTA-LITE” CLAMP ON 
No. 1201—Single 18’ tube 
Patented fiexible arm—adjustable height 
Finished in Morocco Brown 


All Metal 


VAN DYKE INDUSTRIES 


21ST. AND ROCKWELL STS 
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Welcome... Members of the 





National Stationers Association 


to the Convention of the Decades! 


reight 


We invite you to visit Booth C-2, and 
A see our Quality-Minded Products...brief cases, brief 


bags, zipper envelopes, ring binders and portfolios. 


1049 SOUTH KILDARE AVE. » CHICAGO 24, ILL. 





SALES OFFICES: 1270 BROADWAY, NEW YORK +» 902 BRACK SHOPS, 527 W. 7TH STREET, LOS ANGELES 
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PAUL ANDERSON CO. 


OFFICE STATIONERY AND 








125 BROADWAY 


= 
Zz 
4 
Zz 
4 
- 


PHONE FANNIN 63 





SAN ANTONIO 5, TEXAS 





June 13, 1946 


Bankers Box Company 
536 South Clark Street 
Chicago 5, Illinois 


Gentlemen: 


We do appreciate sincerely the reprint of a letter written you 
by Office Supply and Equipment Company in the June issue of the 





trade papers. 


' 

We know that many of us dealers feel exactly as Mr. Blair does 
but just haven't taker the time to write and tell you so. May 
; ae we add our humble words to the fine thoughts expressed in his 
| rs Ta) letter? It is certainly a pleasure to do business with a firm 
who operates on this high plane of good business principles. 





Yours very truly, 





PAUL ANDERSON COMPANY 


By: 


GSThorntw 



















FILING 
SUPPLIES 


ENGRAVING 


SOCIAL 
STATIONERY 
ENGINEERING 
INSTRUMENTS 


REPAIRING 
FOUNTAIN PENS 










RUBBER STAMPS 


GREETING CARDS 


PLEASE ViSiT US aT 


BOOTHS W2E¢G ann WES 


while you are in Chicago 


OFFICE FURNITURE 





BANKERS Box COMPANY 


ESTABLISHED 1918 


$36 SOUTH 
CLARK STREET ° CHICAGO 5 
‘ILLINOIS 
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PRODUCTS t sow... 


Pm Off the production lines slide ink pads, sign 






















markers, rubber type sets and other Superior- 






made marking aids once again. 






The "back-log" of orders is rapidly dimin- 





ishing and the restoration of pre-war 





















service is not far off. 
By taking advantage of the assorting 
privileges for quantity discounts, 


and the savings in transportation 





charges made possible by pur- 
chasing all your Marking De- 
vice products from one 
house, you can insure 
maximum profits on these 


business necessities. 


Our Line Will Be 
Displayed at 
The Stationers’ 
Convention. 
We Invite You to 
Visit Our Booth. 


SUPERIOR 


MARKING EQUIPMENT 
COMPANY 


1800 W. LARCHMONT AVE. 
CHICAGO 13, ILL. 


533 MISSION STREET 
SAN FRANCISCO 5, CALIF. 





R. A. STEWART 
& COMPANY, INC. 


80 DUANE STREET 
NEW YORK 7, N.Y. 









1S 
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R. D. LATSCH 
Latsch Bros. 
Lincoln, Nebr. 




















GAEL SULLIVAN 


Second Assistant 


Postmaster General 











THOMAS BECK 


Crowell-Collier Publ. Co. 


New York, N. Y. 




















NATHANIEL LEVERONE 


Automatic Canteen Co. 


Chicago, Ill. 
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W. M. POTTER 


THE FORTIETH NSA 


Palmer House, Chicago, September 29 


Sunday, September 29—Manufacturers Exhibit .............. 3:00 
—Registration eek ae 
2:00 
Monday, September 30—Breakfast Meeting of Officers 
and Board of Control 9:00 
—Registration 9:00 
—Luncheon—Ballroom es bbe 
—General Session—Ballroom 1:30 
—Manufacturers Exhibit 9:00 
5:00 
Tuesday, October 1 —Division Sessions 9:30 


—Dealers—Ballroom 


to October 3 


P.M.-10:00 P.M. 
A.M-12:00 Noon 
P.M.- 6:00 P.M. 


A.M. 

A.M.-12:00 Noon 
P.M. 

P.M.- 5:00 P.M. 
A.M.-12:00 Noon 
P.M.-10:00 P.M 

A.M.-12:00 Noon 


Manufacturers—Private Dining Room No. 14 


Field—Private Dining Room No. 4 


—Luncheon—Red Laquer Room..12:30 

—General Session—Ballroom 1:30 

—Manufacturers Exhibit 4:30 
—Entertainment—Floor Show 

and Dancing—Ballroom... 9:00 

Wednesday, October 2—General Session—Ballroom........ 9:30 

—Manufacturers Exhibit 1:30 

—Annual Banquet—Ballroom 4-10 
Thursday, October 3 —Meeting of Officers and Board 


of Control—Crystal Room 9:00 
—Manufacturers Exhibit . 9:30 
—Golf Tournament—Olympia Fields 


Ladies’ Entertainment 


Monday, September 30—Buffet Breakfast Crystal 
Room 9:00 
—Breakfast with Don McNeill 

for Swift and Company—Radio 


Broadcast at Merchandise 


Tuesday, October 1 


Mart 7:30 
—Luncheon and Style Show 

Knickerbocker Hotel 12:30 
—Entertainment—Ballroom 9:00 


Wednesday, October 2—Theatre Party 
—Annual Banquet—Ballroom 1°15 














PA}, Yay Se 
KENNETH C. WELCH 
Grand Rapids Store 
Equip. Co. 
Grand Rapids, Mich. 











General Electric Co. 
Cleveland, Ohio. 





P.M. 
P.M.- 4:30 P.M. 
P.M.-9:00 P.M. 


P.M.-Midnight 
A.M.- 1:00 P.M. 
P.M.- 6:00 P.M. 
P.M. 


A. M.-12:00 Noon 
A.M.- 2:00 P.M. 


A.M.-10:00 A.M. 


A.M. 


P.M. 
P.M.-12:00 Midnight 
Afternoon 
P.M. 





C. R. KENDRICK 


Kendrick-Bellamy Co. 


Denver, Colo. 
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CONVENTION PROGRAM 


Speeches and Titles of Addresses 


At the time of going to press, the following had been scheduled to present ad- 
dresses at business sessions: 

Robert D. Latsch of Latsch Brothers, Lincoln, Nebr., will open the meeting with 
his president’s report. 

Recently returning from a trip around the world, Hon. Gael E. Sullivan, Second 
Assistant Postmaster General of the United States, will be one of the keynote 
speakers on the subject, “Speed the Mails—lIncrease Your Sales.” 

From Georgia comes as an NSA speaker Ivan Allen, Jr., of Ivan Allen-Marshall 
Company, Atlanta, addressing the convention on “The Selection of Outside 
Salesmen.”’ 

William B. Gregory II of W. B. Gregory and Son, Inc., Detroit, Mich., will pre- 
sent a talk entitled, “Speaking of Figures—The Dealer’s Rising Costs.” 

“Outside Selling—Its Beginning and Its Growth,” will be the subject of an ad- 
dress by Arthur King of Ward’s in Boston, Mass. 

Nathaniel Leverone, chairman of the board of directors of the Automatic Can- 
teen Company of America, Chicago, was secured as one of the program headliners. 
His topic has been announced as “Leadership, Our Geatest Need.” 

Thomas Beck, president of the Crowell-Collier Publishing Company, New York, 
N. Y., will address the convention on a topic related to this industry. , 


Grant Mickle of the Automotive Safety Foundation will present a paper on the 
methods of increasing traffic within retail stores through proper parking 
facilities. 

W. M. Potter of the General Electric Company, Nela Park Engineering Division, 
Cleveland, Ohio, has been secured to discuss proper store lighting. 


Arthur Walker, in planning Farnham’s beautiful new store in Minneapolis, 
Minn., developed an adjacent parking lot, believing that it would increase store 
traffic. From stveral months of practical experience, he will bring his findings to 
NSA. 


C. R. Kendrick, Kendrick-Bellamy Company, Denver, Colo., will speak on “Your 
Silent Salesman.” 


Regarding as one of the outstanding authorities in the nation on store modern- 
ization based on highly independent principals of merchandising, Kenneth C. 
Welch, vice-president of Grand Rapids Store Equipment Company, Grand Rapids, 
Mich., will report his views on the subject for the benefit of NSA members. 

John A. Gilbert, president of OFFICE APPLIANCES, Will speak on “‘What’s in Store 
for the Stationer?”’ 


These speakers were secured for the convention program to round out a pro- 
gram which promises to be of value to the retailer, the manufacturer, the salesman 
and others in the industry. 


Great Lakes Travelers Pre-Convention Luncheon 


A highlight for the days when Chicago is made a rallying point will be the 
sponsorship by the Great Lakes Travelers Club of a Pre-convention Luncheon 
for all members of the industry on Friday, September 27, immediately before the 
opening of the NSA convention. 


This lincheon will be held at the Hotel Sherman and dealers. manufacturers or 
travelers vvho are in Chicago at that time are invited to attend. 


In their host role, the GLTC members resume an activity which proved very 
Popular in previous convention years. The p rogram will be brief to permit 
dealers to attend without sacrificing time from business appointments and pre- 
convention activity. 


The luncheon will be called “The Kickoff”, a welcome to the convention. Master 
of ceremonies for the luncheon program will be Bill Smith, Ace Fastener Cor- 
poration. 


Committee for the affair is headed by Herb Walsh, Ace Fastener Corporation, 
chairman, assisted by Ray Eichenlaub, Service Steel Products Company; W. J. 
Dalton, William J. Dalton, Advertising; Jim Lynch, Browne Morse Company; and 
Bob Reynell, Oxford Filing Supply Company. 


OFFICE APPLIANCES, September, 1946 











ARTHUR KING 
Ward's 
Boston, Mass. 

















IVAN ALLEN, JR. 
Ivan Allen-Marshall Co. 
Atlanta, Ga. 





ARTHUR WALKER 
Farnham's 
Minneapolis, Minn. 












ane a 

JOHN A. GILBERT 

Office Appliances 
Chicago, Ill. 
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"AT YOUR SERVICE" is a phrase we've hear 

seldom during the past years. Because we real 
the industry appreciates all that the words imply, we 
trying to give them more meaning with each past 
month. Although manpower and material shortages 






continue to interfere with our plans, Vail will re 


"SERVICE-CONSCIOUS." Rest assure at the 


imum su 
highest quality paper fastening devices on the ma 


Ui 
yy 
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Yl 












MANUFACTURING COMPANY 
900 EAST 95th ST., CHICAGO 19, ILL. 
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WE EXTEND A CORDIAL INVITATION 
To All Dealers Attending the 
NATIONAL STATIONERS CONVENTION 
September 30 to October 3, 1946 


To visit the Wilson Jones Plant —the largest of its kind. * You 
will be interested in seeing our plant in operation; renewing 


old acquaintances; most of all, we should like you to meet 
our personnel. * Drop a line beforehand or come to our Con- 
vention Booth and we will arrange to bring you to the plant. 





Address your letter to the attention of 
George Cormack, Sales Manager 


WILSON JONES Co. 


ELIZABETH CHICAGO NEW YORK 
KANSAS CITY SAN FRANCISCO BOSTON 
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Not one Justrite booth this year—but two of them, and 
each will have its own type of merchandise, attractively 
presided over by one of the famous Chicago Lynn twins. 
Or if you want product information there will be Frank 
Graham, Roy Melind, Bing Stewart, Jack Rightor, or one 
of the other boys to tell you why Justrite Marking Equip- 
ment, Inks, and other office products will sell easily from 
your stock. 


We've got a big dark secret, too, of interest to the 
ladies. So bring the missus along when you visit the 
Justrite booths this year. We'll be looking forward to 
seeing you again! 





THE LOUIS MELIND COMPANY _ 


NEW YORK ° DETROIT ° CHICAGO ‘ LOS ANGELES ° SAN FRANCISCO 228 





164 OFFICE APPLIANCES, September, 1948 OFFI 








UCts 
ers 





PRE-EMUMEINC et oli ret 





FINEST CUSTOM QUALITY 


In each field of human endeavor, there is one product which, 
by reason of its sheer excellence, stands alone . . . the one thing 
of its kind which may be called the finest. 

In the field of Portable Lighting for Offices, it is MIDCO the 


Perfectlite portable fluorescent desk lamps. 


Now available in a wide choice of attractive finishes, as listed 








below: 
PORTABLE DESK LAMPS 
Model No. Finish 
421] 2-Tone Corduroy Brown Wrinkle with Gold Columns. R 
4212 2-Tone Iridescent Gray with Silver Columns. 4200 Series 
1919-4 Tune leidbaseek inde MIDCO the Perfectlite fluorescent desk lamp. 
$213 2-Tone English Antique Bronze with Gold Columns. 
ike mi > “nelis j ; > - 7e 
$213-A 1-Tone English Antique Bronze. MIDCO'S DUAL REFLECTOR 
Diffusing Reflector 
ADJUSTABLE CLAMP-ON MODELS ~ oo ere 
—— Value 
1005-A 2-Tone Corduroy Brown Wrinkle and Gold. me 
1005-B 2-Tone English Antique Bronze and Gold. Ph mage ee: 
nn nn ‘ . 2s High 
1005-G 2-Tone Iridescent Gray and Silver. "Reflecting Valug 
1006-A 2-Tone Corduroy Brown Wrinkle and Gold. 
1006-B 2-Tone English Antique Bronze and Gold. 
1006-G 2-Tone Iridescent Gray and Silver. EXCLUSIVE! This Scientific MIDCO light-distributing principle is 


the distinguishing feature of all MIDCO the Perfectlite Models. 
The 2-Tone models in Corduroy Brown and Gold are in wrinkle. 


All others are smooth finishes. 


FOR MORE DETAILED INFORMATION, WRITE FOR 
DESCRIPTIVE FOLDERS. PRICES AND DISCOUNTS. 


MIDCO 
Adjustable 
Clamp-on 
Models 


1006 
A-B or G 
Double Arm 





>. 





1005 
A-B or G 
Single Arm 


- = 








Midwest Naturlite Company 
228 West Kinzie St. Chicago 10, Illinois 
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Briefcases to answer every demand .. . for every purpose 

_ are here in NATIONAL quality . . . from student cases, 
durable and serviceable, to efficient, rich looking 
briefcases for the professional man. These cases—designed 
to add immeasurably to your store prestige—are of the 
finest materials and detailing. They are designed to provide 


an “‘office-at-his-fingertips’’ for the lawyer, 








the 
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top 
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the draughtsman, the salesman. 


Please order immediately —for early delivery. 


NATIONAL BRIEFCASE COMPANY 
512 S. Peoria Street, Chicago 7, Illinois 
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BUILD YOUR LEAO 


BUSINESS WITH THE 


NEW 









TRADE 


“TURN-TOP, TILT-LEAD-OUT” 


PLASTIC 


MARK 







The Greatest lmprovemett @VEr 
twnNade 1h a@ Lead Contamer 


Yes, with all the mechanical pencils coming back on the market, now is 
the time to get ready for a spurt in lead sales. And now is the time to let 
the new “Autopoint” Improved ““TURN-TOP, TILT-LEAD-OUT” Plas- 
tic Tube go to work for you. 

It is the greatest improvement ever made in a lead container. Turn the 
top and tilt leads out. No cap to remove and lose. Stops leads spilling 
out. One or more leads are easily selected. Handy pocket or purse size. 
Holds 24 leads. 

“Autopoint” leads, in this new container, fit any mechanical pencil, 
and of course, the ““Autopoint” line of better pencils. They have high 
tensile strength, are uniform in color, free from grit. Come in many 
degrees of hardness, in various colors. Standard leads retail at 10c, Real 
Thin leads 15c. Spark up your lead sales with these quality leads in their 
improved containers. 



















i ilepoinf 
QUALITY { 


Y LEAD 





Another profitable line, now that me- ° p 
_chanical pencils are being used by the New Handy Lead Display Dispenser 


millions. Packed in tubes of 3 and 4, and The new “Autopoint” attractive two-color dispen- 
retailing at 10c “Autopoint” erasers are ser shown, holds 3 dozen “Turn top, Tilt-lead-out” 


Media 'é - f : f Plastic Tubes neatly arranged to feature these 
profitable companion Sales items to tea- tubes. Used as counter or hanging display, this 


E RAS E R i) ture with “‘Autopoint” leads. Write for dispenser will make many extra Jead sales for you. 


information and prices. Order several of these displays with your next order. 


Citopoint Quality Leads 


AUTOPOINT COMPANY e 1801 Foster Avenue e Chicago 40, Illinois 
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PRESENTS 


Goodfrend STEEL ADJUSTABLE DESK 


MaMa OT TRAY No. 20 


Length, 30° Open, 15" Closed * Width, 4" 
3270 W. North Auenue Packing, 12 to Carton * Color, Office Green 


ae Weight, 19 Ibs. in Carton * Delivery, Immediat 
Chic 47, Winoés eig s. in Carton ivery, Immediate 


x 


* Fast Selling Item 

* Fits Center Desk Drawer 
* Slides Open to Desired Length 
% 3 Compartments plus Pencil Tray 


* Holes for Easy Placing 


No. 25 $940 Ea. List 








Available NOW to Increase Your Profit 





Another Much Needed Product! 


2 Wire Handles * Full Rubber Corrugated 
Mat *  Riveted Rubber Feet to Prevent Mar- 
ring Desk Top * Smooth Folded Edge All 
Around * Color, Office Green * Weight, 
16 Ibs. in Carton * Delivery, Immediate 
No. 15 $400 Dia eb 


Also available in Legal Size 












POSTING 
AND 
SORTING 
TRAY No. 15 


Length 12" Width 12" 
Height 7!/," Packing 
3 to Carton 


Here is a Fast Selling Office Necessity 


For 3 x 5 Cards ® 











Heavy Gauge Steel 
THE Wearever METAL * finite’ Pleges * 
CARD Built for Service 
Nos. a Olive Green Finish 
All Metal Waste Basket FILE Packed 36 and 72 te 
arton 
Sturdy Steel Construction, Rubber BOX Approx. Weight | |b. 


90 Cents Ea. List 


Feet, Green—Grey —Brown—Red 
—White, 6 of | color to Carton 
SIZES: 
11"'xt 1" Opening x 13"' High No. 10 
10"'x!0" Opening x 12" High No. I! 
12"'x12" Opening x 14" High No. 9 
Weight !7—21—26 Ibs. in Carton 

Delivery 10 Days 


$2.60 Ea. List 
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a. List 
| ' 
In spite of present day uncertainties ...one 
thing is sure... you can't beat the experience of 
All more than three-quarters of a century! For just that 
ight, long dealers have found that through troublesome times 
a or tranquil... the Feldco Line of regular and zipper ring 
binders is a good dependable line for... sales appeal... 
user satisfaction and profitable sales. 
sity The name of Feldco has always been synonymous with the latest 
1a developments in the zipper and regular ring binder field ...Vinyl-Tex, 
dhe our latest offering to the trade, has already proved its profit possibilities to 
er many of our dealers who have deluged us with repeat orders. Material short- 
a ages, still being with us, retard our volume production on this fast-selling profitable 
a | item. However, we are endeavoring to overcome this handicap and hope soon to be 





ina more advantageous position. 















sgl 
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2 attending the N. S. A. Convention will 
be interested to know that C. L. Barkley & Co., 
Chicago, is celebrating its 25th year in business. 
We like to think that BARKLEY over this span 
of years has played a consequential role in 
shaping the growth of the filing supply division 
of the industry. 





It will be a pleasure to welcome our out of town 
dealers attending the N. 5S. A. Convention and 
have the opportunity of showing them through 
our modern factory. Put BARKLEY on your 
visiting list when you at- , 

tend the N. S. A. Convention 
in Chicago. 






OUR 
) 2 
' YEAR 
a. 


(. L. BARKLEY & CU. 


Manufacturers of Filing Supplies 


»17 S JEFFERSON STREET CHICAGO 7. IL 
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MACHINE 
42°" 


Exclusive Addometer Yeatures 


|!—DIRECT SUBTRACTION 
Simply turn the dials counter clockwise. 


2—DIAL CLEARANCE 
Simply pull a lever and all dials are 
set to zero. 

3—STYLUS COMPARTMENT 
Stylus slips in end of case, always 
handy. 

4—ELEVEN INCH RULE 
Used for drawing lines and following 
figures to be added. 

5—EIGHT COLUMN CAPACITY 


Adds to one cent less than a million 
dollars. 


RETAILS 
FOR ONLY 


THREE MODELS 


"A" For use of '/g fractions. 
"B" For dollars and cents. 
"C' For adding feet and inches and !/ 


fractions. 


PRICE FURNISHED ON REQUEST 
WRITE TODAY 


RELIABLE TYPEWRITER 


305 West Monroe St. Chicago 6, Illinois 





ADDING MACHINE CO. 
fn balacamn 
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Manufacturers of outstanding 
BRIEF CASES 
PORTFOLIOS 
RING BINDERS 

and other high grade leather items 


sends 


GREETINGS 


to the 


Delegates and Guests 
of the 


N.S. A. 


You are invited to visit 
our new show room located 
in the Republic Building, 
209 S. State St., Chicago, Ill. 


(Just 2 block south of Palmer House ) 
See the line of leather goods 
that has made national 


headlines the past 3 years. 


LEATHERCRAFT, Inc. 


factor y 
2320 S. WESTERN AVE. 
CHICAGO 8, ILL. 





LEATHERCRAFT, Inc. 
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x At last a Ball-Point Pen that always writes a 
smooth, clean, unbroken line . . . a ball-point 
pen that’s dependable, always ready to write, 
anywhere, anytime. Already acclaimed the 
finest by thousands of actual users, the Holly 
Ball-Point Pen can be sold with confidence... 
you can be sure it will give complete satisfaction. 
It writes right! It stays sold! 


* Precision-built to watch-makers' standards, 
beautifully styled, the Holly Pen brings a degree 
of writing perfection never before achieved. 
WRITES 6 MONTHS TO 3 YEARS without 
refilling; writes dry; writes perfectly at all 
altitudes or under water, on all paper, cloth 
and other materials; writes through 4 to 8 
carbons; leak-proof; refills simply and cleanly; 
unconditionally guaranteed. Choice of black- 
and-gold or wine-and-gold color combinations, 
packed in a smart gift box. 

* The low list price and ‘‘no Federal tax"’ are 
important sales features too. You can offer 
your customers the world's outstanding Ball- 
Point Pen at a price that's right for fast sales. 


= oe 






ATTRACTIVE —— 
DISCOUNTS _--~ \ 
nae \ 
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HOLLY PEN CORPORATION 


5011 N. KEDZIE AVE. « CHICAGO 25, ILLINOIS 
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“TIP-TOP” 
WOOD TRAY 





DANDY AGATE 
CARD TRAY 
















The name HEDGES is recognized by dealers everywhere 
as the symbol of efficient filing equipment. Every Hedges 
product is dedicated to a single purpose—bringing order 


in the business office. Even during the war years, we 


POP’LAR VERTICAL 
TRANSFER CASE 


earnestly attempted to furnish the trade with an adequate 





line of office necessities. While material shortages still 
exist, every effort is being made to supply the maximum 
number of Hedges products—all those that make business 


operation smoother because of their use. Inquiries invited. 





STEEL SORTING 
AND POSTING TRAY 





CHALLENGER 


P ‘ 
CLIP BOARD OP’LAR OAK 


TICKLER 


HENGES MANUFACTURING LUMPANY 


Makers of Files and Filing Equipment 
Zee) WENTWORTH Weeve ... CHICAGO, ILLINOIS 





172 OFFICE APPLIANCES, September, 1946 














ere 
ges 
der 

we 
late 
still 
um 


1eSs 


ted. 














~* “* 
~- 

o«* 

-« 

os? 












@ FOCUSES LIGHT ON THE WORK-— 
AWAY FROM WORKER'S EYES 


@ DEEP WELL REFLECTOR —directs 
light more accurately 


I © SNAP-OUT TUBE CONNECTION 


@ CLEAR WHITE REFLECTOR—baked 
enamel finish 


e @ IMPACT RESISTANT PLASTIC 
: | CONSTRUCTION 


ter © STURDILY BUILT FOR YEARS OF 
i EFFICIENT LIGHTING 


Designed Specifically for use with your Elliott-Fisher 









OFFICE 
MACHINE 
The Tru-Lite Office Machine 
Light embodies al! of the fea- 


tures of the Tru-Lite Desk Light 
except that it has a bracket that 
attaches directly to the ma- 
chine—travels back and forth 
with the head of the machine- 
keeps the light constantly on 
the work. It is available in richly 
finished gray to biend with 
other office appointments. 
($1.00 add’! 


ar 


Bulb and D.C. Rectifier extra. 


Price f.0.b. 
Chicago 
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STEP UP WORKER’S OUTPUT 
AND LESSEN FATIGUE WITH TRU-LITE 


Single Tube Lighting With Two Tube Efficiency—The new Tru-Lite 
gives you all the advantages—the streamlined beauty and light weight 
possible only in a single tube fixture—plus the intensity of light produced 
by the ordinary two tube fixture. This is made possible by Trié=Lite’s 
exclusive deep well reflector design that directs rather than spreads the 
light, making use of 40% more of the available light intensity than the 
ordinary fixture. 
Completely Flexible—The Tru-Lite is hinged at FOUR separate 
places to insure complete flexibility. No matter where the work is 
placed on the desk, the Tru-Lite can be positioned to throw light directly 
on the work. 

Two Handsome Colors to Harmonize with Any Office. 

The Tru-Lite is available in satin finish pearl gray with matching gray 
shade, or in mahogany brown with matching shade. 


‘2172 


Be Sure to See the Tru-Lite 
at the 


NATIONAL STATIONERS’ CONVENTION 
September 30, October 1, 2, 3 
PALMER HOUSE ° CHICAGO 







Immediate Delivery 
Price f.o.b. Chicago ($1.00 add’! West of Rockies) 


Bulb and D. C. Rectifier extra. Shipping Weight 
Approx. 8 Ibs. 










STANDARD BUSINESS MACHINES CO. 
542 SOUTH DEARBORN STREET, CHICAGO 5, ILLINOIS 
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OFFICERS 
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H. B. VAN DORN 
Joseph Dixon Crucible Co. 
Jersey City. N. J. 
anufacturers Div. 


| President, 














GEORGE C. HOLT 
W. A. Sheaffer Pen Co. 
Fort Madison, Iowa 
Vice-Chairman, Mirs. Div. 








A. R. SKIBBE 
Associated Stationers Supply Co. 


icago, . 
Vice-President, Wholesalers Div. 
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R. D. LATSCH 

Latsch Brothers 

Lincoln, Nebr. 
President 


L. S. CROWL 
Blade Printing & Paper Co. 
Toledo, Ohio. 
Vice-President, Distributors Div. 




















PAUL BURBANK 
Washington, D. C. 
Secretary and 
General Manager 


























W. E. STOCKETT, JR. 
Stockett-Fiske Co. 
Washington, D. C. 

Treasurer 


WOODSON P. WADDY 
Everett Waddey Co. 
Richmond, Va. 
Auditor 




















R. A. JONAS, JR. 
Oxford Filing Supply Co. 
Brooklyn, N. Y. 
Vice-Pres., Sales Managers Div. 








H. T. Kilam 
Kilham Stationery & Print. Co. 
Portland, Ore. 
Vice-Pres., Stationer-Printer Div. 





/ | 


FRED DOWNS 
Downs-Randolph Co. 
Vice-Chairman, Distributors Div. 


WILLIAM J. BOYD 
Acco Products, Inc., 
Chicago, IIl. 
Vice-President, Field Div. 


EARL R. KOCHHEISER 
Charles Ritter Co. 
Mansfield, Ohio 
Vice-President, Dealer- 
Manufacturer Relations Div. 
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ERLE O. KISTLER 
W. H. Kistler Stationery Co. 
Denver, Colo. 
Vice-Pres. Office Furniture Div. 


September, 1946 
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AWAITS EXHIBITS—Fred 
Schaefer (right) is chairman of 
the exhibit hall committee for 
the 1946 NSA convention. He 
awaits the flood of post-war 
products which will be viewed 
with interest at this first NSA 
session since 1944, 





ADMISSION 
BY BADGE 


ONLY | 





A FAMILIAR FIGURE—Posing 
with Chairman Schaefer is the 
No. 1 bellboy of the Palmer 
House. a veteran in the hotel 
force who knows the exhibit 
hall arrangements from A to Z 
through his work at the previ- 





ous NSA conventions. 


EXHIBITORS AT THE TENTH NSA EXPOSITION 


(All in Exhibition Hall, except those marked *, which are on 6th floor) 


A 


Ace Fastener Corporation 
Acme Visible Records, Inc. 
Aigner, G. J., Company 

* All-Steel-Equip. Company 
Allied Ribbon & Carbon Mfg. Company 
Almac Plastics, Inc. 

Amberg File & Index Company 
American Lead Pencil Company 
American Writing Paper Corp. 

*Art Specialty Company 

Art Steel Sales Corp. : ; 
Associated Stationers Supply Co. 
*Automatic Pencil Sharpener Company 
Autopoint Company : pineal 
Avery Adhesives, Inc. 


Bainbridge, Kimpton & Haupt, Inc. 
Bankers Box Company 

Bates Manufacturing Company 
Best, Richard, Pencil Company 
*Boorum & Pease Company... 
Bureau Stationery Company 
Business Efficiency Aids 


C-Thru Ruler Company 

Cardinell Corp 

Carter's Ink Company 

Codo Manufacturing Corp. 

*Cofax Corp. 

Columbian Art Works, Inc. 
Columbia Ribbon & Carbon Mfg. Co., Inc. 
Compco Corp. 

Conklin Pen Company 
Corry-Jamestown Mfg. Corp. 
Cramer Posture Chair Co. 
Cushman & Denison Mfg. Co. 


D 


Dennison Manufacturing Company 
Dick, A, B., Company 

Ditto, Inc. 

Dixon, Joseph, Crucible Company 
DoMore Chair Company, Inc. 
Downey, C. L., Company 


E 


Eagle Pencil Company 
Eaton Paper Corp. 
Engineering Manufacturing Company 
Esterbrook Pen Company 
Eureka Specialty Printing Company 
Eversharp, Inc. 

F 


Faber, A. W., Inc. . 
Faber, Eberhard, Pencil Company 
*Farber, Louis H. 
Fibre Forming Corp. 
Finch & McCullouch 


Gibbons, Thomas H., & Co. 
Globe-Wernicke Company 
Graff, George B., Company 
Gregory Fount-O-Ink Company 
Gunn Furniture Company 


H 


Hano, Philip, Company, Inc. , 


Herring-Hall-Marvin Sate Company 
ET MOOND oan ccsassacesecse 
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Chicago, Ill. 
Chicago, Ill. 
Chicago, Ill. 
Aurora, Ii, 

New York, N. Y. 
New York, N. Y,. 
Kankakee, Ill. 
Hoboken, N. J. 
Holyoke, Mass. 
Chicago, iil. 
New York, N. Y. 
....Chicago, Ill. 
--..---Chicago, fil. 
....Chicago, Il. 
Los Angeles, Calif. 


New York, N. Y. 
Chicago, Hil. 
Orange, N. J. 

Irvington, N. J. 

Brooklyn, WN. Y. 

Bloomington, Il. 

Skokie, Hl. 


Hartford, Conn. 
Montclair, N. J. 
Cambridge, Mass. 
Coraopolis, Pa. 
Lynbrook, N. Y. 
Milwaukee, Wis. 


Glen Cove, L. /., N. Y. 


Chicago, Ill. 
Chicago, fil. 
Corry, Pa. 
Kansas City, Mo. 
New York, N. Y. 


Framingham, Mass. 
Chicago, Iil. 
Chicago, Ill. 

Jersey City, N. J. 
Elkhart, Ind. 

Hannibal, Mo. 


New York, N. Y. 
Pittstield, Mass, 

Sheboygan, Wis. 
Camden, N. J. 

New York, N. Y. 
Chicago, fil. 


Newark, N. J. 
Brooklyn, N. Y. 
Chicago, Ill. 


Aurora, : i. 


Chicago, Ill. 
Cincinnati, Ohio 
..Cambridge, Mass. 
Los Angeles, Calif. 


Grand Rapids, Mich. 


Holyoke, Mass. 
Hamilton, Ohio 
Chicago, If. 


1946 


Higgins Ink Company 
Hotchkiss Sales Company 
Hunt, C. Howard, Pen Company 


1-J-K-L 
Industrial Tape Corp. 
International Plastic Corp. 
Johnson Chair Company 
*Kahn, David, Inc. 
*LaSalle Products Co. 
“Leopold Company 


Mashek, Frank, Company 
Maso-Steel Products . 
*Mason & Williams Company 
May, J. L., Company 
Melind, Louis, Company 
*Meier, Joshua, Company 
Merriam, G. & C., Company.. 
Minnesota Mining & Mfg. Company 
Moore Push-Pin Company 
Morris, Bert M., Company 
Murray Engraving Company 


N-O-P-Q 
National Blank Book Company 
*“Niagara Duplicator Company 
*Northern States Envelope Company 
*“Norwood Equipment Company 
Oakville Company 
Oxford Fiting Supply Company 
Parker Pen Company 
Polycraft, Inc. 
Quality Park Envelope Company 


R 


Rand McNally & Company 
Reyburn Mfg. Company 
*Ritepoint Company ; 
Robinson Manufacturing Compan 
Rockwell-Barnes Company 
*Rowles, E. W. A., Company 
Royal Typewriter Company 


S-V 
Sanford Ink Company 
Sengbusch Self-Closing Inkstand Company 
Sheaffer, W. A., Pen Company 
Southworth Company 
*Speed Products Company 
Speed-O-Print Corp. 
*Spencer Rubber Products Company 
*Stafford, S. S., Inc. 
Stein Brothers Mfg. Company 
Sturgis Posture Chair Company 
Superior Type Company 
Victor Safe & Equipment Company 

W-Y-Z 

Wallace Pencil Company 
*Waterman, L. E., Company 
Weber, F., Company ; 
*Weber-Costello Company 
Webster, F. S., Company 
Weis Mfg. Company 
Welch, W. W., Company 
Wells Office Furniture Company 
Wessel, Stanley, & Company 
Wilson Jones Co. 
Wire-O Binding Company of Chicago 
*Wolber Duplicator & Supply Company 
Wood Office Furniture Institute 
Yawman and Erbe Manufacturing Company 
Zephyr American Corporation...... 
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Brooklyn, WN. Y. 
Norwalk, Conn. 
Camden, N. J. 


New Brunswick, N. J. 


Morristown, N. J. 

: ...Chicago, Il. 
North Bergen, N. J. 
soanieaiead Chicago, Iii. 

Burlington, lowa 


.....Chicago, Hl, 
-o..Chicago, fl. 
......Chicago, il. 
New York, N. Y. 
ican Chicago, Iil. 
New York, N. Y. 
Springfield, Mass. 
...St. Paul, Minn. 
Philadelphia, Pa. 
Los Angefes, Calif. 
Chicago, Mil. 


Holyoke, Mass. 

San Francisco, Calif. 
St. Paul, Minn. 

: Chicago, Ili. 
Oakville, Conn. 
Brooklyn, WN. Y. 
Janesville, Wis. 
New York, N. Y- 
St. Paul, Minn. 


---.---..Chicago, Mil. 
Philadelphia, Pa. 
......St. Louis, Mo. 
Westfield, Mass. 
......Chicago, I. 


Arlington Heights, i. 


...New York, N. Y. 


, Chicago, fil. 
Milwaukee, Wis. 
Fort Madison, lowa 


West Springfield, Mass. 
Long Island City, N. Y. 


Chicago, If. 
Manchester, Conn. 
New York, N. Y. 
Chicago, Ill. 
Sturgis, Mich. 
Chicago, Ill. 


North Tonawanda, N. Y. 


, St. Louis, Mo. 
......New York, N. Y. 
...Philadelphia, Pa. 


Chicago Heights, ili. 


Cambridge, Mass. 
ers Monroe, Mich. 
Cincinnati, Ohio 
Chicago, fil. 
Chicago, Ill. 
Chicago, Ii. 

wsdl Chicago, Ili, 
---ee...-hicago, Mi. 
Washington, D. C. 
...Rochester, N. Y. 
New York, N. Y.- 








Cal 5 are Cale 
for Littl Girls 


but not for 


CARBON PAPER 





That's why good typists choose 


KEEN-RITE and SUPER-TREATED 


Both the popularly priced KEEN-RITE and the 
de luxe SUPER-TREATED brand are made by a 





special process to prevent curling and smudging. 
Every typist can now get clearer, cleaner copies 
along with maximum wear. No more unsightly 


erasures and no more soiled hands from handling. 











Codo- MANUFACTURING coRP. 


529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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Stebco Plant— 
4242 W. Fillmore St. 











i ie a 
a a Lis : + ft a : 

ae ae ar 

iv 4° tees or ee 
p> eee 

\ Palmer House—Booth F-5 


@ Stelec Products vise: vn 


STEIN BROS. MFG. CO. * 4242 WEST FILLMORE, CHICAGO 24, ILLINOIS 
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© Boosting | ~ 
KIL-KLATTER | 
sales from coast | 
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to coast...this is 
one of a series of 
advertisements | 
appearing reg- | ‘ 
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ment magazines. 
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STATIONER‘s 
| AMERICAN HA IR4FELT COMPaNy r 
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\ ' 


_ Bae Ses a 2 snail 






{ Dealers: attach this coupon to your letterhead} 
AMERICAN HAIR & FELT COMPANY 
Dept. 6B-9 , Merchandise Mart, Chicago 54, III. 


( ) Send 3 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $18.00 is enclosed. 


1 

1 

! 

! 

1 

j 

; (In U.S.A. only) or 
! (€ ) Send FREE sample KIL-KLATTER Pad and full information about 
l quantity prices and discounts 

! 

I 

I 

i 
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Come Up To See Us 
When You Are Here 


We extend a cordial welcome 
and invitation to all our good 
friends who attend the Na- 
tional Stationers Convention 
at Chicago to visit us in our 


new quarters. 


It will be a pleasure to have you see our 
greatly enlarged quarters and improved 
facilities for serving you. We are just fif- 
teen minutes from the Palmer House by 
either the State Street or Wabash Ave. 
street cars or Michigan Ave. bus. Be sure 
to come up to see us when you are here— 
we have some interesting things to show 


you. 
3 


CHARLES DOPPELT « CO. 


Fine Leather Goods 


2024 S. Wabash Ave. 
CHICAGO 16, ILL. 







Business cases 
and travel cases — 
for “the man who is going places” 


makers of 


DOPP-KIT 


nationally advertised utility kit. 
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55-59 E.26th. St... CHICAGO, IG ILL. 


Representatives 
Milton Stone, 320 Broadway, Room 625 
New York City, covering New York 


Deutsch, Texas, Okla., La., Ark 
1228 Locust Ave 


Bivd., Dallas, Tex 
San s. 
Philadelphia, Pa 


Fred 
3525 Southwestern 
171 Second S&St., 


Lichenstein 


Harry Henkel, 
Francisco, Calif 








OFFICE APPLIANCES, 1946 


September, 


An adjustable desk lamp for the discrimi- 
nating buyer of fine merchandise. 


reasons why LASCO lamps 
have met with National 
acceptance .....-+e-s. 


Designed for light. 
Simple design, cast base. 


Rigid construction. 
Rubber feet prevents scratching of desk. 


Brass ball swivel, making shade adjustable. 
All connections permanent with wire nuts. 
All electrical devices underwriter approved. 


Instant starting switch. 
Durable brown wrinkle finish. 
Priced right, reasonably prompt delivery. 


LAKE SPECIALTY CO. 


711 West Lake Street Chicago 6, II. 
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pate PERFORMANCE 





“ Trifles make perfection 
tal preofection ts no mere bufle’ ! 


The contour—the steel—the heat treatment 

and fine adjustment of the nibs—the shape 

of the handle and the just right weight and 

balance of this instrument add up to the 

perfect ruling pen—the first of a series of | 

fine instruments by Post. | 
Ruling Pen No. 742 


Five and one-half inch. Price $2.75 F.O.B. 
Chicago. 


baie oat lad Oe Se 1) 1-1 a DETROIT » HOUSTON - CHICAGO - LOS ANGELES + MILWAUKEE 


3650 N. AVONDALE AVE., CHICAGO 18, ILL. 
INSTRUMENTS - EQUIPMENT AND MATERIAL FOR THE ARCHITECT AND ENGINES 
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WHILE IN CHICAGO 
VISIT THE NEW 


KRUMWIEDE 
SHOWROOMS... 


New, beautiful, modern, with many 
innovations for a new standard of 
service to the stationery industry. 
While in Chicago see this newest de- 
velopment . .. a short taxi ride from 








your hotel. 


The displays feature many important 
stationers specialities and THE COM- 
PLETE LINES OF THESE MANU- 
FACTURERS: 


G. J. AIGNER COMPANY, Chicago 
E SERVICE PRODUCTS COMPANY, Chicago 
y W kK L C Q M E, | PRATT & AUSTIN, INC., Holyoke 
dpesaih RUBBER PRODUCTS, Manchester 


Dealers, Manufacturers 





and Travelers attending 


} 
oben camara onge Cha KRUMWIEDE and ASSOCIATES 


336 South Jefferson Street Chicago 6 
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For Quick and Accurate 
Soldering of Type 


WITHOUT REMOVING TYPE BARS 


USE THE 


Type Soldering Gauge 








For Use on All 
Standard Typewriters 


The Ideal Type Soldering Gauge desired for 
many years has been one which would save 
the removal of top plates, covers, locking 
washers or screws, fulcrum wires, connect- 
ing links, typebars, and other parts, do the 
job right, and prevent what is commonly 
known as “butchering” of typebars. 

The KEG-MAR gauge is extremely simple, 
easy to understand and operate. It does the 
work in accordance with all requirements 
and relationship of segment ring and cylin- 
der and requires a minimum of aligning 
thus reducing the time required to perform 
the complete resoldering operation. 


With the KEG-MAR gauge there is no more 
guesswork as is done in “spot soldering” of 
type. No second operations for misalign- 
ment as when using a gauge requiring the 
removal of typebars. No defacing of type- 
bars to correct alignment. No loss of parts. 
The KEG-MAR gauge has many other impor- 
tant advantages as your experience in using 
it will reveal. 


Immediate Delivery 
From 


Ames Supply Company 


DISTRIBUTORS TO THE OFFICE MACHINE TRADE 


564 W. Randolph St., Chicago 6 





37 Murray St. 583 Market St., 








New York 7 AGENCIES San Francisco 5 
IN 
19131 Commerce St.,| PRINCIPAL CITIES 11 Prior St., 
Dalias 1 i Atlanta 3 
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fo! Déstinetive CORRESPONDENCE 
USE-— 
COPYBRITE TYPE AND PLATEN CLEANER 


Its penetrating ability actually frees the solid accumulation of dried 



















ink, lint and ribbon fabric which clog the type characters in nor- 
mal machine use. 


It is imperative that type be clean when “cutting” a stencil, and 
COPYBRITE TYPE AND PLATEN CLEANER renders this "MUST" 


a mere 40-second routine operation. 


Freshens and imparts new life to Platens and Duplicator Impres- 
sion Rolls. 


Vigorous brushing and splattering is unnecessary with COPYBRITE 
TYPE AND PLATEN CLEANER. 


The action is i a is the fluid. 





COPYBRITE USE 
Type and Platen Cleaner 
is indispensable for the COPYBRITE 
proper maintenance of 
TYPEWRITER 
TYPEWRITERS 
ADDING and BILLING anes 
MACHINES STENCILS 


MULTIGRAPHS STENCIL INK 
CHECK WRITERS 
en A ana CORRECTION FLUID 
ape = and Office ALCO UNITS 
sma — ALCO FLUID 
GELATIN ROLLS 


Contains no alcohol or 
acid, Will not harm enamel, HECTO CARBON 


type or 
COPYINX HAND 


0) A Ne 

















‘700 WEST LAKE ST....CHICAGO 6, ILL. 


‘So It Right uxth Copy brite” 


OFFICES IN ALL PRINCIPAL CITIES 
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ALUMINUM (al 
SCREW, POSTS \ get 


STRONG - LIGHT 
NON -RUSTING 


e C ' E » 
= ZA-' “$0 ALL TYPES OF LOOSE-LEAF BINDING 


These AICO Aluminum Screw Posts have a tensile strength com- 
parable to that of structural steel, are accurately made and 
attractive in appearance. 


TWO AVAILABLE PACKAGES 


THE ASSORTMENT: 1000 in a display box—250 each of the four 
sizes most in demand retailing at 2'/.c per unit. 


THE HANDY PACKAGE: Packed in minimum quantities for easy 
resale, 6 to a package retail at I5c to 45c per package 





14 sizes ranging from '4,"" to 4". 

AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 
CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


e 
LY. pbiguer 
503 S. JEFFERSON ST., CHICAGO 7, ILL. 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


Aico Products are Distributed in Eastern States by: 
Aigner Index Co., 97 Reade St., New York 13 




















FLUORESCENT DESK LAMP 
18” wide No. 800 1234” high 
6 x 9” Solid Metal Base 
Adjustable Shade 
Rubber Feet 
Brown Wrinkle Finish 
Groove for Pens and Pencils 

List $9.00 (without bulb) 


Regular Trade Discount 


ACTIVE SALES CO. 


2023 N. Halsted St., Chicago 14, Iil. 














Newly Designed 


GLASS 
DESK PADS 









Made in Green, 


Brown or Maroon 


Made of LYNO Board with a 34" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised 
and papers changed. Back covered with felt. 


Overall size 1934" x 2434" (Glass size 18” x 24’) 
with Ye” glass $4.50 list. 


Packed Six to a Carton. 


Geo. E. Fox & Company 


Office Specialty Manufacturers Since 19117 
412-420 ORLEANS ST., CHICAGO 10, ILL. 











% sahiahacks 


These two words—Canode 
and Satisfaction — have 
been trade “buy words” 
for forty-five years. 


Shrewd buyers know that 
if anybody can make good 
duglieiting inks it is 
Canode. 

Canode's is always the 
best buy. 

For the finest duplicating 
ink made—try CAN- 
ODE'S PREMIUM INK. 


For a good, low priced ink 
—as good as some peo- 
ple's best—try Canode's 
Bulletin Ink. 


Samples and Prices on Request 


INK SPECIALTIES CO., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 


DUPLICATING 


BLACK 


“@ 
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AN IDEAL 
TA ML LL te a VAY L Jha! 


FOR OFFICES e 


STORES e 


$1095, 


Set of 2 Phones } 
with buzzer and ; 
70 ft. of single 
conductor wire. 
(Batteries not 


SHOPS e SCHOOLS 





Included) 
All-steel baked enamel finish 
rd Feature this practical, low cost ‘inter-com" outfit in windows 
a. and counter displays for quick, profitable sales. Operates 
od over several hundred feet on dry batteries. Useful in almost 


every business establishment and institution, in the school 
and on the farm. 


Available now for immediate delivery. Order direct from 
this ad at usual discounts or write for illustrated circular and 
prices. 











tie CONTURY- CHICAGO CU. 


335 West Madison Street Chicago 6, Illinois 





@ A Glass Smooth Plastic Fibre Board 
@ Vise-like Spring Holds Papers Securely 
@ Unreservedly Guaranteed 

Furnished in the Following Sizes 


Stock PRICE 
No. Size Ea. Dos. Gross 
200 64%4”"x11” $0.50 $5.75 $67.50 
203 eS 2 50 5.75 67.50 
204 9” x12%” 55 6.35 72.00 
205 9” x15%” .60 7.20 78.00 
206 oe fad .65 7.80 84.00 
200-203-204 packed 2 Dozen to a carton. 
205-206 packed 1 Dozen to a carton. 
Write for descriptive circular. 
SERVICE PRODUCTS, Inc. 


2035 So. Calumet Ave. ° Chicago 16, III. 


Sewtce Office Procdlucla 


OFFICE APPLIANCES, 











September, 1946 























Ruberlyke 


ASTIC 
eGNEHOLDER 


60 


RETAIL 
price 





TRADED 


MR. RETAILER: If you have 
not yet ordered, better con- 
tact your jobber or write us 
at once for details. 

Substantial dealer's dis- 
counts. FAIR-TRADED. 


* 
\ CUTS for newspaper or Cir- 
culars, Envelope Stuffers and 
Display Easels available. 


REYAM PLASTIC PRODUCTS CO. 


1525 EAST 53rd STREET...CHICAGO 15, ILLINOIS 





MAYFAIR’S 


STEEL DESK EQUIPMENT 





DESK DRAWER INSERT 
5 spacious compartments 
No. 9—9x4!/9x22" 
No. 10—10!/>x4!/gx22" 
Either size—LIST $3.30 ea. 
Color—Olive Green 


STEEL DESK DRAWER TRAY 
Expanding type 








No. 440—4 Compartments 
Adjustable—Extends to 30" 
Closes to 15/2" 


Width 4" 
Steel—Olive Green 
List $2.20 ea. 12 to carton. 


Special Trade Discounts 


MAYFAIR CO. 


230 W. SUPERIOR ST. CHICAGO 10, ILL. 
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THE PERFECTION BOX CO. 


SENDS 


GREETINGS 


TO THEN. S. A. 





Perfection’s corrugated transfer file cases 
with the tailor made metal band are recog- 
nized as the finest cases made. 
WE CAN MAKE IMMEDIATE DELIVERY 
ALL SIZES 


Prices right Send for catalog 


PERFECTION BOX CO. 
5514 W. Lake St. Chicago 44, IIL. 

























CARDS 
GUINES 
FULUERS 


We hope the time is not far 
distant when we shall be able 


to resume pre-war service. 


Your understanding and 
cooperation is genuinely 


appreciated. 












The Perfection 
String Binder 


For holding together deeds, 
mortgages, policies and all 
kinds of papers, odd shaped or 
otherwise. Can be used over 
and over again by crossing 
out old dates. A money and labor saving item. 
SIZES TO YOUR SPECIFICATIONS 
Prices on request 
PERFECTION BOX CO. 
9514 W. Lake St. Chicago 44, II. 
Phone us from the convention. Mansfield 8668 

















offer of a stock sample of our beautiful 


+ 
| 
| 

Wicker | 

Our FREE 

plastic desk name plate brought a world-wide response. 

Many requests also came from dealers for desk plates | 

| 
| 
| 
| 
| 
| 
| 
| 
| 
' 


with their own name. We now offer to the trade one 
of these beautiful desk name plates with any name or 
title you specify—crystal white stand—letters 114” high, 
\,” thick, in beautiful translucent blue, red, yellow or 
green—at 60c per letter postpaid, less regular trade dis- 
count. Example: Plate with “INFORMATION” would 
cost $6.60 less discount. Send your order. Reasonable 
delivery. Counter display cards furnished. 


INDUSTRIES 
CHICAGO 14, ILL. 


BRADLEY 
1652 N. DAMEN AVE. 





Sion Petty Thefts 


No. 10 


WONDER [OCK does everything the or- 
dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See Illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws; 
no tools required. Two drawers may 
be secured with one WONDER [ack 


by the use of brace plate furnished. 
Used by U. S. 





List Price $2. 50 


Every store, office, factory and home a prospect. 


government. Write at once for price and full particulars. 
Prompt Shipments 
WONDER [OLK 53 W. Jackson Blvd. Chicago 4, Ills. 

















MAGIC 
FLOW 


is the best buy 
in Duplicating Inks 


MAGIC 
STENCILS 


are the best buy 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, Ill. 
Products that make friends. 
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SHEET BOOSTER—the great- 


























































} est improvement ever offered 
| in ring book binders. Exclusive 
| FEATURES with Rogers—a patented idea 
| 1. SHEETS Lift making loyal customers wher- 
| J. P. WARD, SR AUTOMATICALLY ever used. Fits all ring book 
| —WILL NOT JAM binders. DON’T DELAY—In- 
| ) ‘ He gave vestigate this money making 
| Y O I | RE * Fo on idea .. . you'll be as enthusias- 
| 3. MINIMIZES HOLE. ‘oS those who are already 
| : TEARING : using our SHEET BOOSTERS 
| LCOM 4. FOR 1”°-114"-2” to boost their ring book binder 
| \ | E E RINGS. sales. 
| ROGERS LOOSE LEAF COMPANY 
| THE DELEGATES AND FRIENDS OF THE 119 S. WELLS ST. CHICAGO, ILL. i 
N.S. A. : 
Steel WASTE BASKETS 
ARE CORDIALLY INVITED TO VISIT THE 
OFFICES AND SHOPS OF THE FOR PROMPT DELIVERY 
SHIPMAN-WARD MFG. CO. 
No. 102 
SEE! 12”x12"x14/" High j 
; : COLORS: 
One of the oldest shops of its kind in the world. Green 
How platens and feed rolls are recovered and ground. Bees aoe 
How office machine parts are nickle plated and ena- Red, White 
meled How typewriters are rebuilt Visit our Display 
= a eee Rooms at the ad- 
dress below dur- 





A 7 min. ride from Palmer House via North ing the NSA 
side El. brings you to our door. Get off at 
Merchandise Mart Sta. ... That famous 
building is just across the street from us. 





Convention. 





Heavy Gauge Steel Rubber Feet 
SHIPMAN-WARD MFG. Co. Throughout No Sharp Projections 
: Rolled Edges Gleaming Baked Enamel 
325 N. Wells St. Chicago 10, Iil. Battleship Construction Finish 
The Dealers Quality Supply House Two other Basket Sizes: No. 103—11”x 11" x 13” High 
Since 1892 ; No. 104—10” x 10” x 1114” High 





DORMAN-RATTNER CORP.| |, 


“We'll be looking for you” 
1532 S. Michigan Ave. Chicago 5, Ill. 
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NEW! EX7RA SALES APPEAL 
added to Proved MONEY-MAKER 


The Plasti-Key Case Now PERSONALIZED 


MONOGR, CASE i 
L 


All These New Features! 


No Increase in Price! 

















RETAIL PRICE 


ACTUAL an | 


SIZE 
(Back View) less regular 
trade discount 





New heavier plastic material. 
Extra sturdy and durable. 


E New high gloss “patent leather” finish. 





Keeps clean longer. Looks expensive. 


Six beautiful colors. Red, Black. Brown, 
Green, Blue, Burgundy. 











PLASTI-KEY CASE 
as 1 0 C vont (Front View) 
COMPACT - DURABLE - FLEXIBLE 


FREE Display Card 
24 key cases, each with different initial, \ 
mounted on eye-catching display card. Ab- 

solutely free with every order of 6 gross. q 


10% handling charge for orders of less 


than 6 gross. rm 
Office Supply dealers all over the country have ac- Ir 
claimed Plasti-Key Cases sure-fire sellers as they were is 


originally made—without a monogram. Imagine what 


volume builders these new, initialed Plasti-Key cases will be! * 

Beautiful case cannot tear, lasts years. Holds 5 keys. Be 

the first to cash in on Plasti-Key profits. Order today! A 
m 


EXPORT ORDERS INVITED 






































Send Order To Dept. 90 





PETER PEYTON and COMPANY 


330 So. Wells St., Chicago 6, Illinois 
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Announcing—b NEW, EFFIC 


Sales Office 844 West 59th Street 


OFFICE 














ENT, LOW PRICED Adding Machine 


PATENTED 
No, 2,402,549 








It’s the NEW /2eci4e Adding Machine 


When you see... and operate ... the new Precise, chances are you will feel, 
as so many do, here's a popular-priced Adding Machine that is really practical. 

There is no claim that Precise is a revolutionary idea. But it does embody 
mechanical features never before found in a stylus-operated Adding Machine. 
In fact, features so ingenious and original that patents have recently been 
issued covering them. 

You will marvel at its operating efficiency .. . its simplicity and speed. Engi- 
neering skill makes Precise fully automatic, accurate and dependable. 

Let's emphasize that Precise is not designed as a competitor to higher priced 
Adding Machines . . . but, tests show it does have a very definite place in 
many varied types of business establishments and offices. 

No need fo tell you the possibilities for sales if Precise does the job... and 
it stands ready to prove to you that it does an outstanding job. 


Write, phone or wire for further information . . . or if you plan 


to be in Chicago Sept. 29-Oct. 3, look us up at the Palmer House. 


PRECISE ADDING MACHINE 


Chicago 21, Illinois 








A Few Quick Facts 
about /2ecise 


It is a 7-Column Machine 
Precision-built 

Adds—Subtracts 

Magnified totals always visible 
Press handle to clear total 
Die-Cast case, two-tone tan finish 


Compact... 42” wide, 4%” high, 
7” deep. 


Lightweight . . . less than 5 pounds 


Priced to retail, Zone 1, $19.90, 
including Federal Tax 


Telephone Normal 2020 


A Product of Precise Developments Company —Chicago, Illinois 
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S. FORD CHIDSEY 
Bradley & Scoville, Inc. 
New Haven, Conn. 

District No. 1 





CLAUDE P. HANES 
Office Equipment Co., Inc. 
Tampa, Fla. 
District No. 4 








PETER J. MURRETT 
Ryan & Williams, Inc. 
Buffalo, N. Y. 
District No. 2 





CHARLES V. SINISGALLI 
R. P. Andrews Paper Co. 
Washington, D. C. 
District No. 3 




















H. C. WILKING 
B-C-D Office Equipment, Inc. 
Detroit, Mich. 
District No. 5 














TED R. WARKENTIN 
Southwestern Stationery & 
Bank Supply. Lawton, Okla. 
District No. 8 
























$$$ 
OMAR BOYD 
Stationers Corp. 

Los Angeles. Calif. 

District No. 12 
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ALVIN EISEMANN 
Maverick-Clarke 
San Antonio, Tex. 
District No. 9 

















NSA 


Regional 


W. M. WECK 
Haines & Essick Co. 
Decatur, IIl. 
District No. 6 





FRED B. ROBINSON 
Robinsons’ Book Store 
Golden, Colo. 
District No. 10 


Governors 
1944-46 
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FRANK W. AMEY 
Ream’s, Inc. 
Lancaster, Pa. 

Lt. Gov., District No. 3 





























LYLE D. ESPE 
Midwest Press & Supply Co. 
Sioux Falls, S. Dak. 
District No. 7 














DARREL IRELAND 
Trick & Murray 
Seattle. Wash. 
District No. 11 









A. J. KERIN 
Tower-Crossman Corp. 
New York, N. Y. 
District No. 13 


September, 1946 






























JOHN HENN 
Stanley Wessel & Co. 
hairman 


























W. J. DALTON 
. J. Dalton, Advertising 
Publicity 


= 
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EDWARD C. ROHRS 
Eaton Paper Corp. 
Registration 






































HERBERT J. WALSH 
Ace Fastener Corp. 
Prizes 
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E. R. MANNING EDWARD L. LITTLE 
Stein Brothers Mig. Co. The Wabash Cabinet Co. 
Vice-Chairman Banquet 


CONVENTION 
COMMITTEES 


John Henn, Stanley Wessel & Company, chairman. 
E. R. Manning, Stein Brothers Mfg. Co., vice-chairman. 


BANQUET COMMITTEE 


Edward Little, The Wabash Cabinet Co., chairman. 

Sidney Butterfield, Smith & Butterfield Co.; Tom Gillice, Rockwell 
Barnes Co.; Isadore Voda, Wallace Pencil Co., Ted Warkentin, South 
western Stationery & Bank Supply Co. 


ENTERTAINMENT COMMITTEE 


Parle Cooley, Bates Mfg. Co., chairman. 
J. Edward Conlon, Rockwell-Barnes Co., co-chairman. 


J. K. Edward, Joseph Dixon Crucible Co.; Chas. Evans, Sanford Ink Co.; 


H. Folger Fellowes, Bankers’ Box Co.; Chas. Kendrick, Kendrick 
Bellamy Stationery Co.; Elmer Kral, Buckeye Office Supply Co.; Chas 
W. Lofgren, Sanford Ink Co.; Stanley Woodruff, Weis Mfg. Co. 


EXHIBIT HALL COMMITTEE 


Fred Schaefer, Sanford Ink Co., chairman. 

Ben Allen, American Pencil Co.; Roy Clark, F. S. Webster Co.; John 
Ford, Peterson Lithograph & Printing Co.; E. Klebba, Klebba’s; E. R 
Manning, Stein Bros. Mfg. Co.; Adrian Pembroke, Pembroke Co.; 
J. L. Wren, The House of Wren. 


GOLF COMMITTEE 


Gordon Kickcls, C. L. Barkley Co., chairman. 

Clark Roland, Marshali-Jackson Co., co-chairman. 

Cc. W. Clark, W. A. Sheaffer Pen Co.; W. C. Clegg, The Clegg Co.; 
Fred Deutsch, manufacturers’ representative; Ray J. Eichenlaub, Service 
Steel Products Corp.; M. D. Hasty, Sengbusch Self-Closing Inkstand Co.; 
Wm. C. Lipner, Koh-!I-Noor Pencil Co.; Ollie Stevens, Stevens, Maloney & 
Co.; Austin Waterbury, The Carter's Ink Co. 


HOTEL COMMITTEE 


Cortland Horr, Associated Stationers Supply Co., chairman. 

Earl Collins, Rockwell-Barnes Co., co-chairman. 

W. J. Becker, Joseph Dixon Crucible Co.; Bruce Gregory, W. B. Gregory 
& Son, Inc.; Harry Nichols, Weis Mfg. Co.; E. Knapp, Victor Sate & 
Equipment Co.; Brewster Towne, National Blank boox Co.; J. Uden 
Gallup Map & Stationery Co. 


LADIES’ ENTERTAINMENT COMMITTEE 


Russell E. Ragan, American Pad & Paper Co., chairman. 

David Sterrett, Louis Melind Co., co-chairman. 

Albert H. Baugher, The Carter’s Ink Co.; B. J. Bristoll, Koch Bros.; 
Glenn Chambers, Weis Mfg. Co.; Stanley Griebel, Yawman and Erbe 
Mfg. Co.; Robert W. Heck, Frank Mashek and Co.; George Schumacher, 
Siekert & Baum Co.; Jess Sutton, Woodbury Book Co. 


PRIZE COMMITTEE 


Herbert J. Walsh, Ace Fastener Corp., chairman. 
Ralph V. Maneval, A. W. Faber, Inc., co-chairman. 

Benny Allen, American Pencil Co.; Charles Malody, Associated Station 
ers Supply Co.; B. J. Powell, A. W. Faber, Inc.; Fred M. Robinson; 
Charles Sinisgalli, R. P. Andrews Paper Co.; H. C. Wilking, B-C-D Office 
Equipment, Inc. 


PUBLICITY COMMITTEE 


William J. Dalton, Advertising, chairman. 
William J. Boyd, Acco Products, Inc.; A. V. Breard, Monroe Office 
Equipment Co.; Brown Hardison, “The Modern Stationer’; Walter §S 
Lennartson, “Office Appliances’; Tony Markelz, The Book Shop; Ralph 
Ortel, Shaw and Borden Co.; W. H. Patterson, Johnstown Office Supply 
Co., Inc.; John M. Smythe, “Geyer’s Topics”; Walter Stevenson, Steve's 
Office Supply. 

REGISTRATION COMMITTEE 
Edward C. Rohrs, Eaton Paper Corp., chairman. 
Richard B. Gingland, Esterbrook Pen Co., co-chairman. 

. K. Adams, S. G. Adams Co.; George Cormack, Wilson-Jones Co; 
J. S. Fecho, The Burrows Bros. Co.; E. R. Kochheiser, The Charles Ritter 


Co.; P. G. Picknell, Haines & Essick Co.; A. C. Van Horne, Eberhard 
Faber Pencil Co 


(End of Special NSA Convention Section) 


September, 1946 














RUSSELL E. RAGAN 
American Pad & Paper Co. 
Ladies’ Entertainment 








PARLE COOLEY 
Bates Mig. Co. 
Entertainment 








GORDON KICKELS 
C. L. Barkley Co. 
Golf 






















CORTLAND H. HORR 
Associated Stationers Supply Co. 
Hotels 
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“The RIGHT Ylcnber 
for EVERY Sratiouer/ 


The SNAP-ON phone INDEX 


that’s as Handy as the Telephone Itself! 


model § 














RETAILS AT 
® 
$] 50 
COMPLETE WITH 
CARDS AND. PENCIL 


s © 
WRITE FOR SCHEDULE 
OF DISCOUNTS 


FEATURES 


SAVES VALUABLE 
DESK SPACE 


SAVES TIME 





The Tel-Eze comes in a colorful 
individual package, brilliantly 
illustrated for eye-catching 
sell-ease. It's new, ingenious 





and a sure seller . . . Remem- 
ber. . . every phone is a Tel- 
Eze prospect. Just open a 
phone book to see the extent 
of your potential customers. 


An attractive three dimension- 
al display card, in three colors, 
does a selling, telling story for 
your customers. Open his eyes 
to the right number by featur- 
ing this display card on your 
counter. He'll appreciate the 
Tel-Eze handiness . . . you ap- 
preciate the Tel-Eze profits. 


Wa 5H pre 
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PATS. PEND. 


47-30 VERNON BLVD., 
Me] Ice ba), eine en, Aa @ 











BOOST NATIONAL LETTER WRITING WEEK 

National Letter Writing Week, which will be ob- 
served throughout the country October 13-19, was or- 
ganized nine years ago by the correspondence sta- 
tionery industry for the purpose of bringing to the 
attention of the public the many advantages of keep- 
ing in constant and regular communication with 
relatives, friends and business associates through 
personal letters. 

As a promotional event, the Ninth Annual National 
Letter Writing Week has much to offer retail outlets 
which handle stationery products. It gives every dealer 
an opportunity to associate himself with a nation-wide 














LETTERS FOR ALEXIS—No one has to tell blonde and 
beautiful Alexis Smith, movie actress, how important it is 
to answer the mail she is sorting. National Letter Writing | 
Week, October 13-19, is a reminder to others, as well as 
movie stars, to keep in touch with friends, relatives and 

business associates through personal letters. 


promotion in which important segments of private in- 
dustry and the Government’s postal services co-oper- 
ate. Newspapers, magazines, the trade press and house 
organs, always interested in legitimate events de- 
signed to promote public services, good manners and 
good taste, have and will continue to treat intelligent- 
ly and sympathetically the subject of personal com- 
munication through the writing and transmission of) 
letters. 

On October 1, the air mail postage rate will drop 
from eight to five cents—the result of legislation pass- 
ed by Congress and signed by the President. This bill, 
which had wide support throughout the country, al- 
ready has made a great deal of news and the new 
postage rate will receive national attention when 
it becomes effective. Because of this development, 
which is expected to expand air mail facilities, allj 
major air lines are deeply interested in letter-writing 
in general and in National Letter Writing Week in 
particular. 

The nation’s railroads, which through the years have 
done a remarkable job of carrying the mail, also lend 
their support to the cause of letter-writing, and as 
usual, this year will co-operate in promoting National 
Letter Writing Week. 

One of the most important activities planned 
conjunction with letter-writing promotion in October 
is a window display contest, open to all dealers in 
stationery. Any dealer who installs a display of writ- 
ing papers in his show window during National Letter 
Writing Week is eligible to compete. 
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FOUNT-O-INK Writing Sets 


FOR 
EFFICIENCY AND WRITING 


Thrill 


FOUNT-O-INK 
are a qualif 
viarg 


No. 14225 2-BR 


* Induction-controlled ink supply. 
* Capillary action pen fills itself. 
* Writes with controlled, even ink flow. 
* Instant and continuous writing action. 


* No messy well filling, ever. 


GREGORY FOUNT-O-INK CO. 
Los Angeles 41, California 


No. 14225-BR 


A full-color catalog free to dealers. 


REGORY FoUN NK ¢ } 

















FOUNT-O-INK Writing Sets 


ARE BUSINESS BUILDERS 










Excelling in 
efficiency 
and economy 








No. 1421 Red 


operation 


No. 1421 Two-tone 






No. 1421 Green 





No. D-21-MBRE 





“VISIT OUR DISPLAYS 
N.S.A., Palmer House, CHICAGO, Booth 402-B, September 30-October 3, 1946 
NATIONAL BUSINESS SHOW, Grand Central Palace, Booth 228, NEW YORK 


September 30-October 5, 1946 
Gregory 
FOUNT-O-INK COMPANY 


Los Angeles 41, Californic 


No. D-23-M 
A FULL-COLOR CATALOG FREE TO DEALERS 
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STANDARD SALESMEN USE NEW PORTFOLIO 

Prospects and present customers will see the post- 
war line of Standard fluid process duplicators in al- 
most true-to-life perspective through the medium of 
a new sales portfolio now being carried by the agents 
and salesmen of Standard Duplicating Machines Cor- 
poration, Everett, Mass. 

Developed during the war, when this process was 
used in conjunction with aerial photography to ex- 
pose enemy camouflage through the three-dimen- 





— 


STANDARD DUPLICATING SALES AID 


sional principle, this new polarizing principle is 
proving a boon to companies selling equipment that 
would normally be inconvenient to carry around to 
various prospects’ offices. 

In the case of the Standard organization, the com- 
plete line is presented, making use of three-dimen- 
sional photography. Unlike the old_ stereopticon 
method requiring complicated equipment for viewing 
it, the new polaroid process is printed on a thin sheet 
of cellulose acetate film and is viewed through paper- 
thin polarized spectacles. Various views of Standard 
duplicators are mounted on black pages in a con- 
venient 81 x 11-inch easel-back portfolio which is at- 
tractively stamped on the front cover with the com- 
pany seal. 

me 

HENRY DEUTSCH JOINS AMERICAN CARBON 

Henry Deutsch, well known to the office supply, 
printing, and paper trade in the Southwest, has joined 
the sales organization of the American Carbon Paper 
Manufacturing Company, Ennis, Tex., as sales repre- 
sentative in north Texas and Oklahoma. 

Mr. Deutsch has just recently been discharged from 
the Army Air Forces, after serving approximately four 
years, during which time he was in the European 
theater of operations, attached to the Ninth Air Force. 
As a technical sergeant, Mr. Deutsch, while with the 
“Black Death” Marauder Group commanded by Col. 
Gerald E. Williams, was awarded the Bronze Star 
medal. 

Prior to entering the armed forces, Mr. Deutsch for 
many years was associated with S. S. Stafford, Inc., 
and the Practical Drawing Company of Dallas, Tex. 
He will make his headquarters in Dallas. 


I 


BOOKLET ON SURPLUS PROPERTY AVAILABLE 
_The Office of Information, War Assets Administra- 
tion, Washington 25, D. C., has recently issued a 30- 
page pamphlet entitled “Surplus Property”, outlining 
the complete procedure for buying such property, 
haming the types of goods that are available, and 
listing the addresses of the various governmental 
offices through which purchases and information can 
be obtained. Copies may be secured by writing to the 
War Assets Administration at the above address 
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SAVING 
AT 


CASTERS 


these low-cost 
floor protection 
products have 
been made togive 
you a long life of 
efficient, trouble- 
free service. 


DARNELL CORP. LTD. 60 WALKER ST. NEW YORK 13, N.Y. 
LONG BEACH 4, CALIFORNIA 36 N. CLINTON, CHICAGO 6, ILL. 
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HE CONSPICUOUS importance of office furniture 

as a division of the office equipment industry is attested 
by the increasing and insistent demand in evidence since 
V-J Day. Civilian industry, reticent in expressing require- 
ments during the war, is now ready and anxious to buy in 
substantial volume. Despite the handicaps that continue as 
aftermaths of the war, furniture makers are keeping their 
plants in function and are co-operating closely with dealers 
in the profitable tasks of fitting offices with furniture in which 
beauty and utility are twin features that transform business 
workshops into efficient and pleasant places in which to per- 
form the duties of the day. While production problems are 
being solved, the sales front needs staffing with men trained 
to serve custcmers so that satisfaction accompanies every 
furniture installation. Demands are high, opportunities great. 
The office furniture industry faces a future of tremendous 
possibilities. 


— Photo courtesy W. H. Gunlocke Chair Co. 
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FEATURES OF THE SECTION 


Layout Suggestions for the Office Furniture Store 

Help Your Office Furniture Customer Buy Something! 

Jacobson Salesmen Know All the Angles in Posture Chair Selling 
Three Model Offices for Rising Price Lines Boost Furniture Profit 
The Office Furniture Salesman Who Qualifies for the Job 

Related Groupings Increase Sales 

A Glimpse of the Future for Wood Office Furniture 

Parkins’ Concentrates on All-Steel Office Furniture 

Record Requirements for Efficient Conduct of a Furniture Business 
Pertinent Points on Selling Posture Chairs 
Furniture Installation Pictures 

Recent Furniture Offerings 

How to Get Office Chair Business 

To Expand Your Market Analyze Your Furniture Competition 
A Place Where Harmony Rules 


Business Builders 
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Display Layout Suggestions for the 


Office Furniture Store 









VERYONE who has had experience in office furni- 

ture display and arrangement has his own ideas, 
and naturally so, as local conditions and floor space 
have a lot to do with his furniture display. 

When we moved our store to the Skirvin Tower in 
1944, we used the basement for our furniture display. 
The floor space given to our furniture display was 
75 x 150 feet, which gave us ample room to display 
our executive and commercial grade furniture. With 
this amount of display space, we thought it would 
be a good idea to build individual display rooms in 
which to show our better executives suites. We built 
five private offices across one end of the furniture 
department, with the openings facing the entrance 
to the department. We used these private office dis- 
plays for four months, and then removed the parti- 
tions. 

As mentioned above, your local conditions have a 
great influence on the type of display to be used. 


Customers Want Open Displays 

In the Southwest, where we have the great open 
spaces, our furniture prospects respond best to the 
open displays. 

When we opened our new store on July 1 of this 
year, we opened our furniture department on the 
second floor with a display space of 75 x 100 feet. 
In this space, we display only executive suites and 
better-grade commercial furniture. We have a space 
35 x 75 feet on the third floor for our cheaper grades 
and used furniture. 

In displaying our executive furniture, we group each 
suite with all the accessories, using as a break in each 
group a table, sofa, or several club chairs. In this 
manner the customer can easily see and inspect each 
suite of furniture without going from one office to 
another as in our former display. 

In this type of display the salesman on the floor can 
easily group one set of chairs, sofas, or club chairs to 
several different suites of furniture with very little 
inconvenience or effort. 

Gives Impression of Largeness 

Too, the open display makes your furniture depart- 
ment look larger and, we think, more impressive than 
any other type of display. 

In our new store we have a 25-foot plate glass 
window running from the street level to the top of 
the third floor. This gives us a large display window 
for our furniture on all three floors. There is no 
background in any of our windows, so on the street 
level we have built a platform ten feet back from the 
front of the window. When you look into our furniture 
window on the first floor you can see our entire 
store. We often take the customer into our windows 
to show him the merchandise. 

In the great open spaces of the Southwest, open 
displays do the job. 

To sell it, you gotta display it. 
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By J. L. WREN 


The House of Wren 
Oklahoma City, Okla. ° 





GROUPED DISPLAY—These views of furniture displays at 
the House of Wren, Oklahoma City, Okla., show the method 
of grouping suites of executive furniture with accessories 
giving the customer a good idea of ultimate appearance. 
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FURNITURE ON EFFECTIVE PARADE AT THE HOUSE OF WREN, OKLAHOMA CITY, OKLA. 
The method used in displaying furniture to best advantage ers accustomed to the “great open spaces” of the Southwest. 


at The House of Wren, Oklahoma City, Okla., is well depicted Picture at the top (left) shows the 25-foot plate glass window, 
in these six views. Open displays are set up for the custom- providing a fine view, from the first floor, of the entire store. 
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Help Your Office Furniture Customer 


Buy Something! 


By HAROLD B. OSBORNE 





. D. HUGH, office furniture department manager 

for the Kendrick-Bellamy Company, stationery store 
in Denver, Colo., doesn’t try to sell a customer when 
he comes into the department. 

“The interesting thing about the whole program in 
merchandising office furniture is the help that you 
can be to your prospective customer,” said Mr. Hugh 
during a recent interview. At that time, the Kendrick- 
Bellamy Company, 1641 California St., was presenting 
a large center window display of an office furniture 
ensemble suitable for use in the home. It featured a 
select mahogany, two-drawer desk and a Canadian 
white birch chair. 

“We make no effort to sell,” said Mr. Hugh. “But we 
do try to help the customer buy something, giving him 
the benefit of our experience. That is office planning.” 

Office planning for the customer by the Kendrick- 
Bellamy Company has been matched by a program of 
planning for the firm’s office furniture department, 
with innovations in lighting and in treatment of walls 
to facilitate better displays of the office furniture 
offered for sale. 

And, despite a shortage of supplies—“you can’t put 
green, unseasoned wood into furniture,’ explained Mr. 
Hugh—the firm’s volume of business in the office 
furniture department was described by him as “hav- 
ing held up remarkably well.” “The bottleneck at this 
time,” he said in midsummer, “is getting the seasoned 
dimension stock.” 


Firm Helpful to New Businesses 


With many going into business for themselves, re- 
turned soldiers and civilians alike, the Kendrick-Bel- 
lamy Company is busy on a program of encourage- 
ment and help to the newcomers in business, accord- 
ing to Mr. Hugh. A specialist in office planning him- 
self, he received his initial training before and dur- 
ing World War I days with Barker Brothers in Los 
Angeles, Calif. In 1925 he associated himself with the 
Kendrick-Bellamy Company, at which time the firm’s 
office furniture department was started. 

The method of helping the customer buy something 
brought returns right from the beginning, records 
show. Seventy new accounts, averaging $30 a month, 
were opened in 1925. The office furniture department 
turned new business toward the other Kendrick-Bel- 
lamy departments. 

“People and firms bought desks, chairs, filing equip- 
ment—tools to work with—as they are buying them 
today, with the large number of new businesses getting 
under way,” declared Mr. Hugh. “Then they bought 
stationery and accessories.” 

The Kendrick-Bellamy Company can supply the 
latter, too, for in the store the customer can purchase 
anything from rubber bands and new books and 
stationery to office furniture and framed pictures of 
mountain scenery, or an 1847 picture of Wall Street, 
New York City. 

The Kendrick-Bellamy Company art department ad- 
joins the office furniture department on the second 
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floor of the establishment and many a picture is to 
be found in the office furniture department. They are 
sturdy pictures that simply talk, asking to be pur- 
chased for placing in an office. Such a one is the large 
framed scene, labeled “Bank of England—Royal Ex- 





DEMONSTRATION—A Kendrick-Bellamy Co., salesman dem- 
onstrates features of an office table (top picture) and a 
reception desk. The idea is followed of helping the customer 
to buy something, providing the benefit of K-B experience. 
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change and Adjacent Buildings as They Existed in 
1790.” 

And there was the Scotchman, Mr. Hugh said, who 
entered the department one day recently and spied 
a framed view of a Scottish bridge 

“Whatever the price is,” burred the Scot, “I'll buy 
the picture. As a boy I sat on that bridge in Scot- 
land!” 

Helping the customer buy something is an even 
more pleasant task in the office furniture department 
as a result of a recent renovation of the department’s 
rooms. Over the light-covered wallpaper which for- 
merly lined the rooms, walnut flexwood has been 
placed. 

Can Visualize the Ensemble 


“This enables us,” pointed out Mr. Hugh, “to show 
matched office furniture sets or ensembles as they 
would look in a man’s office. When a doctor comes 
in, for example, we arrange the furniture as it 
should be in a doctor’s office, showing a touch of homi- 
ness, a place where people wait. He can pull the ar- 


rangement to pieces, change it around, determine the 
eye-value appeal as it would apply to his own office. 
When he leaves our department after placing his 
order he knows exactly how his office is going to look 
when the new furniture arrives. We have helped 
him to buy by use of the proper background, draperies 
and proper lighting.” 

Helping the office furniture customer buy some- 
thing is not a seasonal affair. 

“During the Christmas season, of course,” said Mr. 
Hugh, “there is very good business in desks and chairs 
and a big business in accessories, such as lamps, pads, 
pen sets and wastebaskets. But, taken on the whole, 
business is pretty uniform month in and month out.” 

As, indeed, it would be, if the customer knows he is 
not going to be sold something, but, instead, is go- 
ing to be helped to buy! 

“Anyone,” said Mr. Hugh, “can sell a desk or a 
chair. But in the Kendrick-Bellamy Company’s office 
furniture department we simply try to help the cus- 
tomer buy those things that he wants and needs.” 


Jacobson Salesmen Know All the Angles 
for Selling Posture Chairs 





HE JACOBSON Office Furniture Exchange, Minne- 
apolis, Minn., believes the posture chair is an office 
furniture item worthy of thorough study. 

“At one time,” said V. G. Statler, long-time salesman 
of the company, “any posture chair was sold from the 
standpoint of better appearance of the occupant who 
used one regularly. Salesmen made the most of this 
appeal. The idea of posture and the posture chair be- 
came inseparable. As time went on, the competent 
salesman learned that the type of posture chair offered 
should be varied to suit the individual. He also learned 
that there were definite qualities other than appear- 
ance which were of great value. 

“Now, in selling a posture chair we suit the sale 
to the individual. Our salesmen point out that a good 
posture chair should have an adjustable back so it 
will fit in the lobar region. They demonstrate how the 
back of the person occupying the chair should just 
touch the back of the chair. 


Many Factors to Be Considered 


Seats should vary, too, depending on the size of the 
individual who is to occupy it. The seat should be soft 
enough to give comfort so that the pelvic bones do not 
have too much strain. The edge of the seat should 
be rounded so that sharp edges do not cut off cir- 
culation. There is, also, a best height for each individ- 
ual. 

“These points brought out in sales talks carry weight 
with prospective customers. When an employee realizes 
that a properly fitted chair will help an office worker 
to overcome fatigue, he is usually glad to arrange a 
fitting, visualizing a happier worker and greater effi- 
ciency.” 

Jacobson salesmen frequently take a posture chair 
with them into an office to demonstrate to workers 
1946 
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V. G. STATLER 


Veteran Salesman Revea's Methods . 


its superior points. At other times, workers are asked to 
come into the store for individualized selection. 

The store carries many types of posture chairs, 
which are displayed in a special department. The pres- 
ent layout is only temporary, however, as the firm has 
taken over the adjoining store and is tearing out par- 
titions in a remodeling and expansion program. 

When the remodeling is completed, fitted office 
rooms will occupy one side of the new store—and pos- 
ture chairs will have a prominent place. 


Chair Comparison Provided For 


In the present showrooms, many types of posture 
chairs are placed in a row down one side, so that cus- 
tomers may compare one with another in making a 
selection. Others are placed before desks, often result- 
ing in a combination purchase. 

The room is large, permitting many chairs to be 
displayed. It adjoins the large selling floor of office 
furniture for the executive and is next to the used 
office furniture section. Often patrons of this section 
augment their purchases with new posture chairs. 

Construction of the chairs aids sales, too. Salesmen 
point out the spring seats with full webbing, the fine 
coil springs, the strong metal or wooden plates, which 
assure long service, as well as comfort. 

Thorough study of these chairs by every Jacobson 
salesman, so that their points of comfort, body mainte- 
nance, and long wear are easily demonstrated, has re- 
sulted in high sales and a reputation for carrying the 
best in comfortable office chairs. 




















oure set to 
GLOBE - WERNICKE 


q 
ysed® 
dl 
riom® 


sted! 


pa 


_sare® aie 


-full profit ; 


The new 
every day file 













Here’s a handy, attractive file that’s gaining in sales popularity 
every day. Smartly styled in rich blue, trimmed in black, 
silver and gray—it has plenty of eye appeal backed up by real 
utility value. Made to give long wear, waterproofed for-extra 
protection against fingerprints. Feature this profit-building 
G/W leader. 






ee. rs ; : 
~ a F Cf4 ; . x 
~ “ v , 2 Ts tA - 3 . " ; 
= ; ip . ‘ \ 
: 3 nara . 
: gee v4 Ss . 2 *. e ~ 
é se oF 4 4. , ri * 5 ee 
; Kt t 
Ez 


+ Globe - Wernicke 


EVERY DAY FILE 
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The new 


SAFEGUARD FILING OUTFIT 


with counter display 


Complete and compact as a package of playing 
cards, this new ready-to-use outfit of A to Z Safe- 
guard guides and folders provides everything 
needed to install a filing plan in any average 
1-,2-,3-, or 4-drawer file. Outfits are figured, sorted, 
and packaged, ready to hand over the counter! 
Each set includes an instruction sheet telling the 
customer how to install and operate the Safeguard 


System. And the colorful traffic-stopper display 
piece shown above, plus a supply of the new 
“‘Find-i-tis” booklets, go to you with our com- 
pliments when you order a dozen or more sets. 
Start cashing in NOW on these easy-to-sell out- 
fits. Write The Globe-Wernicke Co., Norwood 12, 
Cincinnati, Ohio. 


* Visible Record Systems 
“7 Office Furniture 
Bookcases 


SAFEGUARD FILING OUTFIT 


Stationers’ Supplies 
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uA Help You cee .” be Busy, P rofitable Days Aad 
EFFICIENT OFFICE 


Leopold dealers have more than beautiful office 
furniture to sell. Leopold dealers are equipped 
and trained to plan entire office arrangements 

Leopold installations are always practical, 
fitted to do a job easier, quicker . . . to make 
working conditions happier for employees and 


more productive for the employer. 


For over 70 years Leopold has been manufactur- 
ing wood office furniture having the beauty of 


design and finish that only wood can give. 


Leopold desks have rounded, protective corners 


INSTALLATION 


. Clear, mirror grained finishes . . . they are 
adjustable to either 29” or 30” height . . . easy 


to clean under and easy to keep clean. 


New designs and special mar-proof tops are on 
the way . . . watch Leopold for desks of dis- 


tinction, refinement and good taste. 


The Leopold 
Company 
BURLINGTON, IOWA 
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Although production is steadily 


increasing, the factory barely 


keeps pace with the demand for 


these ever-popular chairs. Built 


today, as ever, to rigid Sikes 


quality standards. 


Metropolitan New York, Northern New Jersey and 
New England 

F. J. BLOEMPOT, 1 Park Ave., New York, N. Y. 

Virginia, W. Virginia, North Carolina and Eastern 

hio 
WALTER H. GERWIG, P. O. Box 976 
Parkersburg, W. Va. 
Middle West 
H. WRIGHT JOHNSTON, 1716 Merchandise Mart, 

Chicago, Il. 


South 


R. T. MALONE, Route 1, Box 596, 
Dallas 8, Texas 


Pacific Coast 
ROSS R. WEST, 115 Front St., 
San Francisco, Calif. 


All Oth Térritories 


The SIKES Company, Inc., 20 Churchill St., 
Buffalo 7, N. Y. 























@ Yes, men in the lumber industry, from camps to 
kilns, are vital to the furniture industry any time. 
They are particularly important right now when 


the demand for lumber is so great. 


Sheboygan Chair Company is better equipped 
to produce large quantities of GOOD CHAIRS 
now than ever before, but we can only build as 
many as our supply of lumber will permit. Not all 


lumber produced is of the quality required to 


SHEBOV GA 


-4 








HE’S AN 


IMPORTANT 
MAN 
TO THE 


FURNITURE 
INDUSTRY 





uphold the reputation of Diamond Trade-Mark 
Chairs, and we are but one of many manufacturers 


whose products require quality lumber. 


No doubt conditions that limit our produc- 
tion will improve before long, but the demand for 
GOOD CHAIRS will continue for a long time. 
You may be sure, however, that Sheboygan 
Chair Company will continue to put forth every 


v 
effort to serve dealers in the best possible way. 





Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 


SHEBOYGAN, 
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WISCONSIN 
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The very latest in portable files! 
Introducing for the first ti 








the sensational n 





It's the portable file with the suspension cover that locks! 


























* Suspension hood with padlock and at- 
tachment permitting locking of file. 

* Complete with 25 hanging folders and 
inserts that fit and ride on tracks which 
are non-exposed. 

* “No-glare’” amber-colored tabs (A-Z) 
already inserted and tilted at 45° angle. 
Can be seen at a glance. 


7/7 
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17 EAST 49th STREET 
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eR: NEW YORK 17, N. Y. 





LIST PRICE 


“21%... 





























* Equipped with strong steel casters. 
* Shipped set up, packed one to a carton. 


* All-steel file, finished in olive green 
enamel, width 14”, depth 19'*”, height 28”, 
including casters. 
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Exptoded view of Royal's \ 
exclusive all-metal seat 
construction. Note metal 
bottom pan, leatherette- 
covered metal apron, 
leatherette upholstery 
Covering springs and 
metal foundation. Re- 
sult: Greater strength 


and smoother tailoring. 





@ It's that ‘certain something” that does it. That spark 
of originality which can only mean Royalchrome... . 
the minute you see it... anywhere. 


But styling is only part of this story! For Royalchrome 
was built for comfort, too. The deep-down 
kind you’ve never known before in metal furniture. 
And Royalchrome’s ability to take hard knocks 
is easy on the budget over years of usage. Better 
be sure to see this great line as soon as 
possible. You'll be glad you did! The Royal 
Metal Mfg. Co.. 175 North Michigan 
Ave., Chicago 1, Illinois. 
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ROYAL STEEL FOLDING CHAIRS 
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EASY TO FILE-—EASY TO SELL! 

UNLIMITED SALES OPPORTUNITIES—EVERYONE WANTS 

ONE! FOR SURE, QUICK PROFITS PUT ONE OF THESE 

POPULAR CADDIES IN YOUR WINDOW ... SHOW IT ON 

"THE FLOOR. AN AMAZINGLY EFFICIENT FILE, THE CADDY 

IS RECOMMENDED FOR CURRENT CORRESPONDENCE, IN: - 
: VOICES, FOR SORTING PAPERS, ETC. SHOW IT—IT SELLS 
. ITSELF! 















NATIONALLY ADVERTISED AT $14.50 F.O.B. FACTORY 
10% Higher West of Rockies 


| Al steel, finished in olive oC 

green, equipped with cas- 
- ters. 1342” wide, 18” 
_ deep, 27” high. Letter 
‘size. Shipped 2 to car- 
ton, knockdown. Easily 
"assembled. 





{6 SWINGING 
| FOLOERS 









25 sturdy red fibre folders 
with steel tops slide along 
the side rails. Folders re- 
main upright whether 
they’re empty or packed full. 
Insertable celluloid tabs; 
alphabetical inserts fur- 
nished or titles can be 
typed. 
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FURNITURE ON DISPLAY AT OFFICE SUPPLY CO., JACKSON, MISS. 


Three Model Offices for Rising Price 
Lines Boost Furniture Profits 





VEN THOUGH STATIONERS may be largely tied 

up by lack of stock, it is wise to keep regular 
customers buying and thinking of the store, stresses 
Guy E. Lowe, manager of the Office Supply Company, 
Jackson, Miss. 

The Jackson firm is particularly concerned with 
office furniture. Like other stationery stores with a 
large office furniture business, Office Supply Company 
has experienced considerable difficulty in obtaining de- 
livery of new desks, chairs and tables. However, Mr. 
Lowe is setting aside a certain percentage of the 
available office furniture stock primarily to enable 
the store to fill the requests of customers who want 
new furniture, need it badly, and will be considerably 
irritated if it is not forthcoming. 

“The store’s good will is just as important now as 
at any other time in the past,” Mr. Lowe points out. 
“And it is difficult for many customers to understand 
why we should have trouble in supplying them with 
the office furniture they need. Many prospects come 
in and tell us that they had originally intended to 
purchase steel desks and general office furniture, but 
have decided to switch over to wood—ignorant of 
the fact that wood furniture with metal trim is just 
about as difficult to obtain as steel. Such customers 
built our business, so it is our job to supply them as 
well as possible.” 


Arrange Three Model Offices 


Office Supply Company, before the war, had around 
140 desks in stock. These are being shown in an 
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By BERT MERRILL 


unusual merchandising system, designed not only to 
meet the needs of regular customers as well as pos- 
sible, but primarily to sell them quickly on buying 
better-price merchandise. This policy insures a larger 
profit per sale than could be achieved in the past, 
when the average customer was predominantly price- 
conscious. Three model offices show office furniture 
in approximately the same surroundings in which it 
will be used in business offices—and in three sharply- 
segregated price groups. In laying out this plan, Mr. 
Lowe has so arranged his stock that the customer 
can look at all three price lines from low- to top- 
quality in the correct atmosphere for each and con- 
sequently “sell himself up” to buying the better furni- 
ture. Resistance to higher prices is almost no factor 
now that most customers are enjoying remarkable 
business in their own fields. Consequently, the system 
has worked out ideally. 

Each showroom is in keeping with its merchandise. 
The first, with plaster walls, hardwood floor, and 
plain surroundings, contains 20 wooden desks. These 
include oak, gum and lower-price types, arranged 
in model setups with chairs and accessories in the 


‘largest room on .the second floor of the store. All 


“lower-price lines are here, and are the first group seen 
by the entering customers. 
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Adjoining is the moderately-priced desk and office 
furniture room—a smaller model office containing 
a half-dozen desks and chairs in a room with red 
fabrikoid and Swedish putty walls. The better atmos- 
phere here, approaching that of an _ executive's 
chambers, stimulates many prospects who realize that 
their own customers gauge the office’s business stand- 
ing largely by how it is furnished. 

The third office, the deluxe furniture room, is en- 
tirely done in knotty pine, in natural finish over the 
ceiling and walls. A maroon carpet, swank accessories, 
modern fluorescent lighting fixtures and handsome 
file setup shows off three handsome desks. Desks here 
average around $100 or more, those in the second 
room between $70 and $100, and in the first office 
all the way from $39 up to $70. 


Use Different Sales Method 


The war brought about a different sales technique, 
according to Mr. Lowe. Formerly the buyer who ap- 
peared well-dressed and successful would immediately 
be ushered into one of the two top-priced dis- 
plays to make a selection, while a less prosperous- 
appearing customer would be regarded only as a 
prospect for lower-priced office furniture or even used 
furniture. There is no accurate gauge by which the 
buying power of a customer may be instantaneously 
judged—for the man roughly dressed and unshaven 
may be operating a war-founded business. At the 





same time, the man who logically bought the best of 
furniture in the past can easily be suffering from OPA 
restrictions, and be unable to buy any but low-priced 
equipment. Consequently, Office Supply Company has 
found it best to omit sizing up the customer altogether, 
and handle all on the same selling basis. 

Salesmen in the office supply department now take 
their furniture prospects to the second floor to view 
the low-price line first, emphasizing, of course, that 
the desks shown there are minimum-priced. The cus- 
tomer is seated behind any desk, and asked to pull 
out drawers and writing board in turn. Then, he can 
always be asked to look at the second office, where he 
repeats the process of “getting the feel” of the desk 
by sitting at it. From there, he can see the deluxe 
quality model office, and usually steps into this display 
of his own accord to sit down once more and 
try out the desk drawers and chair. Moving from 
office to office, salesmen tell their prospects the dif- 
ference in price as they go along so that there is 
no sudden jump to scare off the prospective buyer. 

Selling on this basis has resulted in a neat balance 
of sales in all price ranges, according to Mr. Lowe. 
Customers who can now afford better office furniture 
don’t hesitate to buy better merchandise. Thus, com- 
bining this selling method with as much office furni- 
ture stock as can be provided for private customers, 
Office Supply Company is keeping the office furniture 
department as profitable as possible and maintaining 
its customers’ good will. 


The Office Furniture Salesman Who 


Qualifies for the Job 


By J. E. TUFFT 





Tics secs OFFICE FURNITURE is one of the most 
specialized types of salesmanship, and as a conse- 
quence the man who makes good at it must expect 
to have a couple of hard years. However, any man 
who has the stamina and the perseverance to endure 
those first hard years can be fairly well assured of a 
good income from then on, and be assured also of 
finding himself in a line of work which is both 
satisfactory and creative. 


The above words are in substance the statement of 
Homer A. Jonas, manager of the National Office Fur- 
niture Company, 218 S. Spring St., Los Angeles, Calif. 
Mr. Jonas has had a wide experience in training men 
for selling office furniture and he, likewise, has been 
a successful salesman both inside the store and out 
on the territory. 


Mr. Jonas’ idea is worth emphasis. It is clear that 
the unit of sale in the office furniture business is 
likely to be much larger than in most lines of busi- 
ness. It is true also that a person with a creative 
instinct can find good play for such instinct when 
aiding another person to arrange equipment in a 
manner which will materially assist in building the 
other man’s business. The reasons why the first two 
years are apt to be hard are numerous, but the most 
important reason is the fact that the salesman is 
attempting to sell the people who are likely them- 
selves to have keen business instincts, high-calibered 
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men who are practical by nature, and who are not 
apt to be carried away by superficial sales arguments 
However, men of this type, once they are convinced 
that the salesman is sincere and constructive in his 
thinking, co-operative in his effort and that he really 
knows in detail the merchandise that he is trying 
to sell, are very desirable customers. They are cus- 
tomers likely to stay by and to patronize the same 
salesman time and time again as the need arises. In 
other words, it is a matter of getting “over the hump.” 
Once there, the salesman has reason to be somewhat 
proud of his achievement and has reason to feel that 
he is well on his way toward becoming a good sales- 
man in the truest sense of the word. 


Marriage Status Not a Factor 


Mr. Jonas says that in selecting a salesman he has 
not cared a great deal whether such a salesman was 
married or single. He has tried both and the per- 
centage of successes is about the same in each class. 
If the married man has additional obligations, he, by 
the same token, is likely to be more settled down. If 
the single man gives more time to social life, he can, 
because of his lesser burdens, oftentimes give more 
attention to the business. 


Mr. Jonas likewise states that he has purposely 
tried both inexperienced and experienced salesmen. 
Frankly, he is not particular as to which one he em- 
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ploys. There are advantages both ways. The green 
man, starting from scratch, is readily susceptible to 
discipline and to pre-planned orderly training. There 
is of course a definite advantage in this, particularly 
in a large organization where system counts in a 
large way. The experienced salesman, on the other 
hand, is likely to have met up with a great variety 
of problems and, if he is not vain or conceited, his 
past experience can prove of value to the entire sales 
force. “I am not particularly concerned, either,” con- 
tinues Mr. Jonas, “whether an experienced salesman 
has had his past experience in selling office furniture 
or not, provided he is a man of character, definite- 
ness of purpose, and is open to new suggestions. Of 
course, the company in employing an experienced 
salesman has the possible benefit of the man’s pre- 
vious clientele to draw from. If the man has made 
many friends in his previous work, it is more than 
likely that he can build sales among them in his new 
job.” 

Mr. Jonas says he cannot emphasize the matter 
of character too much. By character he means 
honesty, of course, but he means more than that. He 
means a friendly, warm personality; he means a 
pleasant and tactful method of approach; he means 
furthermore the ability to batter down sales resistance 
in an adroit manner without giving offense, in fact 
without seeming to overcome such resistance at all. 
When Mr. Jonas speaks of character, he includes in 
his definition neatness of appearance, conservatism 
in speech and an innate steadiness. It must be re- 
membered, he states, that the office furniture sales- 
man for the most part is approaching steady and 
conservative people. This means that loud or showy 
a‘tire, exaggeration of statement, and any indica- 
tions of uncertainty, flightiness or lack of personal 
control are out. “At the risk of being monotonous,” 
says Mr. Jonas, “I repeat that character exemplified 
in the manner stated above is of primary importance; 
in fact. without character no man can succeed in a 
large way in the office furniture selling field.” 

In Mr. Jonas’s organization, high pressure is not 
permitted. High pressure may make an occasional 
sale, he states, but it never makes a friend. There is 
altogether too much of it, even in this business. Many 
customers frankly say they take pleasure in dealing 
with soles people who do not attemnvt to force sales, 
but rather assume an attitude of friendly co-opera- 
tion. 

Follow-Up Is Held Important 

“The follow-up call by the salesman after a sale 
is made is very important,” says Mr. Jonas, “and it 
should not be delayed more than two weeks. If any 
discatisfactions in the merchandise arise they prob- 
ablv will have been found within two weeks. It is 
better to anticipate a complaint than to wait until 
after the complaint is made. The salesman who has 
made a good sale in the right manner will find him- 
self very welcome on the follow-up call. There is 
alwavs satisfaction to the customer in a show of 
special interest. Too long a delay in making a return 
call is certain to give the impression to the customer 
that the sale, and not the sense of service, was the 
primary motive of the salesman from the beginning. 
There is always the chance also that at the end of 
two weeks the customer will realize whether or not 
he immediately needs new items of furniture to com- 
plete an effective layout. Many an additional sale 
has been made because of our insistence on this early 
follow-up call. 
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“We try never to oversell or undersell a customer, 
and our salesmen are so instructed. If we have to do 
one or the other, we certainly prefer to undersell. If 
a man is undersold he certainly never is antagonized, 
and it is possible to make further sales when making 
subsequent calls. If a salesman oversells a customer 
nine times out of ten he makes an enemy and he 
always builds up in the customer’s mind a sense of 
the salesman’s insincerity. On the average, year in 
and year out, the man who is not oversold at the 
time of the first sale will buy more merchandise from 
a salesman than will a man who made an over- 
elaborate purchase at the time of the first contact.” 


Helping to Plan the Office 


Mr. Jonas states rather emphatically that his sales- 
men are trained to help the customer plan his office 
layout. If a saleman is going to do this he must 
himself be a student of office practice and procedure. 
He must have a well-developed idea of conservation 
of space, streamlining for efficiency, and, in addition, 
he must know something of the customer’s individual 
business requirements. No two offices can be exactly 
alike if efficiency and economy of action are to be 
primary considerations. By the same token no two 
businessmen can have exactly the same _ require- 
ments in office arrangement, even though engaged 
in the same type of business. Differences of personal- 
ity demand slight differences in office setup. The 
wise and well trained salesman will sense this fact 
and co-operate accordingly. Mr. Jonas believes in 
office plans, drawn to scale, as a preliminary working 
arrangement at the time of the second visit when 
a new office suite is under consideration. A drawn-up 
plan shows the customer that the salesman is defi- 
nitely trying to co-operate, is interested in the cus- 
tomer’s business as well as his own, knows what he 
is doing, and is not afraid of work. 

Furniture should always be in keeping with the 
man, his business and his clientele, Mr. Jonas adds. 
The well-trained salesman will quickly sense the level 
of the customer and will not try to sell low-priced 
furniture to a high-priced man, while on the other 
hand he will not try to introduce extravagance when 
practical economy is more fitting. 


Photographs Valuable in Selling 


The use of photographs is a valuable practice, this 
dealer finds, and photographs of offices or suites of 
offices previously furnished by the National Office 
Furniture Company are placed in the hands of sales- 
men as often as can be. It gives a customer con- 
fidence when he sees that the company which the 
salesman represents has previously done artistic and 


‘practical jobs. As rapidly as possible, salesmen are 


being provided with books of photographs of this 
character. Mr. Jonas says he thinks Confucius was 
right when he said that one picture is worth 10,000 
words. 

Do Not Discourage New Salesmen 


New salesmen employed by the National Office Fur- 
niture Company are started out with items com- 
paratively easy to sell. It is fatal to break a new 
man’s spirit on his initial trip about town, Mr. Jonas 
points out. If a new salesman, usually a young man, 
can make a few sales the first day out, a splendid 
lift has been given to his self-confidence. If he comes 
back with no sales from that all-important trip he 
is quite certain to depreciate himself much more than 
need be. Items more difficult to sell can be fed to 
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him gradually as his confidence and experience in- 
crease. This is a simple matter of common-sense 
pedagogy, Mr. Jonas says. 

Sales meetings are conducted regularly in this or- 
ganization, but a sales meeting is not a mere lecture 
period with the sales manager doing all the thinking. 
A sales meeting is a place to make a comprehensive 
study of new merchandise. No man can effectively 
sell an article on which he is not himself sold, and 
it is certain that no man is sold on an article con- 
cerning which he knows little or nothing. 

The sales meeting is also a place for the inter- 
change of ideas, a place to discuss obvious trends, 
and a place to recite experiences. The pooling of 
ideas, reviewing of experiences, telling how handicaps 
have been met, make up a successful sales meeting 
a fair portion of the time. Not long ago a salesman 
described a method which he had developed of getting 
past the boss’s secretary into the inner sanctorum. 


The salesman on such occasions brings up some such 
subject as the adjustment of the chair which the 
secretary uses, States that a minor adjustment may 
make it more comfortable and permit a better posture 
at her desk. Normally the secretary appreciates such 
helpful co-operation and is likely to become more 
lenient in permitting entry into the inner office. At 
any rate a gesture of this character works frequently 
and is worth trying. Little suggestions of this kind 
offered at sales meetings are very beneficial. 

The National Office Furniture Company has built 
up a very good business, is located in very comfortable 
quarters, employs a very effective sales force and is 
constantly showing growth. Mr. Jonas gives credit 
to his sales people for the major portion of these 
results. However, he believes that careful selecting 
and careful training of the salesmen along the lines 
enumerated above have been factors of first impor- 
tance in the history of this company. 


Related Groupings Increase Sales 





HE SPERRY OFFICE FURNITURE COMPANY, 
Saint Paul, Minn., endeavors at all times to display 
its office furniture in related groupings. 

“Complete correlation, I am convinced, does much 
for volume,” said T. E. Carpenter, owner and manager. 
“If a customer comes looking for a desk, he sees a 
group of other items so arranged as to suggest a 
complete office furnishing. Among the correlated 
items, more often than not, there are some that 
will sell themselves through display alone, because 
they fill a need of the particular visitor.” 

Mr. Carpenter advocates a spacious display room, 
believing that space pays off in sales. Cramped display 
quarters have a tendency to create confusion, he says. 
“Items run together detract from the picture of a 
fully-appointed office. The setting which is distinct 
must be well spaced from other settings in order that 
potential customers may catch the idea of a complete 
office rather than unrelated pieces of office furniture.” 

The Sperry Office Furniture Company has this space. 
Office furniture is displayed on one side of their 
spacious street floor, not only to give the effect of 
an office interior, but also to show correct groupings 
with an eye to the charm which can be achieved by 
them. 


Accessories Need Careful Display 


All the many accessories which can be brought 
into such a display are carefully placed. Sufficient 
room permits display of more than one kind of certain 
accessories. For example, ash trays can be shown 
without detracting from the over-all effect. 

Lamps are shown in several sizes. There are lamps 
for the executives’ desk, correctly placed, in styles 
which add to the beauty of the desk itself, as well 
as floor lamps. Both table globes and globes on 
Standards are shown. A table globe may be displayed 
on a small table, placed on a low utilitarian piece 
which is a regular item in outfitting an office. 

The importance of desk accessories is not over- 
looked. They are included in each of the groupings, 
complete with holders for large blotters, inkwells 
and letter trays. These handsome, quality items add 
considerably to total sales. 
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By ETHEL C. PITKIN 


Office pictures, shown along a wall beside the 
office furniture groupings, are spaced to bring a 
picture in line with each grouping. Artistically framed 
and alive with color, they do much to complete the 
office settings. 


Windows Utilized For Display 


In making the displays, Sperry’s take advantage 
of the wide backless windows comprising the front. 
of the store and in effect a part of the sales floor, 
easily accessible from it. By placing very low displays 
in windows, there is no obstruction of the view of 
the interior. Because sales floor displays are brought 
close to the window, passersby get a full view of them. 
“The whole store, all the way back, is thus a window 
to the passersby,” said Mr. Carpenter. 

A recent display at the front of the store showed 
very modern office furniture. A large steel desk, with 
natural aluminum trimming, centered this display. 
The office interior represented was worked out with 
chairs in satin aluminum finish. Steel filing cases 
corresponded in effect with the desk and chairs. 
Lamps and other accessories were designed and 
finished in corresponding material, and in lines which 
were correlated. 

Mr. Carpenter feels that finest quality office settings 
should be shown to prospective customers. Even if 
a customer is seeking a single piece of furniture, he 
is shown fine-quality pieces, with the result that 
many large sales are made to the man intent on 
a modest purchase. Fine-quality pieces create desire 
to possess, always a good sales stimulant. 

Frequently, lovely sofas are brought into the group- 
ings and result in many sales. Mr. Carpenter finds 
that they sell much more readily when shown as 
part of the modern office, than when they are kept 
in an exclusive section. The same theory has proved 
true with other accessories. 
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CHECK THESE IMPRESSIVE CHAIR FEATURES 
on the De Luxe “ POSTURE-RITE” 


SEAT FRAME—Construction is all aluminum frame, 


| Ne. 135 | 66. EA. LIST 
adjusts vertically 18” x 22” with convenient under 


(As Illustrated) L . u 
. 4 . = >: seat control. Seat is mounted on ball-bearing tipped 
Back Frame: Chrome nickel finish. * Base: Painted Brown, center pin of finest quality steel. 
Gree n, Gray. * Upholste ry: Brown, Green, Wine, Ivory. * Packed BACK FRAME—Chrome nickel finish on steel tubing. 
2 to carton. * Shipping weight 60 Ibs. Fully adjustable by a tension spring. 
r a a) a + ees BACK REST—Adjustable and form fitting—size 13” 
No. 136—‘POSTURE-RITE x 9”. : 


BASE—Graceful all aluminum base painted or buffed 


Back Frame: Chrome nickel finish. * Base: Aluminum buffed A 
bright silver color. * Upholstery: Brown, Green, Wine, Ivory. to a bright aluminum finish. Casters are best quality. 
¢ Packed 2 to carton. * Shipping weight 60 Ibs. UPHOLSTERED SEAT—18” x 15” with 4” box type 

cushion—big, comfortable, smartly tailored. Finest 


$72.00 EA, LIST quality seat covering providing utmost durability. 
SEE WELLS “POSTURE-RITE” CHAIRS AT THE N.S.A. CONVENTION — BOOTHS J3-J4 
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4 No. 125 
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WELLS “POSTURE-RITE” 
No. 125 (As illustrated) 
Back frame: Painted Green 

or Brown. 
Base: Painted Green’ or 
Brown, Gray. 


Upholstery : Simulated leather 
Packed: 2 to carton. é a N OW 


in Spanish brown or green 
Shipping weight: 50 Ibs. 4 
No. 126—‘*POSTURE-RITE” 


Back frame: Chrome nickel 








( 


finish. CHECK THESE IMPRESSIVE CHAIR FEATURES 
:$ Base: . Painted Green, Brown COMFORT—4 easy adjustments to fit the chair to pin. Back frame formed—%” steel tubing. Base 
—Gray. ¢ individual needs. Adjustable seat height 17%” to quality 1” steel tubing. Efficient casters. Seat 
$43.80 Ea. List. 21”—Adjustable back rest (size of back rest 13” x best quality cotton felt over rubberized foam com- 
7”)—Adjustable back frame—Adjustable spring fort hair flex, mounted on heavy plywood surfaced 
No. 127—*POSTURE-RITE” tension. Seat size 16” x 131%” with 3” box type perfoated base. 
-ame, ae ae cushion. ; ; 
ee Back ° frame: Chrome nic kel DESIGN—Gracefully styled—streamline design—at- 
ipped finish. DURABILITY—Metal aluminum seat frame, preci- tractive appearance ...a generous sized posture 
Base: Chrome nickel finish. sion engineered, mounted on ball-bearing center chair. 
: 46.20 Ea. List ¥ - 
wil $46.20 Ea. List. : 
e 13” 
Be ok a 725-33 SOUTH 
ality. : . bg . LASALLE STREET 
. type & Se Coe i ) 
minest a : nel i: | CHICAGO 5, ILL 
aes an TEL HAR. 1100 
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Shipping west. 10 Ibs. 
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7 EXECUTIVE PLYWOOD BASKET 
IMMEDIATE DELIVERY 


At last—a waste basket attractive enough to emerge 
from hiding. No longer need the executive conceal 
this office essential under his desk. This Wells ply- 
wood basket has a laminated steel exterior. Satin 
finish metal top. Size: 13” sq. at top—l014” at bot- 
tom—1514” high. Equipped with 4 metal floor guides. 
Showing this basket means selling it. Thousands of 
business men will choose this waste receptacle. 
ORDER IT NOW — it’s READY for IMMEDIATE 
DELIVERY. 





VISIT US AT THE N.S.A. CONVENTION—BOOTHS J3-J4 


725-33 SOUTH 
LASALLE STREET 
CHICAGO 5, ILL 


COM PANY TEL. HAR. 1100 
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MACEY 

FRANCHISE 
It's a wise business man who plans today for tomorrow. Sowing the 
right seeds—making valuable contacts with responsible suppliers today IS 
—assures you substantial profits in the years ahead. Planning ahead is BUSINESS 
business insurance—sound protection for your business future. That's INSURANCE 
why we sincerely believe the Macey dealer franchise is the best possible 
safeguard for your company's tomorrow. For future profits and pres- FOR YOUR 
tige—"For Business Sake—Sell MACEY." FUTURE 


SEE US AT THE N.S.A. CONVENTION—BOOTHS J3-J4 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 














‘Pioneers for Fifty Five Years” 
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Look to an Impressive Factory 
to Turn Out Impressive Chairs! 


Behind a well built, 
smartly designed product 
there’s always an impres- 
sive factory—with modern 
buildings, efficient equip- 
ment and experienced 
craftsmen. Such is the 
case with JASPER SEAT- 
ING CO.—long identified 
with the office furniture 


industry. 


With the coming of peace 
over a year ago, we had 
visions of utilizing the 
complete facilities of our 
modern factory—stepping 
up production sufficiently 
so as to catch up with our 
tremendous back log of 
chair orders. Needless to 
say, we fell short of our 
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No. 1300 





JASPER, INDIANA 
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goal. Factors beyond our 
control conspired against 
us. For this reason, we 
hesitate to forecast what 
the near future will bring 
in the way of increased 
chair deliveries to you. 


Rest assured that every 
ounce of energy we pos- 
sess is being expended to 
solve our problems which 
will automatically help 
you. Jasper Seating Co. 
dealers can have confi- 
dence in the future know- 
ing that back of them 
stands “their factory” 
whose business ethics are 
unquestioned and whose 
products are second to 
none. 


Jasper Seating Lompany 
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Extra strong! Sturdy 6-post 


frame, rigid cross-bracing, 
full-opening drawers. 


In the ball park and in business, experience 
and skill are the essentials of leadership and 
peak performance. And A-S-E engineers have 
behind them more than 34 years of experience 





in the precision fabrication of steel products. 

It’ll pay you to get acquainted with All-Steel- 

Equip Files. Note the heavyweight steel con- 

struction, the smooth-action drawers, the extra 
Torque plate reinforcement filing capacity, the many other improved fea- 
under each drawer shelf. tures. It’s the dependable line, the quality line, 
Rigid frame construction! , er 

the profit line! 


ALSO 2,3 OR 
$-DRAWER SIZES 
We also manufacture a 
complete line of steel 
storage and wardrobe 

cabinets. 









Drawer fronts are flanged Lasting, chip-proof finish. 
back and welded to bottom Hardware of genuine bronze, 4 
—providing extra strength! beautifully designed. / 





See us in Sample Room 636— 
National Stationers’ Convention 


ALL-STEEL EQUIPMENT, INC. 


600 Cleveland Avenue, Aurora, Illinois 
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with Foam rubber seat and back —re- 


commended as the best and most health- 


ful seating for stenographers and clerks. a 
oa 


W. H. GUNLOCKE CHAIR CO. 


WAYLAND, N. Y. 
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The Style- Master Steel Suite in Neutra-Tone Gray Harmonizes with any Decorative Treatment 





Sn heoping with the New Era... 


New business planning means new ideas in office furnishing 
...color harmony is the keynote...with simplicity and economy 
as important contributing factors. @ The color-harmonized, 
complete unit sale...made possible by the famous “Y and E’ 


Neutra-Tone Gray finish, meets today’s exacting needs. 


YAWMAN AND ERBE MFG. CO., 1015 Jay Street, Rochester 3, N.Y. 


The Franchise that means Quality Merchandise 
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A Glimpse of the Future for 
Wood Office Furniture 





By JOHN J. REINECKE 


Secretary, 
Wood Office Furniture Institute 


HE WOOD OFFICE FURNITURE industry faces the 

future with confidence. Although there are many 
problems to be solv@i before production and distribu- 
tion can function smoothly in meeting the peacetime 
office equipment needs of business, progress definitely 
is being made. 

Wood office furniture dealers may expect greater 
supplies of desks, chairs, tables and other wood equip- 
ment (1) as production of suitable lumber increases, 
and (2) the deadening hand of wartime restrictions is 
lifted from industry. 

Although it is unwise to be unduly optimistic, there 
are indications that production of lumber is gaining 
momentum and that supplies available for desk and 
chair manufacture will be substantially increased early 
in 1947. Of course, unsettled labor conditions and the 
date on which the Government restores profit incen- 
tives to the lumber industry may affect the position of 
future supplies. Nowadays forecasts of business 
conditions must give proper consideration to Govern- 
ment action, for the Government now is pretty much 
scrambled up with business, and the directives of bu- 
reaucrats in Washington have an influence upon the 
lives and destines of businessmen throughout the na- 
tion. 

It is hoped by the time this article is printed in 
OFFICE APPLIANCES that wood office furniture will be 
decontrolled. Removal from price control will enable 
the industry to produce greater quantities of desks, 
chairs, tables, and other wood equipment. 


1946 Volume Below 1942 Peak 


During 1946 the volume of production of the wood 
office furniture industry, although above its pre-war 
level, and better than most of the record war years, 
actually has been considerably below the all-time peak 
of 1942. Although difficulties in obtaining materials 
have been a factor in bringing about this situation, the 
major cause has been price control. Rising costs of 
labor and materials have not been reflected ade- 
quately in the price ceilings imposed upon the indus- 
try. Thus, production was subjected to a squeeze of 
costs moving sharply upward and selling prices which 
moved only slowly. Decontrol, when it comes, will per- 
mit wood office furniture to respond to natural eco- 
nomic laws. 

Decontrol of the industry also will enable desk and 
chair manufacturers to bring out new designs in which 
are incorporated design and functional improvements. 
The new models will have great appeal to businessmen 
and office workers and will provide merchandising 
impetus which should push sales of wood office furni- 
ture to high levels for some years ahead. Definitely, 
with the demand for replacement, expansion and 
modernization, a period of great sales opportunity con- 
fronts dealers throughout the country. 
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Manufacturers of wood office furniture, sensing the 
trend of business towards efficiency, comfortable work- 
ing conditions and more esthetic surroundings, are 
moving forward to create furniture to meet these de- 
mands of modern business. The office furniture to be 
featured at the Institute’s display during the National 
Stationers Convention this year in Chicago is a fore- 
cast of some things to come—things that will create 
sales opportunities for all dealers in wood office furni- 
‘ure. 


Wood’s Place In Business Future 


Cffice furniture of the future will be streamlined 
for action and efficiency. Special equipment compart- 
ments, concealed letter trays, built-in inter-office com- 
munications apparatus and telephone connections— 
perhaps even radio and television screens—will make 
“a place for everything and everything in its place.’ 
The theme will be: Bring effortless ease and facility 
to office routine. 

Beauty? The business office of tomorrow will reflect 
the dominance of air travel—perhaps even of rocket 
ships. Furnishings will be attuned to ultra-streamlined 
architecture, swiftly-paced action. Yet wood will still 
be preferred for its warm, home-like qualities, its 
ability to express the background and taste of the 
alert, intelligent businessman. Lines will be smart, 
modern and free, but tempered by classical proportion 
and timeless grace. New oak and walnut colors will be 
introduced to form esthetic combinations—to create 
subtle new beauty for the satisfaction of more flam- 
boyant artistic senses. Finishes, too, will attain new 
sheen and lustre, yet present scratch-resistant, burn- 
proof surfaces. 


Comfort Symbol of New Era 


Comfort? The chairs and desks of tomorrow will 
dramatize comfort—symbol of the new era. Each desk 
of the future—and chair, too—will be first a personal 
working tool for the individual who uses it; only then, 
an article of furniture. Major emphasis will be on free- 
dom of mevement and easy adjustment for the great- 
est comfort. The same chair will bring new ease to the 
five-foot-minus secretary or the six-foot-plus executive 
through a simple adjustment. Desks, too, will be ad- 
justable in height; their drawers will operate without 
effort when comfort and convenience for the office 
worker becomes rule No. 1 for designers. 

Tomorrow is all but upon us. 


Trend Seen In Today’s Furniture 


The fine new wood desks and chairs to be released 
as soon as material and production jams can be clear- 
ed already mark an unmistakable trend toward new 


221 



































OFFICERS OF THE WOOD OFFICE FURNITURE INSTITUTE 


Left to right: James A. Wallace, Jasper Office 
Furniture Co., executive committee me nber; 
Ralph F. Schneider, New Indiana Chair Co., 
treasurer; C. H. Lund, O. C. S. Olsen Co., 
executive committee member; G. H. Bosse, 


freedoms—freedom of design—freedom of expression 
for the workers who use them—freedom of movement 
which brings ease and efficiency to their work. 

This new, free design is in a distinct contrast with 
office furniture of the past. The first offices were offices 
in name only—a spot for desk and file in the least de- 
sirable corner of a factory or store. Desks were cum- 
bersome, unattractive “roll-tops” with their cluttered 
pigeonholes; chairs were awkward and uncomfort- 
able. Then, about 20 years ago in the self-conscious 
era of the efficiency expert, reaction brought about the 
cleared desk top and the neatly polished cubicle with 
framed mottos and golden oak furnishings. This was 
a real advance, since it promoted cleanliness and 
plenty of light, but these offices still throttled any at- 
tempt at self-expression. They resembled antiseptic 
laboratories, rather than places where men of imagina- 
tion were expected to spend most of their daylight 
hours. 

Thus, the new trend toward freedom—already well 
advanced—is still a fresh reaction from an artistic 
barrenness which kills individuality. Today’s designers 
must be more ingenious than ever before. They must 
combine the functional freedom demanded by today’s 
businessmen with the free, simple beauty of grace- 
ful modern lines which retain classic proportion and 
traditional charm. 

This is the challenge. The designers of wood office 
furniture are meeting it squarely. 


Demand for Home-like Offices 


The modern clerical worker wants an office that is 
home-like—which is expressive of his individuality, his 
taste and his background. It must be a place which 
will be pleasing and cheerful for him to spend most 
of his waking hours, feeling relaxed and comfortable, 
but able to work at top efficiency. This means that his 
furnishings must be modern and up-to-date, yet a re- 
flection of good taste and the appreciation of classical 
beauties. No effort must be spared in developing func- 
tional design and innovations which combine top work- 
ing effectiveness with the greatest economy of effort. 
The need is for an office with an atmosphere and 
individuality which increases well-being, self-confi- 
dence, individual efficiency. 

And wood is particularly qualified as the ideal mate- 
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Imperial Furniture Co., president; John J. 
Reinecke, secretary; F. J. Boling, High Point 
Bending & Chair Co., vice-president; S. Lord, 
Leopold Co., executive committee member. 


rial for furnishing such an office. For it is the tradi- 
tional material of all fine furnishings, with an in- 
herent warmth and natural charm not possessed by 
any other material. Only wood permits the perfect 
blending of a modern setting and the latest functional 
improvements with the beauty of period decoration. 


Colors to Be Introduced Soon 


Yet the designers of today go even further. 

Soon new oak and walnut colors and finishes will 
be introduced. These will be effective and pleasing 
colors to permit even new heights of self-expression 
and even greater latitude in the creation of truly mod- 
ern, yet tasteful, beauty. Handsome finishes have al- 
ready been developed to dramatize the natural charm 
of finely-grained wood, yet stoutly resist scratch and 
scar. Promised for the near future, burnproof desk 
tops—still of wood—will banish the chief worry of 
cigarette-smoking workers. 

Fresh modern lines, too, key wood office furniture 
with the spirit of today’s business. Modern design is 
clean and free, expressive of the demand for personal 
freedom, and attuned to rapid business pace. Cumber- 
some unattractive desk legs have been replaced by 
modern “island bases” and drawer pulls are now trimly 
recessed. This new simplicity permits an easy adapta- 
tion to existing architecture, to varied decorating 
schemes, and to differing tastes. Moreover, new adjust- 
able features for greater comfort are incorporated 
right in the esthetic design, contributing to the sim- 
plicity and grace which highlight modern beauty. 


Comfort Builds Efficiency 


But the designers of wood office furniture are not 
concerned with beauty alone. 

The relationship between employee efficiency and 
employee comfort and well-being is no longer an un- 
solved mystery. Today, designers consider not only 
office decor and architecture but, more important, the 
stature and personal requirements of the worker who 
will use a given desk and chair and the particular 
demands of his job. 

Thus, fixed specifications have been abandoned—the 
“standard” 30-inch desk and 18-inch chair will soon 
be of the past. A simple adjustment will make the new 
desks equally comfortable for workers of any size. 
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Chairs will be quickly, easily adjustable, too. They will 
be scientifically designed to promote energy-saving 
good posture. They’re the designers’ special gifts to 
the girls who type for hours each day. Even the type- 
writer platform on her desk—raised or lowered with 
little effort—will contribute to her comfort, her well- 
being, and her efficiency. And the annoyance of 
“sticky” desk drawers is already a fading memory, for 
all drawers today are geared to fingertip operation. 

This new concern for the employee means high office 
morale, increased efficiency, and dollars and cents to 
dollar-and-cent-minded employers. Realistic office 
managers and purchasing agents have discovered that 
attractive wood office furnishings, designed for com- 
fort and convenience, means more cheerful, more in- 
terested, more willing workers. They’ve found, too, 
that high morale does not alone depend on functional 
designs which bring new ease and comfort. Intangibles 
like beauty, warmth and classical charm—character- 
istics found only in fine office furniture of wood— 
also affect the disposition and personal effort of 
workers. 


New Discovery Influences Office Furnishing 


This discovery has brought about a sharp about-face 
in the office furnishing trend. The era of assembly-line 
production brought rigid standardization to many 
fields with high expectations of increased efficiency. 
Unfortunately, the result was just the opposite in the 
case of progressive business offices. When standard- 
ized “‘assembly-line” desks—often of materials less at- 
tractive than wood—are introduced, ambitious workers 
lose their feeling of individuality and the urge to as- 
sume the initiative. Wood’s traditional and inherent 
values became strongly apparent to practical business- 
men. 

Today, wood office furniture is selected for its “effici- 


ency value,” as well as beauty, durability and economy. 
The thoughtful executive demands beauty and charm 
in his office furniture because he knows that it builds 
his prestige and enables him to do a better job. And 
down through the ranks, workers are stimulated to 
greater, more efficient efforts when their desks and 
chairs are created of handsome wood. For wood has a 
traditional charm and warmth. It stimulates a work- 
er’s pride in his accomplishments, convinces him of 
his employer’s personal interest, lets him see him- 
self as an important part of the organization as a 
whole. The beautiful lines and handsome appearance 
of fine wood office furniture contribute to the pleas- 
antness of the surroundings, increase the feeling of 
well-being, and enable every employee to give his best 
willingly. 


Wood Office Furniture Apace With Progress 


Thus, wood office furniture keeps pace in the rapid 
evolution of the American business office. We are 
swiftly entering an enlightened era which considers 
the individual and that individual’s happiness. To- 
ward that end, working hours are becoming shorter; 
opportunities for recreation and leisure are increasing. 
Office devices and machines are taking over more and 
more office routine. Today, wood office furniture is 
carefully designed and constructed with a primary 
emphasis on comfort and well-being. Functional de- 
sign makes desks and chairs easily adjustable for the 
greatest comfort. Tasteful, esthetic design makes the 
office a more attractive, inspiring place in which to 
work. 

The wood office furniture manufacturers definitely 
are on the march to provide new products that will 
appeal to business executives and clerical workers, 
to create sales opportunities for office furniture deal- 
ers throughout the country. 











GUNN FURNITURE CO. INSTALLATION OF 50 YEARS AGO 


Before the turn of the 20th century, this office furniture installation by Gunn Furniture 
Co., Grand Rapids, Mich., was really the last word in what a well-dressed office should 
be wearing. The photograph was offered for an appropriate historial comparison. 
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Parkins’ Concentrates on All-steel 


Office Furniture 


By STAFF CORRESPONDENT 





HE PARKINS PRINTING & Stationery Company, 

Little Rock, Ark., will concentrate almost entirely 
on all-sttel office furniture with an entirely new store, 
as soon as possible, according to Harry W. Parkins of 
the management. 

The Parkins organization has sold the state’s lead- 
ing volume of office furniture ever since 1889 and in- 
tends to consolidate all furniture operations on a 
single level as soon as remodeling can be completed in 
an adjacent store, which was recently taken over. 
This will provide approximately 20 per cent more 
display space for furniture, and allow the concern to 
show complete ensembles of office furniture in all 
price ranges—something which was difficult to do 
under the former somewhat cramped conditions. 

“We feel that office furniture definitely belongs on 
the first floor of the stationery store,’ Mr. Parkins 
pointed out, “because our records demonstrate clear- 
ly that we have sold as much to the drop-in trade 
as we have to office managers personally solicited. We 
keep nine men out covering the state on a regular 
schedule, all of whom sell office furniture. And we 
believe that first-floor display, down where the aver- 
age man can see it easily, is just as important as this 
large sales staff.” 

Have Maintenance Desk Displays 

As an illustration of this theory, the Parkins Print- 
ing and Stationery Company maintained a full-sized 
display of four handsome desks just inside the door 
throughout the entire war—including one handsome 
all-steel model. “We maintained our samples all 
through the war simply because we wished to keep 
our future prospects thinking in terms of well-furn- 
ished offices,” Mr. Parkins said. “We flatly refused to 
sell any of the samples, maintaining them where 
they would remind the passer-by that our store is the 
logical place ot look for office furniture when it is 
generally available. We delivered all through the war, 
except for steel and top-grained leather, which were, 
of course, unobtainable. We attempted to display only 
items we could actually sell—except for the all-steel 
furniture—and, by good buying, we were able to outfit 
most of the office furniture customers who swarmed 
in.” 

Mr. Parkins expects office furniture to be limited 
from a supply standpoint for a year or more. There- 
fore the work of creating the new office furniture 
showroom in the adjacent building is going forward 
slowly. Until the present, the store has devoted two 
floors to office furniture—one deluxe, complete en- 
sembles for professional men, and a second floor 
with lower-priced furniture for the “everyday busi- 
nessman’”’. Only a small amount will be on the upper 
levels when the remodeling is complete. “We feel that 
impulse buying means a lot in every phase of office 
furniture merchandising,” Mr. Parkins said. “For 
example, girls from offices drop in to buy office sup- 
plies, see and like a particular chair and make ar- 
rangements to buy it. One chair sold in this way 
may lead to eight or ten future sales. We sell many 
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New Location Provides an 
Opportunity to Specialize 
on Metal Equipment for All 
Office Purposes 


executives furniture on which they have never been 
solicited, but merely saw on display on the first floor 
and took a liking to. The most important thing in the 
field is to get the successful businessman in to see 
our furniture lines, and then follow up with a salesman 
to complete the job. The only way this can be done is 
by placing furniture where every customer entering 
the store must see it. Even when he does not con- 
sciously recognize the elements of the display, he will 
remember it later on.” 


To Concentrate Upon Steel 


The second major change in this outstanding Arkan- 
sas stationery store’s merchandising plans will be con- 
centration on complete steel equipment. Since V-J 
Day, with each salesman accepting “advance orders”, 
the store has worked up a tremendous prospect list, 
which is devoted almost 100 per cent to steel furniture. 
“We keep a loose leaf sheet in duplicate on each 
prospect,” Mr. Parkins said, “listing down to the last 
detail what that customer is interested in. The second 
sheet is utilized to telephone, or write him when the 
required furniture is available. We don’t give a prior- 
ity of any kind, or accept deposits. It is simply a mat- 
ter of first come, first served. Right now, the list 
amounts to upwards of 400 names, some of which may 
not materialize as all-steel office furniture pur- 
chasers, but the majority will. The demand has been 
for steel almost universally. Therefore, we plan to 
show as much variety in steel furniture in the next 
few years as we have previously displayed in wood.” 


To get the best results from “registry” systems of 
this kind, Mr. Parkins believes in telephoning the pros- 
pect as soon as the shipment is received. This brings 
about immediate delivery and often results in sales 
long in advance of the time delivery occurs. 

“We stopped taking orders in early 1946,” Mr. Par- 
kins said, “because it is foolish to tie up our office 
furniture deliveries for a year or more ahead. This is 
bound to result in a bad situation, penalizing the man 
who walks into the store in search of a particular 


piece of furniture. Therefore we will serve the pros- ~ 


pects already listed, but sell others supplies as they 
come in a first-come, first-served basis.” 


The store offers expert office layout service by train- 


ed “office engineers” on the sales staff, capable of lay- © 


ing out any type of professional office, municipal office, 


or everyday work space. When enough furniture is on — 


hand, Mr. Parkins expects to supervise every installa- 
tion personally. 
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© Peetera MULTI-UNIT So 
JUNIOR FILING SYSTEMS 


| FOR EVERY FILING NEED | 
sent it /774 Sales Corp. 300 EAST 145TH STREET + NEW YORK SIN. Y. 
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Wicldmatler | 
a PLASTIC TRAY 


Ay? STEELMASTER'S world-famous Futura Grey Cash, 


Bond and Office Boxes now come supplied with its 
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MOLDMASTER Plastic Tray. MOLDMASTER Plas- i 
i No. F30 tic Trays are made of improved phenolic plastic 
OFFICE BOX a a : Avi 
: material in glossy black and has substantial 
: Pe gre 
strength. Greater coin-compartment capacity is Cal 
provided. Ease and speed of handling of currency The 
is achieved and a modern, harmonious and two- ie 
toned article of commerce is now offered to the indi 
trade by STEELMASTER, the world's largest use 
manufacturer of cash, bond and office boxes. iter 


CASH BOXES C 


Futura CASH BOXES with Moldmaster TRAYS 












































| Shipping List Price 
No eS | Weight | F.O.B. N.Y. No. 
F30 | 10% | 4% | 7% | 3%lbs. | $3.00 35 
ea | to | s | me | 2 we | ole ‘al 
F 10 10% | 2% | 7% | 23% lbs. | $235 — —_ 
WITHOUT TRAYS — 
F 92 10% | 4% | 7% | 2Yalbs. | $2.00 - 
| F3 | 1% | 3% | SM | 1% lbs | $175 Se 
| F 4 10 3. | 4% | tVylbs. | $150. — 
MOLDMASTER TRAYS Per Dozen Ma 
No. F 10 M1910 | For F92 or F10 $15.00 —e 
| OFFICE BOX ~MI9I4| For F 4 Bond ‘ $12.00 3692 | 








The right to limit quantities is reserved. 
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Slecdmasler 
CARD CABINETS 


Futura »« Staudard 


SILVER GRAY SERIES OLIVE GREEN SERIES 


Available in FUTURA silver gray or standard olive 
green series, 16" deep, STEELMASTER Card 
Cabinets, Single and Double Drawers. 


These units are furnished with ASCO hook-up fea- 
ture and can be built to any height. When ordering, 
indicate "F'' for FUTURA silver gray items or merely 
use stock number shown for standard olive green 
items. 


CARD CABINETS 


SINGLE DRAWERS 





















































} | : Approx. List Price 
we. | Card | Width | H D | Capacity | Ship'g Wt. | F.0.B. N.Y. 
35 | 3x5 | 6 | 5% | 16"| 1,500 | 5% Ibs. | $3.00 
we {a 6 | 7% | 6% | 16"! 1,500 | 6% Ibs. | 3.50 
358 | 5x8 "/2 7'/e | 16" 1,500 8 Ibs. 4.50 
9 | 6x9 | 10% | 8% | 16"| 1,500 | 12% Ibs. | 7.00 
DOUBLE DRAWERS 
| Approx. List Price 
= | Card | Width | H D |Capacity | Ship'g Wt. |F.0.8 N.Y 
352 3x5 | 12% | 5% | 16"| 3,000 | 9% Ibs. | $5.25 
M2 | 4x6 | 14% | 6% | 16"| 3,000 | Il Ibs. | 6.00 
EJ 5x8 | 18% Th | 16"| 3,000 | 15% Ibs. 8.00 
3692 | 6x9 | 20% | B% | 16"| 3,000 | 21/2 Ibs. | 10.00 











The right to limit quantities is reserved. 
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Modern! 






New! 






Plastic! 






PLASTIC 
DESK TRAY 


The ASCO Woldmadter ‘'Rotarian" desk tray will accommodate letter and legal 
size correspondence and papers. 









The "Rotarian" is made of plastic (phenolic) and its rotary-swivel action doubles 
the work of ordinary trays. 


The "Rotarian" is furnished with two rubber bumpers and four plastic bumpers to 
prevent desk marring. It is furnished in a soft, pleasing walnut color to harmonize 
with office surroundings. 


It is packaged in sets of two trays (including bracket and post) in an individual 
carton and then is master packaged in a master carton of six sets. 





Item Width Depth Hght. Carton Shipping Wt. List Price 
"Rotarian" $4.95 
¥y," Via" " 
Desk Tray Set 8% 13% 2 5 Ibs. per set* 











*Set is composed of two trays, post and bracket. 


pert Steel Sales Corporation 





300 EAST 145TH STREET . NEW YORK 51, N.Y. 
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stands for uncompromising excellence 
in leather. craftsmanship. To discrim- 
inating business men, it represents the 
ultimate in office living. We, at Nie- 
mann, Inc., have but one purpose... 
the desire to bring to the American 
business office the finest leather furni- 
ture it is possible to provide. Since 
we are never satisfied, we maintain a 
ceaseless search for ways and means 
to ever improve our product. Nie- 
mann leather davenports and lounge 


chairs will continue to merit enthusi- 
astic dealer cooperation and cus- 


tomer pride in ownership. 
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Bagineess . .. bankers . .. lawyers . . . three distinct 
groups of business and professional men whose responsibilities 
are great and whose judgment must be keen at all times. Men 
such as these wield great influence in shaping America's present 
and future. The good judgment which is such a natural part of 
their every day efforts extends to their choice of office equip- 
ment. The business tool which assumes greatest importance 
naturally is the desk at which they spend so many hours. It is 
no mere accident that Imperial Desks are so well represented 
among these three groups. Smooth styling, fine craftsmanship 
and efficiency-making qualities endow IMPERIAL DESKS with 
that distinction which sets them apart. Is it any wonder, there- 
fore, that America's leaders enjoy the measure of efficient co- 


operation that IMPERIAL DESKS provide. 
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EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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BUSINESS AND PROFESSIONAL LEADERS! 
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We have decided to concentrate our entire pro- 
duction of executive chairs on 2 models—the 
/) C-1500 and C-1510. This limitation will remain 
| in effect until January 1, 1947. 


Harter’s current posture chair line consists of 


5 models —E-15C and E-15D; E-32C, E-31C-22 
and E-31C-28. These are the only posture chairs 
we shall build during the balance of this year. 

We're up against such a tough supply situation 
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—and such a tremendous backlog—that concen- 
tration is imperative. It enables us to build more 
chairs than we could if our production were de- 
voted to many different models. 

Harter will resume the manufacture of all ex- 
ecutive and posture models January 1. Until that 
time, please specify only the 7 chairs listed 
above. We think you'll find this plan will expe- 
dite the shipment of your orders. 
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Record Requirements for Efficient 






Conduct of a Furniture Business 





URING THE WAR YEARS, our stocks of office 

furniture, both new and used, have dwindled to 
nothing. For the past three years we have been faced 
with the problem of securing enough furniture to sat- 
isfy the demand, and it is safe to say that no one in 
the industry has been successful. 

Most wood furniture manufacturers are refusing 
to take any orders at this time. The steel manufac- 
turers are taking orders, but their delivery promises 
are few and those few are for deliveries six to ten 
months in the future. Our problem still is to secure 
merchandise and any change for the better is prob- 
ably a year away, at least. 

We have no inventory problem at present in our 
furniture department. Whether or not the OPA Decon- 
trol Commission removes ceilings on office furniture, 
demand will be heavy and we will not be able to be- 
gin to build proper inventories for at least a year and 
probably for 18 months, unless we are suddenly faced 
with a severe depression as a result of uncontrolled 
inflation. 

Price increases have already occurred in wood and 
metal office furniture and more raises will be forth- 
coming. But with business in a highly active state, it 
is to be hoped such advances will not be serious enough 
to cause buyer opposition. 

Many economists seem to feel that there will be a 
business slump in late 1947 or early 1948, followed by 
a resumption of brisk business and boom conditions 
until 1950 or beyond. 


Forecasting Is Not So Simple 


On the surface, it appears that we can go merrily 
ahead for two or three years, fill our orders as fast 


ARTICLE AND DESCRIPTION 


By C. R. KENDRICK 


Kendrick-Bellamy Company, 
Denver, Colo. 


as we can-and then worry about building our new 
stocks when merchandise is readily available again. 
Actually, it isn’t that simple. But if we set up proper 
records now and keep them accurately, our recon- 
version will be very much simplified. 

Listed below are some of the functions which any 
good furniture department records should show. These, 
of course, are in addition to regular charge and cash 
sales records. 

1. Merchandise in stock (either on the display floor 
or in the warehouse). 

2. Merchandise on order:—a. To fill back orders; b. 
For stock. 

3. Back orders to be filled. 

4. Quantities of items sold, by stock number, over a 
period of time. 

5. Customers to whom a particular item has been 
sold. 

6. Gross profits made on individual sales. 

Merchandise in stock is a relatively minor point 
today, but under normal operating conditions it is ex- 
tremely important to know how many desks or chairs 
or files you have. Their stock numbers and descrip- 
tions should be immediately available, as should the 
names of the manufacturers and the list prices. In ad- 
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dition we record weights, discounts, freight costs and 
landed costs on all items regularly in our stocks. 


Order Records Are Essential 


A record of merchandise on order is essential at any 
time, but it is particularly important today. Many 
dealers have found, in recent months, that some of 
their customers placed orders for the same merchan- 
dise with several dealers at the same time, and that 
they have been taking delivery from the first one able 
to supply it. This has led to some cancellations and the 
consequent fear that more cancellations later will 
leave them finally with too much inventory. To date 
we have had acceptances on about 70 per cent of our 
back orders. We are, nevertheless, watching the 
average closely, and if it seems to drop to 60 per 
cent or lower we plan to cut down our future orders 
for stock when the time comes to order it. 

All back orders should be separately and carefully 
recorded. We have always kept each order for mer- 
chandise not in stock on a separate sheet. On that 
sheet is recorded the order number to the manufac- 
turer, regardless of whether it’ was a stock or special 
order. All back orders are dated at the time they are 
taken and the oldest ones are filled by date until a 
shipment is used up. 

As an added convenience to our department person- 
nel, we have made a card cross-index of all back 
orders. Each item on back order is listed on a sepa- 
rate 3 x 5-inch card and the customers waiting for 
that item are listed on the card according to the dates 
of their orders. All cards for items made by one 
manufacturer are filed under that manufacturer’s 
name. When a shipment has been checked in, the 
cards for items received are pulled and customers 
notified in the order in which their names appear 
on the card. 

A record of the quantity of a particular item sold 
over a period of time is highly desirable. In normal 
times, the average dealer, depending on his location 
with respect to source of supply, orders enough mer- 
chandise to give him from one to three-months’ stock. 
The best guide for ordering is a record of the number 
of units of a given item sold during the correspond- 
ing period in the preceding year and adjusted to suit 
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RECORD INDIVIDUAL SALES, SHOWING GROSS PROFIT 


present business conditions in relation to that same 
period. Most dealers have secured merchandise where 
they could during the war years. Some of it has 
admittedly been of the “stop-gap” variety, but in a 
few cases good lines have been uncovered and it will 
be desirable to retain them. The task of putting in 
stocks of these “new” lines will be much simpler if 
accurate records have been kept to show the best- 
and better-selling items. 


Customers’ List Is an Asset 


A good list of customers, particularly the larger 
ones, showing what they have purchased is an asset 
to any store. Of course this information can be 
obtained from the ledgers, but in the case of furniture 
it is practical to keep it in the department. 

Many firms who have bought wartime substitutes 
have indicated that they want replacements as soon 
as they are available. Some wood-spindle revolving 
chairs have been sold with the promise that the man- 
ufacturer would eventually replace the spindle with 
a regular chair iron at cost. In cases of this sort 
the dealer’s problem will be very much simplified if 
he can check his stock record quickly to locate these 
customers when new merchandise and replacement 
materials are “in stock” again. 

Many dealers feel that the auditor’s figures on 
departmental gross profits are sufficient. However, 
a great many dealers pay their salesmen on a com- 
mission basis dependent on the amount of gross 
profit made on their sales. Over many years we have 
found that it does pay to keep this record. In the 
first place, salesmen’s commissions are easier to figure. 
Secondly, if a salesman has a tendency to cut prices 
it shows up very quickly and can be corrected imme- 
diately. In the third place, it makes annual break- 
downs on various types of merchandise a simple task 
and gives a very clear picture of strength and weak- 
ness among various categories of furniture items. 


Four Simple Forms Needed 


All of the information outlined above can be kept 
on four simple forms which require very little time 
for posting, once they are set up. 

Back orders can be kept on any of a number of 
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standard forms made by the loose leaf industry. The 


cross-reference card file takes time to set up but, 


once in operation, it is easy to keep and saves a 
great deal of time, especially under present conditions. 

The recording of gross profit on sales and, incident- 
ally, individual sales, is accomplished on a separate 
form reproduced with this article. The form is 614 x 
10 inches. We fill out a sheet for each sale from the 
original charge ticket. The sheets are sent to the 
furniture department each day, where cost and gross 
profit are entered. They are then returned to the 


Pertinent Points on Selling 


Posture Chairs 





office, where they are filled in post binders for easy 
reference. 

Our stock record cards cover all othgr records dis- 
cussed here. The cards are 4 x 6 inches and are 
printed on both sides. Reproduction of the form also 


accompanies this article. 

With these simple records, it is possible and practical 
to know exactly what the department is doing and 
to prepare for inventory control and sales campaigns 
again at any time. 








Satisfaction in Selling the 
High Utility of Posture Seat- 
ing Helps Sell More 


By E. RUSSELL ASHLEY 


Ashley-McCormick Company, 
Bridgeton, N. J. 


NE THING ABOUT selling posture chairs is, I feel, 

that a person becomes so wrapped up in the sub- 

ject from the experience gained in a very short period 

of selling that he bubbles over when he thinks how 

important the use of a posture chair is to the person 
who sits in an office or factory all day. 

There is not an item that we sell or handle that I 
really get as much joy in furnishing as a posture 
chair. I have seen women, working in factories and 
offices, and who were having trouble through an injury 
or weakness, helped tremendously by the use of one 
of these chairs. Now, in many sections of the coun- 
try, posture chairs are predominant, I believe. How- 
ever, this article can only be directed to dealers who 
have not sold a lot of posture chairs and have not 
seen the possibilities. 

I have been asked to give the selling angles on pos- 
ture chairs, and here are a few that we have found 
worth while: 

1. It is necessary that a posture chair be carried 
by a salesman for actual demonstration purposes. I 
don’t think a posture chair is evér sold originally 
unless the girl is fitted to the chair, because she can- 
not realize the benefit and comfort obtainable unless 
she actually tries it. I can remember keeping count, 
years ago, and found that over 90 per cent of our 
demonstrations resulted in sales. 


Charts Prove Saving 
2. We used charts furnished by manufacturers show- 
ing definitely that a ten per cent saving on salaries 
is possible because employees can produce more while 
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properly seated than they did with the old type of 
office chairs. We had companies paying one-third the 
price for a stool in factories, but when we showed 
officials the posture chairs at the higher price they 
looked at us and practically laughed. Today, however, 
they are using 600, 700, 800, and 1,000 of these chairs, 
which pay for themselves many times over. 

3. Employers today want to have their employees 
comfortable in their working surroundings. That is © 
why seating is such an important factor. 

4. We found it profitable to talk to physicians re- 
garding posture chairs. From their experience, we 
learned that the lumbar curve in the back needs sup- 
port. Placing a posture chair for such support means 
that the person using it will not only be more com- 
fortable, but will also have a healthier figure. Articles 
written by physicians prove these statements. 


Proper Adjustment Necessary 


5. It is necessary that a salesman know how to 
adjust a chair to an individual, inasmuch as a posture 
chair that is not adjusted properly can be a very 
uncomfortable chair. It is not necessary to install the 
chair and adjust it immediately. Instead, it is better 
to wait about a week and then inquire to see if the 
chair is comfortable for the user. We found cases 
where changes were necessary to provide the greatest 
possible benefit. 

6. We have heard a lot about eliminating the three 
o’clock fatigue. Insurance companies tell about correct 
posture and how it affects our nervous and digestive 
systems. From an economic standpoint, we can prove 
to any employer that a posture chair used by a girl 
making $40 a week will be well paid for within three 
months’ time, and we know that such an investment 
is a good sales point. 

I feel that posture chairs are known by practically 
everyone today. However, if there are any dealers in 
whose territory the customers have not taken to 
posture chairs, this article is directed to them. There 
are several good manufacturers who would be glad 
to sit down with your salesman and talk over the 
posture part of this interesting business. 
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OFFICE FURNITURE MAKES TRIP BY AIR TO SOUTH AFRICA 


Max Blau & Sons, Newark, N. J., manufacturers of 
office furniture and equipment, recently established 
an outstanding record by delivering ten plane loads 


of furniture to South Africa, all within a week's time. 
In those, one of many truckloads is being checked as 
it is transferred to the plane at Newark airport. 











REMODELED LOCATION OF HORNE 


Upper left—View of the first floor show room taken from 
rear stairway. Simple columns and natural wood floors have 
been utilized to accentuate the furniture on display. The 
walls are done in a light cream with a deeper cream base. 


Upper right—The file and filing supply department of the 
Horne Desk C Fixture Co. The stairway in rear leads to the 
large used furniture department located on the second floor. 


Lower left—Looking from entrance toward elevator to annex 
building. Filing department is to the left. Steel counters are 
used on the main floor to display small items such as chair 
pads, leather goods, and letter trays. Fluorescent lighting 
augments the daylight from the four sides of the building. 


Lower right—The show window, representing one third of 
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DESK & FIXTURE CO., ALTANTA, GA. 


the frontage on Pryor St. This section is used for the displ 
of wood and steel desks and chairs, and for accessoriét 
The first floor showroom of the new and remodeled locatis# 
of Horne Desk & Fixture Company, Atlanta, Ga., has a {rot 
age of 70 feet on Pryor St., and extends for 110 feet alow 
Pryor Pl. In the rear is the four-story annex building whic 
serves for shipping, receiving, warehousing, and repe 
departments. The second floor above the showroom spi 
is used as display for used office furniture. Also on the # 
ond floors are separate rooms set up as sample privé! 
offices for the display of finer executive office furniti® 
Immediately in front of the elevator to the annex building! 
special concrete floor has been laid to accommodate 

contemplated weight of safes used for display purpo™ 
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OR over half a century, the name of B. L. 
Marble has been a guaranty of highest 
quality and utmost dependability. Today, as a result 
of the cumulative knowledge derived from years of 
practical manufacturing experience, the B. L. Marble 
product occupies a position of foremost leadership 


in the seating equipment industry. 





Aside from high standards of quality and depend- 
ability, B. L. Marble Busines Chairs have a nationally 
known reputation for correctness of design, lasting 
construction and comfortable sitting qualities. Further, 
the B. L. Marble line is unequaled for its flexibility 
and diversity of designs. No matter what the require- 
ments may be, whether for private or general office 
use, there is a B. L. Marble Business Chair for every 
conceivable purpose. 

B. L. Marble Business Chairs are sold by leading 
office furniture dealers throughout the United States 
and its possesions. At present, production is limited 
because of a continuing scarcity of materials required 
in our manufacturing, and our output is being dis- 
tributed as equitably as possible to all dealers on a 


quota basis. As fast as conditions permit, we will in- 





crease shipments to our dealers until the supply more 


nearly equals the current demand. 











a A 


THE B. L. MARBLE CHAIR COMPANY 


Manufacturers of Business Chains 
FOR OFFICES = BANKS « LIBRARIES « SCHOOLS « PUBLIC BUILDINGS 


BEDFORD, OHIO, U.S.A. 
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HANG-A-FILE is a complete filing 

wit, It includes the steel cabinet 

RUS 25 Hang-A-File FOLDERS and in- 
ws. Here is a complete filing set-up 
mdy to go to work. Recommended for 








ilies» 
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tuntless uses: correspondence, shipping or- 
ts, shop tickets, bills, orders, invoices, etc. 





NO. 30 HANG-A-FILE 


Complete with 25 HANG- 
A-FILE folders and inserts. 
Folders supported by full 
length chrome finish metal 
hangers which rest on two 
guide rails. 















All metal file, caster 
equipped, finished in olive 
green enamel. Width 131%, 
in., depth 18 in., height 
> 27 in. 

» Shipping weight 33 Ibs. 
Packed 2 to carton. Shipped 

K.D., easily assembled. 















M unprecedented sales opportunity for dealers 


Merywhere. Join the ranks of those who are already O IMMEDIATE DELIVERY 
[Mying substantial profits from the sale of the Most 


hpular "HIGHWAY" of Filing in America—HANG-A-FILE. 


S 
louis H. Farber 
FFICE FURNITURE « SCHOOL EQUIPMENT 


EAST CONGRESS STREET 


“ILING IN AMER\CE 


CHICAGO 5, ILLINOIS 
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Chair Action Controls mean sturdier, 
longer lasting, more comfortable office 
chairs. That's why they are first choice of 
the leading firms in the office chair field. 


While you are at the Convention, we suggest that you 





inspect the exhibits of the leading manufacturers of 
fine executive and general office chairs. You'll gener- 
ally find the ones you like best for their superior op- 


erating efficiency and smooth action are Seng Equipt. 





TO 


THE COMPANY eit 


invest 





1450 N. Dayton St. Chicago 22, Illinois 





*Formerly “Bolens’’ Chair Control, 
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oe file has been the dealer’s friend during the 





reconversion period when complete office furniture 





has not been available. 





Many new products are now in the tooling 
stage to help our dealers over the next hurdle. 

Our complete line of office furniture will be ’ 
available when raw materials return in sufhcient 


volume to warrant maximum production. 





TO PROSPECTIVE DEALERS 
it will probably pay you, also, to 
investigate the advantages of Security 
products. 


SECURITY STEEL EQUIPMENT 














CORPORATION - AVENEL-N-J 
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WOOD -decorating magic 
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ASTES in home furnishings naturally 

differ. Some people prefer dignified 
18th Century English design ... others go 
"all-out" modern. Regardless of the pe- 
riod and design chosen, WOOD is invari- 
ably the basic material selected. Natural 
beauty gives to wood a charm that suits it 





for the home.... 


admirably for use in the home. WOOD 
possessing innate loveliness of grain and 
fibre supplies a natural foil for the dec- 
orator's touch... 
ground for which there is no substitute in 
home furnishings. WOOD truly makes a 


great contribution to man’s artistic urge. 











woop 
OFFICE FURNITURE | 
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it provides a rich back- 
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(0): firmly believe a business man 

should give the same creative 
thought to the environment in which he 
works as he does to the home in which he 
lives. By doing so, he reflects his person- 
ality to a striking degree . . . he personal- 
izes the impressions made on callers to his 
office. It is only natural then that the same 
endless variety of rich woods which lend 


| a 


WOOD -equally right for the Business Office! 
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such beauty to the home should be in- 
cluded in the appointments of the modern 
business office. Under the tools of skilled 
craftsmen, WOOD takes on those sleek, 
efficient lines of the modern JACKSON 
DESK bringing promise to beauty, con- 
venience, comfort and efficiency to the 
office. Rest assured .. . the Desk of To- 
morrow will still be WOOD. 


JASPER OFFICE FURNITURE CO. 


JASPER, 


INDIANA 


FICE FURNITURE INST: ) 7) 2:85: aN 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, III. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. MeDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atianta, Ga. 
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THE DISTINCTIVE LINE 


of CHROME Furniture 


BUILT FOR 


Comfort, Beauty, Durability 







#201 — Chair 
List Price $37.70 







3202 — 2 Seat Settee 
List Price $63.00 


+303 — 3 Seat Settee 
List Price $132.00 

















#203 — 3 Seat Settee 
List Price $82.50 +¢301 — Chair 
List Price $77.00 Y 
ox, 
TRIPLE-PLATED 
Copper, Nickel and Chrome. +302 — 2 Seat Settee Arr 
H : , 
RUGGED SPRING SEATS et Pies GIOA.SO 
No-Sag Spring Construction. f 
i of = 
ATTRACTIVE LEATHERETTE Tee Los 
Designed to earn a niche all its own, the distinctive 
COVERING = ADMIRAL line is a noteworthy name in chrome fur- D- 
For longer, smarter wear. s niture. Dealers who have a keen sense of what makes 
| for profitable merchandising are invited to write today. 
EYE-CATCHING COLORS 


Red, Blue, Brown, Green 
and Eggshell. 


APPEALING TWO-TONE 
TREATMENT 


Available at no extra cost. 


CENTURY ASSOCIATED PRODUCTS CO. 


213 GREENE STREET, NEW YORK 12, N.Y. 


Prices subject to usual dealer discounts. 
Prices FOB New York. 
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Of course the country has been disap- 
pointed by the lack of that wonderful 
post-war merchandise we talked of and 
dreamed of during the war years. Plans 
for new and improved products made by 
every industry have been retarded by 
labor and material shortages. Office fur- 
niture is no exception to this prevalent 


situation. 
Jasper Chair Co. is alert to the future 
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seating needs of American business. Our 
dealers will be interested to know that our 
plans have been carefully made and 
merely await improved economic condi- 
tions for action. Yes . The Jasper 
Chair Co. chair models may appear 
sooner than you expect and rest assured 
they'll have the same intrinsic qualities 
you've learned to identify with Jasper 


Chair Co. equipment. 
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IN BUSINESS FURNITURE? 


| on | 

















ae ae =e [ dSpie ’ OFFICE FURNITURE | 
IwsTiyurTt 

Dhar [ RE Pee ee ar ree es 
all TT - . W. H. Brown, (Chicago-Midwest) 
ye Geo. A. Litchfield, 6708 Glenwood Ave., Chicago 2% 


| Mar. 
esate (Phone ROGers Park 3644) 
JASPER, INDIANA 

Fred Deutsch (Southwest) S. H. MacDonald. (West) 
3525 Southwestern Blvd. 405 Orpheum Bidg 

Rd Dallas 5, Texas Seattle. Wash 

as 

Lal James S. Fowls, (Southern) R. J. Freeman, (Eastern) 
327 Sunset Drive, North 383 Madison Ave. 
St. Petersburg, Florida New York, N. Y 





MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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“Lives of great men all remind us 
We can make our lives sublime, 
And, departing, leave behind us 
Footprints on the sands of time.” 


Henry Wadsworth Longfellow 
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Men seeking to climb the ladder of suc- 
cess to fame and fortune, may derive 
satisfaction from knowing there is one 
bond which they share with those who 
have already "‘arrived."" That common 
denominator is the desk where each man 
spends countless hours seeking to make 
his dreams come true. In the life of 


They're Designed for the ‘near famous’ 
as well as those who have already arrived! 






JASPER DESKS ARE VERSATILE 





Thomas Alva Edison, his desk played a 
major role. It shared with him the ideas 
and secrets that were to benefit all man- 
kind. Realizing the importance of a desk 
in a man's life, Jasper Desk Co. feels a 
responsibility to build the kind of desks 
that will accompany their owners to the 
pinnacle of success. 


JASPER DESK COMPANY 


JASPER; 
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ABOVE—Showroom beauty achieved with office furni- 

ture and mirrors. On display are new desks made by 

the New England Woodworking Company in the estab- 

lishment of Albert Manlon Company, Washington, D. C. 

The desks reveal ultra-modern styling in genuine ma- 

hogany. The mirrors on the right wall make this room 
seem much larger than it is. 

















BELOW—This installation of Style-Master Associate 

desks and Empire files, built by Yawman and 

Erbe Manufacturing Co., Rochester, N. Y., was made 

in the company’s home city for one of the special 

offices at the St. Mary's Hospital. The installation pro- 

vides both efficiency and smart dignity in styling, such 
as is wanted in the modern hospital. 
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ABOVE—A W. H. Gunlocke Chair Co., Wayland, N. Y.., 
installation enhances appearance of the office of 
]. Howard McGrath, Solicitor General of the United 
States, at Providence, R. I. This installation was made 
by Bene & Company, Gunlocke dealers at Providence, 
providing furniture of the luxurious dignity desired. 
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BELOW—Styled in gray for the executives of Erie 
Meter Systems, Inc., Erie, Pa., is this installation. The 
desk and table are from Yawman and Erbe Mfg. Co., 
Rochester, N. Y., furnished in neutro-tone gray by the 
Erie dealer, Royal E. Smith. W. H. Gunlocke Chair Co. 
supplied the chairs in finish matching the steel desk. 


PA, MEYER & SONS 
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ABOVE—A picture of the Aetna Life general agency 
work room, sixth floor, furnished by The General Fire- 
proofing Co., with each piece designed to do a particu- 
lar job, all matched in design and in appearance. 





BELOW—Orderliness is the keynote of The Gener 
Fireproofing Co., Youngstown, Ohio, complete installe 
tion at Aetna Life Affiliated Companies offices, Ne 
York, N. Y. Pictures are the claim department file 
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ABOVE—A Leopold desk provides executive dignity BELOW—Private office of Howard D. Thomas, Jr., gen- 

for office at Wire Metal & Mfg. Co., Los Angeles, Calif. eral manager, Packard Bell Company, Los Angeles, 

The installation, as well as the one below, was made Calif. Leopold furniture was installed by Pacific Desk 
by the Pacific Desk Co., Los Angeles. to provide the atmosphere of comfortable luxury. 
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ABOVE—Executive comfort is the keynote of this last 
outstanding installation made by the Sikes Co., Inc., 
Buffalo, N. Y., prior to Pearl Harbor. Vernon M. Page. 
Inc., Buffalo, was the dealer for the furniture, placed in 
the executive offices of the Buffalo plant of Curtiss- 
Wright Corp., now owned by Westinghouse Electric Co. 


r 


BELOW—Etfficient orderliness is secured by this instal- 
lation of Art Metal Construction Co., Jamestown, N. Y., 
Airline desks in the offices of the Home Insurance Co., 
Chicago. Steel was preferred by the insurance firm 
in restyling offices for efficiency and employee comfort. 
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ABOVE—Beauty and distinguished comfort were sought 
by the president of a nationally-known manufacturer 
in New York City when he ordered this installation of 
the Shaw-Walker Co., Muskegon, Mich., Luxury Suite 
office furniture in his personal office. Beautiful furni- 
ture is in harmony with the tasteful surroundings. 
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BELOW—Stenographer at the right is using the No. 
1250 secretarial posture chair made by the Sturgis 
Posture Chair Co., Sturgis, Mich. Chair is equipped 
with tilting seat having adjustable spring tension. 
Picture at left shows two Sturgis posture chairs, one 
the executive type, with arms, similar to the No. 1250. 








No Vault Door is modern 
without this H-H-M emer. 
gency escape device. 
protects human life, 


| 
| 
| 
{ 
{ 
a 
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HERRING-HALL-MARVIN FIRE- 
RESISTIVE VAULT ENTRANCES 


Lead the Nation in Protection, 
Convenience, Sales! 
ASK FOR THESE It is generally agreed that Herring-Hall-Marvin  Fire- 
ILLUSTRATED Resistive Vault Doors combine improvements in. structural 
integrity, ease of operation, fire-protection—and human 
CATALOG SECTIONS safety —unequaled in their respective fields of application. 
Each, in its class, carries the Underwriters’ Label, the Under- 
writers’ Re-Locking Label, the $.M.N.A. label—and is backed 
by Herring-Hall-Marvin’s record of leadership in building 
No. 64: 1-Hr. Flat Sill File vault entrances. Catalog sections, as listed in the lefthand 
Storage Room Door. column, are available upon request. These catalog sections 
describe the structure of the available door, present many 
No. 7832-2FS: 2-Hr. Flat Sill helpful suggestions in vault construction, and give detailed 
Vault Door. instructions, with architect’s prints, for setting the door. Why 
not ask for the catalog section you desire —today ? 





No. 63: Y-Hr. Flat Sill File 
Storage Room Door. 


No. 7832-4FS: 4-Hr. Flat Sill 
Vault Door. ———— oT 7) wae cansh | 
. sain Ae nie ee 
op oniagem 6-Hr. Flat Sill padi at Susser a E1P0S eT __) } 
ault Door. : - — 
Under aboratones 
eeanas © 


General Offices 


HERRING-HALL-MARVIN SAFE C0, “*mcccrccc"° 


In New Y , , Washington, 
Monufecturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and “af wee ee Paitodeehil 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes Sen Francisco, Los Angeles Detroit, Pi 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT OTHER AGENCIES ALL OVER THE WORLD 
1946 
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EDWARD J. BECKMAN F. J. BOLING GILBERT H. BOSSE J. B. DEANE K. R. DUNTON 
New Indiana Chair Co. High Point Bending & Chair Co. Imperial Desk Company Gunn Furniture Co. Doten-Dunton Desk Co. 


CHARLES E. HAYWORTH ALLEN F. JOSEPH LOUIS T. KOERNER A. F. KRIEG STERLING LORD 
Alma Desk Company Jasper Desk Company Jasper Chair Co. Jasper Seating Co. The Leopoid Company 


C. H. LUND GLEESON MURPHY, JR. ALF NORMANN S. GUY NORMAN W. T. POWELL 
C. S. Olsen Co. Murphy Chair Co., Inc. Central Desk Mig. Co. Hoosier Desk Co. Myrtle Desk Company 


oO. 


MAYNARD H. RAGGIO M. F. SONDERMAN H. W. STRINGE JAMES A. WALLACE 


4 
Clemco Desk Mig. Co. Indiana Desk Company Commércial Furniture Co. Jasper Office Furniture Co. Wells Furniture Mfg. Co. 
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TO BUILD GREATER SALES AND PRESTIGE FOR WOOD OFFICE FURNITURE DEALERS 


Working through the Wood Office Furniture Institute, the minds and skills and facilities 
of twenty far seeing and progressive desk and chair manufacturers have been pooled 
for constructive industry planning and promotion. 

In this union of resources lies the promise of future stability and prosperity for dealers in 
wood desks and chairs. 


Now, while curbs are tight and materials scarce, a steady flow of promotional plans and 
ideas actively molds public opinion and cultivates the desire for complete office moderni- 
zation in the days ahead. 


Later when supplies flow freely again, members of the Institute will unveil new products 
of beauty which will embrace the very latest in functional 
improvements and the most desirable in product finishes. 


Wise dealers will keep an eye on the Wood Office Furni- 
ture Institute and its aggressive program. They will be 
prepared to cash in on the greater sales and prestige 
inspired by Institute promotions and Institute members’ 
products. 


e ® a 
Pulling Together AR FOR INDUSTRY PROGRESS 


JASPER DESK COMPANY 


Jasper, Indiana 


JASPER OFFICE FURNITURE CO, 


Jasper, Indiana 


JASPER SEATING COMPANY 


Jasper, Indiana 


LEOPOLD COMPANY 


Burlington, lowa 











ALMA DESK COMPANY 
High Point, N. C. 


CENTRAL DESK MFG. COMPANY 


Chicago, Illinois 


CLEMCO DESK MFG. COMPANY 
Chicago, Illinois 


COMMERCIAL FURNITURE COMPANY 


Chicago, Illinois 





DOTEN-DUNTON DESK COMPANY woop MURPHY CHAIR COMPANY 
Cambridge, Mass. OFFICE FURNITURE | Owensboro, Kentucky 

GUNN FURNITURE COMPANY eres } MYRTLE DESK COMPANY 
Grand Rapids, Mich. High Point, N.C. 

HIGH POINT BENDING & CHAIR CO. NEW INDIANA CHAIR COMPANY 
Siler City, N.C Jasper, Indiana 

HOOSIER DESK COMPANY INDIANA DESK COMPANY Oo. C. S. OLSEN COMPANY 
Jasper, Indiana Jasper, Indiana Chicago, Illinois 

IMPERIAL DESK COMPANY JASPER CHAIR COMPANY WELLS FURNITURE MFG. COMPANY 
Evansville, Indiana Jasper, Indiana Laurel, Mississippi 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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AS MODERN 


3560 F 


Executive’s desk, as effi- 
cient as the man who'll 
occupy it. In the com- 
pletely new Corry grey 
with no-glare Corroleum 
top. Height 29”; width 
60”; depth 32”. 4 stor- 
age drawers and a verti- 
cal file drawer, all con- 
trolled by central lock. 
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3525 


3595 


3521 L 











3541 L 

Four-drawer letter file, 1614" wide, 
54156” high, 29’ deep. In Corry 
grey finish, with lock. 


3525 

Waste Basket, in Corry grey finish, 
with the same modern design as the 
other pieces. 


3521 L 

Two-drawer, desk-high letter file; 
1614" wide, 29” high, 29” ‘ 
Corroleum top, Corry grey finish, 
with lock. 


3595 
Telephone stand with locked stor- 


age cupboard. 1914" wide, 29” 
high, 18 deep. In Corry grey. 


CORRY-JAMESTOWN MANUFACTURING CORPORATION, CORRY, PA. 
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Applause from the file clerks and secretaries, for the easy, silent opening-and-clos- 
ing action .. . from the office manager and purchasing agent, for the sturdy stami- 
na, abuse-proof ... from even the cleaning woman, for the easy-to-dust surface. 











8A 21 8A 31 8A 51 


8A 2] 
2-drawer, desk-high letter file; 147" wide, 29’ high; 2814'" deep. For the same file equipped with lock, specify 8A 21 L. 


8A 31 
3-drawer letter file; 1474" wide, 42" high, 281%" deep. For the same file equipped with lock, specify 8A 31 L. 


8A 41 
4-drawer letter file; 141" wide, 517%" high, 2814" deep. For the same file equipped with lock, specify 8A 41 L. 


8A 51 
5-drawer letter file; 1414" wide, 58274," high, 2814'’ deep. For the same file equipped with lock, specify 8A 51 L. 


CORRY-JAMESTOWN MANUFACTURING CORPORATION, CORRY, PA. S ee 4g 
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Paw doailable Pr Ono. aloo 
TYPEWRITER STAN DS 





STYLE 550 STYLE 250 STYLE 1250 
Top Size, 14° x 17," Top Size, 14" x 17/2" Top Size, 17" x 24" 
ones Sen iv Height, 26" Height, 26" 
LIST $7.00 LIST $5.90 LIST $8.00 
F.0.B. PHILA., PA. F.0.B. PHILA., PA. F.0.B. PHILA. PA. 




















Style 450 with two Leaves 
Top Size 14" x 17!/2""— Height 26" — Leaves 9" x 14" 
LIST $8.00 F.0.B. PHILADELPHIA, PA. 


STEEL STOOLS 


Built of heavy gauge steel .. . sturdy and durable... 
built for lifetime service. 

















Finished in Olive Green with seats natural... . 
Backs all steel . . . Square seats also. 





STYLE 720 
sits back) 





STYLE 





"| | LIST $4.40 71A 
STYLE 
*” | LIST $4.60 740 ADJUSTABLE 
| STOOLS 
20" | FILING STOOL No. 71A 18” to 24” LIST $7.40 
3" LIST $4.80 a a eee ee Oe. No. 72A 24” “s 30” LIST $7.70 
BACKS LIST $1.00 EXTRA LIST $4.60 No. 73A 30” to 36” LIST $8.00 
F.O.B. PHILA., PA. F.O.B. PHILA., PA. F.O.B. PHILA., PA, 


USUAL DEALER DISCOUNTS 


METALSTAND COMPANY 


1615 to 1625 MELON STREET NEW YORK OFFICE and SHOWROOM 
PHILADELPHIA 30, PA. 595 BROADWAY, NEW YORK 12, N. Y. 


WE E OFFER THE MosT COMPLETE LINE oF ‘STANDS ON THE MARKET * A “STAND For E EVERY USE 











nae nerenmnt 
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A NEW TAYLOR PROGRAM 
OF PROGRESS IN CHAIR MAKING © 


Modernization of Plant and Manufacturing 
Methods Means Faster Production, More Chairs 
and Better Service 


In line with the most advanced prac- 

tices in chair making, The Taylor Chair 

Company has inaugurated an extensive — 

program of modernization and expan- 

sion of its production. This program 

of progress not only involves installa- NEW CLOSE-COUPLED 


: : ; PRODUCTION FLOW 
tion of new automatic machinery and Moves production through plant 


with minimum of lost motion. 





NEW POWER PLANT improved facilities but also a complete 
Furnishes adequate power for new arrangement of its production flow. 
every department. 


Resulting in less waste of motion and 
materials, this modernization program 
means greater efficiency and speed in 
producing chairs with consequently 


better service to our customers. 


This new program of progress is well 

under way. Already installed and in i 

operation are a new power plant, new NEW HOT LACQUER PROCESS 
Gives a smooth, tough, heavy- 


dry kilns, some new automatic machin- bodied finish that resists scratch. 
ing and marring. 


NEW DRY KILNS ery, a new system of routing produc- 
Laverne eater. tion, a new hot lacquer process and 
new fluorescent lighting. Additional 

automatic machinery is on order for 


early delivery. 


To the quality that has made the name 
Taylor famous for 130 years is now 
being added a decided improvement in 
service that gives the Taylor Chair 
dealer a real opportunity to develop 
worthwhile office chair business. 


NEW AUTOMATIC MACHINES NEW FLUORESCENT 
Modern automatic machines LIGHTING 


of latest type for increased pe ex to comfort and 
speed and efficiency. efficiency of workérs. 


The‘Taylor Chair Company 


BEDFORD, OHIO, U.S.A FOUNDED 1816 
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NEW CYCLE BILLING DESK—tThe new steel cabinet cycle 
billing desk offered by Diebold, Inc., Canton, Ohio, accom- 
modates eight V-28 trays in lower active tier and eight 
short V-28 trays in upper inactive tier. Each desk houses from 
4,000 to 5,000 active accounts with guides and separators. 





PROTECTO SECURITY BOX IS FIRE-RESISTANT—Bison 
Distributing Co., 1202 Hertel Ave., Buffalo 16, N. Y., is 
offering the Protecto security box as a fire-resistant storage 
place for valuable papers. Features claimed for this box 
include: lock with two keys, recessed handle, two complete 
steel walls, size suitable for all standard business papers, 
extra protective lip under hinge, quarter-inch treated 
asbestos insulation, and no metal contact between outside 
and inside walls. Inside dimentions are 81/.x12!/2x31/, inches. 
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RECENT 
FURNITURE 
OFFERINGS 


HARTER “PRESIDENTS” —The 
No. 700 swivel armchair (left) 
and No. 710 side armchair, 
known as the Harter “Presi- 
dents,” are again in production 
by Harter Corp., Sturgis, Mich., 
after manufacture was inter- 
rupted by the war. Upholstery 
comes in a variety of colors. 


DIEBOLD OFFERS FLOFILM—The complete new Diebold, 
Inc., Canton, Ohio, microfilming process, Flofilm, is contained 
in two cabinets of four-drawer letter size, for camera and 
processor. The reader cabinet is a table model about 24 
inches square. Features claimed for this new equipment 
are: finished negative film in less than an hour, complete 
photographing and processing on the owners’ premises, 
and electrical operation throughout. Three reduction sizes 
are available, with prefocused lenses, of original data up 
to and including 14 inches in width and of any length. 





NEW CASH BOX—The Art Steel Sales Corp., 300 E. 
145th St., New York 51, N. Y., is offering this new cash 
box described in story on page 40 of August issue. 
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STYLED BY ART METAL—The conference desk (top picture) and the executive 

desk, style A6260 are products of Art Metal Construction Co., Jamestown, N. Y.. 

both finished in gray to harmonize well with other office furnishings. The con- 
ference table is designed to accommodate meetings of five or six people. 


























WELLS POSTURE-RITE CHAIRS NOW 
AVAILABLE.—A noteworthy contribu- 
tion to the needs of the trade is the 
new Wells Posture-Rite chair, featuring 
four easy adjustments to fit the chair 
to individual requirements. Illustrated 
is the No. 125, with seat height adjust- 
able from 17}!/2 to 21 inches, adjustable 
back rest, adjustable back frame and 
adjustable spring tension. The roomy 
seat, 16 x 13!/2 inches, has a three-inch 
box-type cushion. Colors are green or 
brown, with upholstery of simulated 
leather in Spanish brown or green. 
Packed two to a carton, the chairs list 
at $41.40 each. Information on the com- 
plete Wells line of chairs may be ob- 
tained from Wells Office Furniture Com- 
pany, 825 S. LaSalle St., Chicago 5, Ill. 








er Y AND E VIS-U-ALL HOUSED IN STEEL— 
When the Yawman and Erbe Mfg. Co., 
Rochester 3, N. Y., first announced the Vis- 


ELLSWORTH’S NEW FOUR-LEGGED AND S-CHAIRS.—Both of these U-All record system, desk tub units were 
models, the No. 200 (left) and the No. 100 (right) are now being shipped made of wood. Now they are offered in steel. 
within 15 days of receipt of orders, according to the makers, Ellsworth Advantageous features of Vis-U-All listed by 
Industries, Inc., 231 W. Wisconsin Ave., Milwaukee 3, Wis. The com- the manufacturers include greater capacity 
pany also manufactures a chrome typewriter stand, No. 111. All three in less space at less cost, maximum flexibil- 
items are fabricated in one of the nation’s most modern chrome plants, ity, full card protection, and light-weight, but 
the chairs being finished in high-quality leatherette. Shipped completely rigid, construction. Casters permit movement 
set up, the stand is packed one per carton, the chairs two per carton. of the Vis-U-All file to any location with ease. 
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howe Usough a bie stan! 


As AN individual moves through the years, 
there are few things that touch his life as closely 
as the desks which he uses. INDIANA DESK 
CO. has the distinction of being one of the few 
desk manufacturers equipped to provide desks 
for every phase of a person's life. Many an 
executive proudly using our desk today, learned 
the art of desk work, from grammar school on, 
at an INDIANA DESK. We sincerely hope the 
time is not far distant when Indiana Desk Co. 


can fill all your requirements for both school 


Elite Meh iilet-tate (-19 <o | 


" 
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INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INS 


JASPER, INDIANA 
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HIGH POINT CHAIRS 


make more friends for you! 


When chair users come back time after time 
for more Good HIGH POINT Chairs, you can 
be very sure they are giving complete satis- 
faction. And they do just that, making good 
friends for your house. 


HIGH POINT Chairs give complete satis- 
faction because they are made right. That 
means, first—they are designed correctly to 
support the human body comfortably; second 
—all the "know how" acquired in over forty 
years of chair-making experience goes into the 
making of every chair. The result is a comfort- 
able chair strong enough to keep its rigidity 
over long periods of use. 


Yes, good HIGH POINT Chairs are making 
more friends for you every day. Even if you 
and your customers have to wait a little, it's 


well worth while. 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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GOODFORM ALUMINUM CHAIRS + SUPER-FILER—THE MECHANIZED FILE «+ G-F STEEL DESKS 





Can you remember the 1930's when you could phone 
the factory and get delivery of any GF products al- 
most at once? Those were the days—or were they? 
At that time we couldn’t get enough orders. Today 
we can't produce enough leiichandiae but at least 
we are all making and nelling more than we did then. 


GF production of Metal Desks, Super-filers, Shelv- 
ing and Goodform Aluminum chairs is steadily in- 
creasing. It is well beyond all prewar averages but 
likewise the stream of orders keeps flowing into 
Youngstown in growing volume. 


We pledge our best efforts to continue to increase 
production and to fairly distribute our output 
among our many dealers and customers. Please con- 
tinue to give us your patience and co-operation. 


THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 


eeeceee G-eF STEEL SHELVING «+ FILING EQUIPMENT, SYSTEMS AND SUPPLIES eeoeececee 
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THE Wigh Point \N OFFICE BUILDINGS IS THE 
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Visitors to New York City rarely pass 
up the opportunity of viewing this 


city's panorama from atop the tall- 





est of all skyscrapers. It's like stand- 








ing on "top" of the world. This 
imposing structure rises majestically 
to dwarf all other buildings. Truly 
the Empire State Building is the 


"High Point'’ in office structures. 
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| THE Wigh Point \N OFFICE DESKS IS 
MYRTLE 

















a 
OFFICE FURNITURE | 
INSTITUTE 








North Carolina, too, boasts its ''HIGH POINT." The reason for its fame differs 


greatly but nevertheless it's a real source of pride to natives of this state. To 
the industry, High Point has been identified for years as the home of MYRTLE 
DESKS. And when MYRTLE DESKS leave here, a little bit of North Carolina is 
transported to every other state in the union. We like to think that North Caro- 
lina produces a product which contributes immeasurably to the nation's busi- 
ness efficiency. There will always be a "High Point" in your office furniture 
department if you sell MYRTLE DESKS. We hope to be sending you those 
MYRTLE DESKS soon in greater quantities. 






MYRTLE DESK COMPANY 


member WOOD office 


HIGH POINT 


furniture institute 


NORTH CAROLINA 
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No. 200 f 
t 4 legged chair “i 
4 “ 


No. 111 
& Typewriter 
Table 























No. 100 
$-Chair 


Good news-—a new source of supply—a responsible manufacturer equipped to render 
immediate service to the office equipment trade. That's the setting for Ellsworth Indus- 
tries, manufacturers of KING KROME chairs and typewriter tables. We'll rest our 
case on performance. 

KING KROME No. 100 S-Chair and No. 200 4-legged chair are available for 
immediate delivery. The finest chrome and highest grade leatherette combine to add 
sales lustre to the first two numbers of a complete line of KING KROME furniture. 
Chairs are shipped set-up—two (2) per carton. 

Inquiries invited. 

No. |!1 Typewriter stand—Immediate Delivery—shipped set-up—one (1) per carton. 


“YOU GET MORE WORTH FROM ELLSWORTH” 
MANUFACTURERS AND 


ELLSWORTH INDUSTRIES Inc. DISTRIBUTORS OF 


231 W. WISCONSIN AVE., MILWAUKEE 3, WIS. (UBULAB 
S, Tea) 
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Sow Dus 


MANUFACTURERS 


Fine Office Furniture 


STOW & DAVIS FURNITURE COMPANY + GRAND RAPIDS 4, MICHIGAN 
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Business dopoends on Desks 


The desk is the focal point around which all business revolves. From 
the executive desk ideas are generated, plans laid, and orders given. 
At the desks of the office workers,—clerks, secretaries, stenog- 
raphers, etc.—orders are executed. Each desk worker must have 
a desk and each desk must be adaptable to each worker's needs. 

To give users desks designed to accelerate their efficiency over a 
long period of years is the basic aim of the ALMA manufacturing 
organization. The fact that many concerns re-order ALMA Desks 
time after time is an indication ALMA Desks are fulfilling their 


mission. ALMA Desks make staunch friends of their owners. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 


MEMBER OF 
WOOD OFFICE FURNITURE 
INSTITUTE 


‘J 
, 
. 


# 
\Economy, 








276 


OFFICE APPLIANCES, September, 1946 








= 2 Oe Gh Oe et | ack ak |. oe 


MOegepy 


fr 
pr 
is 


« 


an 


sur 
dit 


Th 
for 
do 
The 
anc 
pos. 
war 
mal 
the) 


ness 
and 
port 


mov 
the 

the | 
25 f 
mezz 
arra) 
ment 
serer 


OFF 





16 





A Place Where Harmony Rules 





Techniques of West Coast 
Furniture House Lead to 
Outstanding Success 


T IS A FITTING THING that a business which 

serves the needs of offices where so many vital 
human relationships are involved should itself be ruled 
by harmony. 

That is the case with Smith Brothers Office Out- 
fitters of Portland, Ore. You feel it the minute you 
step into their handsome new place at 721 S.W. Oak 
St. You observe it through the whole organization— 
with the managers, salesmen, office force, in the ma- 
chine shop. It is reflected in the natural ease, the 
interest, the gracious helpfulness everywhere. It is 
notable, too, and a credit to the firm that when the 
clock moves around toward closing time the whole 
force is not poised in preparation for the dash to get 
away. They go at it leisurely, even loitering around, 
as if taking leave of a pleasant place. And that is 
exactly what it is. 

Behind it all the Smith brothers—McKee, Sibley and 
Dale—working harmoniously together, set and keep 
the tone of the business. When asked how they have 
managed such smooth-working relationships even 
through edgy and unpredictable times, Mr. McKee 
Smith modestly gave all credit to the employees. 

“The firm,’ he said, “enjoys complete co-operation 
from all its employees.’ And, he adds with genuine 
pride, “Our people work with us, not for us.” Which 
is strikingly apparent to the observer. It is also a re- 
markable and satisfying fact that there has never 
been any trouble with any individual employee or with 
any unions. 


Provide Superior Working Conditions 

But it is obvious that the Smiths have unstintingly 
surrounded their employees with very superior con- 
ditions, that they have created an atmosphere and 
an attitude which in themselves make for harmony. 
They choose their employees with care, for quality and 
for permanence. For instance, Mr. Smith says, they 
do not want a salesman merely for his ability to sell. 
They want him to have the capacity to grow with 
and into the business, to develop a concept of it, its 
possibilities and its relationships to the public. They 
want him to be something of an ambassador, a man of 
many parts and good balance, one who is a credit to 
them and to himself. 

The Smith Brothers, long-time residents and busi- 
nessmen of Portland, started their own firm in 1941, 
and since then have developed it into one of the im- 
portant office furniture concerns of the West Coast. 

A glimpse into their present location, where they 
moved only three months ago, gives one an idea of 
the high quality of merchandise they handle, and of 
the dignity of their business relationships. The store, 
25 feet wide and 130 feet long, with the rear and 
mezzanine reserved for office space, affords an ideal 
arrangement for the layout of furniture and equip- 
ment. High ceilings give a sense of spaciousness and 
serenity, and with the faultless taste used in the 
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NEW PORTLAND HOME OF SMITH BROTHERS OFFICE 
OUTFITTERS.—Top: Office business is smartly and con- 
veniently confined to the rear and the mezzanine above, 
with shelving at the back for office supplies. Center: A 
section of the machine shop, where Smith Brothers do a 
thriving business in producing safes, burglar-proof chests 
and vault doors. Bottom: A section of the sales floor and 
offices at the rear in the firm's beautiful new business home 
in Oregon's metropolis. The wall shown here is finished in 
light blue, all others and the ceiling in mellow off-white, 
a smart setting for the display of quality offiice furniture. 


restrained modern treatment there is an effect of 
simple elegance, adding unusual character and in- 
dividuality to the place. It’s proved that office furni- 
ture sales floors can be beautiful and successful at the 
same time. 

As a happy departure from the often stereotyped 
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salesroom, the full length of the wall to the right, as 
one enters, is done in a light blue (heavenly, to be 
technical) with the ceiling and all other walls in a 
mellow off-white. Enhanced with modern lighting and 
good prints on the walls, the effect is more than 
merely satisfying, it is spirit-raising. 

Black and white marbleized linoleum, polished to a 
deep gleam and scattered with oriental rugs, makes a 
rich and fitting background for the display of quality 
furniture. 

Another unique feature of the Smith Brothers firm 
is that they have the unusual combination of a retail 
business and production shop, now all marshalled un- 
der one roof. When they started business in 1941 they 
set up a small shop in another location, where safes 
were manufactured for retail customers. Some of these 
went to the Navy and proved highly successful. With 
lend-lease and war suddenly upon the firm, business 
rocketed, was expanded into such items as fabricated 
foghorns, bunks, bolts, studs, high-pressure fittings, 
lockers, mooring swivels, lashings, and repair parts 
for pumps. But it was not so easy as it sounds for, 
with Portland straining its sinews on war production, 
it had no forge plant or equipment left anywhere. 
A mere thing like that does not stop the Smith Broth- 
ers, however. They hunted around, found a forge shop 





in Nevada, purchased it, moved the equipment to 
Portland, built their own furnaces, did their own en- 
gineering and got production going in short order. 


Set Up Shop in Basement 


Now, with war demands over, the shop is set up 
neatly in the basement of their new place and is 
whirring away on such items as safes, burglarproof 
chests and vault doors. This phase of the business is 
to the Smiths a very important one, and highly satis- 
fying. 

Smith Brothers, like everyone else, feel the pinch of 
shortages, but with their long narrow building and 
pattern of layout they manage a surprisingly smart- 
looking sales floor. Desks are invariably displayed 
along the right side, at an angle, which, according 
to W. S. Brumbaugh, store manager, not only makes 
a more attractive showroom, but affords opportunities 
to show the desks at better advantage than if they 
were squared away at right angles. Mr. Brumbaugh 
also fits his desks out effectively with lamps, blotters, 
and trays. Nine times out of ten, he says, a buyer will 
want the whole works, just as it is. 

And he is a lucky buyer if he can take along to his 
business the quality, the fine relationships, the har- 
mony that are the basis of success for Smith Brothers 


Office Outfitters. 


To Expand Your Market Analyze Your 
Furniture Competition 





HERE IS ONE GOOD THING about the present 

situation in metal office furniture supply and 
delivery, and that in the complete absence of such 
items from most mail-order catalogs. When you talk 
to some of the confirmed mail order buyers of your 
town—and there are more of them than you realize 
—they don’t come back with a story about what they 
can buy and for how much from the big catalogs 
that list letter files in between “Files, corn” and 
“Files, rat-tail.” 

Mail-order business is present to some extent in 
steel equipment, but such competition exists mainly 
in the form of newspaper advertisements of office 
furniture houses in the big cities. 

And that competition ought not to be too difficult 
to handle. One of my customers the other day told 
me about having ordered a steel table from a city 
store advertising office furniture. Payment in advance 
was demanded. He was told this rule had been adopted 
because of experience with buyers who would place 
orders with several companies and after receiving the 
first delivery, would cancel the other orders. Delivery 
within a month was definitely promised. There was 
no delivery in two months and today the customer 
is still waiting. Refund of his money was absolutely 


refused. 


Supplier Follows That Type 


Perhaps that same supplier would be fairer with 
customers under normal conditions, but the chances 
are that a dealer who takes advantage of a customer 
because difficult buying conditions permit will take 
advantage under any conditions. As a competitor he 
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An Experienced Dealer Dips 
Into His Well of Knowledge 
on Competition Troubles 


may be discounted because he will not hold his 
customers, and as a source from which your customers 
may buy, he will prove a disappointment. This will 
send them back to you or to another stable and re- 
liable dealer. 

To meet the competition of dealers who seek to win 
mail orders from your territory, scan very carefully 
the advertisements of those dealers. They may quote 
prices you would not care to meet on items that look 
like those you sell. Compare every little detail. Get 
the weight of that mail-advertised four-drawer file 
that is quoted below your price. If measurements 
are the same, see what the difference in weights tells 
you. Of course you will study the difference in suspen- 
sion construction and in other details. 

Note all the advertiser promises or intimates. He 
may advertise an office file under the sub-title of a 
“compartment” or “filing” safe. He does not declare 
it has the properties of what you would sell as a safe, 
but he uses the term “safe” for the implication it 
carries. You would not think of selling such a file as 
a safe. Nor would you by implication cause the buyer 
to regard it as a safe. 


What About The Dimensions? 
The double-door steel cabinet you sell for around 
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$42 list, K.D., may measure outside 1912” depth, 78” 
height, 36” width. You see a four-shelf double door 
cabinet pictured in the city dealer’s advertisement at 
$33.75, K.D., plus freight, for out-of-town delivery, or 
at the same price, set up, within the city. But get the 
details and you find this cheaper cabinet, appealing 
on a price basis, measures 72” high, 34” wide and 
18” deep. And the reader is allowed, if he will, to 
think these are inside dimensions instead of what they 
are, Over all. 

Such an advertisement brags about “direct from the 
manufacturer” and “immediate delivery.” It does not 
give weight or otherwise enable the buyer to determine 
the gauge or grade of steel used, or the quality of 
the finish and hardware. Your cabinet of the 251” 
depth with the extra height and width, as compared 
with the advertised item, will be a more economical 
buy at $50 than the advertised cabinet in the wardrobe 
type at a price around $40. You can give more for 
each price dollar than the man who is featuring 
price rather than quality. 

It is not necessary to cut your price to meet that of 
the seller of lower-grade stock. He is in business to 
make money and whatever his method—direct mail, 
canvasser or over-the-counter selling—he cannot give 
appreciably more for a dollar than you can. No one 
has yet found a method of distribution that can be 
counted on to supplant the manufacturer-retailer- 
consumer procedure. Don’t be afraid of the direct- 
from-the-manufacturer advertiser or the catalog 
house or the office-to-office order seeker. Your system 
is as good and as economical as any, if managed effi- 
ciently. 

Be prepared to give an early fall mailing to your 
prospects, full of information as to what you can do 
as the fall business pick-up arrives. 


Plan to use a series of advertising letters, folders, 
blotters, or circulars, through a period of weeks, to 
keep the fact before the users that you are ready to 
give them service anyone else can offer. There are 
still people who are just waiting for the chance to 
buy and a proportion of them are waiting to buy from 
you, because they are personal friends, acquaintances, 
fellow club or lodge members or golfing pals, because 
they have some of your line they want to match, 
because they believe in the line you handle, because 
they like the service and treatment they get from you, 
or for some other reason. 

You never know when a bit of mail advertising will 
bring results. I don’t believe I have ever sent out a 
flight of form letters that some business did not almost 
immediately accrue and I have had a postal card 
bring an order at once for $350 worth of bank furni- 
ture. 


Frequent Contacts Pay Well 


It is frequent, regular contacts with prospects that 
keep them thinking of you in connection with pur- 
chases. Let your people forget you and you are leav- 
ing the door open for competition to slip in. 

Too many dealers have thought it was not necessary 
to do anything to remind the trade of their existence 
during the months when they have had practically 
nothing to sell. Summer slump and autumn pick-up 
are business conditions that vary with different deal- 
ers and, to a certain extent, they represent the aggres- 
siveness of the individual dealer. Summer slump may 
come of its own volition, just as one will slide down 
the hill if no effort is made to keep going up, but 
the autumn pick-up never picks up automatically for 
the dealer who just sits by waiting for it to come and 
land in his lap. 





neem senses eat 


IN EARLIER DAYS—This installation by Gunn Furniture Co., Grand Rapids, Mich., of desk 





and bookcases made an office well dressed 50 years ago. Just as then, Gunn today has 
designed furniture to keep abreast of the times. OFFICE APPLIANCES is indebted to Gunn 
for this opportunity to make a nostalgic photographic presentation of office trends. 
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How to Get Office Chair Business 





LITTLE WHILE AGO I received the following let- 
ter from a satisfied customer: 


Mr. Frank Farrington, 
Delhi, N. Y. 
Dear Frank: 

The chair which we ordered from you recently 
has arrived and it’s a “bird.” It is not only good- 
looking, but very comfortable. 

The chair came packed in a large cardboard 
box reinforced with wooden strips; it took us about 
two minutes to get into the box and get the chair 
out. 

Please order one chair for us, No. 2411. We de- 
sire this chair in the green finish. 

Yours truly, 
Dean & Bramley 


That chair was sold as a result of mailing a piece 
of manufacturer’s literature to a selected list. There 
were other customers secured by that mailing, but 
the one named above became an easy repeat, the first 
of several orders being the one shown. This came 
partly because of satisfaction with the original pur- 
chase and partly because we had kept that customer 
supplied with illustrated literature showing other 
chairs, together with numbers and prices. It was a 
simple matter to mail us an order, knowing the quality 
of the chairs, the price and the delivery conditions. 


Postal Cards Get Orders 


Another order that came promptly was the result 
of a mailing of ordinary postal cards to a list that in- 
cluded banks and other offices. Here is the copy of 
the advertisenient that appeared on the card: 


Dear Sir: Production of metal office chairs is 
getting under way. We can now accept orders for 
future delivery in the order received. See the fold- 
er under separate cover. We look for a similar 
release on steel files shortly. Just a card saying 
you are interested, and I will call at your con- 
venience. 

Cordially, 
Frank Farrington 


You can scarcely imagine a simpler, less pre- 
tentious or less expensive advertisement, but it paid 
dividends promptly. Almost by return mail came 
a request to call at a bank 30 miles away on a speci- 
fied day. The call resulted in a non-competitive sale 
of eight side chairs and one swivel chair for the di- 
rectors’ room, together with a directors’ table. This 
was an order figuring about $400, with an advertising 
investment of $2 for postage and $1.25 for multigraph- 
ing. And there were other results. 

In a good many years of experience, I have seldom 
sent out any kind of form letter or flight of manufac- 
turer’s high-class illustrated literature about office 
equipment without getting direct results, to say noth- 
ing of the cumulative build-up of prestige and 
acquaintance. 

Despite the trials of a dealer seeking to secure orders 
today for chairs he cannot get right away (to put 
it mildly), there is always something that can be done. 
And the same is true with files and other office equip- 
ment. A dealer of my acquaintance has picked up a 
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By FRANK FARRINGTON 


few old stenographers’ chairs of an antiquated type 
to supply as loans to customers needing chairs at once, 
but who were unable to get new ones soon enough. 


Loans Chairs to Satisfy Customer 


An office manager wants one or two chairs for 
added stenographers. He says he can’t wait and he 
is going to try here, there and everywhere to get 
immediate delivery. The dealer tells him what the 
situation is—manufacturers’ production and de- 
livery backlogged by orders so numerous as practically 
to preclude acceptance of further orders, particularly 
from those who are not regular customers. After con- 
vincing the customer of the futility of trying to get 
chairs right away, he says, “I can loan you two chairs 
that are serviceable and which, a few years ago, would 
have been thought good enough for anyone. They are 
used chairs and you can put them in and use them 
while we order new ones for delivery as soon as they 
can be had.” 

It’s like the loan battery the garage man lets you 
have for your car, or the old casing to carry you until 
he can get a new tire. Many a man is willing, even 
thinks it lucky, to get something to help him along 
in that way. And that scheme has its value, even with 
delivery conditions more nearly normal. Whatever a 
man may want for his office, he doesn’t want to wait 
for it. He’s going to fall hard for the dealer who can 
fix him up right away, even though only temporarily. 
He is going to think of that dealer next time he wants 
immediate service on hard-to-get appliances. He de- 
velops a feeling that here is a man who will help 
him out in one way or another. 


Another Letter Which Helped 
Here is a form letter that paid out well on my 
mailing list: 


IN WORDS OF ONE SYLLABLE 


Dear Sir: 

When you need chairs or other equipment for 
your place of biz, look at the ones shown on this 
sheet. Ask for the dope on these or tell me what 
kind of chair you think you might like. I’ll get the 
full facts to you at once. 

All the things you need to work with to take 
care of more sales, to speed up your work and 
make it tire you less. Late types of chairs, files, 
stands, and all the rest of the things meant to 
ease up on the strain and make the day’s work 
move well. 

Turn the page and note the No. 4XX5C chair. 
It will cut in two the wear and tear of the day’s 
work for one who types long hours at a stretch. 

Drop me a line or ’phone 1369 for full facts and 
for the time it will take to get you what you want. 

Yours, 
Frank Farrington 


The above was printed on one side of a sheet on the 
(Turn to page 285, please) 
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FACT NO. 1 FOR GREATER FILING EFFICIENCY 


NEW, IMPROVED Browne-Morse 


EXTENSION SLIDE 


Below: An end view of 
the new extension slide 
showing the rib forma- 
tion which further rein- 
forces the slide and re- 
duces friction to the 
very minimum. 








Greater filing efficiency —- always a feature of Browne- 
Morse Steel Files — is never more evident than in the 
new and improved files which today offer greater 


values than any other file on the market. 


Free, easy drawer action is a major reason why Browne-Morse 
Files lighten the filing job. Drawers slide smoothly on newly 
designed extension slides equipped with eight heavy duty 
rollers and two floating rollers per drawer. This ingenious 
combination of rollers insures smooth drawer action, free from 


binding. The solid one-piece construction slide supports the ial 
heaviest load with ease. 
ee 


These are just a few of the many features which make Browne- 
Morse Files the “Buy” for any business office. Back of their 
construction lies over 38 years of experience in manufacturing 
better steel filing equipment, desks and filing supplies. Write 
now for full facts. 


Architects of Efficiency 


eg ' rowne-Morse 
for America’s Office B e-M 





FILE FACTS 
Get the quick facts on 
Browne-Morse Steel Files — 
ro Ww nN € ‘aie O rse write for Bulletin 5000. Lists features 
and specifications plus a complete table 
of sizes. 
MUSKEGON MICHIGAN 
: FOR OVER 37 YEARS, MANUFACTURERS OF HIGH QUALITY FILES, DESKS, 





le — CHAIRS, FILING SUPPLIES, SAFES, SPECIAL COUNTERS, CABINETS AND OFFICE FORMS 
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DISTINCTIVE... 
and in the Modern style 


This new creation bears the inimitable stamp of one of the country’s 
foremost designers. To describe the simple beauty of line the eye 
records is a challenge to descriptive verbiage. By itself on a showroom 
floor it is at once the center of interest to your visitors. In an executive 


office, in natural surroundings, it is constant testimony to the good 


taste of the user. 


This new desk is hand-rubbed lacquer finished to bring out the 
magnificence of genuine American walnut. It is custom built through- 


out by artisans proud of their craftsmanship. 








— 


en 


New England Woodworking Co. 





—_——_ 





512 East 137th Street New York 54, New York = 
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This concealed 


safe unit is a patented 
Invincible EXCLUSIVE! 





YOUR 
PERSONAL 
FILE 


OU'RE talking to the “boss”, when you are 

on the subject of personal files. He's go- 
ing to be as enthusiastic about it as you, and 
very likely he'll discuss his other filing prob- 
lems with you. Invincible’s Concealed Safe 
metal filing cabinet is a tip-top market-open- 
er — a good introduction to profitable sales. 
Take a hot tip from FILE HEADQUARTERS. 


INVINCIBLE METAL FURNITURE CO. 


MANITOWOC, WISCONSIN 
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HOW TO GET OFFICE CHAIR BUSINESS 


(Continued from page 280) 


opposite side of which were color cuts of various 
chairs, with full description, a nice piece of literature 
supplied by the manufacturer. 

One chair manufacturer of my acquaintance pre- 
pared literature for dealer use, offering customer pros- 
pects a trial use of certain posture chairs. He real- 
ized that chairs of that quality would almost sell 
themselves to men with offices equipped with old- 
style seating. Owing to the inability to supply the 
chairs, that manufacturer had to postpone indefinitely 
the use of that advertising, but the dealers found a 
substitute by making use of each chair that came 
in as a demonstrator. With customers waiting for 
practically every chair, there couldn’t be much delay 
in delivery, but the dealer could put one in his car 





and make from one to three or four calls on men he 
had promised to show an exceptional executive’s chair 
as soon as one came in. Such a prospect doesn’t need 
to sit in a chair all day to discover its comfort and 
convenience, and with so many businessmen using 
out-of-date swivel chairs, not realizing what a 
difference an up-to-date model can make, a half- 
hour demonstration will, in many instances, result 
in a sale, while permitting delivery of the chair that 
same day to the person who ordered it. 

There will come a day when supply will equal de- 
mand, but there is no reason why a dealer should sit 
back and think of the old fallacious saying that every- 
thing comes to him who waits. To the man who does 
nothing but wait, nothing much will come. If manu- 
facturers are explaining, not to say complaining, of 
a backlog of too many orders, what is to prevent the 
retail dealer from building up a little backlog of his 
own? 








ERNIE PYLE’S DESK—Through the 
courtesy of the Washington Daily 
News the desk and chair used by 
Ernie Pyle, noted war correspondent 
beloved by the foot soldier whose ex- 
periences he so graphically told, are 
on exhibit by the Leon Typewriter & 
Adding Machine Co. in Washington, 
D. C. The favorite photograph of Pyle, 
killed by a sniper’s bullet in the late 
days of the war, stands on the desk. 




















IN THE LONG AGO—The of- 
fice of a New York banker 
presented this appearance dur- 
ing a business meeting in 
1879. An old woodcut makes 
it possible to depict graphic- 
ally how far the furnishing of 
the modern executive's’ office 
has since progressed both in 
comfort and appearance, 


OFFICE APPLIANCES, 1946 


September, 




















ee 
— 
—— 


Selling the Office Furniture Ensemble 





URING THE WAR YEARS, offices in large numbers 

were furnished in makeshift fashion. The demand 
was so much greater than the supply, and the growth 
experienced by so many firms was so tremendously 
rapid, that the market was definitely a sellers’ market. 
A man with an office or suite of offices to furnish 
grabbed any desk, chair, picture, lamp or table that 
he could get. The result was a hodge-podge in thou- 
sands of cases. Now that the war is over and a large 
number of such firms have reconverted to peacetime 
business, thought is being given more and more to 
harmony in office equipment and arrangement. These 
facts have created a wonderful opportunity to sell the 
ensemble, provided the dealer can supply the mer- 
chandise. 

One office furniture firm in Los Angeles which has 
given special attention to the ensemble is the United 
Desk Company, 1200 S. Olive St., a large concern head- 
ed by Ed. Navarrete. 

Mr. Navarrete reports that his company is called 
upon frequently now to help rearrange many extreme- 
ly large offices which grew up during the war, and 
in addition it finds itself busy supplying furniture 
for new offices springing up all over the metropolitan 


area. 


Likes to Start With Carpet 


In furnishing a new office or suite of offices, Mr. 
Navarrete believes in paying first attention to the 
color scheme. The beginning of a harmonious color 
scheme should be in the selection of the carpet. With 
the color of the carpet agreed upon, the salesman and 
customer are then on their way. The next thing to 
do is to select a harmonizing color in the upholstery, 
and this is particularly true when leather uphol- 
stery is being used. With the carpeting and uphol- 
stery decided upon, it is then a comparatively simple 
matter to select pictures which pick up or repeat the 
dominating color tones in the room. 

If the office suite is in a new building, and particu- 
larly in one of the many smaller office buildings which 
are now found in great numbers in the outlying busi- 
ness districts in every city, the dealer will do well to 
consider the architectural design of the building when 
suggesting an ensemble for the suite. If the building 
is Monterey, or Spanish, or Georgian, or Cape Cod, 
or Southern Colonial, the dealer will find the average 
customer pleased if he calls this fact to such cus- 
tomer’s attention suggesting that the office set-up 
tie in with the general atmosphere of the building. 
Considering the style of the building shows that the 
dealer is alert to the artistic and esthetic, as well 
as to the practical considerations. 

Mr. Navarrete believes that the dealer should first 
listen most attentively to the customer’s ideas, regard- 
less of whether such ideas are good or bad, for after 
all the office is to be the customer’s office and the 
money is the customer’s money. If the customer’s 
ideas are not good, or good only in spots, the adroit 
and skillful salesman can easily make suggestions 
for improvement without giving offense. It is usually 
comparatively easy for a salesman, who can visualize 
in advance the appearance of an office, to lay his 
more professional ideas before the customer, particu- 
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ED NAVARETTE 


United Desk Company, 
Los Angeles, Callif., 
Tells How He Does It 


larly so if he has a blueprint at hand. In this case 
it must be remembered that every office which the 
dealer furnishes is either a good advertisement or a 
bad advertisement, and it will continue as such as 
long as it exists. It must be remembered also that an 
office is a man’s second home, that he must spend 
a considerable portion of his time there, that he must 
meet his friends and business associates there. So time 
spent in a good start is time well spent. The ideas 
that a customer has about proper office ensemble may 
be only temporary ideas and he may tire quickly of 
his own selections. He surely will tire of them quickly 
if his friends seem not to be impressed. Supposedly 
any ideas a dealer may have are not temporary ones, 
but are based upon long experience and upon 
fundamental principles. It is always best when the 
known results of long experience and proven principles 
dominate. The average customer is open to sugges- 
tions, if tactfully made, regardless of any preconceived 
ideas that he may have. 


Begin with Essentials Only 


It is a good plan to start with the essentials only, 
Mr. Navarrete says. It is not a good idea to overcrowd 
an office in the initial sale. If the office is an execu- 
tive office, a general plan worth following is to start 
with the executive desk, an executive swivel arm- 
chair, one to four armchairs, depending upon the size 
of the room, a panel-end table, an enclosed telephone 
cabinet, and a bookcase. Where necessary in a large 
office, a directors’ table may be added and this should 
be placed back of the executive’s chair. Proper plac- 
ing of lamps (not too many) also helps to break a long 
wall line. A panel-end table placed in front of the 
executive desk is a great convenience particularly 
when sales meetings are held in a small room. Such 
a table does not take up very much space, yet at the 
same time supplies a great deal of convenient work- 
ing area. 

The dealer must never forget that each office has 
its own problem and that no two offices have exactly 
the same problem. He must remember also that each 
customer is a distinctive personality as well as a cus- 
tomer. In arranging an ensemble he must never put 
these two considerations too far in the background 
of his mind, even when selling a harmonious group 
of furnishings. Another thing which must never be 
overlooked in selling an ensemble is the element of 
comfort. Every office has a large number of visitors 
and among those are many businessmen with offices 
of their own or with the need of offices in the near 
future. Such men are apt to have their eyes open 
when waiting or visiting, if they are comfortable. A 
fair percentage of potential customers is found by any 
office furniture dealer among businessmen who have 
observed the offices of other businessmen. This is 

(Turn to page 296, please) 
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Model 61 


KOL BRINGS YOUR FIRST AIR- 
AGE OFFICE MACHINE STAND 


Streamlined and modern the new KOL Office Machine Stand 
is the first to bring the functionalism and clean design of aviation 
engineering to your office . . . and look at these exclusive 
features! No Bolts! No Braces! Heavy gauge steel top! 1000 
pound capacity! Two-inch, ball-bearing swivel casters! Shipped 


Assembled, four stands to a carton in the smallest size, two to a 


carton in the other models! Rust-proofed baked enamel finishes. 





Dealers! Get on the KOL band- 
wagon now with this popular new 
stand and write us for particulars 
on our KOL Junior Executive Chair. 
Splendid opportunities still avail- 
able in many territoreis. 








Model Model 
56 52 





MINNEAPOLIS 2-AT.2728 


SS SALES DIVISION 
220 SOUTH 10TH STREET 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


The manufacture of NATIONAL 
DESKS is being temporarily dis- 
continued while a new plant and 
manufacturing facilities are being 


prepared. 


It is our sincere hope that we will 
again be able to serve our many 


loyal customers in the near future. 


NATIONAL DESH COMPANY 
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It will pay to wait for 






the file which will 





— give indefinite service. 


PEERLESS STEEL EQUIPMENT C0. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, 




















POSTURE 
CH A/I RS 





Te-clt whe. ated 


THE NATIONAL STATIONERS ASSOCIATION CONVENTION 
Palmer House + Chicago + Sept. 50 + Oct. 5 


When your feet get tired step into Space No. H2 and 3 
and get complete rest and relaxation by sitting in a 


STURGIS POSTURE CHAIR 


Your visit will be appreciated—here you will see our complete line of executive, stenographers’,, and guest 
chairs with the Sturgis Posture Feature. The line that builds customer satisfaction and good will for extra profits 


T. H. VAN BUREN J. L. MANN 


THE STURGIS POSTURE CHAIR COMPANY 
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Consistently 
Smooth Motion., 








It all started : 
as a dream | 
in a P-38! 


Returning from reconnaisance over 





Europe's battlefields in 1945, a young 
AAF pilot had a dream of getting 
back home—and into a business that 
could use service and imagination. 
That dream has materialized in ARD- 
CHROME! 


It's the "real thing” now! ARD is 
shipping fine chrome plated tubular 





steel furniture to hundreds of dealers i 
throughout the U. S. And already ] 
ARD IS AHEAD—the choice of lead- 
ing restaurants who demand the best 
in quality and the newest in design 
and construction features. 


Fired with the enthusiasm and | 
vision of youth—and back by the 
know-how of men with many years 
experience in the food service equip- . 
ment field—ARD promises to STAY . 
AHEAD with the newest and best in 
chrome plated furnishings for the 
trade. 





Your War-time dreams of 
modern furniture 

can come true, too! 

Ask your Dealer about ARD- 
CHROME ... or write to us for illus- 
trated brochures and the address of 
your nearest ARD-CHROME dealer. 


Available for Quick Delivery 


Counter Seats with Backs * Chairs 
Table Bases * Booth Table Bases 
Pedestal and Booth Costumers 
Tray Stands * Table Legs 
Hi-Babee Chairs 


The patented “Equi-Balanced” 
action in our revolving, —_— 
tilting chair controls 
means smoother, 

easier motion... Modern in 
design, the controls are 


all-steel constructed 


and many other new items. 


to give enduring 


No. 4SL TABLE LEGS (only) 


comfort and ease. 





COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS 


nba ADEN 





13 VINE STREET 
ee oe hl EVANSVILLE, INDIANA ) 19 


MANUFACTURING (CO. | [ 
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AS ec 


the 

Cramer Posture 
Chair Company 

wishes to extend 

to all of you Cramer dealers 

our sincere appreciation 

of your cooperation, 

loyal enthusiasm and patience 

in these trying times. 

We're looking forward 

to seeing you at the 

National Stationer’s Convention 

September 29—October 3 

at the Palmer House 


Chicago, Illinois 








CHAIR COMPANY 


1205 CHARLOTTE STREET * KANSAS CITY 6, MO. 
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A STEP 
Ahead of trouble 


| For many years Jesse James managed to keep a jump 
| ahead of the sheriff as well as a number of rivals who 


| flourished west of the Mississippi in his day. The day 


before his spectacular raid at Northfield, Minn., one of 
his gang bought a map from a Minneapolis office supply 
store. Finally he was caught short by a "friend," Bob 
Ford. For many years his exploits furnished exciting un- 


dercover reading for rising generations. 


Commerce thrives on rivalry. The right sort of competi- 
tion is healthy for all. Without it business would stagnate. 
Customers no longer would get the quality of service 


and goods which they demand and receive today. 


Today's incentives are as basically human as ever. The 


_ desire to get ahead is a healthy, normal trait that keeps 


most of us at even keel. Our business was built by 


supplying dealers what it takes to keep customers in line. 


| Now we are actively engaged in preparation for resump- 


tion of manufacture on a scale which will enable us 


again to solicit your business, and furnish a service that 


_ will keep you from getting caught short. We shall have 
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an improved line of “Andy units of steel." 


James H. Hickey, Manager 


CARDINAL DISTRIBUTING CO. 


Sole distributor for Anderson-Hickey Co. 
5631 W. Madison Street ” 


Chicago 44, Illinois | f 
‘ of 
tt | | ytd 
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NEW INDIANA C 


; ex 


HAIR CO. 


N 


NOW... 


and later! 


Now there's strong de- 
mand and limited supply 
carrying over from fight- 
ing times and continuing 
so long they seem likely 
to go on and on. But the 
office furniture trade will 
be talking and demon- 
strating value and put- 
ting much effort into sell- 
ing, perhaps the coming 
year—perhaps in a few 
months. 


By emphasizing New 
Indiana Chair Co. good 
quality now even though 
not immediately avail- 
able, you will be prepar- 
ing for the selling market 
in the best possible way. 





Poof Ae ee 











The Conuznience of a Safe Deposit 
Vault for Office or Home 
Jon DOMESTIC & EXPORT énade 


NOR © 





Clear Inside Dimensions: 10'' High, !3'' Wide, 
6"' Deep. Approximate Weight 35 Lbs. 


A Wall Safe provides maximum protection against 
loss by fire or burglary. This type of safe contains 
more space than a safe deposit box, and is accessible 
at all times. These safes are equipped with a sturdy, 
3-tumbler, gravity combination lock and heavily lined 
with asbestos board to insure against loss by fire. 


ZEEMAN & KABACK 


96 WARREN ST., NEW YORK 7, N. Y., WHITEHALL 3-1549 
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USED and SERVICEABLE 
OFFICE FURNITURE 


for Dealers and Retailers 


e DESKS, TABLES PEDESTAL, OAK 
e BOOK CASES AND WALNUT 


e SWIVEL CHAIRS e FILE CABINETS, wood and 
e TYPIST CHAIRS steel, legal and letter sizes, 
with and without locks 


e TYPISTS DESKS 

© EXECUTIVE DESKs ° DOCUMENT FILES 
DOUBLE AND SINGLEe CARD FILES 

We offer to the trade office furniture in good condition, 
priced right so you can resell at a good profit. 


Arrangements to ship less than carload lots, and car- 
loads if desired. Seven warehouses located in Washington, 
D. C. Unlimited stock. Priced Right for Resale. 

To any dealers who find it difficult to secure new equip- 
ment today we recommend the purchase of this material. 
Inquiries solicited. 

NEW FOLDING CHAIRS ° BRIDGE TABLES 

Immediate shipment. Sample sent on request. 


MANHATTAN OFFICE 
EQUIPMENT CO. Wholesalers 


639 NEW YORK AVENUE, N.W., WASHINGTON 1, D. C. 
Maurice Kressin, Gen. Mgr. Phone: Metropolitan 2043 
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, SHORT of ct/ 

Some office workers are 
tall, and some are short. 
That's one reason there's 
such a demand for Karlo 
Office Machine Stands — 
each typist can adjust her 
Karlo stand instantly to the 
exact height at which she 
can work best. That means 
faster work, fewer errors, 
happier employees — 
greater efficiency through- 
out the office. 


STEEL OFFICE EQUIPMENT 

















MODEL 1, 


adjustable 
from 26 to 
38 inches 




















WRITE 
NOW! 


That's why wise office managers insist that every 
business machine be mounted on a Karlo stand. 
It will pay you to get full details on this profit- 
able line today. Choice of models to meet every 
business need. Reasonably prompt deliveries 
are now being made. 


KEYSTONE STEEL EQUuiPMENT Co. | MANUFACTURING 


2608-28 SO. FRONT ST. + PHILA. 48, PA. COMPANY 


32 lonia Ave., $SW., GRAND RAPIDS, MICH 















Cabinets—Wardrobes—Counter high cabinets 
—Combination Cabinets—Wardrobe and Stor- 
age Cabinets. 

Specialty items for office and industry. 






















DESKS WELL MADE BY WELLS 








Always we have specialized in 
well-made desks for use in offices 
and schools. Flat-tops, drop-head 
typewriters, tables are supplied in 
all standard sizes. Sold only 


through established dealer outlets. 


woo 
OFFICE FURNITURE | 
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WELLS FURMTURE MANUFACTURING COMPANY 


LAUREL, MISSISSIPPI 
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THE FRITZ-CROSS COMPANY 


leading manufacturers 
of Posture Chairs for 
the past 20 years sends 


Greetings. 


members of the 
N. S. A. Convention 
assembled in Chicago, 1946 





THE FRITZ- CROSS COMPANY 


304 E. 4TH ST. - PAUL 1, MINN. 





We Are Striving for Better Deliveries. 











A NEW 
Profit-Maker ! 


Safette 


for Home 
and Office 
$1929 


Heavy steel case. 


e Insulated Interior. 
e Sturdy Lock Top. 
e Two Handles. 

e Occupies | sq. ft. 
e Crinkle Green. 

e A-Z Indexed. 


e Can be anchored 
to floor in closet. 


e Size 12''x12"x24". 


e Large enough to 
hold all valuables. 





Free Circulars to 
Dealers. 


Order a Sample Now 
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| Sorry, No BRIGHT catalogs available. A new catalog will be 


ASK ADIRONDACK ! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t 
Turn Down 
Chair Inquiries! 
All styles Folding Chairs; 
Tablet Armchairs—ideal for 


classrooms, cafeterias, sales 
meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 


Telephone: Ashland 4-1385 





BRIGHT 


The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under- 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 


published just as soon, as the material situation becomes settled. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 


SS=|__ =| SSS] >was 
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ROTARY 
TUBE STAND 























Deliveries on many steel items are 
slow because of material shortages . . . 
no new franchises can be accepted 
on steel files, insulated files or safes 
at this time... but look to the 


the NITOR guality tine to profite! 








Many profitable items are available 
for reasonably prompt deliveries. 


x We will be hooking for you at the 











NATIONAL STATIONERS CONVENTION ¥ 
Booths F5 and F6 Palmer House Chicago Py 
% 
THE ViCiOeR® SAFE @ € ODP wMew? 20] ING: VICTOR 











NORTH TONAWANDA, NEW YORK 
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SELLING THE OFFICE FURNITURE ENSEMBLE 
(Continued from page 286) 
merely repeating Mr. Navarrete’s earlier statement 
that every office or office suite is an advertisement 
for the dealer, for better or for worse. 

Mr. Navarrete re-emphasizes the near-necessity of 
sticking to type when selling an ensemble, whether 
it is sold en masse or piecemeal. If the furniture is 
classical, let it all be classical; if it is modern, let it 


all be modern. He also re-emphasizes the fact that 
the office furnished during the rush of the war period 
with a conglomerate of furniture is beginning to offer 
a large market for the dealer with well organized en- 
semble instincts. Not all such offices are being dis- 
continued; many are being reconverted. This is true 
in nearly every city in the land. For these reasons 
the future market for the office furniture ensemble 
is practically unlimited. 





HOSPITAL INSTALLATION—Yawman 
and Erbe Mfg. Co., Rochester. N. Y.. 
installed these Style-Master Associate 
desks and Empire files in the offices 
of St. Mary’s Hospital, Rochester. 


bed bee 








FURNITURE ITEMS 
RECENTLY ANNOUNCED 





WELLS NEW EXECUTIVE WASTE BASKET.— 
Dignity and beauty fabricated into the new 
Wells executive waste basket enable it to fit 
into the most discriminating business sur- 
roundings. Construction of the unit is of 
particular interest—plywood with laminated 
steel exterior. The top is trimmed with satin- 
finish metal. The new basket, 13 inches 
square at the top, 10, inches square at the 
bottom and 15! inches high, is equipped 
with four metal floor glides. Available for 
immediate delivery in brown, green or gray. 
it lists at $7.50. Shipping weight, 10 pounds. 
Additional information may be obtained 
by writing direct to Wells Office Furniture 
Company, 725 S. LaSalle St., Chicago 5, Il. 
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JUMBO MODEL ATLAS 
STENCIL FILE.—The newest 
number in the line of the 
Atlas Stencil File Company, 
1458 Hayden Ave., Cleve- 
land 12, Ohio, is the Jumbo 
model shown here. Each 
drawer, fitted with 250 to 
350 hangers holding two 
stencils or one master plate 
each, is a separate unit de- 
signed for stacking with 
other drawers as illustrated. 
The drawers are made of 
heavy-grade steel and op- 
erate on ball-bearing roll- 
ers. Separate bases with 
casters are also available. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE .. . CO-OPERATION 


ERE WE FIND ourselves at 

the threshold of the NA- 
TIONAL STATIONERS ASSOCIA- 
TION CONVENTION OF THE 
DECADES, the fortieth annual 
meeting at the Palmer House, 
Chicago. Through the assistance 
of Paul E. Burbank, general man- 
ager; John W. Henn, convention 
chairman; and the _ delegates 
whom we plan to contact there, 
it will be our pleasure to bring 
you in a forthcoming broadcast 
typical convention-gleaned BUS- 
INESS BUILDERS that will prove 
timely and will be nation-wide 
from many viewpoints. 

* * * * ek Kk KK KE KE KE OK 

Another important correspond- 
ent of our page whom we are 
looking forward to meeting per- 
sonally is James P. Ward, vice- 
president of Shipman-Ward Man- 
ufacturing Company, who has so 
regularly favored us with his in- 
spiring publication, “Your Friend- 
ly Ship-Ward News.” Yes, sir, Jim 
Ward is No. 1 on our calling list 
while in the “I Will” host city to 
the convention. 

And many other of our mail- 
bag friends refer consistently to 
Mr. Ward’s breezy comments that 
are so vital to the office equip- 
ment trade. Editor Jim has a 
sense of humor in picking out 
items that ease the workaday 
routine. . . Here is an example 
singled out by a Florida corre- 
spondent of ours a month ago. 
Comments this stationer, “This 
spring I got a bang of pleasure 
out of the Ship-Ward News state- 
ment on income tax forms. . . I 
even took the liberty of putting it 
on a blotter and it surely was in 
demand”. Here is the meat of the 
good-natured quip: 

“According to unofficial sources, 
a new simplified income tax form 
contains only four lines: 

1. What is your income for the 

year? 

2. What were your expenses? 

3. How much have you left? 

4. SEND IT IN!” 


. and concludes our Florida 
friend-in-the-trade, “I took the 
further liberty of underscoring the 
last line and gracing it with an 
exclamation point.” 


*- es es & *e & © & KE EF OF 


We asked specifically for win- 
dow business-builder ideas and 
we are certainly getting them. 
After making a carefully audited 
analysis of them, you will have 
them in a forthcoming release of 
this page. Thanks a million for 
your generous response. 

Along with these and many 
other subjects in the scores of 
letters streaming in, we are singl- 
ing out this time a most interest- 
ing treatise on better business let- 
ter writing. It is from a Pennsyl- 
vania office outfitter, who states 
it is from a publication of the 
Mutual Life Insurance Company 
of New York, called “POINTS”, 
and issued to their policy holders 
in their goodwill-building booklet 
of that name. It is also used by 
this particular life insurance 
company in their own correspond- 
ence manual. Therefore, with this 
factual introduction, you will ap- 
preciate why our fellow stationers 
thought so highly of it and want- 
ed to pass it on through the media 
of this page to others interested. 
Incidentally, we have a copy of 
it in our IDEA file, because John 
L. Scripps, then Spokane manager 
of the local Mutual Life office, 
sent it to us in his regular month- 
ly release of “POINTS”. . . . Here 
it is .. . tune in to one of the 
finest, most concise reports on 
this subject that ever was our 
pleasure to present: 


WHAT KIND OF BUSINESS 
LETTERS DO YOU WRITE? 


1. Write as you would talk: Use 
plain, homespun, everyday Eng- 
lish which is MORE INTEREST- 
ING AND CONVINCING than 
tongue-twisting unfamiliar words. 

2. Be courteous and friendly: 
Good manners always pay hand- 
some dividends, even in a letter. 
It’s hard to resist someone who is 
trying to be sincerely friendly. 

3. Be natural: It has been wise- 
ly said: “The secret of writing a 
good letter requires the ability to 
put yourself in an envelope and 
seal the flap.” (Note: The late 
Louis Victor Eytinge said this in 
OFFICE APPLIANCES several years 
ago.) This means, of course, that 
you should write as one human 


being to another. Do not take 
yourself or your position so seri- 
ously that your letters sound 
stilted, officious or superior to 
your readers. 

4. Learn to visualize your read- 
ers and be helpful: Acquire the 
knack of putting yourself in your 
readers’ place. Base your appeal 
on how you are trying to help 
them, not yourself. 

5. Keep an open mind: Appre- 
ciate your readers’ point-of-view. 
Respect their rights, wishes and 
needs. 

6. Practice real diplomacy: Don’t 
assume a “teacher to pupil” tone, 
A true diplomat makes others feel 
how much they know—NOT how 
little; how important they are— 
NOT how unimportant. 

7. Be willing to admit mistakes: 
Don’t argue or try to justify an 
error. The most effective way to 
disarm an irate person is to 
frankly admit any cause for com- 
plaint. 

8. Write clearly and to the 
point: Use short, crisp sentences. 
Finish with one point before going 
on to another. Avoid long, in- 
volved paragraphs. Say what you 
have to say interestingly and com- 
pletely. THEN STOP. Be cordial, 
not curt. 

9. Tell your readers what they 
want to know: It is so easy to be 
misunderstood, doubted or mis- 
construed. Therefore, don’t be 
vague or evasive. Don’t expect 
your readers to read between your 
lines or to interpret your inten- 
tions. Be specific and complete. 

10. Dramatize your letters: 
Don’t expect dry, stereotyped let- 
ters to produce results. Paint flow- 
ing word pictures of how your 
readers will benefit by following 
your suggestions or proposals. 
Show them REASONS WHY they 
should act for their own benefit. 

A LETTER WHICH CONFORMS 
TO THESE 10 POINTS WILL BE 
WELL WRITTEN AND WILL 
BUILD GOOD WILL. . . Remem- 
ber Box 2153 of the co-ordinator 
of this page, care of Shaw & Bor- 
den Company, Spokane, Wash... . 
We'll be hearing from you and 
you. . . THANKS! 


Office-efficiently YOURS! 
RALPH B. ORTEL 
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STEEL OFFICE EQUIPMENT 


42"' x 36" x 18" 
Double Door 
Counter High 

CABINET 





LEGAL & LETTER 
Steel Transfer 
FILES 


30'/.'' x 24°’ x 18" 
Desk High 
CABINET 


x 26° 2.48" 
Counter High 
Single Door 

CABINET 





WRITE FOR PRICES & DEALER 
Single—Drawer Transfer Files DISCOUNTS. 
Easily Built Up to a Four 
Drawer Unit. 


Four Roller Bearings. Sturdily 


Manufactured By 


Constructed. 
Brass Card Holder and Drawer 54-60 COLUMBIA STREET 
Pull. BROOKLYN 31, N. Y. 







PARKER STEEL PRODUCTS INC. 











"\ Peisunest”’ 


Pat. Pend. 


THE COUCH WITH THE 
ADJUSTABLE HEAD REST 


now 
located at: 
315 WEST 47th STREET 


NEW YORK 19, N. Y. 
Telephone: Circle 6-1 150 


LEISURE FURNITURE CORP. 
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PHILIP HANO ISSUES SELLING MANUAL 

A new selling manual, “Lithographed Business 
Forms”, has been issued by the Philip Hano Company, 
Inc., Holyoke, Mass., to their dealers and prospective 
dealers. The manual covers all types of continuous 
and Snap-a-Part forms. 

Containing more than 200 pages of typical form 
installations, samples, and price lists, the manual is 








HANO’S NEW SELLING MANUAL 


designed to provide answers to any questions which 
a dealer might encounter in the sale of the forms. 
Loose leaf in construction, the book is designed to 
be kept up-to-date with the latest prices and selling 
details. The heavy imitation leather cover, manufac- 
tured by the National Blank Book Company, insures 
a long-wearing, attractive catalog. 

“Lithographed Business Forms” will be on display 
at the Philip Hano display booth of the NSA con- 
vention in Chicago. 

$e —____— 


BRATTON CORPORATION ADDS NEW LINE 


The Bratton Corporation, 74 S. Third St., Columbus 
15, Ohio, recently announced that they had been ap- 
pointed distributor for the Red Feather Products 
Company, Redwood City, Calif., manufacturers of 
stencil duplicating machine supplies. 

During the war, Red Feather Products claimed to be 
the largest individual supplier of duplicating machine 
stencils to the armed services. 

R. A. Bratton, president and general manager of the 
Bratton Corporation, stated that the Red Feather line 
will be increased by a new stencil printing press, to be 
announced at the National Business Show in New 
York City. He also stated that the new Red Feather 
stencil-cutting scope, named Fact-O-Scope, is avail- 


able now. 
———_—=——____—__ 


SMITH-CORONA SALESMAN RETIRES 


After 33 years as a salesman in the Boston branch 
of L. C. Smith & Corona Typewriters, Inc., Delbert 
Estabrook has retired, and will hereafter devote his 
time to flower-raising and traveling. 

Mr. Estabrook joined the company in 1913 and sold 
a typewriter his first day. On his last day he sold 
another, and in the interim, to the best of his knowl- 
edge, averaged a machine a day for every working day. 

At his “send-off” party, attended by the entire per- 
sonnel of the Boston branch, he was presented with an 
Elgin watch, an Eversharp “64” pen and pencil set, 
and the heartiest good wishes of all those who have 
been associated with him. 
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SPECIFICATIONS 


Punches three 4” holes, 
spaced 414’ on centers, 
overall 842” on center. 
Spaced %4” from back 
binding edge and 1%” 
on center from bottom 
of sheet. This is stand- 
ard spacing for 8%” x 
11” sheets for 3-ring 
binders. Individually 
boxed. 


RETAIL AT $3.25 EACH 


cLix move. 32 DOUBLE DUTY PUNC 


For every paper punching purpose... 


“CLIX” 


For office, industry and home, there’s a “CLIX” paper punch for every paper punching need. 
Sturdy, dependable, quick and accurate, “CLIX” punches embody the unique “single squeeze” 
feature that punches all holes instantaneously with a light, single hand “squeeze” . . . no places to 
mark laboriously with a pencil ...no time lost in using a bulky table punch. 


3-HOLE PUNCH 
for 3-RING BINDERS 


8%." x 11” sheets 


This special “Clix” model serves 
a double purpose. Punches 
either 2-hole sheets or 3-hole sheets, as required. Instantly 
adjustable. Snap button to right for 2-hole punching; to left. 
for 3-hole punching. Gauge-marked for sheets from 6” to 12” in 1-inch 
gradations. An exclusive “Clix” model. 























PAPER PUNCHES 


CLIX MODEL 3 


Precision punching every time. 
Sheets gauged automatically. All three holes 
punched in single motion, instantly, accurately, 
clean. One or several sheets at a time. 


Ase 


Adjustable instantly for 
punching either 2 holes — 
or 3 holes 


SPECIFICATIONS 
For punching 3 holes, 
all details same as 
Model 3, above. For 
2-hole punching, %4” 
holes set 2%” apart 
on centers. Individu- 


ally boxed. 


RETAIL AT $4.25 EACH 


NEW ENGLAND PAPER PUNCH CO., 95 WASHINGTON AVE., NATICK, MASS. 








For every paper punching purpose... 


“CLIX” PAPER PUNCHES 
















1-HOLE “CLIX” 


The paper punch you’ve always wanted! 
For home, office, industry. Ideal for punching 
tickets, tags, restaurant checks . . . for paper, 
light cardboard, etc. Easy to use. . . slips into 
pocket. Light pressure of thumb punches hole 
clean and quick. Sturdy, trouble-free con- 
struction. Punches %4” hole, 4” from binding 


edge. 
Attractively Packaged. 


RETAIL AT 50 CENTS EACH 


TWO-HOLE PUNCH 


New “Clix” model for punching sheets re- 
quiring two holes. As simple and easy as 
closing your hand. Adjustable gauge permits 
punching sheets up to 12 inches long. Instan- 


taneous action, both holes in a single squeeze. 


SPECIFICATIONS: 
Punches two 4” holes, 234” on center, spaced 
%" from back binding edge. Packed 3 to a 


box. 
RETAIL AT $1.50 EACH 











1-HOLE “CLIX” 


and every single 


aching purpose: 


For any 
hole pv 








NEW ENGLAND PAPER PUNCH COMPANY 


95 Washington Avenue, Natick, Massachusetts 











SYRACUSE FIRM TAKES NEW LOCATION 


The King Typewriter Shop is now established in a 
new location with larger quarters at 667 S. Salina St., 


Syracuse, N. Y. 
More centrally located, the King firm is now in an 


ing TYPEWRITER SHOP 


CASH 
REGISTERS 


ADDING “MACHINES 
Ld 
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MACHINES & 
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KING STORE AND STAFF—Standing in front of the new 
King Typewriter Shop, 667 S. Salina St., Syracuse, N. Y., are 
(l. to r.) Bill King, Ann Hollenbach, Jack King, and Ray King. 





advantageous position for repair work on adding ma- 
chines, typewriters, calculators, checkwriters and cash 
registers. Agencies for the sale of these machines are 
being secured by the proprietors. 

x iit 


THREE ROYAL MEN WIN 25-YEAR WATCHES 

Three quarter-century men of the Royal Typewriter 
Company, Inc., were recently presented with gold 
watches in recognition of their service records with the 
company. 

A handsome gold wristwatch was presented by Dis- 
trict Manager George H. Palmer, Washington, D. C., 
on behalf of President Faustmann to Salesman E. C. 
Weeks upon his completion of 25 years of typewriter 
selling. A review of Salesman Weeks’ outstanding rec- 
ord was related to a large gathering of branch office 
personnel. 

A gold watch was also presented to Deem Dunbar, 
service foreman of the Columbia branch. Mr. Dunbar 
started with the company shortly after his graduation 
from high school in 1921. Within two years he was 
made foreman of the shop, a position he has held 
since that time. 

A wristwatch was also presented to Harry Fermann, 
service manager of the Cincinnati branch by Manager 
W. A. Eiseman on behalf of the president of the com- 
pany. At the ceremony, attended by all of his asso- 
ciates, Fermann’s fellow workers added a $100 War 
Bond as a token of their esteem. 

—— Oe 

LEISURE FURNITURE CORPORATION MOVES 

The Imperial Furniture Company and Leisure Fur- 
niture Corporation, manufacturers of “Leisurest,” the 
couch with the adjustable head rest, formerly located 
at 12 E. 18th St., New York City, have moved and are 
now located in their new business home at 315 W. 
47th St., where they occupy two floors consisting of 
20,000 square feet of floor space, more than double 
their former space. The building fronts on two streets, 
the other address being 320 West 48th St., New York 
19; N.S. 

a 
RAYMOND W. TOFT NAMED TO IBM CLUB 

Raymond W. Toft is the newest member of the In- 
ternational Business Machines Quarter Century Club. 
He completed 25 years of service with the company on 
August 8 after being continuously employed at the 
Endicott, N. Y., plant since August, 1921, and doing 
assembly work on the International time recorder and 
the alphabetic counter. During two of the war years 
he worked on assembly of naval ordnance equipment 
and has since returned to the alphabetic counter.— 
GET. 
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CHROME OFFICE 
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TRIPLE PLATED 

CHROME STEEL 
ONE INCH TUBING 
HEAVY WELDED 

CONSTRUCTION 

METAL FLOOR 

GLIDERS 

SEAT 14%” x 151%” 

CURVED BACK 7” x 15” 


Colors 
Red—Spanish Green 
Blue—Spanish Brown 


Shipped 
F.O.B. Factory 


BOSTON, MASS. 
75 — LIST 315% 
USUAL DEALER DISCOUNTS 
Edison Restaurant & Bar Equipment Corp. 


Manufacturers Representatives 


219 SECOND AVENUE, NEW YORK 3, N. Y. 





NO. 











ALL METAL 


MODERN DESIGN 
UNUSUAL STRENGTH 
CHANNEL LEGS 
RIGID BRACING 
ROUNDED EDGES 
SELF LOCKING WINGS 





Nothing was spared in the construction of this streamline table. 
New production tools and methods makes this table more compact, 
stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


PART NO. 1005 
IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
WORK AREA 34 x 15” 
HEIGHT 26144” 


loledo Cutld Feoducle Gre. 


U.S.A. 


octetien on a 
v 2 2 








515 MADISON AVENUE + TOLEDO, OHIO > 
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the NEWEST thing 
atthe SHOW.... 


e See the PICTURE OF THE MONTH at Room 
679 Palmer House at the NSA Convention 
September 30 to October 3. 


Are you having trouble decorating your win- 
dows? Do your windows stop the passers-by? 
We offer you an easy and successful method 
that supplies you with large, beautiful murals 
in color that will compel attention to your show 
window. Purchased individually, these murals 
would cost hundreds of dollars. On our system 
they are available at very low cost. Our exhibit 
will be a revelation in window display possi- 


bilities. 


e Orders accepted now for November delivery. 


BUREAU STATIONERY CO. 


415 N. MAIN STREET + BLOOMINGTON, ILLINOIS 











THE NEWEST PEN IN THE WORLD 


Van Cleeve Fountain Pens 
with Revolving Sapphire 
Ball Point. 


A New Phenomenum... 


Perfection of 
Craftsmanship .. . 


Precision of 
Performance ... 


Everlasting Beauty. Made 
in 14K Solid Gold, Sterl- 
ing Silver and Cleeveplate 
Metal. Priced to retail... 
MIRE. AEs from $5.00 up 








PEN 


PEN 
CLOSED OPEN 


Will write anywhere from 5 months to 5 years 
depending upon the frequency of its use. Opens 
and closes with one hand. Can be refilled any- 
where by injecting special Van Cleve Ink sup- 


plied in large collapsible tubes like tooth paste. 


CLEEVELANDT CORPORATION 


33 WEST 46th STREET NEW YORK 19, N. Y. 
Patents Applicd 
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GENERAL PENCIL RESTYLES PACKAGES 
The General Pencil Company, New York, N. Y., re- 
cently announced a modern restyling of the package 
containing their Semi-Hex office pencil. The pre- 





GENERAL’S NEW SEMI-HEX PACKAGE 


dominating color on these boxes is gray, trimmed in 
teal blue, with a black square containing the large 
yellow hex trade mark. The new packages are now 
being distributed to dealers. 


————9— 9 —____ 


















FIRM PARTNER—This picture of Paul J. Reinke arrived too 

late for publication with a story in the August issue, page 

176, in regard to the expansion of Harold P. Reinke & Asso- 

ciates. Paul J. Reinke, a member of the firm, is the father of 

Harold P. Reinke, associated with Vincent Owen in the 
sales triumvirate. 


MARR DUPLICATOR SCHOOL—Ohio dealers for the Marr 
Duplicator Co., Inc., Chicago, recently attended a sales and 
service school at the United Business Service, Inc., 201 War- 
ren St. Dayton, Ohio, a firm which recently moved into a new 
building which they purchased. Shown in attendance at the 
Dayton school are (left to right) C. F. Nagel, A. B. Hemmel- 
garn, W. B. Mcllwain, P. A. Warren, W. W. Sweeterman, H 
G. Teepen, G. B. Blair, F. L. Hussey, and D. J. Martin, man- 
ager of the Chicago office, Marr Duplicator Co., Inc. 
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A SYMBOL OF QUALITY 





q UALLLY vn HIGH STANDARDS OF MATERIAL 


AND WORKMANSHIP INCORPORATED IN 
McMILLAN LOOSE LEAF PRODUCTS ARE BEING 
MAINTAINED AND IMPROVED. 


G E H \ | L E WHEN FULL SCALE PRODUCTION IN 


OUR NEW WYOMING STREET, SYRACUSE, 
FACTORY IS ATTAINED, WE WILL RESUME 
OUR EXCEPTIONAL DELIVERIES. 


|? [} LI LY McMILLAN DISTRIBUTORS WILL RECEIVE 


THE SAME FRIENDLY COOPERATION AS IN 
THE PAST. NEW ACCOUNTS WILL NOT BE 
SOLICITED UNTIL ORDERS FROM OUR 
PRESENT DEALERS CAN BE SPEEDILY 
COMPLETED. 


MEMILLAN BOOK COMPANY 


SYRACUSE, NEW YORA 
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Qile duplicator stencils and plates the ATLAS way ! 








Consewes paper... space... manpower! 


THE PORTABLE MODEL 
(At left) 
Equipped with 25 to 75 hangers, 
each hanger accommodating either 
two stencils or one duplicator master, 
or plate. Recommended for schools 


_and small offices. 


THE DELUXE MODEL 
(At right) 

Equipped with 150 to 250 hangers, 
each hanger accommodating either 
two stencils or one master. Sturdy, 
smooth swiveling casters provide easy 
portability. Ideal for corporations 
and large institutions. 


(Above) THE ATLAS HANGER (PAT. 2248027) WITH INDEX 
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TAB ATTACHED. 


THE JUMBO MODEL 


Here is the newest addition to the Atlas line! 


base equipped with casters. 








Each drawer 
is a separate unit equipped with 250 to 350 hangers, each 
hanger accommodating either two stencils or one master plate. 
Designed for easy stacking and can be provided with separate 


Constructed of heavy grade 


steel, with drawers operating on ball bearing rollers. Can be 
ordered in one, two or three drawer units, with or without 


caster base. 


Atlas Stencil Files are sold only through the 
leading office equipment and business machines 
dealers. Write for prices and full information. 


ATLAS STENCIL FILES CO. 


1458 Hayden Avenue 
CLEVELAND 12, Ohio 
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FRANK B. TOWNE 


Frank B. Towne, treasurer of the National Blank 
Book Company, Holyoke, Mass., for 58 years, until he 
resigned in January of this year because of ill health, 
died on August 9, 1946, in his home, 23 Sycamore St., 
Holyoke. Mr. Towne was born in San Francisco on 
January 7, 1865, where his father, the late James W. 
Towne, helped found the wholesale paper firm of 
Blake, Moffitt and Towne. He was well known in the 
stationery field. Mr. Towne first came to Holyoke at 
the age of 16, just out of Andover. At 17 he became 
paymaster of the Syms and Dudley Paper Company, 
Holyoke, a position which he held for six years. In 








THE LATE FRANK B. TOWNE 


1888, at the age of 23, Mr. Towne became associated 
with his father in the National Blank Book Company 
and took over the post of treasurer. 

During Mr. Towne’s 58 years of leadership, the com- 
pany enjoyed steady growth. From a small concern 
which occupied the top and half of the middle floors 
of a building on Cabot Street (now occupied by the 
Crocker McElwain Company) National Blank Book 
steadily expanded until today it occupies two modern- 
ly-equipped factories at Riverside in Holyoke, contain- 
ing over 300,000 square feet and employing more than 
800 people. It also has branches in New York, Chicago, 
Boston and San Francisco, and is nationally known 
for more than a hundred years of craftsmanship in 
the manufacture of high-quality loose leaf and bound 
book recordkeeping equipment, catalog covers, and 
so forth. 

While keeping pace with the recordkeeping re- 
quirements of this country, Mr. Towne also found time 
to lend his help and counsel to the civic and welfare 
interests of his community, being for many years 
president of the Holyoke Hospital and a trustee of 
Mount Holyoke College. On December 27, 1944, he was 
presented “The Distinguished Service to Holyoke 
Award for 1943.” The signal honor came to him for his 
more-than-half-a-century of tireless and effective 
work for community welfare. The Holyoke Y.M.C.A. 
and the Second Congregational Church are institu- 
tions to which Mr. Towne has given direct leadership, 
but that is only a beginning of the list of recorded 
and unrecorded acts of unselfish devotion to the high- 
est ideals of public and community service which has 
qualified him for the honor given him. 


In presenting the award, which was established as 
a memorial to the late William G. Dwight, editor- 
owner of the Transcript-Telegram, this paper said: 

“Holyoke never had a citizen whose life has ex- 
pressed more fully what the Army and Navy mean 
when they say ‘above and beyond the call of duty.’ 
Mr. Towne has never failed to go far beyond the re- 
quirements of a loyal citizen. He has given himself un- 
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Cram 
BUSINESS MAN’S 
ATLAS 
OF THE U.S.A. 


The Atlas That Talks The 
Business Man’‘s Language 





FIRST AID TO SALES MANAGERS 
For Efficient Sales Planning 


Here's something new—and different—in an atlas. 
The first—and only—atlas of the United States de- 
signed exclusively for the business man's use. Gives 
all territorial data the sales executive needs for 
planning sales and distribution programs. Size 12" 
by 15", 240 pages, loose-leaf binder, flexible cover. 
Eye-ease treated. Cash in on the unusual demand 
for this helpful business tool. Nationally advertised. 
A steady, year-round seller. List price, $10. 


THE GEORGE F. CRAM COMPANY, INC. 
730 E. Washington St., Indianapolis 7, Ind. 











INVESTIGATE 
THE MERITS OF 


The Quality five action, all 
steel and nickel, Numbering 
Machine. 





% Capacity for ten wheels. 


¥% Priced competitive to ordinary ma- 
chines of four and less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn 8, New York 
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KEEPING STENOGRAPHERS HAPPY 
FOR 26 YEARS 


Write for Sell Clarotype for clean, 
Your FREE sharp and impressive 
Selling looking correspondence. 










It brings repeat sales from 
stenographers every- 
where. Clarotype is 
stocked by jobbers from 
coast to coast. Order from 
your jobber or direct from 





























VICTOR PENS IN 
SERVICE EVERYWHERE 
LAND, SEA and AIR 


THE U. S. VicTOR FOUNTAIN PEN Co., INC. 


ESTABLISHED 1915 


225 LAFAYETTE ST. NEW YORK 12, N. Y. 
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stintingly to this city for 60 years. He has done it 
brilliantly, with imagination as well as devotion, and 
he has done it very quietly. 

“The award is given in recognition of service, vis- 
ible and invisible, but probably never has it been 
awarded to anyone whose contribution has been made 
so inconspicuously. Holyoke will probably never know 
just how much Frank Towne has done for it. The 
essence of modesty, he has been behind many move- 
ments for which others took credit. He has moved 
gently in our midst, extending kindness, shouldering 
heavy and unexciting tasks, leading with executive 
brilliance one of our foremost industries. He has won 
the admiration and love of all who have had any 
contact with him.” 

Mr. Towne leaves one son, Richard P. Towne, now 
treasurer of National Blank Book; two brothers, Presi- 
dent Joseph M. Towne and Vice-president Edward S. 
Towne, and several grandchildren and nephews. His 
wife, Harriet Peale Towne, died suddenly on July 28, 
1945. The couple had celebrated their golden wedding 
anniversary June 21, 1944. 


+ oe & 
GEORGE W. EHMANN 


George W. Ehmann, 61, owner-manager of the Eh- 
mann Stationery Company at Sacramento, Calif., 
died August 16 in a local hospital. 

A native of Sacramento, he was educated in the local 
schools and took his first job as a delivery boy in the 
stationery store of the old W. F. Purnell Company. 
Later he worked for the Edward Wahl Stationery 
Company. He established his own store in 1926 at 
Thirteenth and Jay Sts., moving to the present loca- 
tion at 911 Eighth St., a few years ago. 

An ardent sports fan, he was a past director of the 
Sacramento Executive Club and a member of the Sac- 
ramento Lions Club. 

Surviving are his wife, a brother, Edwin, and three 
sisters, Carrie and Adelaide Ehmann and Mrs. Lillie 
Ripley of Sacramento. 


+ b+ + 
PETER TOWER 


Peter Tower, 63, president of the Tower-Crossman 
Corporation, wholesale and contract stationers, 53 W. 
23rd St., New York, N. Y., died of a heart ailment 
August 7 in the Hotel Dupont. He lived at Clinton 
Corners, Dutchess County, N. Y. 

One of 17 children, Mr. Tower organized the Tower 
Brothers Stationery Company of New York City in 
1906, in association with two brothers, Walter Tower, 
and the late Lewis Tower. The concern merged in 
1938 with D. T. Crossman Company, and was moved 
to the present location. 

Surviving are the widow, Mrs. Molly Tower; three 
sisters, Mrs. Gertrude Brazil, Mrs. Jessie Day and 
Mrs. Mae Snyder; and a brother, Walter Tower, Syra- 


cuse, N. Y. 
+ - | 
GEORGE F. TATUM 


Funeral services for George F. Tatum, secretary of 
the Buxton & Skinner Printing & Stationery Com- 
pany, 306 N. Fourth St., St. Louis, Mo., were held Au- 
gust 21. 

Mr. Tatum, who was 68 years of age, died August 
18 at Barnes Hospital, St. Louis, of a heart attack, a 
few hours after he was taken to the hospital from his 
home, 1820 Nebraska Ave. He had been associated 
with Buxton & Skinner for 52 years, the last 36 as sec~ 
retary. 

Surviving is the widow, Mrs. Martha Ramsey Tatum. 


- bk 


FRED M. WEBSTER 
Fred M. Webster, who retired last December 1 after 
15 years with the International Paper Company of 
New York, died at his home at Riverside, Calif., on 
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CIRCULAIR 


4s With Leading Stationers 
and Office Outfitters 


SORRY ... WE WILL BE UNABLE TO SHOW AND 
DEMONSTRATE THE NEW KISCO CIRCULAIR AT 
THE CONVENTION 


We have participated in previous shows . . . and we tried to obtain a booth this 
year, but were unable to secure space in the Exhibition Hall. Although you won't 
see the Original KISCO CIRCULAIR and its Exclusive Improvements at the Show, 
you may become acquainted with the tremendous possibilities of these Cool Com- 
fort and Profit Producers, and we take this opportunity to explain why the KISCO 
CIRCULAIR is the "Choice of the Well Informed." 


Thousands of These Units Have Been Sold This Year 
by Leading Stationers and Office Outfitters 


There are many reasons why Leading Stationers and Office Outfitters choose the 
Original KISCO CIRCULAIR. KISCO is the Pioneer . . . The Originator of Draft- 
less, Cooling, Healthful Air Recirculation . . . The CIRCULAIR is sold on Per- 
formance, measured in cubic feet of air moved per minute . . . and its Price is 
NOT INFLATED. KISCO CIRCULAIR is HERE TO STAY. It is manufactured 
in the KISCO Plant . . . It is NOT merely an assembly. 


Why Not Make Arrangements NOW To Cash In 
On America’s No. 1 Air Recirculating Units 


— ome + 


Designers and Manufacturers of Cooling & Ventilating Equipment 


KISCO COMPANY, INC. 


39th & Chouteau Aves. St. Louis 10, Mo. 
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KISCO AIRSPRAY 
CIRCULAIR 





KISCO LO-AIR 
CIRCULAIR 





KISCO WHIRLAWAY 
CIRCULAIR 
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ONE WEEK to make up for the 5 YEARS BEHIND! 
ONE WEEK to get set for THE YEAR AHEAD! 








“Office Week” 


38rn MATIONAL 








WHY? Because “Office Week” will be the 

* week of opportunity to take stock of 
your business tools and methods and to determine 
whether they meet post-war standards of efficiency 
. »» because the systems, machines and equipment 
developed by business engineers during the past 
five years will be displayed and demonstrated 
for the first time at the National Business Show 
throughout “Office Week”... because these de- 
velopments will help to simplify and make more 
economical the handling of work in every depart- 
ment—purchasing, traffic, accounting, production 
and sales. 

“Office Week” will mark the biggest educa- 
tional event in business history: At the Show, a 
series of forums, discussions and addresses will 
be staged by the New York Chapters of the 
National Office Management Association and the 
National Association of Cost Accountants. At these 


38TH NATIONAL 


EXECUTIVES! PRESIDENTS — VICE- PRESIDENTS —TREASURERS —SALES MANAGERS — 
OFFICE MANAGERS! All who are concerned with PRICES, PROFITS, EMPLOYMENT 
“Office Week” is of prime importance to you! 


meetings you will be able to hear world-famous 
leaders of industry, speaking on subjects of vital 
interest to your business. And at any hour, during 
your inspection of the hundreds of products on 
exhibition, you will be able to confer with special- 
ists in every phase of business administration on 
problems of deepest concern to you. 


Remember: this is the first National Business 
Show in five years. An idea stimulated at the 
Show can change your entire outlook for the 
better. An economy contrived with a method dis- 
covered at the Show can mean the difference be- 
tween profit and loss. The help you will get from 
this timely exposition can go far to put your entire 
business in step for the future. 


Get ready now to attend the National Business 
Show during “Office Week’. Make sure that your 
staff and associates will be there. 


BUSINESS SHOW 


September 30 to October 5, Grand Central Palace, New York 


SEPT. 30 to OCT. 9 


signalizing the biggest Show, 
the timeliest Show, the— 





The National Business Show Company, 30 Vesey Street, New York, N. Y. 


FRANK £. TUPPER + EDWIN O. TUPPER «+ WILLIAM A. TUPPER 
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August 19. He had previously been advertising man- 
ager of the American Writing Paper Company of 
Holyoke, Mass. Surviving are his wife, Mrs. Harriet 
C. Webster, and a sister, Mrs. Frank C. Gardner. 


- oS 
E. C. FAUSTMANN 


E. C. Faustmann, president of the Royal Typewriter 
Company, Inc., died suddenly on August 30, following 
a heart attack on a train en route from his office to 
his home in Darien, Conn. 

At the age of 58, Mr. Faustmann had been with the 
Royal Typewriter Company for 36 years, 17 as presi- 
dent. He was also president of the Regal Typewriter 














THE LATE E. C. FAUSTMANN 


Company, Inc., and the Royal Typewriter, Ltd., of 
Montreal. A native of Brooklyn, he was educated at 
St. Leonard’s Academy and Pratt Institute, both in 
Brooklyn. 

Mr. Faustmann devoted his entire business life to 
Royal. He joined the company in 1909 as a clerk and 
advanced rapidly through the accounting department. 
He became treasurer, executive vice-president and, in 
1929, president. Under his direction, Royal developed 
an outstanding world organization. Product better- 
ment never ceased and throughout Mr. Faustmann’s 
term as chief executive, significant improvements in 
typewriter design were made. 

In April, 1940, Mr. Faustmann was honored at a 
dinner in the Waldorf-Astoria on the thirtieth anni- 
versary of his association with the company, and was 
presented with a silver tray engraved with the signa- 
tures of company executives and department heads. 

As a leader who made important contributions to 
the business machines industry, Mr. Faustmann will 


be deeply missed. 
+ - 


JOHN PETER GUSTAFSON 


John Peter Gustafson, 90, who was employed by | 


Crane and Company, office supply firm of Topeka, 
Kans., for 50 years, died at the home of his son, 
C. M. Gustafson, in Wichita Falls, Tex., on July 27. 
At the time of his retirement in October of 1936, 
Mr. Gustafson was superintendent of the shipping 
department of Crane and Company. 

Survivors include sons C. M. Gustafson and E. B. 
Gustafson, Pasadena, Calif.; a daughter, Mrs. F. R. 
West, Wichita, Kans.; two sisters and four grand- 
children.—_GMH. 


-  & 
CHARLES F. CHAUVIN 


Charles Frederic Chauvin, 68, former president of 
Desks, Inc., retail office furniture store at 71 Fifth 
Ave., New York, N. Y., died August 5 at Polyclinc 
Hospital. 

Mr. Chauvin, who lived at 405 W. 23rd St., New 
York, N. Y., had been with Desks, Inc., and its prede- 
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EAGLE-A 


ASAs 
PAPERS 


Be sure you visit 
BOOTH J-1 
at the Convention 
and see the exhibit 
of 


EAGLE-A TYPEWRITER 
AND BOXED PAPERS 


AMERICAN 
WRITING PAPER 
CORPORATION 
HOLYOKE, MASSACHUSETTS 
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Skeptical Buyers 





CARBON PAPER 





CONVINCED 


Compare the features of Nev- 
R-Kurl and all the annoying 
characteristics of ordinary car- 
bon paper disappear. Test it on 
any job or any machine in your 
office. it stands up. When 
Nev-R-Kurl proved it was easier 
to handle and produced more 
copies per sheet, it convinced 
thousands of skeptical buyers 
that it was the most efficient 
and economical carbon paper 
on the market. 


bie 

NEV- R-“KURL 
RR 

is plastic backed ... no wax on the back to 

slip and slide. Heat and humidity can’t curl it. 

Nev-R-Kurl won't tree, wrinkle or smudge... 


gives up to 50% more copies per sheet. Works 
equally well in billing or bookkeeping machines. 


Phillip 


PROCESS CO., INC. 


CLEAR -PRHNT 





WOOD STAMP PADS 5 





































For Those 


IN A HURRY 


The TEC 
“Editor” 








The TEC 
“Checker” 


Two Additions to the 
Popular TEC Line 


‘TEC is Tops.’ Such was the report in drafting rooms of the nation 
during the war. ‘on with its new members TEC is ready for tops in 
service te commercial stationers everywhe re. 

he new TEC ‘‘Editor’’ and TEC ‘‘Checker’’ pencils are ae light 
weight and well balanced. Made with plastic holders. Use EC editing 
lead (68) or the wide color range of TEC crayons. Provide very smooth 
writin ng, or checking agent for pencil users who must choose to work 

y t 


—— on any type of surface. 
In addition to use by news men, radio personnel, layouts artists, adver- 
tising writers, etc., the TEC Ed itor ¥ ~ prized by the housewife who uses 


it in making up Shopoin lists or as a telephone pencil. Soft, smooth 
Editing Lead gives a sturdy writing device on irregular tile of the kitchen 
sink, the cluttered telenhone stand or soft cover of the bridge table 

TEC “‘Editor’’ and TEC ‘‘Checker’’ pencils with their handy TEC Edi ting 
Leads and TEC Crayons offer sibilities for the stationer to serve eco- 
nomically, efficiently, attractively oe lucratively his many customers who 
have a pencil job to do in a hu 


Manateineved by 


TEC PENCIL CO. 


3512 Helms Ave. Culver City, Calif. 


Distribution Areas Now Available 
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Tusu.ar Com WrapPeRs 
Stationers! It's your Line—Exclusively! 


“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 


in W: 
Coin Wrappers Seal Presses 


Bill Straps E > 
Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags Wrapper Cabinets 
Night Deposito Soap Sorti Trays 


Coin Storage Trays 
Sowney Change Trays 


HANNIBAL, MO. 


Linen Shipping 





THE C. L. DOWNEY CO. 
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cessor, the Hale Desk Company, for almost 40 years. 

Surviving are the widow, Mrs. Minna Chauvin; 
two daughters, Mrs. Doris Bailey and Miss Minnafred 
Chauvin; and two sons, Joseph and Hale. 


i 
FRANK J. SENG 


The furniture industry lost one of its best known 
and respected leaders with the passing of Frank J. 
Seng, who died in the Presbyterian Hospital, Chicago, 
on Sunday, August 18, after an illness of seven weeks. 

Mr. Seng was born in Chicago on December 22, 1869. 
He joined his father in The Seng Company in May of 


| 1892. In 1896, when the company was incorporated, he 
| was made its treasurer. In 1900 he became president 
_ of the company, remaining in this post until his death. 


Under Mr. Seng’s guidance The Seng Company grew 
from a tiny organization in a one-room building to its 
present size, with its plant covering an entire Chicago 


block. 
In both world wars, F. J. Seng offered the services 


| of his company to the Government and in each case, 
| the entire facilities of the plant were devoted to turn- 





ing out war equipment. Under his guidance, The Seng 
Company was five times awarded the Army-Navy “E”. 

Mr. Seng always took an active interest in the af- 
fairs of the furniture industry. He was active in the 
formation of the Chicago Furniture Manufacturers As- 
sociation, in which he headed many committees, 
served as its first secretary, and was a director for 
many years. 

He was one of the founders and was president of 
the Davenport Bed Manufacturers Association. On Oc- 
tober 13, 1932, he was selected treasurer of the National 
Association of Furniture Manufacturers and served 
in that capacity up to his death. 

In addition, Mr. Seng was a member of many civic 
committees and philanthropic wards, both national 
and local in scope. He was a director of many com- 
panies, banks, clubs, and business organizations. For 
many years he served on the park board of Wilmette. 
He was a trustee of his church and was a member of 
the board of directors of St. Mary’s Training School. 

F. J. Seng is survived by his widow, Mrs. Barbara 
Bichl Seng; two daughters, Mrs. Charles J. Holland 
and Mrs. Jerome K. Flaherty; and two sons, Francis 
A. Seng and Raymond A. Seng. 


+ bk & 


CLIFFORD MOREAU 


Clifford Moreau, 38, of Duluth, Minn., since Decem- 
ber 3, 1945, employed by Wisconsin Typewriter & Sup- 
ply Company, Superior, Wis., as salesman, died August 
9 of injuries received when the auto in which he was 
riding was struck by a railway engine. For 17 years 
before joining the Superior firm, Mr. Moreau had been 
employed by the Steele Lounsbury Company in Du- 
luth. 

Driver of the auto, Joel Tucker, also employed by 
the Wisconsin Typewriter & Supply Company, was not 
badly injured. He stated that headlights of an oncom- 
ing car blinded him and he did not see the train. 

Surviving Mr. Moreau are his widow, Evelyn C., 
and two daughters. 


+ - +& 
CHARLES H. R. WHITNEY 
Charles H. R. Whitney, 87, of 148 W. Kennedy St., 
Syracuse, N. Y., died August 5 at his home. A resident 
of Syracuse for the past 42 years, Mr. Whitney was 
a retired machine operator for L. C. Smith & Corona 
Typewriters, Inc. 
Surviving are a brother-in-law, Ernest A. Hawley, 
and several nieces and nephews. 
+ FF 
IRVING H. HOWLAND 
Irving H. Howland, 46, one of the founders of the 
General Office Supply Company, Newark, N. J., and 
a member of the Newark Executive Association, died 
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OY lychrome Klencitls 


‘Te SHOULD BE Th ee AND NOT BLURRED 





DISCRIMINATING DEALERS 


Everywhere Continue To Find That Polychrome Products Are 


ALWAYS DEPENDABLE 


STENCILS DUPLICATING INKS CORRECTION FLUID 
LETTERING GUIDES STYLI STENCIL RIBBONS 


Polychrome Products Distributed Through Dealers 


The one manufacturer who fully protects the dealer: we have a ———— proposition that cannot be 
equaled. It shows increased profit margins, rapid repeat turnover and results in satisfied, permanent customers. 


The complete Polychrome line of products are mated to each other in a careful laboratory process; are 
put up in attractive shelf packages which insure protection and customer acceptance. We do not undersell 


dealers. 


CHROMATYPE BLACK DUPLICATING INK 


New and sensational. A CASTOR OIL BASE ink; easily removed from hands and textiles with soap and 
water; quick drying; clean, legible sharp copy; can be flushed out of drum with hot water; does not separate; 
will mix with other inks; developed after long months of research truly a "miracle" ink. 


POLYCHROME STENCIL RIBBONS 


Our NEW carefree stencil ribbon designed to improve stencil cutting in minimum time. Spooled for all 
popular makes of typewriters. 


Dealers: Write for booklet: “Shop Extension Plan”, 


Our Research Department is constantly working on additional supply 
items which will be profitable for dealer distribution. Watch for our 
announcement of these new products. 


POLYCHROME CORPORATION 


2 Ashburton Avenue Yonkers 2, New York 
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PROMPT DELIVERY? 





YPherin SNAP, we RINT 


Soe nay ak. Ghrapy O GRO FOR wey ae etna. 58 
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yak the ipping tags, bexes. ele 
yjvile, draw ot lace on slencilis ert rm poston, SPP ING q . 
fear — Pf ton Mtistamyp, Quich,automalic touch no ink P ut 


THE COMPLETE ALL-PURPOSE PRINTING OUTFIT...NO TYPE TO SET! 


PRINTS ON WOODEN BOXES, CARTONS, 
SHIPPING TAGS AND LABELS, CLOTH 


~~ AS WELL AS ON CARDS, PAPER, ON OR INSIDE BOOKS OR FILES, ETC. 


Post Card Size 
for Larger Tags, 
Labels, Notices, etc. 


The No. 3 MULTISTAMP is 
the “Rocker Type” Duplicator 
that prints on practically any- 
thing. Size 5% in. long by 3% 
in. wide. A single stencil can 
contain up to 32 lines of type. 
No experience required to op- 
erate MULTISTAMP. 


Complete wiih supplies in 
sturdy case. Weight: 4 Ibs. 


Non-Mechanical 
Outfit, F.O.B. Fac- 
00 tory. 
aE 


Rubber Stamp Size 
for Shipping Tags, 
Labels, Cards, etc. 


The No. 1 MULTISTAMP is a 
flexible rubberless hand 
stamp that takes the place 
of rubber stamps. Prints up to 
5 lines of type, 3 in. long. 
Eliminates retyping and slow 
hand-addressing — it has a 
thousand uses around any 
office or shipping department. 


Complete with supplies in 
compact case. Weight: 2 Ibs. 


Non-Mechanical 
Outfit, F.O.B. Fac- 
50 tory. 


















































Established 1921 
Reg. U. S. Pot Off. 








*Every MULTISTAMP Outfit is Guaranteed for 5 Years! Write for Illustrated Folder Showing Other Complete Outfits for $25 to $82.50,* 


MULTISIAMD 


STENCIL DUPLICATOR 


‘MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 


DEALERS: 
Write for our 
new, liberal 
Dealer Plan 
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at his home in Newark, 23 Sherman Ave., August l, 
after a long illness. 

Surviving are his parents; his widow, Mrs. Dorothy 
E. Westervelt Howland; two sisters, Edith and Cath- 
erine; and a brother, Aubrey. 


+ + | 
TOM DARNELL 
Tom Darnell, 59, of 1009 E. Jefferson Blvd., South 
Bend, Ind., one of the chief salesmen for Business Sys- 
tems, Inc., South Bend, died August 2 in the home 
of his brother-in-law, Frank Shannon, in Indianola, 








THE LATE TOM DARNELL 


Iowa. On May 30 Mr. Darnell took a leave of absence 
from the Business Systems, Inc., and went to Des 
Moines, Iowa, for an operation. Since that time Mr. | 
and Mrs. Darnell had been staying in Indianola. | 

The decedent was born February 11, 1887, in Melo, 
Iowa, and went to South Bend from Des Moines, Iowa, 
in 1936, after having been employed by the Welch 
Printing Company. 

Besides his widow, Helen Smith Darnell, he is sur- 
vived by his father, George S. Darnell, Des Moines; 
two sisters and two brothers, Leo, of Iowa, and Harry, 
of Chicago. 

+ i 


FRED M. WHITE 


Fred M. White, 59, president of the Arey-Jones 
Company, stationery and office supply firm of San 
Diego, Calif., until his retirement several years ago, 
died August 5 at his home in Lakeside, Calif. 

The decedent was born October 30, 1886, at Somo- 
nauk, Ill., and came to San Diego 35 years ago. 

Surviving are his widow, Mrs. Lulo Agnes White; two 
daughters, Lois M. White and Mrs. Elizabeth Ellen 
Low, and two grandchildren. 


+ - +k 
EARL H. STEVENS 

Earl H. Stevens, 52, sales representative of the Bur- 
roughs Adding Machine Company, Niagara Falls, N. Y., 
for 26 years, died recently at his home at Buffalo, 
ee 

Mr. Stevens moved to Buffalo five years ago from 
Niagara Falls. He was graduated from the University 
of Buffalo School of Pharmacy in 1916, and was a 
pharmacist’s mate in the Navy during World War I. 
Mr. Stevens lost two sons in World War II.—GET. 

‘+ - 
JOHN ORLAND BONNEY 

John Orland Bonney, 60, manager of the E. L. Free- 
man Company, Central Falls, R. I., store at Providence, 
R I., and secretary of the printing company, died July 
29 at Providence. A member of the Boston Stationers | 
Club, he was well-known in the industry. 

Born in West Minot, Me., March 21, 1886, he was 
educated in the public schools of Auburn, Me., and 


é | | 








entered the stationery business following his gradua- 
tion from high school. He first worked for Edgar | 
Berry in Lewiston, Me., and was for several years with | 
Loring, Short & Harmon at Portland, Me. Going to | 
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‘What’s on your mind? 
A problem ? 

A peeve ? 

Ideas you want to swap with ours ? 








(ome in and see us— 
this is the time to talk. 


Booths G-7 and G¢-8 
1946 N.S. A. Convention 


9 
gATON's 
*TyPEWRITER* 


PAPERS 
USA 


« 
“RKs Hie 


Berkshire Typewriter Papers Division 


EATON PAPER CORPORATION 


| 
| PITTSFIELD, MASS. 

















Here it is! The Rubber 
Band the trade has 


been waiting for with 


40% NATURAL RUBBER added 
















































































Write on Company Stationery 
for liberal samples. 
611, Palmer House, at the ype bg oa 


tioner’s Convention, Chicago, Sep’. 30 to 
‘open 


See us in room 





interesting ex* ‘ 
the order of the day. 


PENTER RUBBER PRODUCTS COMPANY 


MANCHESTER, 


ouse’’ and a souvenir gift are 


cONnn. 
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TM. ALL METAL ‘TECHNYSCOPE 


FULTO 
Aarys. 


quick-drying... smudge-proof 


IN ANY WEATHER 


ALL-WEATHER wood block Stamp Pad, 
inked with ALL-WEATHER special Ink. 
. . . what a team! Weather conditions 
really don't mean a thing to them. 
Sharp, clean, fast-drying impressions . . . 
and pad will not warp, get sticky or 
pick up lint or dust. 

























THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 


greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 


accidentally broken. 
The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


AN ‘ : inches wide by 21% inches long. 
E U iTO | SPEC IA iT ; Price, complete with Lamp, Ball Point Stylus, $] 450 
Y CO. Flexible Writing Plate and Four Manuals A es 
of Rockies) 


200 FIFTH AV., NEW VORK CITY 10.N.Y. 


FACTORY AT ELIZABETH 1, NLU. TECHNYGRAPH CO. TECHNY, ILL. 
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Gripl.- fl 
GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
a Needed on every desk and drawing Standard for 
oard. 






Are Recognized 





over 30 years 








pic 
Ro foro T Consistently high quality 
R 


...Up-to-the-minute packag- 









ing...a profit-and-prestige es ; 


ad 


Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 

TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
ond rubber type, then disappears 


entirely. All three products are 
Both ROLTONIC and TYPTONIC cre won-inflammable, Non- ( 
made to the same high quality as Poisonous, Harmless to WA N S O 
GRIPPIT. skin and clothing. 
WRITE FOR SAMPLES AND PRICES PAPER PRODUCTS CO., INC. 
HARRIMAN - WELTS, INC. 409-411-413 PEARL ST., NEW YORK 7 


line you'll sell with pride. 





Inquire about our Franchise 


Sales Plan—the short cut 





to bigger and better sales. 











403 RIVER ST.,- HAVERHILL, MASS 
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FIBEROK 













with 

STEEL BOTTOMS 
Every type of 
waste receptacle 
from the big- 
gest to the 
smallest! 

Write for our 

literature 





FEDERAL FIBRE CORP. 














Clear, Crisn Copies by Beck 
Beck supplies for stencil duplicators are well- 
known for their high standard of quality and 
exceptional value. All Beck stencils assure com- 
plete visibility and easy proof-reading. The 
Beck Duplicator Corp. features stencils, dupli- 
cator inks, correction fluid, letter guides, ink 
pads, stylii, and all types of duplicator papers. 


Write today for our complete and exciting 
3 color brochure presenting all types of 
duplicating machines and supplies. 

Dealers inquiries invited 


BECK DUPLICATOR CORP. 
18 West 18th Street 
New York 11, New York 

























3704-10 Tenth Street Long Island City 1, N. Y. 






GLUE-FAST Moiste 
‘the All-Star...All-Pur 
performer in your office — 
and shipping depart- — 
ment. Inexpensive... 
Foolproof . . . Expedites 
~ sealing, labelling and 

mailing faster... MOIS- 

TENS LABELS UP TO 
—4Y"” WIDE! 


i Sp 








MUI LN 
“FAVORITE” DESK CLASSIFIER 





76 vou 


Outstanding Stationers throughout the country 
have endorsed the Cooke & Cobb line for all these 
years. The reason is fast selling profitable merchan- 
dise. In demand because they are up-to-the-minute 
in style and construction, quality and values. 


THE COOKE & COBB COMPANY 





Originators of Expanding Specialtr 


57 NINTH AVE. NEW YORK 11, N. Y. 
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CAPITOL EXPORT COMPANY 


97 WARREN STREET, NEW YORK 7, N. Y. 
CABLE ADDRESS: CAPITEX NEWYORK 


EXPORTERS 
. of | | 
OFFICE ACCESSORIES | 
OFFICE MACHINES | 
STATIONERY ARTICLES 
and ALLIED LINES 


INQUIRIES | 


OF OVERSEAS BUYERS | 
AND AGENTS INVITED 


ASK FOR OUR NEW CATALOG | 











NOW 








malt metal... 


Dealers and stationers will find this item 
a ready seller in all metal oman 575 
tion, including 10" eye guide, at... 


(tax extra) 


~_ a ia 
The Rite-Line Copy | : 
Holder is portable, com- 
pact, efficient and attrac- 
tive. It reduces errors 
and speeds production. 
Rite-Line with extension 


eye guide, at right. 





. . 
Rite-Line Sales Co., Inc. 
15 Maiden Lane, New York 7, N. Y¥ 
407 So. Dearborn St., Chicago 5. I!!! 


ITE -LINE 


U.S. Pa. Of. 


COPYHOLDER 


WRITE FOR FULL 
PARTICULARS. 
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CARBON PAPERS 


relate, 
TYPEWRITER RIBBONS 


ae i You Can't 
'Go Wrong 
with Write! 


Dealers—No Need to push WRITE products 
—they sell themselves. And once sold, WRITE 
brings back satisfied customers in no time at all. 
This will mean more friends, more business, 
and MORE PROFITS for you. 

Keep a plentiful supply of WRITE Carbon 
Paper and Typewriter Ribbons in stock and on 
display at all times. Quality and long wear 
that is guaranteed. Remember, you can’t 


go wrong with WRITE! 
Send TODAY for Samples 


and Discounts 
Deliveries at Once—No Delay! 


WRITE _ 


Yor 
INCORPORATED _"O™ 
















fy) Lexington — 
ae, Ie ee 








FACTORY: Bridgeport, Conn. 





SORRY ... 
No Typewriters yet! 


SUT ..23 
We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 
Carbon Papers 
Typewriter Ribbons 
VaXolobbele mm \LCocodebbel-M abl o)oreyets 
| sTole) 4 <-1-) 0) bole me ly CoCodebbel-MB atte) ole ets 


HEADQUARTERS .. . 


Royal Typewriter Parts for Dealers 


NOW 34 
You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE... 
HU ele eloselbbiocotttnd-Me) Meas bbeebl (ciel o)coleitton 
tion of new typewriters has been re- 
sumed. Trade-ins should be available 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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Boston, Mass., he was employed as a salesman for 
Adams, Cushing & Foster. He came to Providence in 
1928 to make his home and there was connected with 
E. L. Freeman Company. 

One brother in California survives. 

+ - -& 
LEON LESSACK 

Leon Lessack, proprietor of the Adams-Lessack 
Company, stationers, 145 N. 15th St., Philadelphia, 
Pa., died suddenly August 11 while vacationing. He 
was 44 years of age. 

Mr. Lessack, who lived at 5914 N. 4th St., had been 
in the stationery business for 25 years. 

Surviving are the widow, Anna; sons, Jordan and 
Alan; and his mother, Mrs. Sarah Lessack. 








ON-THE-j)OB THALUNING IN ACTION—Ke-enacted in many 
typewriter shops the country over is this scene, one of many 
activities of the Veterans’ Administration. Working on a 
typewriter for the Underwood Corporation, 1021 Second Ave., 
Seattle, Wash., Marshall Bland, a former serviceman, offers 
tangible proof that the GI Training Program really “clicks.” 
——_o—— —___ 
W. AA. JOHNSTON FIRM 38 YEARS OLD 


The W. AA. Johnston Sales & Service Company, | 
Knoxville, Tenn., on July 28 marked the completion | 
for its proprietor of 38 years in the office machine | 
business on Market St. Since July 28, 1908, W. AA. | 
Johnston has been selling and servicing typewriters, | 


adding machines, and checkwriters in Knoxville 

A son-in-law, A. Hubert Adams, Jr., is manager of 
the Knoxville firm. 

Reminiscing of his long service in the industry, 
W. AA. Johnston recalls that he once sold the light- 
running Fox typewriter. The buyer protested that, 
although he liked the machine, the Mr. key did not 
print. Instead of “margin release” the key read “MR” 
and he thought it should print “Mister.” 

————co—o—___—_ 
0.E.D. DINNER CLUB RESUMES MEETINGS 

The Office Equipment Dealers Dinner Club has an- 
nounced the return to their old home at the Hotel 
Sheraton, Lexington Ave. and 37th St., in New York 
City. The first meeting of the season was held on Sep- 
tember 4 at 6:45 p.m., with succeeding meetings to be 
held on the first Monday of each month, beginning 


October 5. 
— 

AMES SUPPLY MOVES EXECUTIVE DEPARTMENT 

The Ames Supply Company, 564 W. Randolph St., 
Chicago 6, Ill., has announced the removal of its 
executive department to the fourth floor in the build- 
ing now occupied. The production department will 
remain on the fourth floor. 
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Were never in greater demand than now. Sales presen- 
tations, market analysis, general statistics, make them of 
great importance. Offer— 


CLEARTYPE MAPS 
BLACK AND WHITE 


PRINTING AND MOUNTING 
COLOR PRINT MAPS 
MAPS MAPS 
OF ALL FOR EVERY USE 
DESCRIPTIONS AND EVERYWHERE 


WRITE FOR CATALOG and DISCOUNT SCHEDULE 


AMERICAN MAP C@O., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. © MU 2-7581 




















Calculator 
Equipment Corp. 


ORANGE, NEW JERSEY, U.5. A. 


ADDING MACHINES 


+ 
CALCULATING MACHINES 
* 
BOOKKEEPING MACHINES 
% 


Select Rough and Rebuilt 
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CARBON PAPERS | 





_ TYPEWRITER RIBBONS | 


| Made right — Priced right — 
| Sold right. Here’s a ribbon 

and carbon proposition you 
can turn into real profit. 
You can always count on our 
cooperation. 


| EXCLUSIVELY for 
DEALERS «- STATIONERS 


Complete details on request 
ALLEN & COMPANY 
DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 








MEILICKE a 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card i 
and save time—worry and mistakes. Meilicke Pabcaiaaers 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 











Meilicke Systems, Inc. 35 North clas st 














The Super-marker for 
Smooth Surfaces 


Sifaisde!] 


CHINA MARKER 


















No surface is too slick for 
Blaisdell CHINA MARKER. 
Preferred by china and glass 
outlets, druggists and grocers 
for plain, permanent marking 
on smooth surface products 
and containers. Specially 
designed...Paper encased by 
a special process to prevent 
oxidation of leads... More 
efficient...... Made in 13 
brilliant, permanent colors. 





“VVYatsoe/7 PENCIL COMPANY 


141 BERKLEY ST. « PHILADELPHIA 44, PA. 
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or 
CELLULOID PRODUCTS 


Loose-leaf. envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S. A. 
















POST CA DS 


FREE! DEALERS: Send for tree illustraied book of money —s ideas 
and complete unique advertising plans. Learn how thousands these 
Cardmasters have been sold. Write today. 





CARDMASTER COMPANY “2niéico "0 ttl 








ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





end for Folder 
and prices. 








Manufactured by 





I, D. COTTERMAN  "isicxco ae 
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Every Hand Wants 
“CADO” 


Flo-Matitr 





Writes, draws, marks on ANY surface. 
Leakproof valve control feed. Non-flooding. 
Sweatproof. Feathertouch action. All alum- 
inum. The only safe pocket fountnbrush is 
FLO-MASTER. You’ll sell ’em like hot cakes. 
Sets for every individual and business need. 
Write for information on the full line, in- 
cluding Cado Inks in black and colors. 
Complete merchandising and sales helps. 





See Us At The Convention (Foyer 6) 
CUSHMAN & DENISON MFG. CO. 














135 West 23rd Street New York 11, N. Y. 





RING BINDER 
CASES 


#3256 Ring Binder made of Genuine Split Cowhide leather, 


Baby Walrus grain, completely lined, two inside pockets, Zipper 
on three sides, 3 ring metal. Size hie ei. 
Black and Brown. List Price : $9.50 each. 


#$3255 Same as #3256, made of belie simulated leather. 
Very durable, 2 or 3 metal tem 
Black and Brown. List Price... $6.75 each. 


## 3258 Special Brief Case made of genuine Split Cowhide, 
Baby Walrus grain, 3 roomy pockets, bound fiber partitions. 
Spe.ially treated no-crack Fabricoid gussetts. Disappearing 
handles, Zipper across top. Reinforced with metal corners. 


Size 16 x 12. 
Black and Brown. $8.00 each. 


IMMEDIATE DELIVERY 
USUAL DEALER DISCOUNTS 


List Price....... 


SHANK LEATHER GooDs co. 


230 FIFTH AVENUE NEW YORK 1, 


1946 
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You are if you're not selling the prof- 
itable Daco Made Machine Record 
Ledger Cards and Forms. Every bank, 
insurance company, business, indus- 
trial firm and library who use NCR, 
Burroughs and other automatic ac- 
counting and recording machines 
need these forms. The wide awake 
dealer is getting his share of this 
business .... are you? 

You can with Daco as your source of 
supply. For a quarter of a century Daco 
has made these items, They are ac- 
curately designed to meet the moa- 
chines requirements, competitive in 
price and quality. 

For quotations or information write 
Dept. LC enclosing samples. 


THE DACO CARD g INDEX CO. 


BOSTON, MASS 






<> 
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“DACO': 


KA 









9 FEDERAL COURT 








THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 


DOES / 
A JOB. 


Dealers like to recommend and sell NORTA because 
it does a real cleaning job. No fuss, No dirt, No soiled 
clothing, No inky hands, No scrubbing or rubbing. 
Just press, roll gently back and forth and your type- 
writer type is free from dirt and grime. The result is 





clear, clean cut impressions. 
The remarkable qualities of NORTA make it the 


ideal cleaner for typewriter type stamps, ete. 


ORDER TODAY REORDER TOMORROW 


NORTA 
DISTRIBUTING 
Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 
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THE MIAM 











ROBERTSON at 34th AVE. 


OUR NEW PLANT 


“eS YSTEMS oy 





CINCINNATI 9, OHIO 


FOR DEALER DISTRIBUTION 

















METAL CASH BOXES 





18 gauge fire-resistant steel; paracentric lock, 2 keys; 104” 
wide, 6” deep, 4” high; approx. shipping wt. 65 lbs. per 
doz.; $5.85 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 
ALSO 

Standard No. 2 metal wastebaskets, green or brown; harp 
and stick files; metal bookends (green); metal letter racks; 
ticket punches; Sav-A-Stamp Postal Scales; Costumers; 
Genuine Zipper Ring Binders 11x8%2, 1” rings with 
boosters; school supplies. 


In Stock for Immediate Delivery. 
All Prices F.O.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 





FOR 
IMMEDIATE 
DELIVERY e 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 





Beautiful Sofas and Club Chairs 
available—See our full page ad- 
vertisement in the July issue. 














OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N.Y.4,N. Y. 


Bowling Green 9-8231 
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LOR MO), 


PENCIL SHARPENERS 





E'RE grateful for your patience 

and assure you that we're 
rapidly closing the gap in the produc- 
tion picture. In the meantime, every- 
body is getting his share. 


HUNT PEN CO. 


CAMDEN, N. J. 










INDEX 
CARDS 


WARSH AW 
are DEPENDABLE! 





WARSHAW INDEX CARDS have earned 

ROLL LABELS the endorsement of both Dealers and 
GUIDES Customers throughout the land. 

INDEX CARDS They are clean, crisp and bright... 
FOLDERS of good quality stock . . . with uniform 
PROTEX margins and rules. 

STICKONS MADE on fully automatic machinery, 

MENDING TAPE rotary cut on all four sides assures clean 
GUMMED cut edges. 

INDEX TABS ; 

fast mouing — propitatle Loo! 











THE WARSHAW MFG. CO., INC. 


1 MAIN STREET BROOKLYN 1, N. Y. 
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Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Don't look any further-Try 





Sinclair and Valentine (lo. 





and be convinced! 





Sinclair an “Valentine Co. 
611 W. 129th Street Gr New York 27, N. Y. 








Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 
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Trying to make reports from a mass of unrelated data 
is just the old needle-and-haystack routine, and very 
expensive these busy days! Information neatly classi- 
fied by attaching 


Es 





4a" FILE 
(cy) » MELT 


to cards and record sheets—blue for one class, red 
for another, and so on—is always ready instantly. 
These little paper-thin signals go on and off easily, 
add practically no bulk, never tarnish. In 12 non-chip 
colored enamels. Ask for cards of samples for your 
salesmen. 




















EVERY TYPIST NEEDS A 


TYPE-ERASER 


AS NECESSARY ON TYPEWRITERS AS ERASERS ON PENCILS 


This device contains a spring reel 
with NYLON cord. It automatically 
r ns the eraser to a recess in 
the Type-Eraser Knob when the eraser 
is not in use. Easy to install. Just 
, replace the typewriter platen knob 





wea with a 


7) TYPE-ERASER 


NO NO 
LOST LOST 
TIME ERASERS 








SPEEDS TYPING 
AMAZINGLY 











For All Standard Typewriters 
RETAILS $2.50 

Liberal Dealer Discounts a 
SAMPLE POSTPAID ee 

At dealers dozen lot price Eraser Released 
UNLIMITED SALES POSSIBILITIES 
Wholesalers—Write Now for Attractive Sales Agency 

CHARLES G. HURRLE 
35 Stillman St., San Francisco 7, California, U. S. A. 











NOW BETTER THAN EVER! 








. \\ é ee / 
W\.<< eS VY 


TYPEWRITER EQUIPMENT CO., INC. 


38 PARK PLACE - NEW YORK 7, N. Y. 
PARTS and SUPPLIES 


gs 


























“TEC” Haro wooo DOLLIES 


for HANDLING FURNITURE, 


ETC. 
3”’ Rubber 
Swivel Wheels 


Convenient Grip 
Size 18” x 30” 


WwW Boe 
RETAIL $9.00 EA.|WOQDWORKING SHOP 


F.O.B. BKLYN. 


RUG COVERED ENDS | 7324— 20TH AVE. 
$1.00 EXTRA | BROOKLYN 4, N. Y. 
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SEE THE NEW ELECTRONIC 


Lecilone 


Intercommunication Systems 


Booths: 238 and 239 


NATIONAL BUSINESS SHOW 
Grand Central Palace, New York 
September 30 to October 5, 1946 


EXECUTONE, INC.—415 LEXINGTON AVE.—NEW YORK 17 















ARISTO 
Guides and Styli 


Styli Lettering Guides 
A complete line of Fine Writ- Available in both Modern and 


ing Instruments for Stencil Use. oo Styles of Type. 


Under your Own Brand Name if you Desire 
Manufactured By 


ARISTON DUPLICATOR COMPANY 


2448 Larpentuer Ave. West St. Paul 8, Minn. 
—We sell to Dealers only— 














FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
719 W. Olympic Blvd. Los Angeles 15, Calif. 











Dbis Vlame i Dhus eZ nheage 


SR ma / an Ly, uckity 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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ProtectO 
SECURITY BOX 


Made of two complete steel walls insulated from each 
other by |/, inch of specially treated asbestos sheet- 
ing. Each box has lock and 2 keys. 


Available in 3 colors: office green, office grey or 
maroon. Recessed handle on top. 


The PROTECTO fire-resistant Security Box is ideal for 
protecting valuable papers in the office, factory, 
school or home. Sells rapidly at a handsome profit 


to you. 
$9.00 
LIST 


Slightly higher in West 


BISON DISTRIBUTING CO. 


1202 HERTEL AVE. BUFFALO 16, N. Y. 


Send a trial order today. 


INSIDE DIMENSIONS 
8/2 x 12"/2 x 3/4 
WEIGHS 10'/, LBS. 





FILM STENCIL 


“Cash in’ on the tremendous in- 
terest in film stencils. Never were 
they more in demand. In the 8 
years since we introduced it, users 
have learned the many advantages 
of film: Saves 3 to iO minutes 
cutting time. Eliminates type clean- 
1 to 3 minutes depending on paper. ing, loop-letter cut-outs, feed roller 
No waiting around. Speeds up en- swelling. Result: cleaner cut sten- 
tire department. Takes high speed cils, better copies, better re-runs. 
operation beautifully. Less offset. Operators familiar with Tempo 
No waste of paper—the first copy Film performance cannot be 
is good. Tempo 500 has everything switched to any other type of 
—one trial will convince. stencil. 


EVERY USER IS LOOKING FOR A SUPERIOR PRODUCT TODAY— 
TEMPO OFFERS YOU A COMPLETE LINE OF QUALITY 
DUPLICATING SUPPLIES 


For catalog, price list and special dealer proposition .. . 


Mail Coupon Today 


MILO HARDING CO. 222 W. Pice Biy4.. 


«Los Angeles 15, Calif., Dept. D 
Please rush details about Tempo 500 Ink and Tempo Film Stencil 


NO. 500 INK 


New—sensational—users say ‘‘it’s 
unbelievable.’”’ Out-performs any 
ink on the market. The first real 
improvement in duplicating since 
we introduced the film stencil in 
1938. Tempo 500 is an amazing 
time-saver. Copies dry in from 


ee ~ ye 


oe A ESS 
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SELL 
Spring Keys 


UNIQUE DIFFERENT 


For Typewriters and Bookkeeping 
machines. 
Girls are astonished and amazed at the 
delightfully soft cushioning effect when 
Master Speed Keys are installed on their typewriters. 

WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 


rw~rrrrrertyrtr+,., TS 
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Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 


Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


Nickel Finish 
4 TUBE 
$315 MODEL 


Also made in 3 & 5 Tube 



















Models. Easy to operate. 


DEALERS: Write for prices and 
illustrated folder "F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON, Inc. 
7 

















THE C/teaz: PENCIL ee 
THE ONLY ALL METAL PENCIL WITH.. 
jt ay Zz 


Long Thin “Big inch” Spring Steel 
Leads Adjustable Eraser Gold Plated Clip 
THE "TE pencil $5 
(plus luxury tax) 


C ye x2 pen and pencil 
Ss, _SDY set, $8.75 
— (no luxury tax) 


HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME No. 1 


HEAVY DUTY Hand Stapler 


sample swatches of paper, leather and fabric, for 


Full details 


stapling of catalogs, programs, etc. Adjustable 

guide for accuracy. ACME No. 1 can handle three in our 

leg lengths: %, 5/16 and %” without mechanical Si! verstreak 
change and can be especially equipped to take %” Folder. 


ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT— SIMPLEX — MIDGET 


Visible Record 


Any Record Easy 500 Cards 
} veer Piexibte 6x4 inch $345 


| Ideal for fastening voluminous correspondence, 







Credit Portable 
Cost Saves Time Complete 


Use Handifax Cards only. Join together. 
r File sheets of Cards on edge like paper in 
ro) correspondence folders. Visible Facts In- 
&* spire Profitable Acts. Use half-inch Visible 
\% Margin for Indexing—Color Signaling 
Visible Tabulation of vital information. 
LT merne——— Ten years national use. 500 Cards one side 
ee ) Blank, one side Ruled: 6x4 in., $3.45; 8x4 
——— / in., $4.40; 10x4 in., $5.30. Order now. Send 
Sheets of Caras = 44 money. Satisfaction guaranteed. 
Write for Catalog. 


& 
Handifax £7%52"'4° St.Louis 
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373 COLUMBUS PLACE BROOKLYN 33, N. Y. Sinton te. New York, N. Y. 










NEATYPE 


TYPE & PLATEN 
CLEANER 
| DERTYPE ~ Highest Quality 
~. ’ Large Bottle 
Fast Easy Seller 
Wonderful Repeats 
Large Profit 


AND—Mr Dealer— 

NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK. 


For Full Particulars and Samples, Write 


STARKEY PAPER & SUPPLY CO. 


3800 AGNES AVE, ° KANSAS CITY 3, MO. 


SPEEOIMO 
“12 WAYS BETTER” 
STAMP PADS 


Outlasts 5 ordinary pads. Gives 
sharper impressions with full 
inking. Can be re-inked indefi- 
nitely. Silent, dust-proof, 
ONLY PAD MADE! sag-proof. Available in a wide # 
OF SPONGE RUBBER | range of models and sizes for 
Surface “self-! every stamp pad purpose, in 
' 
' 
' 











seals” against ! office, factory, etc. Write for 


evaporation. A. new catalog and prices. 
life time” pad. 


RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 








IMMEDIATE SHIPMENT 


Rebuilt 
A. B. DICK MIMEOGRAPHS 
LIQUID DUPLICATORS 
MULTIGRAPHS 
STAMP AFFIXERS 


New 
SLIP-O-MAT SLIPSHEETERS 
MAIL BAG RACKS 
ALL-STEEL UTILITY TABLES 


Write For Information, Prices 


MAILERS’ SERVICE & EQUIPMENT CO. 
40 W. 15 St. (Mailers’ Bldg.) New York 11, N. Y. 
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The 
Permanent 
Successor 
To Rubber 
Bands 


Gu+-++-BANDS 


Ae tL 


Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, etc., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
ete. Write for samples. 


Rochester Wire-O-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 

















DESIGNED TO SELL! 


Appealing lace-patterns 

in non-inflammable plastic. 
New bound edge will not cut or 
bind. Large size for 














Retails profitably gem added sleeve 
for 29c pair i a < protection. 
3 dz. to box. 

Prompt delivery. _« Ma 


PLASTEXT CO. 


“Things Plastic” 





CLIP BOARDS 


Guaranteed against warping. 
ALSO: TYPEWRITER RIBBONS that 


meet government specifications 

. CARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and a large 
variety of First Quality MIMEO- 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 





Pengad Bldg. 
Bayonne, N. J. 


SELL LIBERTY 
WAR TAX 
RECORDS 


Provides for all legally required 
Income Tax Records, Federal and 

State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 


Commonwealth Publishing Company 


508 So. Dearborn St. Chicago 5, Ill. 











$5 
RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


£ 
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Changeable Letter 
Bulletin and 
Menu Board Signs 


for all purposes 


SPECIAL 
BLur * pLATE 
TO DAY 


FRESH ROAST HAM 
REO CABBAGE 


Send for illustrated 
literature showing 
large variety of uses. 


ACME 


Bulletin Board Corp. 
37 East 12th St., 
New York 3, N. Y. 


SWEET POTATOE 
APPLE SAUCE 
BREAD °r ROLLS & BUTTER 
DESSERT 
COFFEE TEA OR MILK 


35¢ 

















PRECISION BUILT 


INDUSTRIAL AND COMMERCIAL 


STAPLING AND TACKING MACHINES 
5 MODELS — I5 SIZES 


LITTLE GIANT BRAND STAPLES 
FOR OVER 60 TYPES OF INDUSTRIAL AND 
COMMERCIAL STAPLERS 


WRITE FOR CATALOGUES AND PRICES 


Distributorships Available for Some Territories 


PRECISION STAPLE CORP. 


DEPT. OA. 239-4th AVE. NEW YORK 3, N. Y. 


oD & 
° 0 
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DAYTON STENCIL 
WORKS CO. "%yi5" 








DISPLAY RACKS for STATIONERS 


Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 


THE 
PIERCE 
COMPANY 
3705 Nicollet Ave. 


GIFT DEPARTMENTS 
4 Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 


Write for Dealers’ Price List 
Minneapolis 8, Minn. 
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A MAJOR SOURCE 


o7~ 
PROFIT 
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YOUR LOOSE-LEAF DEPARTMENT 





The coming months will see a bigger volume 
of Loose-Leaf sales than ever before. 


Capitalize on the growing opportunities in 
this field by featuring the CESCO line. No 
other line offers such a wide range of up-to-the- 
minute equipment. 


For forty-six years CESCO has pioneered the 


way with a distinctly superior offering of Loose- 
Leaf equipment—Post, Ring, and Prong Bind- 
ers; Visible Record Books, Accounting Systems, 
Business Forms of every kind, etc. Send for 
Condensed Catalog and Price List No. 46. 


THE C. E. SHEPPARD COMPANY 


4407—2I1st St., Long Island City 1, N. Y. 








Copying 





SPEED UP OFFICE PRODUCTION 
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Error-No, the all-purpose, line-by- 
line copyholder speeds up tran- 
scribing of reports, forms, letters. 
Tests show Error-No ups copying 
efficiency as much as 40%. Holding 
copy at eye level, it eliminates eye Agia 
strain, cuts down fatigue. 
Error-No’s copying versatility can 
be demonstrated on adding ma- 
chines, Comptometers, and other office devices as well 
as typewriters. All steel, noiseless, vibrationless, fool- 
proof. See what Error-No can do to speed production in 
your Office. 














\\\I MWY, 
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DIVISION OF 


Hall-Welter Co. 













ROCHESTER 7, N.Y. 
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\-* PLYMOUTH RUBBER COMPANY, INC. 


FOUNDED 1896 The Largest Rubberizers of Cloth in the World cANTON, MASS. 











BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is especially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, Cameo, 
American, Reliance, Storms Pen and Pencil Carbons, in all 
weights and finishes. 

CARBON ROLLS: Tailor’s Marking, Photo Offset, Billing 
Rolls for Elliott Fisher Machines, BiHing Rolls for Burroughs 
Posting Machines, Register Rolls, Tally Rolls, Teletype Car- 
bonized Rolls, Rolls for Elliott-Addressing Machines, Special 
Rolls. 

INKED RIBBONS: Stormtex, Cameo, American Reliance, 
Ribbons for Addressograph Multigraph, Speedaumat, etc. 

































ANOTHER INSTANT SUCCESS 
IMMACULATE CARBON PAPER 


CLEAN TO HANDLE, CLEAN TO ERASE - 
FREEDOM FROM FEED-ROLL OFFSET 


H. M. STORMS CO. 


561 GRAND AVENUE * BROOKLYN 16, N. Y. 
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Above: Small size, for models 3V, 
4V, or 5V. With of without knobs. 


Right: Intermediate bar for 
additional extendibility of 
either size above. 








Above: 





Large size, for models 6V, 7V, 8V, 


9V, 10V, 11V. With or without knobs. 





Above: One intermediate bar extends any Kleradesk one 
to five compartments more than original capacity. Sev- 
eral intermediate bars may be added, if desired. 


Extendible Steel Bars 


for the steeless 


KLERAD ESK by Sengbusch 





... adding new sales-appeal to this 
already fast-moving item 


_.. providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making story 
you can tell your customers about the steeless Kleradesk 
with Extendible Steel Bar and plastic knobs. That’s the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
tional expandibility of models now owned. Added to the 
utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 
build volume sales and win satisfied customers. Stock 
up now. Write for circular. 


Sengbusch Self-Closing Inkstand Co. 
309 Sengbusch Bldg. 

















The advantage of a Full front Vesk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 


Rubber Manufacturers 


BICKET 


FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 


Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 





high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, 

A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 


Write for stock chart— 
price list. 
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Plain Colored Heads 












Dots : Stripes» Crosses 





Numbered Heads 


Lettered Heads 





Flat Circular Heads 


Triangular Heads 





Square Heads 





Pentagonal Heads 


Marking Tacks 


All manner of combinations are avail- 
able with Moore Metlhed Maptacks. 


YOU'RE NEVER AT A LOSS WITH 


MOORE Metlhed Maptacks 


Regardless of size, shape oF color—whether plain, numberea, 
lettered or with special markings, you've got the right answer 
with MOORE METLHED MAPTACKS, the only complete line 
available. Sold exclusively by ™OP companies, they are backed 
by consistent national advertising that is designed to increase 
your sales and profits. No matter how you look at it, you're 
never at a loss with MOORE METLHED MAPTACKS. 
BETTER HOMES & GARDENS 


Ne “Famous 
0 0 R E ave SATURDAY EVENING POST 
PRO puctTs ; LADIES’ HOME JOURNAL 
SUNSET ° HOLLANDS 
. METLHED MAPTACKS pee agp ee 


+ PUSH-LESS HANGERS BUSINESS WEEK 


d at Booth No. H-5 atthe N.S. A. Convention in Chicago 


See them displaye 





Ss meneame SAN a 


‘i & 
113-25 Berkley Street COMPANY « Since 1900 


¢ Philadelphia 44, Penna 





ACCOUNTANTS SAY: 


pea” 

¢ Nu Vue arrangement of tax deductions simpli- 
fies adding of totals. © Reduces time and cost 
of payroll work. ® The only payroll book where 
Social Security numbers, employees’ names, tax 
exemptions, earnings and tax deductions are in 


full view without turning of pages- 
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The Payroll System where names are 


written but once a year. With all in- 
formation in full view. Where payroll 
reports can be prepared without 
shuffling of pages- Yes, all these fea- 
tures and many more in the Nu Vue 
Payroll System. 
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Fer Chorecter of Line= Precision of Pertormoncea 
Control ond Facility of Use — 
Outstanding Artists ond illustrators Choose 
HIGGINS AMENiCAn ORAWING INKS 





























It is true that Higgins American Drawing Inks are a basic art medium 
that sell quickly and keep on selling. * It is true that 66 years of quality 
leadership and advertising leadership have made Higgins Inks a demand 
item. ¢ Another truth (one you may not know) — the Higgins Ink Co., Inc. 
steadily builds new markets so that more people use more Higgins Inks more 
of the time through the largest advertising program devoted to drawing inks. 


NATIONAL SCHOOL, ENGINEERING, ARCHITECTURAL 
and TRADE MAGAZINES e CONVENTION DEMONSTRATIONS 
ART BOOKS e PACKAGE INSERTS e KEYED COLORS e« SCHOLASTIC 
CONTESTS e FREE EDUCATIONAL MATERIAL e IMPRINTED LEAFLETS 


Higgins, | 
RICAN a ae 


THE INTERNATIONAL STANDARD 
OF EXCELLENCE 


Send for a set of Higgins Color Window Display Material... there is no charge. SINCE 
1880 








ye 24 gy | 271 NINTH STREET, 









/ Curls look good on this dandy 

of 1910 — but not on labels. Modern Eureka Book-Paks 
= keep labels intact till every one is used. No curling, no soiling. 
Visit with us at the show 
and see why alert buyers are saying 







Modern Eureka Book-Paks 


bound to sell G 0. 
with least resistance Stationery Division, Dept. 0.A. — —— 
11 West 42nd Street * New York 18, N. Y, 
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Ze) Meliiie wae) 7 asl, ce tele) mele [ele] mm. [el 
THE STANDARD FOR QUALITY 


Ualdon 


Made in Newark, USA. 


NOS. 310,315 CORALINE 
NO. 900 Soft coral color. Quality clear through. Bias 
SUEDE ” bevel ends and sharp edges erase lines:and 


Soft gray texture. Slightly octagonal lettering, broad face cleans large surfaces 
shape. Erases ink and typewriting 


Correct Mistakes tx Any Language 


ae -4 
SLLCA a. A. a A RRA 


47 
“e 
o. wage 
FOF ILIP LAT VANS AMAA SSA MS 
aed oe « es . . . SE SAN RAS 



































WELDON ROBERTS RUBBER COMPANY 





lore eee Newark 7, New Jersey - ical 
Increase Sales | Receptacles— 
with 


1 10 ) DD. | cd 
| BAINBRIDGE FIBRCAN For kvery I urpose 





“The Basket Known to a Continent’ | YOU ARE INVITED 


to visit our Exhibit of Bain- 
bridge Fibrcan Receptacles and 
other exclusive Bainbridge lines 
at the Convention of the Na- 
tional Stationers Association in 
Chicago, September 30 to Octo- 
ber 3, 1946. 

BOOTHS 

I-1 and 1-2 























Fibrean—Fibre and Metal 
Metalean—ALL Metal 








Fibrean Utility Can 
No. C-150—With Wheels 


No. C-110—Without Wheels ane 1 BAINBRIDG KIMPTON HAUPT | 
Round Straight & ; ne. | 


Utility Receptacle 


9-S, 10-S, 10, 11 218 Greenwich St. New York 8,N. Y. | 
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@ “I don’t know anything about economics, but 
I know inflation is a bad thing—and my husband 
says that if we all buy Savings Bonds—like we 
bought War Bonds—it will help to make our fu- 
ture secure. So I think it’s fine of your store to 
advertise Bonds over the radio, and in the news- 
papers—because it makes me feel that you have 
the public’s interest at heart. Besides, it’s so con- 


venient for me to buy Bonds here.” 


Your store gains prestige and good will when you 
advertise and sell Savings Bonds. Display them— 
in your windows and on your counters. Advertise 
them—in your local newspapers and over your 
local radio station. Se// them—to everyone who 


» enters your store. 


And, yourself, buy Savings Bonds—and urge every 
employee to buy them regularly on your payroll 
deduction plan. You’ll be building security for 
¥ yourself, your store, your community, and your 
country. You’ll be helping to control prices. And 
every $3 invested will pay $4 at maturity! 


THE PEACETIME PAYROLL 
SAVINGS PLAN 


A booklet, published for key execu- 
tives by the Treasury Department, 
containing helpful suggestions on 
the conduct of your payroll savings / 
plan for U. S. Savings Bonds. 4 


THIS TIME IT’S FOR YOU 


A booklet for employees... ex- 
plaining graphically how the pay- 
roll savings plan works. . . goals 








to save for, and how to reach 
them with Savings Bonds. 


ARE YOU USING THESE BOOKLETS? 


If not, or if you want additional copies, just ask your State 
Director of the Treasury Department Savings Bonds Division. 





The Treasury Department acknowledges with appreciation the publication of this message by 
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This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and Advertising Council 
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FULL LEGAL SIZE...SIMPLE TO OPERATE 
100 OR MORE COPIES PER MINUTE 


The Model C Lettergraph offers you every essential feature of even 
the most expensive machines. It’s a full size, big production stencil 
duplicator that can handle any job from post cards to legal size. It's 
always ready to deliver clear, sharp copies in any quantity desired 
at speeds of 100 or more copies per minute! Offices, stores, schools, 
churches, clubs, etc., will find the Model C a fine investment that 
quickly pays for itself. Sturdily built for years of satisfactory service. 


RETAIL PRICE 


$4 252° 


EXCISE TAX INCLUDED 


PRICE INCLUDES THE FOLLOWING INITIAL SUPPLIES 
4 Legal Size Stencils, Ye Ib. can Black Ink, Ink Brush, Ink 
Pad, Bottle Correction Fluid, 1 Stylus, Signature Plate, 
Leatherette Cover and Complete illustrated Instruction 
Book. Shipping weight, 32 Ibs. . . » «© «© © © @ « 


THE HEYER CORPORATION 


CHICAGO, ILL. 





INSIDE INKING 
The Model C Lettergraph 
has a large, legal size 
open perforated cylin- 
der which is inked from 
the inside with a brush— 
easy, quick and conven- 
ient. Assures even spread 
and flow of ink. 


SINGLE ARM FEED 
Sturdy single arm design 
provides maximum space 
for convenience in load- 
ing paper. Cast alumi- 
num feed arm has self- 
levelling action, is quickly 
adjustable for different 
weights and sizes of 
paper. 


HOOK-ON TRAY 
Large capacity, all 
metal receiving tray 
hooks into place on ma- 
chine allowing tray to be 
suspended over edge of 
table orcabinet.Requires 
less space, provides 
greater accessibility. 
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Sit down to this handsome new typewriter ... for the typing 


thrill of your life! 
You sense something different the moment your fingers touch the keys. 
It's Rhythm Touch ... the latest development in Underwood's 
constant research to help make your work easier. 
There’s new ease for your fingers in the lightning response of every 
key. In the better balanced finger action. The effortless speed. The 
free-and-easy rhythm of the accurate. smooth-running mechanism, 
You'll do more work .. . better work . . . with less fatigue. Besides 
Rhythm Touch, and many other new refinements, you have all the 
time- and effort-saving Underwood features vou've always enjoyed. 
Insist on having this new Underwood Standard Typewriter. It’s a 
pleasure to work with ... a treasure to own. 


UNDERWOOD CORPORATION .. . One Park Avenue, New York 16, N. Y. 


Uele00d vvvvrser LEADER OF THE WORLD 





